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Introduction

Introduction

My path was probably set very early in life. I was a carefree child, 

but boredom was a big part of my childhood. When I was in middle 

school, I developed a strong interest in debating and became a 

debate champion. I think I loved it because it kept my boredom away. 

Being a good debater at an early age helped me build strong, logical 

arguments—a powerful element of manipulation.

At fifteen, my parents got divorced. My mother was a lawyer, and 
after getting separated from my father, she threw herself deeper 

into her profession and began to work for long, unpredictable hours. 

Even on weekends, I had to spend most of my waking hours alone. 

During that time, a new passion emerged—a fascination with magic 

performances. I would spend hours practicing a magic trick until I 

fully mastered it.  In some way, magic was my way of enjoying control 

and impressing others.  

By the time I turned 20, I had developed a passion for buying books. 

Sometimes I bought more than I could read and allowed books to 

pile up unread on my shelves.  
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Although I never considered myself to be a dedicated book addict, 

reading books was one of my favorite pleasures in life. Getting into the 

flow while reading books gave me a wonderful feeling of refreshment. 
I enjoyed walking the aisles of bookstores like a kid enjoys walking 

into a candy store. One day, while browsing the shelves, I picked a 

book at random. It was Machiavelli’s The Prince. After skimming 

through several pages, I felt that the book might hold some of the 

intriguing answers I was seeking. I decided to read the whole book, 

and that choice started a whole new chapter in my life. 

My newfound interest in power dynamics and manipulation led me 

to read as many books in these areas as I could get my hands on. 

Psychology became my life’s work. 

One of the reasons why I became a psychologist is to understand, on 

a deeper level, what people think or feel. I researched enormously to 

understand the connections between different aspects of their lives. 
As a Doctor of Psychology, I share my knowledge with students at the 

university and help them grasp the complexities of the human mind.

However, I was also aware of the potential misuse of these abilities, 

leading to what is known as dark psychology. I became particularly 

interested in manipulation within this context. 

So, what is manipulation? Well, in simple terms, manipulation 

is a clever way of controlling or influencing someone to your own 
advantage. Whether we realize it or not, we have all used manipulation 

at some point in our lives to get what we wanted from others or to 

handle situations in our favor.

I remember when I was a child, I hated going to school.  So, I would 

often fake being sick, so I didn’t have to go to school. At first, my 
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Introduction

parents would get worried. My mother would take me to the doctor, 

and the doctor didn’t find anything other than normal results.  After 
three successful attempts at avoiding school, each of course followed 

by an unexpected doctor visit, my mother began to suspect that 
something was off. 

Eventually, she stopped taking me to the doctor and simply allowed 

me to stay home whenever I made the excuse of sickness.  Then, one 
day, I was in the middle of one of my “headaches,” a friend called me. 

He sounded excited: Our school was hosting a fun science fair with 
live experiments. I immediately forgot about my “pain” and rushed 
to my mom; I said I was feeling much better and I had to go to school 

immediately. This time, she refused to be swayed by my pleading 

and warned me to stay put. So, I had to stay home, feeling sad and 

disappointed, imagining all the fun my friends were having at the 

science fair. 

The next day at school, my friends showed me all the cool things 
they had seen and done at the science fair. That was the last time I 

pretended to be sick to skip school.

In other instances, I remember making up some fake information 

and even citing fake scientific studies just to win debates in school 
competitions until one day, a teacher secretly warned me that doing 

so could result in disqualification. 

These stories are just some examples of how I tried to manipulate 
situations as a child. But it’s not just children who do this—I know 

many adults who called in sick to work when they simply didn’t feel 

like going. 
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Is that so wrong? Sometimes, manipulation can come from a good 

place. For example, if a parent sneaks spinach into their child’s meal 
and convinces them to eat it by telling them about how spinach 

will give them super strength, they’re using a small manipulation 

to encourage healthy eating habits. Or perhaps a family member 

arranges a meeting with a potential employer at a social gathering 

in the hope that it might open up a job opportunity for you. These 

are different forms of manipulation, but there is a positive intention 
behind them. 

Interestingly, when we feel threatened or trapped and can’t use 

physical force, we might try to manipulate others to get out of the 

situation. In other words, manipulation is something that comes 

naturally to us. 

