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 Introduction 
 
    Our bodies give out cues when we love someone, when we hate them, feel angry, when we are sad, happy, and more. They reveal all our innermost thoughts, feelings, desires, moods, and personalities. Whether we realize it or not, our bodies are constantly giving the people around us a glimpse of what may be happening on the inside.  
 
    When most folks think about reading people, they believe that there are some innate talents that enable a person to do this. Others believe that you need to go through years and years of training before you can achieve something like this.  
 
    After all, the ability to read people right off the bat can become incredibly useful during negotiations, job interviews, and any other professional and personal setting. Best of all, you are using these insights to position yourself in the most advantageous position possible. 
 
    By learning to analyze people, you get the advantage of knowing that person’s feelings, emotions, and attitude even before the person utters a single word.  
 
    Moreover, the ability to analyze people helps you understand what the other person is going through. With this understanding, you can become empathetic and know what to do to make the person feel comfortable.  
 
    Yet, analyzing people does not require as much work and time as you might have thought. Of course, there are years of training behind the concepts in this book. Nevertheless, the experience of decades has been distilled into a single volume. This will enable you to learn the tips and strategies of seasoned veterans in a fraction of the time. 
 
      
 
      
 
   


  
 





Chapter 1: The art of Analyzing People 
 
    [image: shallow focus photography of woman outdoor during day] 
 
      
 
    It is important to remember that you can read a person you see, and you can read a person you are talking to, but you can’t form an accurate opinion about a person until you have analyzed them. 
 
    To effectively analyze someone to the point you can make an opinion about them, you will need to have more than one encounter with them. Now, of course there is such a thing as ‘first impressions’ and there are times when you only get a single shot at speaking with someone, but you have to remember that there is such an in depth concept to get a hold of in your own mind, it would be impossible to make an accurate opinion on someone without meeting them several times. 
 
   
  
 

 Watch and observe 
 
    There is a difference between knowing a person and knowing their personality. You can learn what a person’s personality is without ever speaking to them by watching.  This can be a touchy one, but it is important that you don’t become a creep. Watch and observe people in a perfectly normal way, and that is how you will learn their personality. 
 
    This is an important thing to do for a number of reasons.  
 
    
    	 You can learn how their standard reactions are 
 
    	 You can effectively guess how they will do something 
 
    	 You can accurately determine where they would fit the best (manager position, front worker, etc.) 
 
    	 You can even make educated guesses on generic likes and dislikes based on personality alone 
 
   
 
   
  
 

 Draw conclusions, don’t make assumptions 
 
    Never, never assume anything about a person. When you are analyzing people the right way, you know that you need to watch and learn. You can’t base your opinion on someone on what you have heard, and you can’t base it on a single interaction. 
 
    Study the people around you, and make conclusions, but don’t make assumptions or base your belief on some loose theory. Form an opinion after several encounters 
 
    Sometimes you will have bad experiences with someone. There are times when that is your only experience with someone, but it is very important that you don’t base your opinion on someone after that one experience. 
 
    There are a lot of people that start out as enemies and end up best friends. This would never have happened if one of them didn’t give the other person a chance. When you are meeting people, don’t get stuck in the ‘first impression’ realm. You need to learn about them. Figure them out. Only then can you make an opinion. 
 
   
  
 

 Play off of aspects you pick up on 
 
    Once you learn how to read people, and put that to work, you will get good at it. Then, you can take it to the next step and start to influence the people around you. 
 
    Learn the likes and dislikes of people and roll with it. Do you know someone who doesn’t like crude language or swearing? Don’t do it around them. Do you know someone who doesn’t like violent things? Don’t talk about that movie you saw in front of them. 
 
    Do you know someone who likes fashion? Make mention that you like their outfit. These are all subtle things that don’t seem like much, but they make a major impression on the person you are interacting with. 
 
    If you do this enough, they will like you, regardless of other differences, and the more you get people to like you, the more agreeable they are to your ideas. 
 
   
  
 

 Keep an open mind on people, they change, and so do you 
 
    You should never form a universal opinion about someone. You can know what they are like, and you can stand by an opinion you have formed (the right way), but don’t ever trap people. 
 
    If you know someone that you have a poor opinion on, don’t keep them there if they change. The beauty of being human is that you have the power to change, and for many, this change happens naturally.  
 
    Be open minded and give everyone a chance. Of course, you are allowed to dislike some people, no one likes everyone, but you don’t have to put them in that box and keep them there. 
 
    The key to analyzing and reading people is truly getting to know them and learning about them. The more you truly know someone, the better you will be able to influence them. 
 
    When studying people, you should try to remain objective and open to new information. Nearly each one of us has some form of personal biases and stereotypes that blocks our ability to understand another person correctly. When reading an individual, it is crucial to reconcile that information against the profession and cultural demands on the target person. Some environments may force an individual to exhibit particular behavior that is not necessarily part of their real one. For instance, working as a call center agent may force one to sound composed and patient when in real life, the person acts the contrary.  
 
    Start by analyzing the body language cues of the target person you are trying to read. Body language provides the most authoritative emotional and physiological status of an individual. It is difficult to rehearse all forms of body language, and this makes body language critical in understanding a person. Verbal communication can be faked through rehearsal and experience, and this can give misleading stand. When examining body language, analyze the different types of body language as a set. For instance, analyze facial expressions, body posture, pitch, tonal variation, touch and eye contact, as a related but different manifestation of communication and emotional status. For instance, when tired, one is likely to stretch their arms and rest them on the left and right tops of adjacent chairs, sit in a slumped position, stare at the ceiling, and drop their heads. Analyzing only one aspect of body language can mislead one to come up with a conclusion correctly.  
 
    Additionally, it would be best if you lent attention to appearance. The first impression counts, but it can also be misleading. In formal contexts, the appearance of an individual is critical to communicate the professionalism of the person and the organizational state of the mind of that individual. For example, an individual with an unbuttoned shirt indicates he hurried or is casual with the audience and the message. Wearing formal attire that is buttoned and tucked in suggests prior preparation and seriousness that the person lends to the occasion. Having unkempt hair may indicate a rebellious mind, and this might be common among African professors in Africa, for instance. In most settings, having unkempt hair suggests that one lacks the discipline to prepare for the formal context or the person is overworked and is busy. Lack of expected grooming may indicate an individual battling with life challenges or feeling uncared for.  
 
    It is also important that one should take note of the posture of the person. Posture communicates a lot about the involvement of an individual in a conversation. Having an upright posture suggests eagerness and active participation in what is being communicated. If one cups their face in the arms and lets the face rest on both thighs, then it suggests that one is feeling exhausted or has deviated from the conversation completely.  
 
    Furthermore, observe the physical movements in terms of distance and gestures. The distance between you and the target individual is communicating communicates about the level of respect and assurance that the individual perceives. A social distance is the safest bet when communicating, and it suggests high levels of professionalism or respect between the participants. Human beings tend to be territorial as exhibited by the manner that they guard their distance. Any invasion of the personal distance will make the individual defensive and unease with the interaction.  
 
    For this reason, when an individual shows discomfort when the distance between communicators is regarded as social or public, then the individual may have other issues bothering him or her. Social and public distances should make one feel fully comfortable. Allowing a person close enough or into the personal distance suggests that the individual feels secure and familiar with the other person. Through reading, the distance between the communicators will give a hint on the respect, security, and familiarity between the individuals as well the likely profession of the individuals.  
 
    Furthermore, pay attention to inconsistencies between the established baseline that you have created and the individual's gestures and words. Once you have created a baseline, then examine for any deviations from this baseline.  
 
    Correspondingly, view gestures as clusters to elicit a meaning of what the person is communicating or trying to hide. When speaking a person, will express different gestures and dwelling on the current gesture may make you arrive at a misleading conclusion. Instead, one should view the gestures as clusters and interpret what they imply.  
 
    By the same measure, try to make the individual react to your intentional communication. Another way of managing to read a person is to initiate communication and watch their reaction.  
 
    Go further and try to identify the strong voice. A strong voice suggests the confidence and authority of the speaker. If the speaker lacks a strong voice, then he or she is new to what is being presented or has stage fright. However, having a strong voice that is not natural suggests a spirited attempt to appear in charge and confident. A strong voice should be natural if the individual is feeling composed and confident in what he or she is talking about.  
 
    Relatedly, observe how the individual walks. When speaking to a target person, he or she will walk across the stage or make movements around the site where the conversation is happening. From the manner of walking, we can read a lot about the individual.  
 
    Finally, listen to the tone of voice and laughter. Laughing may suggest happiness or sarcasm. Americans are good at manifesting sarcastic laughter, and it is attained by varying the tones of the laughter. The tone of the voice tells if the person is feeling confident and authoritative or not. Overall, a tonal variation implies that the individual is speaking naturally and convincingly. A flat tone indicates a lack of self-confidence and unfamiliarity with the conversation or audience and should be avoided.  
 
   
  
 

 Distance in Communication   
 
    If one is talking to someone, the person violates your personal space, and you allow it, then it signals that you are okay to intimate ideas. Intimate ideas in this context include highly personal issues that one can talk with another person. For instance, if you walk and sit close and in contact with a woman watching television and she approves your behavior, then it is indicative that she is likely to allow you have a personal talk that may be intimate in nature. Such discussion may include your health challenges or mental health and not necessarily sexual issues. For this reason, one should carefully weigh the need to invade the personal distance.  
 
   
  
 

 Major Components of Connectivity   
 
    There exist three critical components that determine a person’s ability to connect with others successfully. They are; mindful observation, listening with intent, and useful feedback.  
 
    Linking with Other People Through Mindful Observation  
 
    What is a mindful remark? Just like most of us, you observe people and your surroundings at all the time, but what happens to other things apart from the stuff you discovered? How to apply what you have discovered to support your screening and adapt your behaviors and objectives? Normally, most people work with incredibly little of what they find to boost their calls. If they ever happen to be over-informed, they might find out what happens in declaring what normally does not sit well with the crowd. As a result, they quit conversing. Many people are essential in the making of extremely few modifications to increase their marketing and sales communications. Instead, they dialogue with a person who is excited to participate.  
 
    Hearing with Intent  
 
    People observe others every moment; they listen to what they say very well. The disadvantage is that you can notice an individual, but if you are tuning in with a particular motive, you will not know what to do with what you have discovered. For example, you can hear an individual speak, but if you are not able to distinguish the person's dialogue level when they are conversing or the quantity in which they speak with a system in the discovery of their personality type, you hear a portion of the subject matter.  
 
    When playing with intent, you might have the tendency of interrupting. This tendency system shows where you are heading to after the difference in communication shows that you have a tendency of speaking more than the person. In fact, you have a tendency to speak a lot; you are attentive to the motive of sense, which implies behind the phrases and between the lines.  
 
    Providing an Actual Opinion  
 
    There are times when providing effective opinions is a way of mimicking a person's price or quantity of conversation. Sometimes, useful opinions will mean implementing a relaxed open stance to reveal what you like to observe the other person do. There are occasions when useful opinions will mean modifying your personality characteristics so that you can avoid making the other person uncomfortable or angry. If your concept is garbled due to your body vocabulary, gestures, and expressions diverging from your words, you ought to provide clarity to the discussion by giving congruent opinions.  
 
    Word Clues You Need to Know   
 
    “I Labored Hard to Accomplish My Dreams”  
 
    The clue in this sentence is labored hard, and it shows that the person’s dreams were difficult to accomplish. Perhaps it took him longer and harder to accomplish this particular dream as compared to the other goals he has accomplished. When we delve deeper, you will discover that the word clue labored suggests the person holds the belief that dedication and hard work can produce great result.  
 
    “I Bagged Another Contract”  
 
    The word clue is another, and it reveals that the speaker or writer has won so many contracts and this is just the latest accomplishment. From the above sentence, you can deduce that the speaker wants everyone who cared to listen to know that he won so many awards. He is trying to bolster his self-image by appearing successful. To an astute observer, this person seems self-conscious about what others think. More so, he needs the adulation of others to boost his self-esteem. Others who noticed this character weakness might try to exploit it for their personal gains.  
 
    “Jim and I Remained Friends”  
 
    The word clue in this sentence is remained. From the sentence, you can deduce that the speaker and Jim have gone through trying times. Perhaps the fabric of their friendship has gone through different difficult situations. They probably weren’t supposed to be friends under normal circumstances. The speaker is trying to defend why she remained friend with Jim. The speaker doesn’t feel convinced about her choice and, therefore, feels the need to defend her decision.  
 
    “I Patiently Sat through the Meeting”  
 
    Here, the word clue patiently holds a plethora of hypotheses. For instance, the speaker might be bored with the lecture but felt obligated to sit through it for various reasons. Perhaps the speaker had to use the restroom but felt self-conscious or trapped from standing up to go the restroom. You could also deduce from the statement that she might have had an urgent appointment somewhere else.  
 
    Gauging from this statement, we can accurately say the speaker is someone who adheres to social etiquette and norms, irrespective of other pressing needs. Those with no social boundaries would have left the lecture to attend to any other issue that needs their attention. People with social boundaries like the speaker would make good employees since they know how to follow the rules and respect authority.  
 
    Conversely, those who leave during the lecture to attend to other pressing needs are perfect candidates for jobs that require out-of-the-box thinking.  
 
    “I Decided to Buy That Dress”  
 
    The modifier or world clue here is decided. It indicates that the speaker weighed several options before settling for that particular dress. This statement shows us that the speaker is not impulsive. Rather, she weighs her options and takes the most logical step. More so, there’s a high chance our speaker is an introvert since introverts tend to weigh their options before taking a step.  
 
    It’s not a sure analysis, but a hypothesis about the speaker’s personality. Conversely, an impulsive person would say, “I just bought that dress.” The word clue just represents an impulsive decision.  
 
    “I Did the Right Thing”  
 
    The word clue, ‘right’, suggests that the speaker struggled with a moral or ethical dilemma before arriving at the decision. This verbal statement suggests that the person has a solid strength of character to make the best and just decision in the face of overwhelming opposing views. 
 
   
  
 




Chapter 2: Fundamentals of Reading People  
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    To the average person, communication boils down to an exchange of information. Many times, this is limited to the use of language to transmit a message from one point to another. Indeed, language is the enabling factor that allows us to communicate freely and clearly. 
 
    While it is true that animals can communicate among themselves, their means of communication is primitive and based mainly on instinctive reactions. For instance, a dog may bare its teeth and growl at another to defend itself. 
 
    As humans, we have come a long way since those times. As a result of evolution, we no longer need to resort to instinctive reactions to convey what we truly feel. Our evolutionary process has allowed us to use language in such a way that we can think clearly about what we wish to let others know. 
 
   
  
 

 Think about this for a moment 
 
    Out of the roughly eight billion people in the world, about 300 million are native speakers of English. And while there are about 3 billion people around the globe who communicate English as a second, third, or fourth language, that still only accounts for less than half of the world’s population. 
 
    The world’s most spoken language, by native speakers, is Hindi with less than a billion speakers. That doesn’t even account for an eighth of the world’s population. This means that there are billions of people who do not speak the same language.  
 
    This is what tends to make cross-cultural communication tough at times. Humans tend to be limited by the language they speak, or lack thereof. Moreover, we are programmed to essentially go into lockdown when we don’t understand the words that others are saying. If you have ever been in a situation in which you are privy to a conversation in a language that you do not understand, then you can relate to this idea. 
 
    Body language plays a vital role in conveying meaning from one person to another. A person’s body language says so much about the way they feel, what they are thinking and what they want you to know. 
 
   
  
 

 Think about giving a speech in public 
 
    If you do not make eye contact with your audience, they may feel that you did not deliver a wholesome message. They may feel that you were just going through the motions or did not deliver a genuine and heartfelt message. In fact, they may dismiss your entire speech simply because you were unable to connect to them. 
 
    Moreover, the best public speakers are who can talk to a group of folks and make it seem like they are talking to each and every one of them individually. This is a skill that is mastered over time. But the good news is that it is something which you can master yourself. You don’t need to be exceptionally gifted. This is the type of skills that all people can learn to master with some type and dedication. 
 
    Visual contact is crucial when negotiating. If you show a lack of visual contact, your counterpart may feel more confident and thereby attempt to gain the upper hand in the negotiation. Too much visual contact might make your counterpart feel threatened and because standoffish. In either case, you will not be getting the results you are looking for.  
 
    However, balanced visual contact followed up by smiling, and a firm posture will enable you to get gain the other party’s trust. While this alone will not ensure that you get the results you are looking for, it will set you on the right path. 
 
    On a personal level, eye contact is vital while on a date or simply trying to get along with colleagues, classmates, and business associates. This will help convey that you are friendly and willing to be a good addition to a team. This is why eye contact plays such a key role when it comes to getting along with others around. 
 
   
  
 

 This is the hallmark of a true master communicator 
 
    As you interact with others around you, family, colleagues, friends, and so on, try to pay attention to your gestures, your behavior, your posture and most importantly, to your visual contact. Based on these clues, you can assess what you may have to work on most. If you feel that eye contact is the biggest challenge for you, then, by all means, make a concerted effort to improve this aspect of your communication skills. 
 
    Please bear in mind that the most important factor is practice. do take the time to make a habit of putting your newfound concepts into practice as soon as you can. You will soon see the results of your efforts. 
 
      
 
   


  
 



Chapter 3: Main Guidelines for Reading and Analyzing People  
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    When discussing the topic of analyzing people, it is very useful to have a list of guidelines, rules, and axioms, which you can use to fully comprehend the feelings and ideas that scaffold the conscious message transmitted by others around you. 
 
    These rules, while not ironclad, do offer important insights into how you can leverage your understanding of human nature into something valuable and tangible when interacting with other folks in social or professional settings. 
 
    Please bear in mind that these rules are also applicable to yourself. Do keep them in mind, as understanding them will help you avoid sending mixed signals. 
 
    As such, these guidelines are valid in the majority of cases. They are applicable regardless of culture and do have universal application throughout the world. you can rest assured that you will be getting insights which can help you get the upper hand on your relationships with other folks. 
 
    Also, keep in mind that your understanding of these rules will increase over time. Thus, the more you interact with people, and the more you see these rules in action, the more insight you will gain into. This is something which you can come to rely on down the road. 
 
    The first rule of thumb to take into account is the inflection with which people speak. Now, this can get tricky if you are speaking with people whose first language is not English. Hence, their native language may seriously influence their pronunciation, tone, intonation, and pitch. Yet, you will hear common aspects in people’s speech patterns. 
 
    Another rule of thumb to keep in mind is laughter and smiling. Now, when a person is genuinely happy and having a good time, they will involuntarily smile and even laugh. A good marker for this is children. Kids who are having a good time and feel comfortable are always laughing. In fact, a room full of noisy kids is a good thing. It means that they feel comfortable and safe. When a child is scared or feels threatened in any way, they suddenly go silent. 
 
    This is a reaction that humans keep throughout their lives. However, things change up a little as people become adults. For instance, you may find that some people use “nervous laughter” or excessive smiling, especially when they find themselves in uncomfortable situations.  
 
    The reason for this is that the natural instinct of humans is to attempt to be nice to a potential aggressor. While animals in the wild will instinctively adopt an aggressive and defensive position, humans will attempt to be nice to their potential aggressor. Of course, if someone means to harm you, there is very little that nervous laughter can do to stop them from hurting you. 
 
    In the business world, you may find that there are folks who act out during meetings and in gatherings. Most folks dismiss their antics as a means of getting attention when the fact of the matter is that they are only trying their best to get others to like them.  
 
    Another such example is the class clown. When you meet someone, who has been labeled as the class clown, you are meeting someone who is desperate to be accepted. As such, their jokes, laughter, and seemingly cheerful nature is nothing more than an attempt to gain the acceptance of others. 
 
    In fact, someone who exhibits a grumpy and even rude personality may be acting far more authentically than someone who is the life of the party. Of course, there is no excuse for being rude to others. Nevertheless, the underlying principle is that someone who is constantly trying to be witty and funny is just trying to fit in and gain the acceptance of their peers. 
 
    Another rule of thumb worth looking into is the aggressive nature of people. In short, aggressive people are simply scared. Period. 
 
    Aggressive behavior can be easily identified by an overly rigid posture and generally emotionless facial expression. This is intended to show others that they are not be messed with. However, you can tell if this is just posturing or if they are a genuinely bad guy. 
 
    Genuinely bad people, such as psychopaths, are very nice people. After all, how many cases have you heard of a friendly neighbor who’s got a basement full of dead bodies? The fact is that psychopaths generally have a high degree of intelligence and tend to be rather sociable. 
 
    Then, there are the impulsive individuals who lack self-control. These are the folks who act out of fear. They will be prone to violence simply because they are afraid that someone else will come in and take advantage of their vulnerabilities. That being said, these individuals will be quick to anger and quick to put up a fight. In short, it is best to stay away from them. But if you must deal with them, your best bet is to offset their aggressive nature by being calm and relaxed. 
 
    The best way to deal with someone who is essentially a bully is to stand your ground. In the animal world, the animal that backs down first is usually the loser. Among humans, the same occurs except that it takes place at a psychological level.  
 
    A great rule of thumb is how to recognize someone who is genuinely frightened. Fear is one of the worst feelings in the world. It can cause a person to become completely paralyzed. This may lead them to become defenseless. If you have the upper hand in such a situation, you might be tempted to take advantage of the situation and render your counterpart into a role of submission. While this may help you get your way, albeit underhandedly, you can use others’ fear to play the role of protector or even savior. 
 
    Many of the clear signs associated with fear are defensive positions such as crossed arms and legs, head down and evasive visual contact. But there are many other signs that may go unnoticed. For example, scared individuals will remain silent and still. This has to do with the fight, flight, and freeze response. 
 
    Given the fact that scared individuals may become aggressive (fight response); you can easily tell that a scared person would rather strike first. Then, you have individuals who freeze under pressure. When this happens, most aggressors will take advantage of this situation of vulnerability. In some cases, aggressors will inflict great harm on a person who is paralyzed with fear. 
 
    Now, this position of power over another person is not necessarily limited to physical harm. In the workplace, you will find that many people become stunned and cannot react when a superior goes on a tirade. There are times when others simply cannot react when a co-worker goes off the rails. Indeed, the freeze response is perhaps the most obvious. Yet, it can be dangerous as a cornered person may react in a variety of ways. Hence, there is a factor of unpredictability when a person feels cornered. 
 
    Then, you have a flight response. When a person is scared, either due to the fear of bodily harm or emotional trauma, they may opt to take off. In this response, you can see behaviors such as evasive eye contact or excessive fidgeting. If you happen to notice too much leg movement, you have a clue as to the level of fear a person is feeling.  
 
    Another involuntary reaction to someone who is a flight risk is tilting or turning toward the nearest exit. Instinctively, they are looking for the fastest way out. This can be further reinforced if you see someone holding their phone in their hand. They are just waiting for the first chance to get away. 
 
    Other classic signs of fear are cold and clammy hands, sweating, heavy or labored breathing, a clenched jaw or fist, or perhaps even closed eyes. When a person puts their head down, then this is a sign of submission. Even the scariest bully will bow their head down and drop their shoulders when they feel scared and submitted by a strong individual. 
 
    Now, a person who is feeling relaxed and comfortable will breathe at an even tempo even if they breathe rather superficially. For the most part, someone who is feeling alright in their environment will take occasional deep breaths or even sigh as a means of getting more oxygen in their system.  
 
    However, things change when a person is in an altered emotional state.  
 
    Let’s begin with someone who is nervous. Nervousness and anxiety are accompanied by shallow breathing. Panting may be evident through this usually happens when anxiety kicks in. Otherwise, an increased tempo of shallow breathing will be a clear indicator that something’s up.  
 
    In addition, holding one’s breath is also a sign of distress. This is generally associated with the freeze response. When a person essentially forgets to breathe, it is because they are so distressed that their body begins to manifest its discomfort by cutting off certain functions. 
 
    Also, pay close attention to your interlocutor’s chest or back. If you see their chest hardly moving, then you have shallow breathing. If you see them breathing through their mouth, this may also be a sign that they are up to something. 
 
    When people are lying, they tend to hold their breath. You can tell this is the case because they take frequent deep breaths or sigh very frequently. As such, you may be able to tell, just by breathing alone, that something is not right. 
 
    If a person is indeed lying, even if they are a very good liar, they will generally have very shallow breathing. Deep breathing at an even tempo is a good indicator that someone is telling you the truth. Even if the person is in an altered state, their breathing will be at an even tempo when they are telling you the truth. 
 
    With that in mind, it is also important for you to be on the lookout when you feel nervous, anxious or even scared. While there is nothing wrong with feeling a certain way, being careful not to give away your feelings will certainly come in handy. 
 
    Like the example of professional poker players, your ability to keep your emotions in check will help you get the upper hand during negotiations, job interviews or sales meetings. After all, your ability to handle your feelings will allow you to become an effective communicator. Moreover, your ability to recognize the feelings of others will also enable you to become a master communicator. 
 
    In the following chapters, we will take a look at very specific contextual clues that will help you better identify the hidden meaning lying underneath people’s words and actions. In fact, you will be able to gain deeper insight as to what your interlocutors are feeling, or what they want you to know but may be unable to tell you with their words. 
 
    As such, please pay close attention to your interactions with other folks around you. Please pay close attention to their breathing, movements and facial expressions (or lack thereof). You can make mental notes of your observations or keep a journal about what you see. You will find that paying close attention to the way others behave in certain situations will help you to gain keen insights as to the guidelines presented in this chapter. Most importantly, you will be able to build your own assumptions about the way that others behave in specific circumstances. 
 
    Do take the time to become familiar with the gestures and mannerisms that you find with the people you come into contact with. Also, pay even closer attention to your own gestures and mannerisms. You will find that you might be letting on a lot more than you think. Thus, it certainly pays to keep a close eye on your own movements and behaviors. 
 
   
  
 

 Essential Tools that Give You an Edge Analyzing Behavior 
 
    Understanding these reasons will give you dominance over others because it emphasizes humanity. You are taking the additional time to become educated on understanding someone else. This places great emphasis on empathy as it forces you to become connected with another human. Imagine being able to understand the context of what someone else is saying as opposed to taking their words literally. You will likely be able to communicate effectively and make strategic moves. You will no longer obsess over small intricacies as you will already have the definitive answer. As you read, imagine someone in your life who displays the qualities presented. How have you previously engaged with them? Has your experience been positive or negative? Have your misunderstandings sparked the need to resolve conflict or ignite it? When you learn how to "work the system,” so to speak, you will gain insight into how to effectively break the barriers of communication and emphasize understanding. These tools are imperative to your reputation, social success, and even productivity. When seeking to gain a better understanding of the behavior of others, it’s wise to consider these three aspects:  
 
    
    	 Can I separate my previous preconceived notions from what is occurring in front of me?  
 
    	 Can I somehow make a valuable difference in this person’s life by picking up on their social cues?  
 
    	 Am I willing to confront situations of deceit or attraction head on to fulfill my personal needs?  
 
   
 
    The ability to read the language of others comes with a weighty responsibility. You are essentially able to decode truth. You must then develop a proper way to confront certain revelations head on. This is where building your ability to effectively communicate comes into play. By learning how to state your opinion without embarrassing the other person, you can use your new talent for the betterment of society. 
 
   


  
 

 Chapter 4: Why Analyze People 
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    In psychology, analyzing people means using people's statements, studying their behaviors, and their actions to make assumptions about what is going on in their mind or what they think about. This is something humans often do when they are interacting with one another. It's entirely natural to read other people's minds and analyze them. Contrary to this, a lot of people think that psychology is magic that people use to enter other people’s minds to determine their thinking and ultimately manipulate them. However, this is not the case. Anyone can read other people’s minds if you are observant and you pay attention to their actions and behavior. 
 
    You don’t have to be a psychologist to manipulate people; moreover, having the psychological understanding to know how people think and how this process influences their behavior does not give you the automatic capability to manipulate them. The primary focus of analyzing people is to understand how they think and why they think that way. This information can be shared with the individuals and the society for improvements where necessary. 
 
   
  
 

 Reasons for Analyzing People 
 
    Word cues cannot give full coverage of someone's personality traits, though they provide a deep understanding of somebody's thoughts and the character of his behavior. This means that assumptions can be formulated and can be tested using additional information from third-party collaboration. The human mind is incredibly smart and efficient. We only use the nouns and the verbs when we speak, and other parts of speech are added afterward during the transformation of ideas into spoken language. 
 
    Analyzing people enables the observers to make assumptions about their behaviors. For example, if you observe a person who is always timely, you might conclude that this is a person that strictly obeys the social norms and lives according to the expectations of those who rely on him.  
 
    Some people can also argue that individuals with this kind of behavioral characteristic can make a good employee because he or she is committed to his work and does not want to disappoint the employers. Ultimately, analyzing people is a noninvasive technique that allows you to obtain information and make a conclusion about people without them knowing. 
 
   
  
 

 Techniques of Analyzing People 
 
    In fields such as social work and psychology, the work of a psychiatrist is to analyze people not only by what they say but who they are in general. Interpreting both the verbal and nonverbal cues used by a person, psychiatrists seek to understand the true nature of a person. If you choose to employ logic alone, it won’t give you the whole picture of that person. You must apply other crucial forms of obtaining information so that you will be placed in a suitable position that you can read various nonverbal cues given off by people. You must also be willing to surrender preoccupation with factors such as ego or emotional crushes that can hinder you from seeing a person clearly. You need to be objective and central to receive the information neutrally without any interference. 
 