However, when we use psychological manipulation, things take a 

darker turn. This may involve using underhanded techniques, like 

aggression or deceit, to control someone’s thoughts and behaviors. In 

these cases, the victim or the person being manipulated often doesn’t 

have the choice to agree or disagree—they are essentially forced to 

comply.

People who use psychological manipulation usually have certain 

motives. Sometimes, this can be as simple as making a quick profit by 
manipulating someone they know into buying an overpriced product 

they don’t need. 

In the workplace, you may find different types of manipulators. One 
type might create conflicts among coworkers to advance their own 
agendas. For them, the guiding principle is simple: go after what 

you want and do whatever is necessary. Another type of manipulator 

might convince their employees that working hard benefits them 
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Introduction

more than the company. Gaining and maintaining control is often at 

the heart of their interactions.

For some manipulators, control is everything. To gain control, they 

are ready to go to great lengths. For others, they manipulate people 

just to enjoy the thrill of it, like I did when I was a child. They might 

be driven by boredom and treat manipulation as a game. However, 

some of these manipulators may have a primitive and ruthless 

mindset.

One common tactic among manipulators is deceit. A master 

manipulator is also a master of deceit. They can skillfully create a 

very convincing story with no basis in reality. They are also skilled 

at hiding the truth. They might lie about something important or 

trivial, and you might not even realize you’ve been deceived until it’s 

too late.

I want you to keep in mind that the central theme of this book is 

how to use manipulation tactics to your advantage while avoiding 

negative consequences for others. However, I also believe it is my 

responsibility to educate you about negative manipulators and their 

techniques so you can recognize their malicious intent when they 

approach you. Such types of manipulation may include guilt-tripping 

and humiliation. When you confront these manipulators, they’ll deny 

any wrongdoing and quickly turn the tables, making you feel guilty 

for questioning them. These vicious individuals often demonize their 

victims to tighten their grip. They will flip the script so that the victim 
appears to be the abuser.  You may frequently notice this type of 

manipulation in domestic violence situations where an abuser might 

use this tactic by blaming the victim’s personality, words, or actions 

for their own abusive behavior.
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Another effective trick manipulators use is giving vague or unclear 
answers when asked questions. This helps them cover up their 

actions if they get caught, making it seem like their version of events 

is the truth. 

Some manipulators might also use flirting or pressure to get what 
they want. And when they’re caught, they might get angry and blame 

others to avoid taking responsibility for what they’ve done.

This is just a glimpse into the world of manipulation. As you continue 

reading this book, you’ll learn about many more tactics and how to 

use them safely to achieve your goals without harming others.

As I reflect on my 35-year career in psychology, I admit that I made 
some extremely poor decisions, driven by my curiosity and the desire 
to learn powerful manipulation tactics through trial and error.

I’m a changed person now. And I’m using the talents and extensive 
skills I’ve gathered to help others unlock their full potential and 

become the person they’ve always wanted to be. 

Thirty-five years ago, I would have loved to have stumbled upon this 
book that you are now holding in your hands. At that time, I was 

struggling to find the right manipulation tools to face the challenges of 
various social and professional situations. It wasn’t until I discovered 

the practical power of influencing and gaining control that I felt a 
significant change.

Through this newfound skill, I learned to effectively win the mental 
game of control to get where I wanted to go. 
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Introduction

I realized that mastering manipulation isn’t just about enjoying the 

thrill; it’s a practical skill that can be applied in various aspects of 

life, from personal relationships to professional settings. It allowed 

me to navigate all the challenging situations with ease, negotiate 

more effectively, and ultimately live a more fulfilling life.

If you want to learn the secrets of the mental game to sell your ideas, 

find ways to gain power over others, make a lasting impression, 
convince others to work toward your goals, and position yourself at a 

new height of success, read on.
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Chapter 1

Playing on Emotions

I
t was a bright, sunny day in the summer of 1985. Classes were off 
because of the summer vacation. I was staying at home a little 

stressed, brainstorming the names I would contact to get help 

for my upcoming charity event. I was never a good organizer, nor did 

I have any experience organizing a charity event. Since some of my 

friends insisted I should participate, I couldn’t refuse. 