    It doesn't matter on the person that you are analyzing, because to understand people fully, you must avoid biases. The three techniques that are involved in analyzing people include: 
 
   
  
 

 Listen to Your Intuition 
 
    Intuition can be said to be what your gut feeling tells you and not what your mind tells you. It is a kind of nonverbal information that is mainly perceived via images and the body instead of concentrating on the logic. If you want to understand somebody better, what matters most is who the person is. Having a strong intuition will help you to see more than the obvious to reveal the reality under other physical aspects. You need to honor your gut feelings especially when you see that particular person for the first time before you have a chance to reconsider your assumptions. Gut feelings occur quickly, and you don’t have the time to weigh your options. This is the body’s internal truth meter which tells you whether you should trust people. 
 
    You must be aware of goosebumps; these are intuitive tingles that alert us to the connection of the people who move to inspire us. It also occurs whereby you experience a feeling as you have ever met a person before. Goosebumps are the body’s instinctive tool to alert you. You also need to pay attention to insight flashes. In a conversation, you can get a sentiment about people, and though it might be negative, you need to remain positive and focused. 
 
    In some cases, you might experience a situation whereby you feel other people’s physical symptoms and emotions in yourself. For this reason, you ought to watch your intuitive empathy to ensure that you remain on the right course. 
 
    Have you anytime looked at someone and thought you had them understood just from that look? Is it exact to state that you were right? Or then again would you say you were stirred up about some piece of their character? Despite whether you were right or wrong, you essentially tried getting someone, which is an ability that most of us would love to have. Everything considered, in case you can tell when your chief is feeling incredible, you understand when to demand a raise, right? When you understand your people are feeling awful you know, it is anything but a chance to tell them you scratched their vehicle. It is connected to appreciating what understanding people means and how it capacities.  
 
   
  
 

 What Is Reading People'?   
 
    When you look at someone and feel like you can condemn whether they are feeling extraordinary or a horrendous one, paying little heed to whether they are a wonderful individual or a mean one or whatever else using any and all means, you are getting them. At the point when all is said in done, understanding someone means researching them and it does not just should be a speedy look, and knowing something about them without them saying anything in any way shape or form. It is a tendency you get from looking and from viewing the way in which they stand, the way wherein they look around, the way where they move. There some different features that could play into your inclination and cognizance of them, yet the most critical thing is that they did not explicitly uncover to you whatever that thing is.  
 
    Understanding people can empower you to acknowledge who to approach with that unprecedented new idea (and when to approach) and who you ought to stay away from. It, in like manner, discloses to you how to familiarize something with them, paying little mind to whether from a precise perspective or dynamically fun and creative one. Before you know it, understanding people will be normal to you if you practice it routinely enough. Additionally, what's shockingly better is that you have no doubt been doing it for as long as you can remember and not despite contemplating it. That is in light of the fact that it is something that even kids will give a shot every so often, without acknowledging how huge it is.  
 
    Understanding People in Childhood   
 
    When you were an adolescent did you ever sit on a seat at the entertainment focus or on your porch and watch people walk around? You apparently did at some point or another, paying little mind to whether it was uniquely for a few minutes. Also, a short time later you look at the overall public and make stories. In the occasion that they're walking a canine, perhaps they're a pooch walker on their way to the entertainment focus. In the occasion that they're passing on an organizer case and walking quickly, they are late to a noteworthy social affair, clearly, that get-together may have been with outcasts in your young character, anyway, you get a general idea. You have successfully deciphered what you see of someone to make a story about them.  
 
    Getting Help Reading People   
 
    Understanding people is a noteworthy ability to learn. For a large number of individuals, you probably look at is an 'acknowledge the main decision accessible' circumstance, is not that so? You accept on the off chance that I can scrutinize people, at that point extraordinary, yet if I cannot, well, no harm was done, is that not so? Everything considered, understanding people energizes you a lot in your life and it causes you to be a prevalent individual as well, which is the reason it is a critical ability to have, paying little respect to whether you have a straightforward appreciation or an undeniably expansive one.  
 
    Starting with People You Know   
 
    It will, in general, be less complex to start scrutinizing the all-inclusive community you know before continuing forward to untouchables. These are people that you certainly know things about, and when you look at them, you can in all probability watch things that show those qualities. If your nearest friend is excessively bubbly and pleasant to everyone, you can undoubtedly look at them and jump on that trademark. Venture up to the plate and see them, see what it is about them that shows others they are bubbly and all around arranged and a while later quest for those characteristics in different people around you.  
 
    Research is Showing this to be True   
 
    Various people with mind hurts, oftentimes to the frontal folds of the cerebrum, develop excessively poor social aptitudes and social direct regardless of modestly incredible insight.  
 
    People with mental unevenness range issue seem to experience extraordinary difficulty with social information. From a transformative perspective, it looks good that social discernment may have developed freely to non-social aptitudes.  
 
    More Imitation   
 
    Inside the mind itself, "reflect" neuron systems in the premotor cortex of the frontal projection are started when we watch the exercises of others. It creates the impression that we do not just reflect considerations, we furthermore reflect exercises!  
 
    Right when sound adults are set in fMRI scanners and got some data about the mental state of someone such as themselves, a comparative region of the prefrontal cortex is impelled as when they think about themselves. This additionally means we appreciate others by reference to ourselves.  
 
      
 
   


  
 



Chapter 5: Mastering the Art Body Language  
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    Mastering the art of analysis starts with becoming aware of your own body language. To understand and attempt to overcome the enigma that is body language, you have to be hyper aware. In a different book we took you through the process of becoming aware of your thoughts and where they might come from. Now it’s time to work on becoming aware of your body. To learn what makes a person different from others based on their body language, you have to first look at yourself and analyze how you hold your body.  
 
    Some people might be more aware of their movements than they are their thoughts. Women are likely more aware of their bodies and the space they take up, mostly because of the patriarchal society we grew up in. Everyone still might find difficulty in confronting the way they hold their body. You can lose focus while trying to maintain awareness, becoming too insecure with your own body and movements.  
 
    Once you get to know the body movements better of another person, you can also understand what makes them unique. The more you know about a person, the better you can conclude the best strategy for persuasion.  
 
   
  
 

 Body Language Clues: The Basics 
 
    When individuals communicate, the face is typically the focal point. The lips are home to revealing contextual clues towards a person’s thoughts. For example, when the lips begin to draw inward towards the mouth, a person may be hiding something. They may have a secret or detail they want to share with you but are apprehensive due to various reasons. This is sometimes known as “lip swallowing” as a person is physically stopping themselves from revealing what they truly want to say.  
 
    Many attributes a sad face with the corners of the lips pointing downward. Some individuals rest their lips in this position on a regular basis. This could indicate an inward turmoil or grief they are experiencing. Many of us encounter melancholy individuals whether personally or in the workplace. The next time you are speaking to them, pay attention to the positioning of their lips. You may have a solid backing for viewing them as being generally sad.  
 
    People who frequently bite their lips may deal with chronic anxiety or are showing you that they are uncomfortable. Many times, an unpleasant conversation, stress, or nervousness will show through biting. This action is almost like a safe space for individuals as it provides them with comfort in the midst of anxiety. 
 
   
  
 

 Signs Given Through the Nose 
 
    Although commonly ignored, the nose can signal various emotions such as aggression, displeasure, and even brainstorming. When people are deep in thought, you may notice that they tend to play with the tip of their nose by wiggling or even making an imprint on it. A slight pinch shows frustration; perhaps a person cannot figure out a solution.  
 
    You have likely heard the reaction of a person being provoked. However, the nose can signal the true nature of their next move. When the nostrils flare, a person is experiencing a great deal of adrenaline due to feelings of extreme anger. They may be reaching their limit in an argument and gearing themselves up for the next level. When you notice this, perhaps de-escalate the conversation until that person can calm down. They may be using this intense form of breathing as ammunition to explode!  
 
   
  
 

 Crossed Arms or Legs and Leaning Back  
 
    Perhaps one of the most basic-to-read body language signals is when people cross their legs and lean back in their chair. This means they are closed to whatever the topic of conversation is. They are mentally shielding themselves, and their physical shield expresses that. They are no longer interested in communicating about the subject at hand so they are leaning away to indicate that they want to back off from the subject.  
 
   
  
 

 Crinkles Around the Eyes When They Smile 
 
    If someone smiles and they get crinkles around their eyes, you know they’re genuinely smiling. Whatever has caused them to smile has truly made them feel happy and positive, so they are happy! People who smile and don’t get crinkles around the eyes are faking it. Sometimes they might smile to hide what they are feeling, to show pretend interest in a subject, or to otherwise hide something.  
 
   
  
 

 Posture 
 
    People who are sitting up tall, have straight backs, and elongated necks are confident and open. They feel comfortable in the situation they are in, or they may even feel in charge of the situation. They are not in any way feeling discomfort. However, if they are leaned over, their heads are down, or they are otherwise slouching, there is a good chance that they are feeling down. They are either upset about something, or they may be feeling uncomfortable or unconfident in the situation they are a part of.  
 
   
  
 

 Exaggerated Nodding 
 
    Have you ever noticed that someone nods a lot or tends to nod in a very exaggerated and almost over-played manner? If you do, you should know that this signals that the person is anxious. Typically, they are anxious about the approval that they are seeking, such as in a business decision. Nodding excessively means that they either don’t think you will agree with them, or that they don’t think you are capable of following their instructions.  
 
   
  
 

 Tight Jaw 
 
    A tight jaw signifies stress. If you see someone who looks tense in the jaw and neck area, there is a good chance that they are feeling a significant amount of stress. This may be something you see that lasts for a while with them, or it may suddenly come on if the subject at hand is stressing them out. People who are stressed clench up, so look for this sign if you are curious to see how stressed someone is about any given subject, or even about life itself.  
 
   
  
 

 What Your Eyebrows Are Saying 
 
    The forehead works in conjunction with the eyes and eyebrows to signal astonishment with slight wonder. Maybe you are retelling an exciting story, and the person doesn’t quite believe the extremity of it. Their forehead may wrinkle to indicate disbelief. This doesn’t mean they think you are a liar. Rather, they are surprised by the story’s context which makes them want to know more.  
 
    The eyebrows are just as expressive as the eyes themselves. Since they are flexible to a certain degree, they can be animated. As mentioned, a wrinkled forehead can be associated with shock. Often, this is accompanied by raised eyebrows. This positioning of the face is aligned with the common “gasp” expression used in illustrations. 
 
    When lowered, the brows can signal a plethora of emotions from confusion to irritation. Speculation is the commonality between the different signals given off by the brows. In addition, a lowered brow could indicate disrespect. In an argument, oftentimes, one misspoken phrase can set off a round of lowered brows followed by the head slanting backwards.  
 
    Cartoons may depict a hunky man raising and lowering his eyebrows up and down when looking at an attractive woman. These actions are often expressed in an extreme manner. Although entertaining, illustrators are correct with their depiction. Brows moving in a quick up and down motion can signify recognition. When we run into an old friend at a crowded coffee shop, our eyebrows may quickly jolt up and down.  
 
    These are examples of subtle movements taking place in unlikely areas of the face. The eyes were purposely left out as we will dive deeper into their meaning later. Although the face is home to distinct signs of emotion, the body can radiate similar clues to indicate feelings.  
 
   
  
 

 The Direction of Their Feet 
 
    Believe it or not, the direction someone’s feet are facing tells you what they are thinking. If their feet are pointed toward the door, that means they want to leave the situation and they are no longer comfortable. Or, they may have somewhere to be. If their feet are facing the person they are talking to, they are interested in what that person has to say, and they are actively engaged in it. If their feet are pointing in two directions, it indicates that they have two unique thoughts. For example, say their feet are pointing toward the person they are talking to and, let’s say, a dance floor. This means they are interested in the person they are talking to, but they also want to get up and dance, likely with that person!  
 
   
  
 

 One Hand Clasping the Other Arm 
 
    When you see someone with one arm across their chest with their hand holding the bicep of the other arm, this means the person is feeling nervous. They may be unconfident in the situation, or they may be feeling some other form of fear from the people around them. They are trying to create a barrier to protect themselves.  
 
   
  
 

 Eye Reading   
 
    You can tell a lot about what someone is thinking or what they are doing based on how their eyes are focused. They say the eyes are the windows to a person’s soul, and this may be true if you know how to read eyes. Let’s look at some information you can draw based on someone’s eye contact, or lack thereof.  
 
    Persistent Eye Contact 
 
    Eye contact is important, and in many conversations it is common. However, it is common in western cultures to only hold eye contact with someone for seven to ten seconds before breaking it momentarily and then coming back to it. If someone is staring at you intently, they may be lying about what they are saying. They are trying too hard to read your expressions and look for clues on your face that say you are on to them.  
 
    Evasive Eye Contact 
 
    People who are avoiding looking at you are generally guilty about something. That, or they are trying to hide something from you. They are afraid to make eye contact in case they can read you and they find further reason to feel guilty about the subject they are hiding.  
 
   
  
 

 Pointing or Jabbing Fingers Towards Someone or Something  
 
    This typically means that the person is trying to emphasize something. They may be particularly angry, and they are trying to emphasize the point they are making, or they may be trying to draw attention to the subject to which they are emphasizing.  
 
   
  
 

 Open Palms 
 
    If someone’s hands are open and relaxed, this means they are feeling open to the situation. They may be in a submissive state, and they are likely telling the truth. They may also be appealed by the situation at hand. The opposite would be closed, tight-fisted hands. This would indicate someone is either angry, or otherwise tuned out of the subject and feeling aggressive.  
 
   
  
 

 Hands in Pockets 
 
    If someone has stuffed their hands into their pockets, they are likely showing that they are bored in the present situation. They are not interested in the topic that is being discussed or with the circumstances they are in, and so they are expressing their boredom through their hands in their pockets.  
 
   
  
 

 Ankles Crossed When Sitting  
 
    If someone is sitting down and has their legs crossed, they are feeling defensive. They may have their knees apart or closed, this does not overly contribute to the meaning of the body language. However, this body language may suggest that they are feeling some form of negative emotion inside and they are trying to close themselves off in a subtle yet meaningful way.  
 
   
  
 

 Slipping a Shoe on and Off or Letting It Dangle 
 
    This is more common in women, particularly when they are wearing lose shoes such as flats or high heels. By dangling the shoe off of their foot, they are showing that they are feeling relaxed. They are likely also flirting with the person in front of them, depending on the situation. If they are rapidly slipping their foot in and out of their shoe, this suggests they are relaxed but that they are feeling a high amount of sexual energy or tension.  
 
   
  
 

 Body Cues 
 
    When engaging in a conversation, leaning in towards your partner reveals interest. While eating dinner, a woman may lean in towards her date with her entire body pointed in his direction. When this occurs, all areas of the body are facing the subject at hand. Even the fingers, toes, knees, and nose are facing the opposite person. In many instances, legs leaning towards a love interest while sitting could indicate a desire for a sexual encounter.  
 
    A hunched back with shoulders pointing inward indicates anxiety or sadness. When the body curls inward, this demonstrates fear. Your body is trying to protect itself instinctively. When a child is embarrassed, you will often notice their head, shoulders, and arms dropping in an obvious manner. In adults, we are conditioned to hide emotions such as embarrassment, anxiety, or fear. Because of this, the signs are subtle. At the root of all emotions such as embarrassment, anxiety, or sadness is fear. Fear of the unknown, fear of what others are thinking, and fear of the future. With the body curling inward, you may suddenly feel safe and less vulnerable. To prove this, imagine a time where you were embarrassed by a mistake at work. Perhaps your boss confronted you about it in a less than ideal manner. Did you have to force your body to stand tall to exude confidence? If so, you probably had to work at holding yourself upright.  
 
    The chest is a silent means of flirtation for both men and women. Men may point their chest outward to show masculinity. A woman may entice by pointing her chest towards her interest to expose her breasts. In addition, women may slightly turn their chest to about 45 degrees to further pronounce their figure.  
 
    A chest that is curving inward is a protective mechanism. Animals, as mentioned in the outset, have a similar body language that communicates dominance or submission. When a wolf is showing his alpha that he is not a threat, he will curve his chest inward, thus concealing his strength. This isn’t an inviting pose, but rather, a sign that he isn’t seeking conflict. Humans display these same tendencies.  
 
   
  
 

 Signs of the Shoulders, Neck, and Hips 
 
    In a similar fashion, when the shoulders, neck, and back are upright, this person is demonstrating confidence. However, the need for authoritative power could shift the shoulders from an upright positioning to one that looms over as a means to show intimidation. Notice how the shoulders, even though being portrayed as upright, still slightly curl. Although this person is clearly trying to establish authority, there is still a slight insecurity or protection in his stance. This is a key sign in revealing people who may appear confident but are truly insecure about something deep down.  
 
    The back is powerful and direct. When you are conversing with someone, and they keep their back turned away from you, likely, they are not interested in what you have to say. In addition, this could be another sign of attempting to give off dominance. This dismissive behavior is condescending to the person they are engaging with and makes them less approachable.  
 
    The hips make subtle movements but powerful demands. Generally, the hips are used with sexual communication, thus inviting or rejecting a potential partner. When pushed outward or swayed, the invitation for flirtation is abundant. A person may show their attraction in this manner. Similarly, the direction that the hips are pointing towards could also signal the direction that person wants to go.  
 
   
  
 

 Arms Crossed in Front of Chest 
 
    This gesture indicates the person you are talking to is being defensive or disagrees with you. For instance, if during a group discussion, you raise a point that contradicts with your friend’s opinion and he stiffly crosses his arms around his chest, your friend is expressing disagreement. 
 
   
  
 

 Nail Biting 
 
    Nail biting shows nervousness, stress, or a state of confusion. People unconsciously bite their nails when tense or nervous. This body language gesture is common in students sitting for an exam. 
 
   
  
 

 Hands on Cheek 
 
    If someone is sitting with hand on cheek and furrowed eyebrows, it means the person is lost in thought. If you are talking to someone and the person makes this gesture, it means that person is not attentive and his or her attention is somewhere else. 
 
    For example, if you meet a friend who is sitting with his hand on his cheek, it means he is not concentrating on you and is thinking deeply about something else. Through keen observation, you can talk to your friends about what is bothering him, thus showing him your concern.  
 
   
  
 

 Touching the Nose 
 
    If someone makes this gesture, it means the person is either lying to you or showing rejection and disbelief in some opinion. In many conversations, people give signals of rejection by frequently rubbing their nose instead of directly talking about it.  
 
    Moreover, if someone is hiding something from you, or is lying about something, the person is likely to rub his or her nose too. 
 
   
  
 

 Stroking the Chin 
 
    If someone makes this gesture, it means he or she is in deep thought or is busy deciding something. If you often see, your boss strokes his chin when thinking about an important business decision or otherwise, you now know what this gesture implies. 
 
   
  
 

 Head Nodding 
 
    If someone makes this gesture while talking to you, it means he agrees with you. This submissive gesture tells you that you and your listener are on the same page. For example, if you have noticed your audience nod their heads while you present a speech, it means they agree with you.  
 
    If someone does not nod his or her head when conversing with you, it means the person disagrees with you or cannot understand your point.  
 
    In addition to these gestures, eye contact people make with you communicates a lot about their hidden feelings. Let us dig deeper into different sorts of eye contact. 
 
   
  
 

 Rubbing Hands 
 
    This hand gesture indicates excitement. Whenever you are super-excited about something imminent, you are likely to rub your hands. For instance, the time you knew your father was buying you a bicycle, or when you and your best friend were making hiking plans, you may have been unconsciously rubbing your hands together.  
 
   
  
 

 Pointing Fingers 
 
    Pointing your finger at someone is an authoritative gesture. You usually make this gesture when you are imposing yourself on others. Pointing a finger at someone shows arrogance and anger towards a person. People often point fingers at others when insulting them or with the intent is to make someone feel inferior.  
 
    When you become angry during a conversation, you start pointing fingers at the person you are talking to as a gesture to show your authority. Apart from pointing a finger at others, many point fingers in the air. They do so to emphasize their point during a conversation and to exhibit their confidence. You may have seen preachers and politicians make this gesture when emphasizing a point.  
 
   
  
 

 Hands on Heart 
 
    This hand and arm gesture show sincerity and affection. It indicates you are speaking directly from your heart. If someone wants to convince you he or she is not lying to you and is completely honest about a topic, he or she may place his or her hand(s) over their heart. 
 
   
  
 

 Hands behind Your Back 
 
    This gesture is common among men. Keeping your hands behind your back shows your level of confidence because having your hands behind the back exposes your front body, as well as not fidgeting. Sometimes, this gesture shows respect for someone. 
 
    For instance, when talking to your boss (especially if you greatly respect your boss or perceive him or her as an authority figure), you are likely to place your hands behind your back. 
 
    All these unconscious gestures form different forms of body language indicating your hidden emotions and feelings. Some unconscious gestures or facial expressions directly link to a thought pattern. If you identify them, you can unlock anyone’s mind.  
 
    To explain this notion better, take the game of poker as an example. Poker has a great involvement of facial expressions and hand movement. The unconscious gestures exhibited by a player can act as a hint for others to understand a player’s next move. Touching the face is a common gesture used by players when they are bluffing. If you know what this gesture means, you can counter bluff.  
 
    Another important element of body language is speech recognition. Let us deeply explore this subtle and often overlooked layer of communication. 
 
   
  
 

  Speech Pattern Recognition  
 
    A person’s tone speaks volumes about the person’s mood and feelings. Voice is an important part of our personality; it shows our age, gender, and few personality traits. Even a single word you speak is enough to express the excitement, sadness, or confusion in your voice. 
 
    You may have noticed the different tonal changes that occur in your tone during the day. The change of your tone depends on the person you are talking to or the kind of message you are trying to convey.  
 
    If you meet an old friend after ages, your voice becomes louder or shriller than normal because it is full of excitement. If you are upset, your voice becomes harsh. The changes in your tone clearly express the changes in your moods, emotions, and feelings. 
 
    To understand people better, you need to understand the kind of tone they use. The best way to understand different tones is by using yourself as an example. This way, you will realize the change in your voice due to change in moods or emotions. Read the following types of tones and relate them with the tones you use every day. 
 
    Speaking Plainly 
 
    When nothing exciting is going on in your life, you talk with a plain voice that hardly shows any emotion. If someone talks to you with a plain voice, it means the person is bored with his or her life or bored with you. 
 
    Sarcastic Tone 
 
    We use a sarcastic tone to taunt a person. 
 
    A stressful situation can also make your tone sarcastic showing your frustration. For instance, if you are running for president at your college, you are likely to talk to your competitor in a sarcastic tone. 
 
    Suspenseful Tone 
 
    People often speak with the element of suspense in their tone to make the conversation sound more exciting and to gain the listener’s attention. They do this by taking sudden pauses and controlling the rise and fall of the voice. With the suspense element in your voice, a boring talk can become interesting.  
 
    Sad Tone 
 
    When people talk in a slow and low voice, it shows their resentment and sadness about something. If you are talking to a friend who talks slowly with a low voice, it means something is bothering him and he feels sad. 
 
    Excited Tone 
 
    A voice filled with excitement shows your enthusiasm and happiness about something. When you are doing something exciting such as going to a fun filled event or meeting an old friend, your voice will be excited. When you are very excited, you tend to speak loudly and quickly in a single breath. 
 
    While noticing the tone of your voice, it is also important to analyze its pace so you can better understand people’s emotions. 
 
    Notice the Pace of the Voice 
 
    The pace at which you speak reveals your level of confidence or nervousness. For example, when you converse with a very confident person, you will notice self-assurance in the person’s voice; the person is likely to speak slowly and clearly taking small pauses, making sure you understand and follow the conversation.  
 
    Take your boss as an example. Your boss probably delivers their thoughts and ideas in a low pace with strong voice making sure he or she is loud and clear and everyone can easily understand their points. The pace of their voice and tone of voice clearly exhibit high self-confidence. On the other hand, if you talk to someone who lacks self-belief, that person’s speech will be hushed and hurried to display a lack of self-confidence. 
 
   
  
 

 Use of Words and Their Repetition  
 
    After learning about the different tones as well as what they mean, you should now focus on the words a person uses. The words a person uses depict the thoughts going inside the person’s mind. The kind of words that a person uses to express him or herself shows that person’s thoughts about the people and things around him or her.  
 
    For example, if your friend constantly praises himself or uses good words to describe his personality, then you will understand the amount of respect he has for himself.  
 
    Let us look at another example of your neighbor who uses the word ‘I’ in every conversation. This means your neighbor focuses more on herself or she is a self-centered person who only loves talking about herself.  
 
    Sometimes, the people you talk to continuously talk about the same topic or repeatedly use specific words. This indicates their attention is somewhere else. For instance, if you are talking with your sister and she repeatedly talks about the fight she had in school, this is your cue to understand how angry she is and her attention remains focused on that incident. 
 
    A common reason why most people learn how to analyze people is to detect their lies. As such, we need to explain how you can use body language and facial expressions to detect a liar and a dishonest person. 
 
   
  
 

 Cultural Differences   
 
    Every person is different, and sometimes, how one person holds their body has a different meaning than someone who stands the same way. There are plenty of ways that a person’s body language differs, so it’s important to remember that not everything about a certain body movement is 100% true for every person. This is especially important to remember when talking to people with different cultural backgrounds.  
 
   
  
 

 Studying Others’ Movements   
 
    Knowing a person’s body language and having insight as to why they might move a certain way can allow you to understand them at their core better. This gives you better leverage when it comes to persuading them. You might want to match the confidence of your boss when striking up a deal for a raise. Perhaps you noticed you need to be more relaxed around certain friends that seem to be shy or nervous. Becoming aware of your body language can be scary at first, but eventually, you’ll be comfortable with the way you move.  
 
   
  
 

 Mouth Movements   
 
    What someone does with their mouth is very crucial in understanding their personality as well. Someone with tight or pursed lips might be trying to concentrate, or they also might be trying hard to hide a sour face. You can analyze a person’s smile as well. If the corners of their eyes aren’t creased, they might be forcing a smile with you.  
 
    Someone that’s faking a smile isn’t necessarily evil, they might just be thinking of something else, too distracted to give their full attention to what you’re saying. Sometimes, smiles are also reactions to uncomfortable situations.  
 
   
  
 

 Nodding   
 
    How a person turns and tilts their head can be a subtle movement. Most of the time, others aren’t as aware when they are moving their head around. The neck and head movements of the person you’re talking to can give you great insight into what they might be thinking on a deeper level.  
 
    Someone that nods their head rather quickly while listening to you might just be anxious, trying to move the conversation along as quick as possible. They’re attempting to set a pace for you so that you speak faster. They want to let you know they hear you, but you’re not speaking fast enough. If someone is doing this to you, try to speed up your words to hold their attention.  
 
   
  
 

 Hands and Arms   
 
    How someone uses their hands and arms is another way that body language can be interpreted to get a better understanding of the people you’re interacting with. Our hands represent so much about ourselves. They’re a way of expressing out stories, putting different emphasis on various parts. If someone’s telling a story, they use hand gestures to keep people interested. Think of someone engaged in a conversation as someone that’s directing an orchestra. They’ll lift their hands to keep up a rhythm and pace for those listening around.  
 
   
  
 

 Signals   
 
    Everyone has different body language ques that they use as signals. Between cultures, genders, and ages, different movements someone makes with their bodies can be conscious or subconscious signals that they’re giving to the people around them. Signals let other people know bits of information without having to say anything at all.  
 
    Someone with their arms crossed, eyes fading on a couch at a party is giving the signal that they’re likely ready to head home for the night. Someone else on that couch could be sitting on the edge of their seat, laughing loudly, signaling they’re not going to be heading to bed anytime soon.  
 
    Signals help the people around the signaler know things that they might not easily be able to express with their bodies. Some are very good at picking up on other people’s signals, and some people struggle to understand those around them.  
 
    When it comes to trying to persuade someone, there are some crucial signals that a person will need to be able to properly lead a conversation.  
 
   
  
 

 Starting a Conversation   
 
    Next time you’re sitting quietly in a room with another person, wait until they start the conversation to speak. This will allow you to study how they might start a conversation. Most people will give some sort of signal with their body that they are about to begin speaking. They might clear their throat, turn their head, adjust their shirt, or shift in their seat. There is usually something, no matter how small it might be, that a person does right before they start a conversation.  
 
    When it comes to your turn to start a conversation, notice what you do before you begin speaking. Don’t start with an “um,” or “uh.” That lets the other person know right away that you’re not very sure about what you’re going to say. Try starting a conversation without doing anything. See if you can just start speaking without clearing your throat, moving your head, or doing anything else. Study how the other person reacts. They might be surprised or thrown off guard that one of you had started speaking.  
 
    Starting a conversation, especially one that is meant to persuade another person, is important for laying the groundwork for your argument. No one will want to give their full attention to someone that is struggling to start. If you’re nervous and jumping over your words right off the bat, it will be much harder to keep up.  
 