When I take on a new pursuit, I always have a clear goal in mind. 

This time, the goal was to raise a certain sum of money. The goal was 

big, and I knew it wouldn’t be easy to reach it. I prepared my steps, 

and the first step was to make certain people I know join our team. 

One of them was Edmund. Edmund was the son of a rich father, and 

he was also connected to some very wealthy people who could make 

big donations. 
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Chapter 1. Playing on Emotions

But the problem was he was an introvert and never liked  being in 

the spotlight. I knew I couldn’t just ask him directly to help with the 

event. If I did, he might refuse right away. 

So, I called him and said if he was free, he could meet me at our 

favorite coffee shop; it was urgent. 

Edmund came. I knew I shouldn’t rush. Edmund and I played on 

the same high school soccer team, so instead of diving straight into 

the charity topic, I began by saying, “Remember that match against 

Riverton? You saved us with that goal in extra time. I still can’t 
believe you pulled that off.”

Edmund chuckled, “Yeah, those were the days!”

I spent a couple more minutes remembering the old days, then 

steered the conversation towards the charity event. 

I knew to make Edmund agree to help, I had to approach it differently, 
although, at that time, I didn’t have much idea of emotional 

manipulation. 

I began by sharing the story of some potential beneficiaries: a 10-year-
old boy confined to a wheelchair because of a spinal injury from a car 
accident. He urgently needed expensive surgery to walk again. Then, 
a 5-year-old girl who required a liver transplant.

Edmund shifted uncomfortably in his seat. “That’s heartbreaking,” 

he muttered.
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I had his attention, but I needed to push a little further.  I said softly, 

“We’re trying to raise enough money to give these young people a 

chance. But without the support of people like you, we might fall 

short.”

“You know me well; I never get involved in these things,” he said, 

almost defensively.

“You don’t have to be,” I said. “Just a few calls, a few words from you, 

and you could change their lives.” Imagine the difference you could 
make. You’d never even have to step out from behind the scenes.”

I watched as Edmund struggled with the decision. “Take your time to 

think. You don’t have to rush.”

I could see the conflict on his face. He was a kind person, and it was 
almost impossible for him to say no without feeling guilty.

Finally, he sighed, saying, “Alright, I’ll see what I can do.”

In the end, Edmund made the calls, and the donations started pouring 

in. That event was a success. 

The above example is a simple emotional manipulation tactic you 
may use to get someone to do something for you. But when you’re a 

master manipulator, you need to understand a variety of emotional 

manipulation techniques so that you can use one when necessary or 

protect yourself from others who might try to manipulate you. 

Remember, when someone uses emotional manipulation, they are 

either consciously or unconsciously trying to make you lose control 

of your emotions. 
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Chapter 1. Playing on Emotions

A manipulator may take you somewhere unfamiliar to keep you 

emotionally off balance. A good manipulator dominates the 
conversation and makes you feel less secure. Here are some emotional 

manipulation techniques you can try to reach your goal. But make 

sure you use them carefully and responsibly.

Using what your target says about themselves 

Manipulators listen closely to what their targets say about themselves. 

This technique is more effective when your target is a talkative 
person because it’s easier to connect with and manipulate them. If 

your target is an introvert, you have to ask specific questions to draw 
out emotions. Through careful questioning, you have to understand 

their beliefs, strengths, and weaknesses. 

Guilt: This is an effective manipulation technique, but I recommend 
you avoid using it when you have other options available. For this 

method to work, your target must be kind-hearted. Through careful 

questioning, you have to find the target’s weak spot, shower them 
with guilt and pity, and make them feel responsible for your situation. 

In this way, you can manipulate the target into doing what you want. 

Emotions, Both Good and Bad: A good manipulator plays on 

their target’s emotions by making their problems seem bigger than 

theirs (the target’s). They gain their target’s trust and make them 

feel guilty about their (the manipulator’s) own concerns. This shift 

in focus makes the target more willing to help them, which was their 

intention all along.

Anger: Sometimes, you have to use anger to intimidate your target. 

To do this effectively, you may have to raise your voice, use strong 
language, or even threaten your target. This aggressive approach is 
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meant to scare your target into giving up quickly, which will give you 

control over the situation.