   
  
 

 How Your Body Language Affects You   
 
    Believe it or not, how you use your body can directly affect how you function as well. There are ways that you can use to improve how you think, and the capacity of your memory just by the way that you use your hands and arms. Not only are there physical differences in terms of how you use your body, but you will also be affected by the way others perceive you.  
 
    If you’re constantly closed off, always crossing your arms, there are probably a lot of people that might not open up or talk to you because they assume you have no interest in conversation. If you’re always very open with your body, exerting confidence and holding yourself high, others might end up being intimidated by you. You might not have any intention of closing others off or being intimidating, but your body can show that in ways that your mouth doesn’t.  
 
    There are other ways that your own body language can mentally affect you.  
 
    Open Your Mind   
 
    Someone that starts opening their arms when they talk will begin to let others know that they are much more open-minded. If you stand with arms open, or just hanging relaxed by your side, you let the people around you know that you are confident and willing to talk with them about different things.  
 
    While having open arms is a signal for others, it’s also a signal for your brain. Studies show that by standing with open arms verses crossed ones, you can signal your brain to be more open. You’ll start to think of new ideas that you wouldn’t if you kept your arms crossed. The same goes for the rest of your body. The more open you are with your movements, the more you allow your brain to have different ideas.  
 
    Improve Your Memory   
 
    Those that talk with their hands also tend to have a better memory than those that don’t. Using your hands can put physical reminders in your brain for ideas and thoughts that you might be discussing. If you mimic numbers or shapes when you’re talking about different ideas, especially in a business setting, not only will you remember what you’re discussing better, but those around you will find your story more memorable as well.  
 
    Using your hands to talk while telling a story will also help you remember the things that you went through. You’re encouraging your brain to continue thinking, and keeping your arms open, just as we mentioned in the last section, will open up your brain to new thoughts and feelings you might not have had should you have spoken with your arms crossed and closed off.  
 
    Verbal Cues   
 
    While there are many things that a person can say with their body, there are many more things that they can say with their mouth. There’s a seemingly limitless amount of languages out there, as each specific language has many subparts. Knowing why people say the things they do can be one of the trickiest codes to try and crack. You don’t always have to know exactly what a person means to understand what they’re trying to say. You can pick up on what a person’s intention is by listening to how they talk and mixing that with their body language. It’s important to read someone’s mood so you don’t say the wrong thing or anything that could potentially change the direction of the conversation.  
 
    Emphasis Cues   
 
    When trying to persuade someone, you want to have a pretty good argument already prepared to build your case. You might want to include some emphasis cues when you’re speaking. It can be hard to incorporate these phrases naturally, but it’s good to practice so you can become a better persuader.  
 
    “This is important,” “you need to know,” “let me explain,” are all phrases that grab the attention of the person that you’re speaking too. You might start to notice others’ emphasis cues better after reading this section as well. You should be listening, and using in your own speech, phrases that seem to put emphasis on an important part of a conversation.  
 
    Sometimes, these emphasis cues aren’t even actual phrases. They might just be verbal indications that something is important, such as someone raising their voice when talking about an important part of their argument. They also might repeat the word several times or stop for a pause in order for the listener to take in what they just said. Emphasis cues are important to understand to get a better grasp of what might be important to an individual. If you listen to what they’re putting emphasis on, you’ll be able to also formulate your thoughts and arguments around the things that are important to them.  
 
    Organizational Cues   
 
    “First, second, third,” “to summarize,” “the topic is,” are all phrases that could be considered organizational cues. These cues help a person indicate that they are trying to organize their thoughts, again, maybe putting emphasis on the things that are the most important.  
 
    Organizational cues are important for you to use in your arguments in persuasions to get people on your side. You want them to know that you’re listening to what they have to say, and that they should be listening to you. You’re trying to formulate a plan based on both your thoughts and opinions, and not just the words of one specific individual.  
 
    Organizational cues allow the speaker to put emphasis on what’s important while also maintaining a clear thought and direct focus. Organizational cues might not be phrases either. It could just be someone clearing their throat, redirecting the conversation back to a previous topic, or stopping in order for everyone to collect their thoughts.  
 
   
  
 

 Watch Your Pitch   
 
    Pitch is an important key when trying to direct one’s conversation in their favor. Pitch is the level of your voice, and the overall sound quality. Someone with a deep pitch might have a more soothing tone, while someone with a high-pitched voice might make their listeners more alert. Not everyone can help the natural pitch of their voice. There are some people that have extremely low voices that are hard to hear, and some people just have naturally shrill voices that seem as though they bother everyone around them!  
 
    While your natural pitch can’t always be controlled, you can at least help direct that pitch towards a more productive tone to keep your listeners engaged with what you have to say. Many of us let our pitch become too high and whiny when we are in professional settings, trying to keep our dictation sharp. If you feel like your voice is becoming high and shrill, don’t be afraid to stop, clear your throat, and start again. The people around you will likely be grateful that you’re adjusting your tone for their listening pleasure.  
 
    Be careful not to let the end of your voice go up when speaking. Many people, especially when talking on a phone, tend to let the end of their words go up like they’re asking a question. This kind of speaking is also common among those that might be giving a speech. They’ll say a phrase very clearly with dictation, but they’ll also end the sentence in a high-pitched way as if they’re asking a question. This is something that should be avoid  
 
   
  
 

 Listen to Others   
 
    Talking about yourself can elicit the same good feelings that money and food cause. People like talking about themselves more than they enjoy listening to other people talk about themselves for the most part. While it can seem selfish, it’s true that most people would prefer to talk about themselves. This means that when conversing with other people, you should avoid talking about yourself too much.  
 
    You don’t want to make the conversation completely about other people, but no one will pay attention if the only thing you talk about is yourself. Giving advice can also be helpful, but people generally don’t engage as often with those that offer too much advice, especially when it isn’t asked for.  
 
    Listening to other people can be challenging for some. They might find it difficult to not let their mind wander, especially if the other person is talking too much about themselves. Some people will find that they’re usually forming their next thought while the other person is talking instead of listening to them. If you find your mind wandering when someone else is talking, redirect your thoughts back to their words. Don’t just listen to what they’re saying. Watch how they’re saying it. Listen to their voice and look into their eyes. People will notice whether or not you’re listening to them. Even if they aren’t skilled in body language, they will still be able to at least sense that you might not be fully engaged as well. 
 
    Don’t just put an emphasis on listening to others. Make the conversation about them as well. Ask questions about the person, attempting to get to know them better. You’ll find that people usually like to answer questions about themselves. This is often a technique you’ll see in many salespeople. They’ll ask where you got your shirt, or if you’ve had a good day. This is to get the person thinking about themselves, and they’ll usually end up opening up a bit more to the salesperson as well.  
 
    People don’t like to be corrected. While it can be hard to avoid sometimes, most people don’t want to be interrupted to be told that they were wrong. Most people will respect you much more if you just let them talk rather than trying to prove them wrong. This is very important to remember, especially when trying to persuade and analyze others.  
 
    Talk about “we,” not “you.” If you’re trying to make suggestions, maybe to a spouse or friend about an improvement in their lifestyle, use “we” instead. Don’t say, “you should try waking up earlier on the weekends,” say, “we should get up early on Sunday and go on a walk together!” People will respond much better to suggestions if you include yourself.  
 
   
  
 

 Apologizing   
 
    It can be hard to apologize, especially for those with high levels of pride, but it’s important in gaining the respect of the people around you. If you apologize for being late rather than giving every explanation you can, most will respond much better to this than if you were to try to make yourself look better with excuses.  
 
    However, don’t apologize too much. It can lead others to not trust you. Sometimes we have the urge to apologize for things that were out of our control in an attempt to make ourselves look better. We’ll say, “I’m sorry the movie was so bad!” after going out for a movie night, even though we had no control over the production. This is nice every once in a while, and certainly shows humility and vulnerability to those around you. But too much of it can also make you seem untrustworthy to others.  
 
    If you have to apologize after every little thing you say, why should anyone listen to you in the first place? Next time you feel the urge to apologize for something that was out of your control, try saying thank you instead. After having a long conversation with a friend, don’t say, “Sorry you had to listen to me rant!” Instead, try something like, “Thank you for being such a great listener. I’m glad to have a friend like you!” People will generally respond much more positively to a thankful person than someone that always invalidates themselves. You’ll find that you start to treat yourself much better if you stick to this method of apology as well.  
 
   
  
 

 The Power of Your Body   
 
    Our bodies have so much power, and not just with how much we’re able to lift or carry. Physical strength is important, but even the weakest of people have the ability to control a room with their body movements alone. At this point in the book, you should have a basic understanding of what a person’s body language might mean.  
 
    There are plenty of ways that you can use your body to persuade others without being sexual or physically intimidating. Keeping your body open and visible is crucial in letting others know they can trust you. Try making sure to remove physical barriers that might keep you separated from the person you’re talking to. Step around a chair or table that’s blocking you from making a full connection with the person you’re trying to talk to.  
 
    This also shows that you’re confident and interested in speaking your mind while hearing what the other person has to say as well. When analyzing other people’s movements, you can also figure out what things you can do yourself to be more confident. Study certain celebrities and see how they hold themselves in various scenarios. Everyone has their own movements, but mimicking others can still help you find your own footing when it comes to having a persuasive demeanor overall.  
 
   
  
 

 Smiling is Important   
 
    Our smiles are one of the most powerful tools we’ve been given. You can turn any situation from bad to good just by turning up the corners of your mouth. Some people feel as though if they don’t have straight teeth or smiles that are bright white, they aren’t worth anything. Even those that don’t have all their teeth can have much more beautiful smiles than someone that’s spent thousands on dental work.  
 
    A smile isn’t just about what teeth you’re showing. It’s a way to engage another person. Studies have proven that most people will smile if someone else smiles at them first. If they do smile, they’ll end up having a better mood overall. It can seem weird, but simply smiling can lift someone’s spirits. Next time you are feeling particularly down, smile. It sounds so silly, but it might work. Smile over and over again, and even though it might not turn your mood around, it will certainly help to at least temporarily lift your spirits. 


 
   
  
 

 Chapter 6: Effectively Analyzing People Through Their Words 
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    Everything that a person does or says reveals something about their personality. The actions, beliefs, and thoughts of people are aligned perfectly with each other in a way that they all reveal the same things concerning an individual. Just as it is said that all roads lead to Rome, everything a person thinks or does can reveal a lot about their personality makeup and personality. The words that are spoken by a person, even if they appear to carry less weight, tell a great deal about a person’s insecurities and desires.  
 
    No one doubts that the words we speak or write are a full expression of our inner personalities and thoughts. However, beyond the content of a language, exclusive insights into the minds of the author are usually hidden in the word choice and style.  
 
    From our acts of dominance to truthfulness, we are revealing to others too much about us. You can quickly know the most important of all the people in the room by listening to the words that they use. Confident and high-status people use very few “I” words. The higher a person’s status is in a given situation, the less the “I” words they will use in their conversations.  
 
    Each time people feel confident, they tend to focus on the task that they have at hand, and not necessarily on them. “I” is also used less in the weeks that follow a given cultural upheaval. As age kicks on, we tend to use more positive emotional words and even make very fewer references to ourselves. A study has also shown it that the higher social class a person is, the fewer emotional words he will need to use.  
 
   
  
 

 Examples of Word Analysis 
 
    “I earned another honorary degree.” 
 
    The word clue in this sentence is “another.” It is used to give a notion that the speaker has earned more than one previous honorary degrees. The person wanted to prove to others that he or she has earned at least one honorary degree. It is a smart way of bolstering the self-image of a person. The speaker may require the admiration of others to be able to show their self-esteem. Professional observers could exploit this kind of vulnerability by using flattery and comments that can help in enhancing the ego of the speaker.  
 
    “I have worked so hard to achieve my goal.” 
 
    The word clue in this sentence is “hard.” It suggests that the speaker values goals that appear so hard to achieve. The sentence might also indicate that the goals that the person has made could be more difficult to achieve than the goals that he usually attempts to achieve. The word clue in this sentence also offers other suggestions. It also shows that the speaker can defer gratification or strongly believes that dedication and hard work tend to produce a better result. A job seeker that has the following characteristics stands higher chances of getting a job because the character traits could be attractive to the employers. It is because this is a kind of individual who would accept challenges and have the determination to be able to finish up tasks in a successful way.  
 
    “I patiently sat through the public lecture forum.” 
 
    The word clue in this sentence is “patiently’. It can be used in many hypotheses. It could mean that the person could have been bored with the public lecture forum. Perhaps the person was forced to talk on the phone or even use the restroom. No matter the kind of reason, the person has evidently preoccupied with other things apart from the main contents of the public lecture forum. Someone who patiently waits for a break before leaving a forum or a room is someone who obeys the social etiquette and norms.  
 
    “I opted to purchase that model.” 
 
    The word clue in this sentence is “opted.” It shows that the person weighs a few options before deciding to make the final purchase. At times, they could have struggled to some extent before making the final decision to buy what they wanted. The behavior trait showcased here is that this is a person who thinks through making the decision to buy something. The word “opted” can also be used to show that this person is not likely to be impulsive. Someone impulsive would likely use words such as “I just purchased that model’. The word clue in this second sentence is “just” and suggests that the person just purchased the item without giving it much though.  
 
    Based on the first-word clue of “opted,” the listener can go ahead and develop a hypothesis that the speaker is an introvert. Introverts are the type of people who usually think before they decide. However, they tend to carefully weigh on each of the options that they have before giving their views and decision. Introverts, on the other hand, tend to be more impulsive. The use of the verb “opted” does not identify the speaker as an introvert in a positive manner, but it seeks to offer an indication that the person could be an introvert.  
 
    “What I did was the right thing.”  
 
    The words clue in this sentence is “right.” It is used to suggest that the speaker struggled with an ethical, moral, and legal dilemma and managed to overcome some degree of external and internal opposition to make a just and fair decision. According to the behavioral trait that is portrayed in this sentence, it is also very evident that the person has enough strength of character to be able to make the best and right decision even when pressed with several opposing views. The key here is to listen to what they are saying and let their words do the talking.  
 
   
  
 

  Open Communication   
 
    In most interpersonal interactions, the first few seconds are very vital. Your first impressions have a great impact on the success of future and further verbal communication with another person. When you first meet a person, you create an immediate impression of them; this is based on how they behave, sound, and look, as well as anything else you may have heard about them.  
 
    For example, when you meet a person and hear them speak, you create a judgment about their level of understanding and ability and their background. When you hear a foreign accent, for example, you might decide that you require to use simpler language for communication. You might realize that you need to listen more attentively to make sure that you understand what the person is saying.  
 
   
  
 

 Effective Verbal Communication   
 
    Effective speaking includes three main stages, that is, words that you choose to use, how you utter the words, and how you reinforce the words. All these areas have an impact on the transmission of your message and how the message is received and understood by the target audience.  
 