Remember, when the target is self-assured, they are less likely to be 

manipulated. Emotional manipulation techniques are easy to use 

when the target is emotionally vulnerable and insecure. Negative 

manipulators exploit their target’s sensitivity to gain control over 
their emotions.

Unexpected Rewards: Sometimes, you may throw your target 

a curveball by offering unexpected rewards. The sudden change 
can cause panic, making your target more likely to make decisions 

without thinking clearly. You just have to seize this opportunity to 

influence their choices.

Negative Feedback: One powerful manipulation technique is to 

criticize, belittle, or ignore the target to destroy their confidence. 
This emotional attack makes the target feel unbalanced and inferior, 

which makes it easier for you to control them. You may offer “helpful” 
advice to make the target feel indebted to you and more likely to 

follow your lead.

Sowing Doubt: Manipulators may create doubt and confusion by 

giving the target a silent treatment. This makes the target question 

themselves, and when the target breaks the silence, the manipulators 

have a better chance to take advantage of them.

Feigning Ignorance: Sometimes, as a manipulator, you may need 

to pretend to be unaware of your responsibilities. You may act like 

you’re doing your best, but you know someone else will step in to fix 
things. This tactic allows you to get what you want without taking 

direct action.
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Chapter 2. The Mask of Benevolence

Chapter 2 

The Mask of Benevolence

I
n the early 1990s, I suddenly became curious about human 

behavior in the workplace and how people interact, make 

decisions, and are motivated. So, I decided to go to university 

again (night school) to study industrial psychology. At that time, 

I also started to work as a car salesman in a bustling dealership in 

downtown Chicago. 

There among the veterans was Malcolm, an expert salesman with 
an impressive sales record. Malcolm was quite helpful with the 

newcomers. He was always eager to share his knowledge, and I made 

the best use of it. In my enthusiasm, he saw a good salesman, but in 

his eagerness to help me, I saw an opportunity.

At first, I played the role of a naive newcomer, which I really was. 
I attentively listened to Malcolm’s advice and frequently admired 

him for his expertise. «You are incredible, Malcolm. If I achieve even 
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a quarter of what you’ve achieved here, I’ll feel lucky.» There was 

sincerity in my tone, but I also had my plan.

Soon, Malcolm became a good friend, and I became his shadow. 

I found out that Malcolm really needed recognition, which he 

randomly got from his teammates. He was hungry for praise from 

management and respect from his colleagues. I decided to exploit 
this vulnerability.

So, my first step was to feed his ego subtly, but with a twist: 

“You know, Malcolm, here, most of us look up to you. But did 

you notice those new guys? They don’t seem to be following your 

instructions as closely as they should. They don’t realize how much 

experience you have in this area.” I wanted Malcolm to take that bait, 
which he did.

So, he started spending more time with the newcomers. He needed 

to prove his worth! His focus on the clients began to fade.

Step one was accomplished, and Malcolm was distracted. Now, I 

have quietly started positioning myself as the go-to guy for difÏcult 
sales. I began to offer to close deals he had started as a helpful friend. 
“Don’t worry, Malcolm; I know you’re busy helping others. Let me 

handle this one for you.”

Every time I closed a deal, I made sure our manager, Dominic, knew 

who was bringing in sales. That was my second step.

The third step was to plant seeds of doubt about Malcolm’s 

performance. So, during casual conversations with the manager, I 

began to drop subtle hints. “Malcolm is a good guy. However, a few 
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clients seemed a bit frustrated with the delays. But no worries! I’m 

happy to step in whenever needed.”

In a few days, I was feeling that Malcolm was losing his touch.

In the next team meeting, Dominic praised my recent performance 
in front of everyone. “We need more people like you who can handle 

the tough clients.” 

Malcolm looked sad. He was a confident mentor, but now he looked 
anxious.

Malcolm’s performance continued to slip. He often looked confused 

and started second-guessing his decisions. He also lost a few deals 

that he would have closed successfully in the past.

I, on the other hand, was steadily climbing. I didn’t directly undermine 

Malcolm; I knew now was the time to focus more on my performance. 

Soon, I got promoted to senior sales representative. But I aimed for 

something higher. 