    It will be important for you to wisely and carefully choose the words to use. You will need to use different words in different events; even you are discussing a similar topic.  
 
    How you speak will include your pace and tone of voice. The pace and tone of voice communicate a certain message to the audience, for example, about your level of commitment and interest, or whether you are nervous about the audience reaction.  
 
   
  
 

 Active Listening   
 
    Effective listening is important for effective verbal communication. Ways that you can ensure that you listen more. These include:  
 
    
    	 Be prepared to listen. Focus on the person speaking and not how you will reply to them   
 
    	 Keeping an open mind while you avoid being judgmental about the person speaking.   
 
    	 Always be objective   
 
    	 Always focus on the objectivity of the message being conveyed   
 
    	 Avoid distractions.   
 
    	 Don't stereotype the person who's speaking.   
 
   
 
   
  
 

  Enhancing Verbal Communication   
 
    Techniques and tools that you can make use of to enhance the effectiveness of your verbal communication. These include:  
 
    Clarifying and Reflecting. It is a process involving giving feedback to another person of your understanding of what has been conveyed or said.   
 
    Reflecting usually involves paraphrasing the message that has been conveyed to you by the speaker in your own words. All that you need to do is to capture the importance of the feelings and facts expressed and communicate your understanding back to the speaker.  
 
    Reflecting is an important skill because:   
 
    
    	 You are demonstrating that you consider the other person's opinions   
 
    	 The speaker received feedback about how the message has been received   
 
    	 Shows respect for, and interest in, what the other person has to say   
 
    	 You can view what you might have understood the message properly   
 
   
 
    Questioning. This is how broad we get more information from others on particular topics. It's an important way of clarifying aspects that are not clear or test your understanding. Questioning enables you to seek support from other people explicitly.   
 
    Questioning is a vital technique because it helps you to draw another person into a conversation or simply to show interest.  
 
     Types of Questions  
 
    Open question. These types of questions demand further elaboration and discussion. They help to broaden the scope of reply or response. These types of questions often take long to reply but give the other person a broader scope for encouraging and self-expression involvement in the interaction.  
 
    Closed question. They seek only two or one-word answer, often simply 'no' or 'yes.' They allow the person asking the questions to be in total control of the interaction. 


 
   
  
 


 Chapter 7: How they Treat Others  
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    The way someone treats other people says a lot about them as a person. Studies have proven that the way we treat other people is a reflection of how we think and feel about ourselves. Since most of our actions, including our behaviors and personality, are based on how we feel about ourselves, this can teach you a lot about who someone is, and what they are like as a person.  
 
    Let’s take a look at the two very different forms of expression when it comes to how we treat other people: hate, and kindness.  
 
   
  
 

 Hateful People 
 
    People who are hateful often express this toward other people. They are unkind, say rude things, are not considerate or thoughtful about other’s feelings, and often make people feel uncared for or unappreciated in their presence. The way they express themselves to other people is often highly pessimistic and they rarely show positive interest or attention to anything. They intentionally cause harm and suffering to those around them, either through their words or actions. They seldom care about someone else’s feelings, unless it may benefit them in some way. They are not true or genuine in their intentions, they simply appear as though they are only there to hurt other people.  
 
    People who are hateful and rude are often experiencing severe pain in themselves. From an analytical point of view, this can give you a great amount of detail about who they are. You may combine this trait with others you have witnessed when you were learning more about their unique personality type and determine that they are very shy, under confident people who are living in the past. Or, you may discover that they are otherwise outgoing people but have been brought down by a great amount of stress in recent years. Pay attention because people with hateful personalities are typically ones that have a lot more to analyze than those who are not hateful.  
 
   
  
 

 Kind People 
 
    Kind people are the ones that make us feel good about ourselves. When we are around them, we have a tendency to feel confident and positive. They make us laugh, they boost our self-esteem, and they are genuine about everything they say and do. They always consider others when they are making a decision, and if they know they have to make one that will hurt someone else, they are not quick to make that decision. Instead, they are willing to look for alternative solutions to protect everyone involved. Kind people are funny, empathetic, compassionate, caring, positive, and generally optimistic about life itself. They may use dark humor for fun and they will experience difficult emotions, but their general outlook is positive.  
 
    People who are kind outwardly prove that they are feeling positive on an inner level. They typically have a high level of emotional intelligence, meaning they know how to regulate their emotions and they can manipulate a room to be as positive as they are through their emotional regulation. They are great at cheering people up, likely because they are also great at cheering themselves up. They will have their vices, as well do, but they will be more likely to manage their vices. Kind people are self-aware and generally know how to work with different elements of their personality to express themselves in such a kind way. They are usually at peace inside, and rarely have anything guilty on their conscious.  
 
   
  
 

 Word Clues  
 
    The words people choose to use say a lot about who they are and how they feel about themselves and life in general. When you begin to listen to what someone says, you are more likely to understand how they think and feel about the world around them, and about themselves. Let’s look at some different sentences, their key words, and what they tell you about the people saying them.  
 
     “I won that award again.”  
 
    The key word in this sentence is “again”. This shows that the person sharing the information has already won the award. This tells you that they like to boost their self-image, but also that they likely have a great deal of confidence. They may brush it off like it’s casual, but in reality, they are looking for the attention of other people. They want others to flatter them through kind and uplifting compliments, so they fish for them through their choice of words.  
 
     “I worked hard to bring my dream to life.”  
 
    The key word in this sentence is “hard”. This means the person believes their goals are difficult to achieve and that they have to exert a lot of energy and effort to get to where they want to be. They may also defer gratification by saying that they didn’t directly earn their goal, their hard work did. If you are someone looking to hire an employee, seeing someone use this type of word clue would be positive as it would help you determine that they are more likely to be productive, hard-working people.  
 
     “I patiently waited for the doctor to call my name.”  
 
    There are many clues you can discover from the word “patiently” in this sentence. First, it may suggest that the speaker was bored. Or, perhaps they were waiting to do something else that was important and despite waiting patiently they were feeling pressed and impatient inside. The biggest clue you can learn from this sentence, however, is that the person speaking had some other pressing matter they wanted to deal with but that they were waiting for the doctor instead. Because they were waiting, however, shows that they can adhere to boundaries and are not angry or quick to jump up and deal with whatever pressing matter they had, instead they continued to wait patiently.  
 
     “I decided to go ahead with this option.”  
 
    Using the word “decided” shows that this person had to put a lot of thought into their choice. They weighed all solutions, looked at the pros and cons, and eventually made a decision that they wanted one more than the other. Using this type of wording means the person might have struggled slightly with the decision, but it also means that they are not impulsive. They did not jump out and make a decision on a whim. Instead, they paid attention to the details and weighed their options. A person who was impulsive would have said “I just made that choice.” With the word “just” meaning they made the choice without much consideration one way or another.  
 
    “I did the right thing.”  
 
    This sentence, particularly with the word “right” in it, means that the person who made the choice struggled to make it. They did something, but they likely struggled with a moral, ethical, or even legal dilemma that made the decision difficult for them. Seeing someone use words like this means that, despite what dilemma they were faced with, they had the courage to make the ethical choice. They did not choose what was more convenient or easy, instead they chose what was right. This is a positive reflection of their decision-making skills and loyalty.  
 
      
 
      
 
      
 
   


  
 





Chapter 8: Reading Between the Lines  
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 Look for Emotional Cues 
 
    The emotions behind what someone is saying is a strong indicator for what they mean with the words they are saying. For example, when someone says “No that doesn’t bother me” but they clearly sound frustrated, you can assume that they are, in fact, bothered. Although, they may not want to talk about the subject. Pressing for more information at this point may not be ideal, unless the other person in the conversation knows the person well enough to know how to help them through their difficult emotions. If you don’t, the best way is to let them work through it and revisit the subject at a later time when they have had the opportunity to calm down.  
 
   
  
 

 Listen to Their Tone  
 
    The tone of someone’s voice will let you know about their emotions, but it will also let you know about what they meant by what they said. For example, if they’re in a bad mood but they are joking about something, they may not be in an entirely bad mood. Or, they may be in a bad mood but are using humor to try and feel better. Alternatively, they may be in a bad mood and they don’t mean to joke at all. Instead, they are being sarcastic, and they are using a joking tone to convey their sarcasm. It is a good idea to pay attention to what the tone of voice is when people are talking as this will shed some light on what they mean.  
 
   
  
 

 Look for Context  
 
    Sometimes, you may not know exactly what a person means until they have context. If you are analyzing someone and are not a direct part of the conversation, for example, you may not have much context for what they are saying. As a result, you may not get a clear idea of what the true message is. Look for context in what they are saying. Try to get an idea of what the overall topic is, if they already have any emotional investments in it, and anything else you can gather. The more you understand about the subject being talked about and how each person in the conversation feels about it, the easier it will be for you to read between the lines and understand what people mean, even if they aren’t saying it clearly.   
 
      
 
   


  
 





Chapter 9: Their Walk  
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    The way someone walks says a lot about who they are. In fact, you can learn a lot about how a person feels about themselves by monitoring how they walk. Everything from their pace to how they move their feet will indicate information about them, which you will learn now.  
 
   
  
 

 Personality 
 
    Believe it or not, the way someone walks can tell you a lot about their specific personality. For example, people who walk quickly and with intention are often dominant people who are very direct and intentional with their actions. They know what they want, and they go for it without hesitation. Alternatively, people who change direction often and are regularly going around many places tend to be artistic or influencers. People who walk steadily and are polite, often walking with their arms tucked in by their sides and occasionally stopping to speak to others are known to be supporters. If someone walks very precisely and is known to follow the “rules” of walking, such as staying on the right and pausing for other people to walk by, they are known as a cautious and more submissive person.  
 
   
  
 

 Speed 
 
    The rate at which someone walks tells a lot about how they are feeling in the present moment. Moreover, it says a lot about what is going on inside of their head at the moment. If they are walking faster and with conviction, it is likely that they have one thing on their mind, and they are very clear about it. If, however, they are walking slower, this would indicate that they are having a significant amount of internal dialogue. They are either conflicted about something or are trying to get their mind around a new piece of information they have been given. Alternatively, they may be the dreamers of the world who have a tendency to think about many things and live in their day dreams often, rather than in reality.  
 
   
  
 

 Emotions  
 
    Just like you can tell about someone’s emotions through their posture when they are standing and sitting, you can also tell about someone’s emotions through their posture when they are walking. If they are walking tall with a very open center and seem to be light on their feet, the person is likely feeling light and positive. If, however, they seem to be heavy on their feet and they are slumped into their gate, there is a good chance that they are feeling upset or unhappy about something.  
 
   
  
 

 Volume 
 
    People who walk lightly on their feet at all times are typically those who are attempting to refrain from intruding on anything. They don’t want to make their presence known with the volume of their step, so they walk quietly. They likely have a low confidence level and don’t like to own their presence in a room. Those who walk with a fairly normal tone and are somewhat heavier on their feet with a louder volume are typically confident and own their presence. Furthermore, those who walk particularly heavy, as though they are stomping, are typically in a bad mood and are expressing it through their steps.  
 
   
  
 

 Walking with Others 
 
    How people walk with others says a lot about how they feel around other people and how they feel around that person in particular. If their stroll is out of sync and they are struggling to maintain each other’s pace, there is a good chance that there is some form of broken dynamic in the relationship. They may not be on the same page, or they may simply not get along well. If they are synchronized however and their paces are matched, this means they are connecting well and the relationship is strong and well. If one person tends to be slightly in the lead but they are otherwise matched, this may indicate they are the lead in the relationship but that the relationship itself is healthy and well.  
 
      
 
      
 
   


  
 



Chapter 10: Psychology of Lying and how to tell if someone is lying 
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    Almost everybody tells a lie once a day or gets lied to. Lying is a part of being a human being with the motive to protect himself against certain situations or to praise oneself. The reasons for lying are endless. Can you remember the very first time you realized that you were lying, or you were lied to?  
 
    There is a series of ideas as to why people lie, ranging from saving the hurting of oneself or something else, or with the motive to achieve personal gains. However, science has a different perspective as to why people tell lies and the different types of lies that exist. Nobody likes to be lied to, and it's not surprising to find that most liars do not like to be considered as liars. 
 
    Almost everyone has told a kind-hearted lie at least once in their lifetime, however, to decide whether to tell this lie depends on your relationship with the other person. You are more likely to say to this lie to the people that you don't know very well. However, with the people that you are direct with, you can tell them directly that they don't look right or whatever because they won’t get hurt as close friends, and they will appreciate knowing the truth. 
 
    You wouldn't have any trouble in believing anybody in a perfect world, but unfortunately, it's not perfect, so you need to be cautious about whom to believe and who not to. There are professionals primarily in the law enforcement that are trained to detect liars. You don't have to have access to the polygraph machines so that you can understand who is lying to you and who is not. There are many behavioral clues that you could use to know who is telling the truth and who is not. 
 
    Detecting deceit will give you the rare opportunity to choose your associates wisely without having to say a word. The body goes into an immense ball of anxiety when a person lies. The trained eye will be able to detect these small variances that occur. Although words may speak their version of the truth, the body never lies. Deceit is the act of covering up the way you truly feel through seeking control. Oftentimes, that control is executed in a sloppy manner, thus leading to dominant cues that signal deceit. Whether it’s a large lie or a little white lie, the results of dishonesty come with a variety of consequences.  
 
    Essentially, people lie as a subconscious form of protection. They are either hiding their negative behavior or protecting their reputations. Even when used to exaggerate a story, they may be attempting to protect the fact that their life is truly boring. They want others to find them enjoyable. Thus, various lies are told. 
 
    One organization divides deceit into four categories of explanation and uses: 
 
    
    	 Anxiety-seeking to hide the fact that they are nervous 
 
    	 Control-gestures or smiles that are forced or a grand attempt to stop the body from moving 
 
    	 Distraction-Frequent pausing or bodily actions in between answers is that person's attempt to distract you from their lie. By acting out these grand gestures, they believe they are making their stories believable. 
 
    	 Persuasion-Deceit may stem from wanting someone to carry out an action which will result in the liar's favor. 
 
   
 
    Reasons why individuals lie in addition to their respective character traits: 
 
    
    	 Protective Lies: This protects the reputation of the liar or even the victim from undue harm. They seek to keep their social status by not revealing true behavior. 
 
    	 Heroic Liars: These individuals will lie in an attempt to uphold the greater good.  
 
    	 Playful Liars: Playful liars accentuate their stories to provide a means of entertainment for listeners.  
 
    	 Ego Liars: Ego liars will cover mistakes to protect their reputations or status. 
 
    	 Gainful Liars: These are people who lie for personal gain.  
 
    	 Malicious Liars: These are the individuals who are out to seek revenge and harm others due to psychological challenges.  
 
   
 
    In general, lying requires more cognitive effort rather than telling the truth because you must work harder and strain to make your information or statement sound authentic. After you have settled on the path of lying, you must remember all the facts, but how? You already changed all facts. Having presented you with the small background about detecting lies, the following are now the various ways by which you could identify a person who is lying to you. 
 
   
  
 

 A Liar Leaves Out Sensory Details 
 
    When a liar is giving you information, they will most probably skip the essential aspects of the story than if the same story was to be told by an honest person. The additional points they add to manipulate the story are harder to keep so he will end up changing the story again if he must tell it to someone else. For example, somebody who is describing an event by telling the truth can remember the visuals and the background music that was playing. On the contrary, a liar will try his best to connect points to show that he was indeed there, he can even indicate the exact time because he knows that this is difficult to construct. 
 
   
  
 

 A Liar Will Admit Frequently Faulty Memory 
 
    A person that is telling the truth doesn't have a lot of difficulties in explaining how an event was like, and the flow of occurrences. Remembering a real fact is quite simple because they lived it, they witnessed everything, so they are not trying to imagine things that could have been there. On the other hand, liars will try to imagine things that they associate with that event or start giving lame excuses and blaming lousy memory. Their memory is functioning just right; the only problem they have is trying to recall a lie. 
 
   
  
 

 They Keep on Making Corrections to Their Stories 
 
    Liars tend to make automatic corrections to their stories, they like backtracking often and for this reason; they will heavily edit their stories. They will keep on changing names like, “her name was Tina, not Rita, or I think it was Lina. They will act as if they are confusing the names, but the fact of the matter is that they are just lying and can’t recall the initial lie they used. If you notice that this is often happening in somebody’s speech, most probably they are telling lies. 
 
   
  
 

 Keeps a Story Short and Vague 
 
    You might have noticed that the longer the story, the more appealing and exciting it is, and the more likely it is to be true. Again, telling a lie takes more effort because you must connect pieces together to make up the story. You need to be creative enough to join all the parts together perfectly so that you can come up with something that can confuse the listener. No matter how well you structure your lies, the true nature of your lies will still be noticeable. 
 
   
  
 

 A Liar Does Not Make Sense and Is Full of Contradictions 
 
    By nature, a true story will come out correctly than a string of lies attached together to form a fake story. For instance, if you purchase an item at a low price and then you tell your friends that you bought it from an expensive shop, it is easy to detect that you are lying because it is quite likely for them to discover that the items from a costly store look much more costly than what you claim it to be. The point is that, if what you see does not fit or is not even close to what you know, then most probably you are being lied to. 
 
   
  
 

 A Liar Seems to be Thinking Hard Even for Simple Cases 
 
    If a person appears to be unsure of what he is saying, or he is putting a great deal of energy to come up with an orderly account of events, this is a clue that indicates that their cognitive load is mounting. It is okay to sound unsure because even the people telling the truth may have some challenges describing past events but if the event didn’t happen that long ago, then it should be generally easy to recall. For instance, when you ask somebody how their relationship ended, and they speak as if they are not sure or they always look for stories to cover the facts. Liars like defending their position even though they know they simply telling a lie. 
 
   
  
 

 Some Liars are Always Tense and Nervous 
 
    It takes a great deal for a liar to pull together fake points to convince you. However, this is not the case with professional liars, these ones know how to do it just right. But for those who are not used to telling lies, you will quickly notice that their body language is betraying them. On the other hand, a person who is telling the truth looks relaxed and happy as far as the story that she is telling is not a sad or a painful one. 
 
   
  
 

 Liars Make Few Compliments or Give Negative Comments 
 
    This sounds counterintuitive but it's a fact. A person that wants to make a positive impression even if he is telling lies would want to remain positive. Those people that seek to impress others by showing them the fake side instead of reality do this for acknowledgment and to cover up their negative part so that they will be liked and favored. 
 
   
  
 

 Some Talk Unusually Slow 
 
    If you have ever observed or listened to somebody telling a true story, you might have realized that his or her speech is normal. However, some liars would tend to take quite long before they can respond so that they have a chance to edit their story. They act as if they are trying to be consistent and avoid negative comments. But for other people, it might be hard to detect when they are telling lies especially salespersons; this is because they have recited lines they keep on mentioning every day with their numerous encounters with customers. You need to keep check of these factors when you are speaking to a person so that you can analyze them and determine when they are telling a lie. 
 
   
  
 

 The Hands of a Liar 
 
    When people are gesturing and using their hands while telling their story, this is often seen as a sign of truth-telling. However, if the gesturing comes after the telling of the story, this is often a sign of lying. This is because the mind is so preoccupied with coming up with a story and realistic details that make sense, that the mind is too preoccupied to gesture with their hands at the same time that they are talking. Granted, not all people use their hands when talking, but a lot of people do, and this is a simple tactic that the FBI use and focus on to determine whether or not someone is lying.  
 
   
  
 

 Being Vague 
 
    Another sign that someone could be lying is if they are vague when telling a story. If someone is being vague and offering up only a few details, this could be another sign that someone is deceptive. 
 
   
  
 

 Repeating Questions 
 
    Another sign of lying is when someone consistently repeats the question before answering it. Most people who are telling the truth do not need to repeat the question to understand it. Oftentimes, they dive right in and start answering the question. Those who do repeat the question are often times stalling for time, repeating the question so that they understand it clearly and do not answer wrong, and to give themselves time to formulate a good answer.  
 
   
  
 

 Sentence Fragments 
 
    Another sign is if the person is only answering and speaking in sentence fragments. When people are telling the truth, they rarely have trouble speaking in full and clear and complete sentences. However, when someone is lying and trying to think up the right things to say, they often times only speak in sentence fragments. This is because thoughts come in fragments and when they think of something new to add to their story, they will say it much like they originally thought of it. It is difficult to come up with a coherent and detailed story right on the spot.  
 
   
  
 

 Breathing 
 
    Another good indicator if someone is lying is if their breathing suddenly changes. If you ask someone a question and their breathing changes while they are answering, this is a good sign that they are lying. When someone is lying, their heart rate increases and they become nervous. Naturally, this makes them breathe faster and harder. So if you see this noticeable change and you can see their shoulders rising and falling and if their breathing becomes louder and if their voice starts to sound more breathy, that is a good sign that they are not telling the truth.  
 
   
  
 

 Challenge Their Story 
 
    Another good way to tell if someone is lying is if they have trouble providing you with specific details when their story is being challenged. So if you do not believe what someone is saying and you express that and start to ask questions and try to clarify, if they have trouble clarifying for you and providing more details, this is a good sign that they are lying to you.  
 
   
  
 

 Story in Reverse 
 
    One practice that is quite effective in seeing if someone is lying is to request them to narrate their tale in reverse. When people lie, they focus largely on telling their story in chronological order. When you ask them to then tell that same story in reverse, this dramatically increases their mental load. When their mind is struggling to tell their story in reverse, they are focusing so much energy on getting their story right that other telltale signs of deception are heightened. This is often a good way to see if someone is lying. Lying is much more mentally stressful than telling the truth, and so when someone is focusing on lying and telling that story in reverse, it can become much more apparent that they are lying to you.  
 
   
  
 

 Too Still 
 
    Another good sign that someone is lying is if they are too still. It is normal for us to move around a bit while talking. This could be shifting in our seat, or from foot to foot. Glancing around, hand movements, etc. However, when someone is noticeably too still, this can be a sign of deception. This is oftentimes because people are aware that their body language can give them away if they are lying. They think that being fidgety and moving around will give them away. instead, they do the opposite. They focus very hard on remaining very still so as not to seem fidgety. However, this has the opposite effect than what they were thinking.  
 
   
  
 

 Too Much Detail 
 
    If someone is going on and on and giving a lot of unnecessary detail while talking, then this could be a sign that they are lying. Liars like to overload with details to overwhelm you but also to make it seem like they are telling you the truth. They think that you will believe them if they give lots and lots of useless details. This is a mistake that they make because people who are telling the truth, explain and give succinct and clear answers. They do not give excess details because they don’t have to. They know the truth, and they are simply answering your question.  
 
   
  
 

 Gut Instinct 
 
    Lastly, but most importantly, follow your gut instinct. This is probably one of the best ways to figure out if someone is lying to you. People are most times very distracted when trying to determine if someone is lying because they are focusing too hard on the little signs that are supposed to tell you if someone is lying. Oftentimes, just listen to that other person and then ask yourself if you believe them. We instinctually know when something is “off” about someone. Sometimes we can’t even accurately explain what it is or why we feel that way, but we know when something is not genuine. It could be the pitch of their voice, their facial expressions, etc.  
 
   
  
 

 Watch the Eyelids 
 
    If someone closes his or her eyelids for a long time, it means the person is trying to avoid eye contact. If the person blinks more than 3 times, it is a sign of nervousness and apprehension that you will catch him or her. If someone uses the hands to cover his or her eyes, this is yet another sign that the person wants to ‘block out’ the truth. 
 
   
  
 

 Pointing of Eyes 
 
    Our eyes point at things we find attractive or where our body wants to go. If you are talking to someone who is lying, the person will continuously look at the door or watch signaling the desire to cut short the conversation because the person is fearful you will catch the lie. 
 
   
  
 

 Avoiding Eye Contact 
 
    Breaking eye contact is the most basic way to identify a lie. Someone who has complete confidence about what he or she is saying will never avoid eye contact. However, if someone is lying, he or she will avoid eye contact.  
 
   
  
 

 Facial Expressions 
 
    Observing facial expressions can help you detect a lie. The most common facial expressions observed in a liar are, dilated pupils, the appearance of lines on the forehead, narrowing of the eyebrows, and blinking eyes. Sweat on the forehead and an angry expression are common with these facial expressions. 
 
   
  
 

 Dilated Pupils  
 
    Pupil dilation indicates tension and concentration. When someone gets worried about exposure, the pupils unconsciously dilate as the person thinks of ways to hide the lie. If you are talking to someone but you are unsure if the person is honest or not, look at the person’s pupils for answers.  
 
    There are also several key facial indicators that may tip you off to whether a person is lying to you. Though none of these are necessarily conclusive in and of themselves, learning to notice these indicators will be your ally when determining if someone is being less than trustworthy.  
 
   
  
 

 Lines on Forehead 
 
    Someone who is lying may possibly have lines on the forehead because of the stress the person has to bear as they seek ways to cover the lie.  
 
    Apart from the facial expression, we can also observe many other gestures in a liar. 
 
   
  
 

 Clearing of Throat 
 
    If someone is lying to you, he or she will probably clear his or her throat more than once as a nervous tendency to distract from the stress of telling the lie.  
 
   
  
 

 Backward Head Movement 
 
    When someone is telling a lie, the head could possibly move backwards. This gesture occurs as the lying person tries to avoid the source of anxiety because people tend to distance themselves from things they dislike.  
 
   
  
 

 Hard Swallowing 
 
    The throat of someone who is lying may become dry, and additionally they may become self-conscious of their swallowing and breathing so as not to give away their deception. Therefore, it is common for a person to swallow hard to bring moisture back to avoid clearing his or her throat. This is common in people trying to hide a lie.  
 
   
  
 

 Statement Analysis to Determine Lie  
 
    Analyzing someone’s lie through his or her statement is the last step in lie detection. Sometimes what people say does not support their body language. This allows you to detect lies. People often stammer or talk at a fast pace as a way of trying to avoid lie discovery.  
 
    For instance, if you suspect your classmate stole your money, and when you ask her about it, you notice darting eyes, nervousness in her tone, and her body language does not support her statement that she did not steal the money, it means she is lying and has stolen it or knows who did. 
 
    No matter how good a person is at lying, if the person’s body language is not supportive of his or her statement, that person is lying. To identify a liar, analyze someone’s body language and determine if it matches with the person’s statement. If the two contradict, you may have a liar on your hands.  
 
    You now have a complete idea on how to analyze your target by studying body language, expressions, and gestures. This is just one way, however, to analyze people. If you wish to analyze people more efficiently then you can use the information you gathered from your body language observations in conjunction with the personality frameworks discussed in the previous section. This will give you a very complete understanding of your target’s state of mind, personality, habits, tendencies, thought patterns, and general mode of operation.  
 
      
 
      
 
      
 
      
 
   


  
 



Chapter 11: How to Interpret Personality Types  
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    On a daily basis, we look at people and try to describe them and assess who they are based on our interaction with them. We use words like ‘She’s so easy to talk to you’ or ‘He has such a great personality’ or ‘I love working with her. Her personality is motivating’. We use the word personality many times to give a positive or negative assessment of a person but many people are not very sure what personality is and what the psychology of personality is all about.  
 
    Despite not knowing what personality is, our assessment of a person, how they behave, and why they behave in such a way are similar to the assessments that personality psychologists do as well. Our assessments are usually very informal, and they focus more on individuals. Psychologists, on the other hand, use the conceptions of personality which can be applied to everyone. 
 
    Understanding someone’s personality type gives you a good idea of what their baseline is, as well as what you may be able to expect from them in various situations. Let’s explore how you can get an idea of what someone’s personality type is.  
 
   
  
 

 Components 
 
    What are the components that define or make up a personality? When we look at the definitions above, you’d think that a person’s personality is made of components of patterns and traits. While this is correct, it is not entirely what makes a personality. Some other core components of personality are:  
 
    
    	 Consistency: There are a recognizable regularity and order to the behaviors seen. People generally act or behave in the same ways no matter what the situation.   
 
    	 Psychological and physiological: While most agree that personality is a product of psychological form, research also points to personality being influenced by biological needs and processes.   
 
    	 Behaviors and actions: Personality also has an immense effect on what causes us to act, behave, move, and response in certain ways  
 
    	 Multiple expressions: When we talk about personality, it extends above and beyond behaviors. Personality is also seen in our feelings, thoughts, social interactions as well as our close relationships.   
 
   
 
   
  
 

 Psychology Applications 
 
    How personality develops and changes over a person’s lifetime is an extremely exciting element of life that one can study. This study and the results gained serves as an important tool to understand the practical applications of the real-world, why people act and behave a certain way and what motivates the behaviors and thoughts.  
 
    In most cases, to study a person’s personality, personality assessment tests are usually done to help people understand and learn more about themselves and their weaknesses, their preferences, and of course, their strengths. These assessments may focus on how people level on certain traits on whether they rank high on conscientiousness, extroversion as well as openness. Some assessments, though, focus on specific aspects of changes in personality over a course of time, whereas certain assessments are used to help people determine the kinds of careers that go well with their existing personality and how they can perform certain job tasks.  
 
   
  
 

 How Do They Answer Questions?  
 