The new assistant sales manager position was about to be announced 

seven months after my last promotion. My colleagues were certain 

Malcolm was going to get it. However, I was optimistic about myself. 

My intuition said something good was on the way.

The manager called me into his ofÏce and offered me a promotion. 
That was quite a surprise for Malcolm. To him, I was just the grateful 

newcomer who frequently asked for his advice. 
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After accepting the promotion, I didn’t forget to thank Malcolm for all 

his guidance. I shook his hand. He looked heartbroken; I exchanged 
a few words with him to make him feel better.

Malcolm also congratulated me, but the look in his eyes told me 

everything. In the last few days, he also felt that something wasn’t 

right. But it was hard for him to figure out how I hid my true intentions 
behind friendliness and used his strength against him. Apart from 

the above manipulation tool, I used another powerful tool to achieve 

my goal. You can find it in chapter 15. 

Knowing the steps 

Hiding your true intentions behind friendliness is a subtle yet 

powerful form of manipulation while maintaining a facade of 

goodwill. To use this type of manipulation, you have to use social 

skills to make friends. Here is how to do it.

Establish Rapport and Trust: In the first step, you have to 
create a strong connection with your target. This means you have 

to be genuinely friendly, show interest in their life, and build trust. 

Know about them, find common ground, complement them, and 
avoid topics that make them uncomfortable. You have to make them 

believe you are a genuine ally.

Identify their needs and desires: A rapport is created. Your 

next step is to know what your target needs or desires are. Watch 
them closely and try to learn if they have any ambitions in their 

professional or personal life or if they are facing any challenges. 

Listen to them carefully and look for information that you can later 
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use to your advantage. To guide them in the direction you want, it is 

important to understand their motivation.

Offer Help or Support: In this step, you have to position yourself 

as a person who can help them. Offer your support in a way that 
seems selfless and genuine. Now you’re a kind person, and you’re 
acting out of kindness. You have nothing to gain. When they feel that, 

they will be more willing to reciprocate.

Strategic Flattery and Encouragement: I’ll discuss this topic in 

more detail in the next chapter. In this step, you have to encourage 
your target by flattering their strengths and skills. Make them feel 
more valued. They will feel more confident about themselves. Your 
support will reinforce their belief that you are a genuine well-wisher. 

They will be more likely to do favors for you, often without knowing 

they are being manipulated.

Subtle Influence: Your target’s trust and confidence in you have 
solidified. Now, you can begin to influence their decisions. Start 
slow. Give them suggestions and show them how your ideas would 

benefit them. Make it seem like they are making decisions on their 
own, although it is you who are guiding them towards your desired 

outcome.

Maintain the Illusion of Benevolence: Make sure you maintain 

the illusion of benevolence throughout the process. You can’t let them 

suspect that you have a certain intention behind the friendliness. So, 

keep acting in their best interest and don’t feel disappointed if you 

find you’re not getting the credit you deserve. Just try to manipulate 
the situation to your advantage and maintain your relationship.

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY



23

100 Steps to Power The Art of Manipulation and Subtle Control

Extract the Benefit: In the final stage, you’ll be able to maneuver 
your target into the desired position. No matter what your objective 

is—maybe it’s a promotion, a favor, or another gain—make sure your 

actions seem natural results of a good relationship. Remember, your 

goal is to make your gain seem incidental rather than a result of 

manipulation. 
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Chapter 3

The Art of Flattery

E
xperimenting with various manipulation tools has become my 
passion for the last three decades. Not all the manipulation 

tools worked; some failed. But if you never try, you’ll never 

know which one will work and which one won’t. 

After securing the assistant sales manager position, I focused on 

maintaining my momentum. I was a hard worker, but I also knew 

that I needed a strategic approach to dealing with people. 

My subtle manipulation technique worked with Malcolm. Now, I set 

a bigger goal. I decided to refine my technique to solidify my place at 
the dealership. My next target was Dominic, our manager. I decided 
to approach my next goal slowly and carefully. 

Dominic had been working in this industry for around 8 years; he 

had a sharp eye for talent. He was well liked by most. But as a good 
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manipulator, I had to carefully identify his vulnerabilities; my success 

depended on it. And I found one. 