    One important thing to pay attention to when trying to gauge people’s personality type is how they answer questions. Extraverts often answer questions quickly and have a tendency to think out loud. This means that they will likely verbalize several thoughts before officially giving their final answer. Alternatively, all of these thoughts may work together to create their overall answer. Introverts on the other hand are far quieter. They may use a filler word such as “um” or “uh” while they think about it, but they are less likely to provide as much information about the thought process. Instead, they will quietly mull it over in their mind until they have an answer for you.  
 
   
  
 

 Are They Focused on the Past and Present, or the Future?  
 
    These people are more concerned about right this minute, and also use the past to create their overall outlook on life. In other words, they combine the past and present to create their perception of reality. The other type of person is known as an intuitive. Intuitive types are people who are more focused on the future. While they are presently living in the moment, they are likely to be looking for what is coming next, rather than mulling over what has already happened.  
 
   
  
 

 How Do They Consider Others in Decisions?  
 
    If you want to know what drives a person, pay attention to how they consider other people when they are making decisions. People who make decisions quickly without considering how the outcome will affect others are known as thinkers. These are people who are more focused on the logical, rational, and thought-based side of things. They are likely not intentionally ignorant toward how the outcome affects others. Instead, they are simply driven by thought. The opposite of this includes those who are driven by their feelings. These people are more likely to pay attention to how the outcome will affect both themselves and the other people in their lives. They want to know what the emotional repercussions will be and they are very careful to make sure that no one gets hurt as a result of their actions.  
 
   
  
 

 How Do They Adapt to Change?  
 
    Some people adapt well to change, others don’t. Knowing this element of a person’s personality type can greatly help you when it comes to understanding them as a whole. If a person tends to be open to options and is willing to look at all different solutions for a problem, they are more likely to be comfortable with change. They can adapt to any chosen solution and are typically more interested in choosing the best solution for the question rather than the best solution for them. The other type, then, is someone who is not good with change. These people choose the solution that answers the question and keeps them feeling comfortable in the solution. They are unlikely to want to change their decision and will typically defend their solution quite gravely.  
 
    Combining the answers to these four questions is the best way to gauge how a person is in various situations. You will be able to understand and predict how they are most likely to act under a variety of different circumstances, making it much easier to understand their personality type. Remember, everyone has a different placement on the personality spectrum. Some may be louder and more outgoing than others, whereas others might be quieter and more reserved. They may, however, share qualities from opposite ends of the spectrum. The best way to gauge exact personality type is to look at each person as an individual and build their baseline with this knowledge.  
 
   
  
 

 Different types of personalities 
 
    There are five personality traits that are the most widely accepted and are good categories for starting to analyze personality types. These five main traits are what ultimately makes up someone’s personality type. Someone could be very careful and only a little bit of an extrovert. Another person could be equal parts agreeable and open. These combinations can go on forever. This is a simplified way of defining someone’s personality, but it is a good place to start.  
 
    We will now take a deeper look into these five personality traits to learn more about them. 
 
    Agreeableness 
 
    Agreeable as a personality trait is a way of defining how kind or warm a person is. The more agreeable someone is, the more kind and warm they are. People who are agreeable also tend to be described as compassionate, trusting, helpful, and good. People who are highly agreeable are oftentimes very cooperative, and they are usually nice people to be around.  
 
    Conversely, people who are not agreeable at all, or disagreeable, are the opposites of these characteristics. They are colder towards other people and uncooperative in a lot of situations. They do not trust others and are oftentimes suspicious of other people. People who are disagreeable are not as pleasant to be around. These people are often described as being difficult as well.  
 
    Openness 
 
    Being open as a personality trait oftentimes mean how open someone is to experiences in general. People who have a high amount of openness in their personality are adventurous. They enjoy trying new things and experiences. These kinds of people tend to have a curious nature and like to explore. They are oftentimes creative and enjoy art as well as vivid imaginations. People who are open often like variety in their lives. These kinds of people enjoy the change in their life. Instead of viewing it as a daunting thing, it is exciting to them.  
 
    Oppositely, people who are very low in their openness in their personality are the exact opposite. These kinds of people do not like trying new things. They are happy and comfortable with what they know they like. They are not usually adventurous and not into trying new foods or activities. In addition to these two extremes, there are so many people who have different levels of openness that are between these two extremes.  
 
    Extroversion 
 
    Being an extrovert or an introvert is probably one of the most popular and well-known personality traits out there. People often describe themselves as being an extrovert or an introvert, or somewhere in between. 
 
    People who have a high level of extroversion are often described as being social butterflies. Extroverts love to be social. They enjoy being around and talking to other people. Extroverts draw their energy from the people they surround themselves with. These people often have high energy, are assertive, and fun to be around. 
 
    On the opposite end of this is the introvert. Introverts are the opposite of extroverts. Introverts do not like being social. They prefer lots of alone time. This is because introverts process social interaction differently in their brains than extroverts do. Being social is much more physically and mentally draining to an introvert. It requires a lot of work and energy to be social. Most people think that if someone is an introvert, that means that they are shy. These are not the same thing. If someone is shy, that means that they have a fear of social interaction. An introvert can have no problem being social. They usually just prefer to be social in short bursts of time and with a smaller group of people.  
 
    Carefulness 
 
    People who are careful, or conscientious, are the kinds of people who are often described as being organized and responsible. These kinds of people have a strong sense of duty, and they are focused on being successful and achieving goals. These people are often times very disciplined. Generally, if someone is careful, they won’t be the type to do a lot of spontaneous things like jumping on a plane suddenly and going to a new country. Careful people are generally planners. They are organized and like to plan out almost everything in their life.  
 
    On the opposite end of the spectrum, people who are not as careful or conscientious are oftentimes spontaneous. These are the kinds of people who will do big things without planning or a lot of forethought. Sometimes these kinds of people can be careless, which can be dangerous and not as good of a characteristic to have but certainly not all of them will be careless.  
 
    Neuroticism 
 
    If someone is described as being highly neurotic, that oftentimes means that they are big worriers. People who are neurotic tend to have a lot of anxieties and worries. These kinds of people are more prone to slipping into anxiety issues and depression. With these kinds of people, if things are going great in their lives, they will find something to worry about. Neurotic people can be big over-thinkers, and it can greatly affect their daily lives.  
 
    In contrast, people who have low levels of neuroticism tend to be more emotionally stable. These people are not big worrywarts and they tend to have a calmer personality.  
 
    So overall, people’s personalities are made up of different levels and combinations of these five common personality traits. There are so many different variations, and that is what makes people so unique from one another. 
 
   


  
 



Chapter 12: Facial Expressions to show Feelings 
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    Just like body language can say a lot about a person, so can facial expressions! Technically, facial expressions are an extension of body language. However, since there are so many of them it is always a good idea to look at this separately from other forms of body language. Let’s look at what different facial expressions people are likely to have based on how they are feeling.  
 
   
  
 

 Anxiety  
 
    If a person is anxious, their eyes may dampen. They likely won’t cry, but they may have a glisten to them. Their eyebrows will likely be tightly knit, and their lower lip may tremble. You might notice a slightly wrinkled chin, as well as a tight mouth. Their face will likely be pointed downward as they try to avoid looking at what is making them anxious, or anyone else noticing how they’re feeling.  
 
   
  
 

 Fear 
 
    Someone who is afraid will have their eyes wide and they will be pointing downward. Their mouth will likely be opened, or they will be slightly frowning. Their eyebrows will be raised, and their chin will be pulled in. You will also notice the color from their face disappears as they look pale, and their head will likely be pointing down.  
 
   
  
 

 Anger  
 
    If a person is angry, their eyes will widen. They will be staring at the subject of their anger, likely with their eyebrows pressed together toward the middle of their face. Their forehead will be wrinkled, and you may even see their nostrils flaring if they are angry enough. Their mouth will be tightly pursed, or it may be open with tight lips as they show their clenched teeth. Usually, their chin will be jut forward, and their face will start showing some red color.  
 
   
  
 

 Happiness 
 
    Someone who is happy, or content will be smiling. They may have a wide-open smile, or a small and subtler smile depending on how happy they are in the moment. They are likely laughing, or they are easier to make laugh than people experiencing other emotions. They will get crow’s feet on the sides of their eyes, as this is proof, they are genuinely smiling. Their eyes may look like they have a sparkle to them, and their eyebrows will be subtly raised. Their head is even and looking forward.  
 
   
  
 

 Sadness 
 
    People who are sad have a tendency to avoid eye contact. For this reason, they are often looking down. They may be crying, or their eyes may simply be tearful as if they are about to cry. Their lips will likely be pinched as they are trying to hold in the emotion, and their head will likely be down or turned away from the people around them.  
 
   
  
 

 Desire 
 
    When someone is experiencing the emotion of desire, their eyes widen, and their pupils dilate. Their eyebrows are typically raised slightly, showing that they are interested in the person in front of them. Their lips will likely part slightly, or they may be puckered. They may even be smiling, depending on what is happening in the moment. Their head is usually tilted forward as though they are trying to get closer to that which they are feeling desirable for.  
 
   
  
 

 Interest 
 
    When someone is feeling interested in someone or something, they tend to have a very consistent gaze ahead of them. Their eyes may even squint as they show full attention to the subject of their interest. Their eyebrows will likely be subtly raised, further opening their expression. You may also notice they have their lips pressed together, and their head is pushed forward as they try and get closer to the subject of their interest.  
 
   
  
 

 Boredom 
 
    People who are bored tend to look away with an expressionless face. They may appear as though they are not looking at anything in particular, and yet they are looking intently. This is because they are deep in thought, trying to remove themselves from the situation that is boring them. They may have a slight frown on their face. If they are especially bored, they may have their head resting on something such as their hand.  
 
   
  
 

 Surprise 
 
    People who are surprised tend to have a very open expression. Their lips may be slightly parted, their eyebrows are raised, and their eyes are wide. Their head may even be tilted to the side or backward.  
 
   
  
 

 Disgust  
 
    People who are feeling disgusted often have their head turned away from what is causing their emotions to boil. They likely have flaring nostrils and their nose twisted up, with a tightly closed mouth. They may even push their tongue up against the back of their lips. Their chin is usually jutting forward.  
 
   
  
 

 Pity 
 
    When someone is feeling pity for someone else, they tend to have a very soft and sad look. Their eyes are typically soft and focused, and they may be damp. Their eyebrows might pull together slightly in the middle, and their head will likely be turned to one side.  
 
      
 
   


  
 



Chapter 13: Common Mistakes made when analyzing people and How to Avoid Them 
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    These are things that are common to those that are just starting out, but this list will help you recognize those mistakes and keep you from making them yourself. 
 
   
  
 

 You should not be a creep 
 
    The words study and observe are words that imply you will give a lot of attention to a single person. And you are, but you have to remember that you can’t stare at them, and you can’t come off as creepy. 
 
    Be in tune to what they are feeling and be discreet in your observing. You need to watch them, but don’t give off the vibe that you are staring at them. Remember too, that they don’t have to be the ones to see you watching. If you are that guy in the corner of the room staring at everyone, someone will notice, and the news will spread like wildfire. 
 
    Be natural. Be yourself. Keep an eye on what is going on, but don’t be that dark guy in the corner. 
 
   
  
 

 You should not point out what they are doing  
 
    Everything we have said about a person’s body language is something that they do naturally. No one is thinking about it as they do it, and they will feel put on the spot or made fun of if you point it out to them. 
 
    You must read them silently, and adjust your actions based on what they are doing, but never, ever point out to them what they are doing or what you are doing.  
 
    Instead, keep your thoughts to yourself, and do what you do in response to what they are doing. If you see that they are losing interest, or that they have a lot of interest, continue to do what you are doing, or change it, but never say a word about it to them. 
 
    What will happen is that they will realize that you can calm them down when they are upset, or you will be that guy who always knows what to say. Either way it is a win for you, and you don’t have to let anyone know what your secret is. 
 
   
  
 

 You should not assume everyone is the same 
 
    While there are universal things people do when they are feeling a certain way, different people will react differently to different things. You can’t assume that just because someone thinks a mistake is no big deal that all people will then think that it is no big deal. 
 
    You have to take all of these observances and actions on a case by case basis, and you have to measure what your reaction is based on what you are currently dealing with. When you can change what you are doing based on who you are with and what they are feeling, you will see how easy it is to control any situation you happen to find yourself in. 
 
    Stay relaxed no matter who you are talking to, and see how they are responding to the conversation, then make your move. Don’t think that one failure with someone is a failure with all, or one success with someone is a success with all. It is all case by case, one day at a time. 
 
   
  
 

 You should never take a huge gamble with someone you just met 
 
    You may be feeling confident, you might have them laughing and talking and eating right out of your hand, but that is not the time to take a risk. You can have someone like you, and be horribly impressed with you, then lose them with one poorly timed gamble. 
 
    You want to leave the person with a good impression of you, not have to recover from that impression the next time they see you. They say that if you want to make a change, you will have to take risks, but what they don’t say is that you need to be smart about those risks.  
 
    This isn’t the movies, and it isn’t Hollywood. You need to be smart about your choices and play it safe, then you will be able to take those risks when you have better footing. 
 
   
  
 

 You should not assume you know it all, no matter how good you are at reading people 
 
    This is a tip that goes with the one I just mentioned. Everyone is different, and they will react in different ways. You can measure things by rules of thumb, and you can make generalizations, but you can’t expect one thing to consistently work out every time. 
 
    


 
   
  
 

 Conclusion 
 
    Learning how to analyze others can be beneficial to you in so many ways. It can help you socially in your daily life, in your career, and in your quest towards success. People surround us and our lives revolve around relationships. There is no way around it. We will always need people in our lives, and the better you’re able to connect with them the easier it will be for you to understand the people around you.  
 
    Once you’ve been able to analyze someone, you can then start to persuade them. This is important in some cases to get what you want, or at the very least, get what you deserve. Just as we discussed in this book, you can read this over and over again, but unless you take action, nothing will change. It can be hard to start to become aware of yourself, but it’s a key step in becoming aware of those around you.  
 
    Once you have the ability to analyze yourself and others, you’ll be able to better persuade and convince them as well. When you can do this, you’ll realize all the power you have over your own life.  
 
    It’s important to remember that by understanding these concepts you're better equipped to identify and defend against them, and your new knowledge shouldn’t be about how you can use those same tactics to manipulate other people. There is a difference between evil manipulation and trying to convince someone of something else.  
 
    This book has given you a lot of information, and you have probably noticed that I have reminded you quite a bit to keep an open mind, and to take things one day at a time. 
 
    You may have preferred that I told you the secret to reading all people at all times, but I want you to succeed, and in truth, there is no universal secret. People will react differently to different things, but the great thing is, so can you.  
 
    Use your skills and use your head, and you will read anyone you want to read, every time. 
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