Dominic had a deep need for validation, especially from his 

superiors. It was true that he had some traits of a leader, and he 

was confident in his role. But I noticed that he frequently sought 

approval from the higher-ups, especially the regional director, 

Mr. Langston. 

I knew that in order to position myself closer to the top, I had to 

manipulate Dominic’s desire for recognition.

My step one was to flatter Dominic, but not in an overtly obvious 
way. Dominic was a good leader, so it would be effective if I admired 
his area of strength. 

I began to plant seeds of admiration in our casual conversations:

 “You know, Dominic, I’ve worked under several managers, but you 

are the only one with whom I found the instinct to read people’s 

minds. I was surprised by how you handled that situation with the 

demanding client last week. It was awesome! How do you manage to 

defuse tension so easily?”

Dominic was pleased with the compliment. Soon, I gained his trust, 

and he began sharing his thoughts on the dealership and sometimes 

even his frustrations with me. 

A good manipulator must be a good listener. Every time Dominic 

shared his thoughts, I listened intently, and of course, I always 

agreed with him and reinforced his perspective. It wasn’t long before 

I became one of his go-to people for advice.
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Now, I began to focus my flattery on his relationship with Mr. 
Langston. Every time Dominic talked about the conversation he had 

with Langston, I made sure to highlight how important Dominic’s 

role was in the dealership’s performance. 

“Mr. Langston certainly values your opinion. He trusts you. Mark my 

words, he has bigger plans for you.”

My aim was to get Dominic’s ambitions high and make him feel more 

confident about his standing with Mr. Langston. 

Now I had to set my next trap because I knew Dominic would crave 
even more validation.

I set up a situation where Dominic could show off his talents. We 
discussed a new sales strategy, and we were both convinced it would 

work. Although it was my idea, I made it seem like Dominic’s idea. 

The idea worked, and sales increased by 20%. 

I was quick to praise Dominic:

“Dominic deserves all the credit for leading this plan. We couldn’t 

have reached these numbers without his ideas.”

From that time on, Dominic began to trust me implicitly. Even the 

decisions he would normally make on his own, he would come to 

consult with me. This is what I wanted-to influence his choices but 
appear nothing more than a helpful subordinate. 

In a few days, Mr. Langston came to the dealership to commend 

our performance. We knew this beforehand, and we discussed how 

Dominic was going to present the success of his new sales strategy. 
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When he presented it, I played the part of a humble assistant, 

praised Dominic, and downplayed my own contributions.

Mr. Langston was impressed. He hinted at a possible promotion 

for Dominic to a regional role. Dominic was happy, and I shared 

his excitement with him. But in truth, I had engineered the entire 
situation. Dominic was likely to move up, and the position of 

dealership manager would soon be vacant. 

I patiently waited for six months to see this happen. Finally, I became 
the manager, and after six months of playing the managerial role, I 
decided to leave because I realized that this was not my place. I had 

to pursue my career as a psychologist. 

As an organizational psychologist, I still advise employers on how to 

improve the workplace environment, employees’ performance, and 

productivity. 

My manipulation had worked as I expected. By using flattery and 
compliments, I had not only gained Dominic’s trust but also set the 

stage for my next promotion. 

The Impact of Flattery on the Target’s Behavior

As a manipulator, flattery is a powerful tool in your arsenal. You can 
use it to subtly influence the target’s behavior and make them more 
susceptible to manipulation. Here’s how it works:

● Builds trust and rapport: Flattering will help you establish 

a connection with the target. Believe me, if the target even knows 

that you’re flattering them with the intention of getting some 
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benefits, they still can’t help liking you. This will help you to create 

a foundation for influence.

● Lowers defenses: Compliments make the target feel valued. 

This positive reinforcement lowers their natural defenses. They will 

become less suspicious of your (the manipulator’s) intentions. 

● Increases dependency on approval: As the target begins to 

crave the manipulator’s approval, they will frequently talk to the 

manipulator to get compliments and validation. Soon they will start 

to seek out the manipulator’s guidance.

● Enhances Compliance: A target who feels valued is more likely 

to comply with requests. Because they see the manipulator as a 

trusted ally, they become more inclined to follow suggestions without 

questioning them.

● Boosts confidence and lowers caution: When you flatter 

someone, you’ll notice a boost in their confidence level. Flattering 

makes the target feel more capable and self-assured. This increased 

level of confidence makes it easier for the manipulator to pursue 

their plan. Increased confidence means a decrease in vigilance or 

caution.

● Encourages favorable perception: Consistent flattery makes 
the target view the manipulator in a favorable light. It reinforces 

their belief that the manipulator has their best interests at heart. As 

a result, the target becomes prone to overlooking any inconsistencies 

or red flags.

● Facilitates subtle influence: When the target’s trust and 

admiration are secured, the manipulator can safely begin to 
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guide their decisions and actions. The target becomes eager to 

maintain a good relationship and is more likely to go along with 

the manipulator’s suggestions because they believe they are acting 

in their own interest.
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 Chapter 4

Manipulation Through Fear

A
fter leaving my job as a sales manager, I began to look 

for positions where I could use my skills and experience 
as a psychologist. In the mid-1990s, I was appointed as 

an organizational psychologist for a company that produced audio 

equipment, including stereo systems and premium headphones. At 

that time, it was struggling with declining sales. 

The CEO, Mr. Whitman, wanted a quick turnaround. He gave me a 

free hand to implement whatever strategies I thought necessary. I 

knew that I had to act fast.

I spent the first couple of weeks interviewing the employees and 
conducting a series of observations to understand what was going on. 

The employees were skilled; there was no doubt about that. But 

they lacked motivation and a sense of urgency. The supervisors and 

assistant managers felt too safe in their positions and forgot to push 
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themselves. The workers, on the other hand, were frustrated because 

they didn’t get recognized or rewarded for their work. I understood 

that to get a visible result in a short time, they needed a push. So, I 

decided to use the tool of fear.

I proposed a new performance ranking system to the management 

team. My idea was simple: based on their performance, every 

employee would be ranked from the highest to the lowest at the end 

of each month. 

The rankings would be publicly displayed in the break room so that 

everyone could see them.  But that wasn’t all. I recommended putting 

the bottom 10% of performers on probation. They would be given 

two months to improve their performance. If they failed, they might 

face termination. 

My recommendation was quite tough for the management to accept; 

they were initially hesitant. I told them that sometimes, we have to 

rely on negative motivation to get the result:

“When they fear losing their jobs, they’ll do whatever it takes to avoid 

being at the bottom. This negative motivation will push them to their 

limits.”

The rankings were implemented the following month. Within a 

month, the result was visible. Managers were now scrambling to 

outperform their colleagues. Other employees began to work extra 
hours to close deals faster than before. 

I remember one employee, Tom, who was a good salesman but not 

one to go above and beyond. But after the ranking system was in 
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place, he worked hard to get himself above the bottom 10%. I saw 

him coming earlier and staying late. 

I could feel the fear in the work environment. I knew it was a short-

term solution, but at that time, it was the only solution. 

I noticed the performance numbers were climbing, and the 

management was happy. However, I also noticed that employees 

were no longer collaborating with each other or sharing tips. There 

was fierce competition among the employees. Some of them were 
even trying to sabotage their coworkers to stay on top. I knew I 

needed to change the plan; the fear-based environment would soon 

start to backfire. 

After a month, the quality of the sales started to decline. Customers 

began to complain. 

Mr. Whitman called me into his ofÏce. He was concerned about the 
growing number of customer complaints:

“The sales numbers are up, but we’re getting too many returns and 

cancellations. We have to fix it. This can’t be continued” 

This time I advised Mr. Whitman to soften the ranking system. I 

recommended introducing rewards for the top performers, such as 

bonuses and public recognition. 

I also suggested making the rankings private again. The aim was to 

maintain the pressure to perform and reduce the negative effects.
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The situation stabilized. Although the fear of losing their jobs 

remained, the employer balanced it with the hope of rewards and 

recognition. 

Performance remained high, and the quality of work also began to 

improve. I told the employers that fear was a short-term solution. 

After one month, we had to change the plan because if we continued 

this, it would permanently fracture the trust between colleagues. 

Analysis: methods and consequences of fear  
manipulation

Fear is a powerful tool. But you have to use it responsibly. Here are 

some methods of using fear-based manipulation to get a result: 

Methods of Fear Manipulation

Creating a fear of failure: This can be created by setting high 

expectations and warning of adverse outcomes if they aren’t met.  
When there is a fear of failure, people will work harder or act more 

carefully. 

Instilling fear of rejection or loss: Set high expectations and 
make people feel that they may lose their status, acceptance, or 

relationship if they don’t meet the expectations. It will motivate them 
to strive harder. 

Amplifying existing insecurities:  Exaggerate your target’s 
insecurities, such as their doubts in their abilities or fear of the 

future. It will increase their anxiety and compliance. They will move 
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into a heightened state of worry, which will make them more likely to 

conform to your expectations.

Threats of punishment: To keep your targets in line, you may 

threaten negative consequences, such as loss of benefits or public 
embarrassment. 

These above techniques come with consequences. Here are the 

consequences of fear manipulation—

Consequences: 

Short-term performance boosts: If you are an employer and 

use fear manipulation, you’ll experience immediate improvements 
in the performance of your employees because they’ll work to avoid 

negative outcomes. But remember, this boost is temporary because 

it is driven by stress rather than genuine enthusiasm.

Increased anxiety and stress: Constant pressure from fear will 

result in high levels of stress and anxiety. Over time, the targets will 
experience burnout, their mental health will decline, and so will their 
overall performance.

Erosion of trust and collaboration: You’ll notice a tense 

environment like I did; trust and cooperation will diminish. People 

will focus more on their own survival or success rather than working 

together, resulting in poor relationships and reduced teamwork.

Diminished creativity and innovation: When there is 

creativity, there is no fear of mistakes. When people are afraid of 

making mistakes, they won’t take risks or think creatively. Fear 
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ruins innovation because employees become more conscious about 

avoiding mistakes than exploring new ideas.

Long-term damage to relationships: Use fear carefully because 

you risk lasting damage to personal and professional relationships. 

The impact of fear often lasts long after the fear is applied. 

Therefore, you can only use fear manipulation to achieve short-term 

goals. 
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Chapter 5 

The Victim Becomes the  
Manipulator

I 
think I knew the art of manipulation from a young age, 

although I didn’t learn it consciously. It came naturally to 

me. 

I was not very popular in high school. I was a little overweight, and 

some of my classmates never let me forget it. They frequently made 

fun of me in the hallways and during lunch. They even wrote mean 

comments on my locker.

Overweight children are the usual target for bullies because of their 

obvious differences. I was quiet, a little introverted, and confused. 
That made me a perfect target. 

Bullying was one of the reasons I hated school, and I used sickness as 

an excuse for avoiding classes. As the months passed, I felt powerless, 
cornered by their constant making fun of me. 
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My self-esteem plummeted. But when they stole my gym clothes, 

hung them from the basketball hoop in the gym, and made the whole 

class watch, I said enough was enough. 

From that day on, I decided I would never be the victim. I knew I 

couldn’t beat them physically or socially. But I could outsmart them. 

My first step was befriending the ringleader, Trevor. Trevor was smart, 
good-looking, and very popular among girls, but he was reckless. 

First, I started by admiring his jokes. When he made jokes, I used to 

laugh louder than anyone else. I also began occasionally offering him 
small favors, such as helping him with homework. When he wanted 

to copy my notes, I didn’t mind. He probably saw me as a nerdy kid 

who was trying to fit in. But my move was carefully calculated. I 
wanted to gain his trust. 

We soon became friends. Now, I started to feed him small bits of 

information about other students. 

“Did you hear what Jake said about you?  He thinks you should 

consider quitting the track team. You’re too slow to keep up.”

Another day, I said, «The girls are saying you’re not as charming as 
you used to be.” 

I wanted to plant seeds of insecurity so that he doubted his ability.  

Trevor took the bait. He became more reckless; he needed to maintain 

his status.

I also began spreading rumors. For example, I’d casually say things 
to others like, «Trevor looks more worried these days.  Maybe he’s 
afraid he’s losing his popularity.»
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I knew that these rumors would soon circle back to Trevor. 

Trevor had become paranoid. Now, he was questioning who his real 

friends were, and the result was, as I expected, losing friends. 

Now, my job was to quietly gain influence over his friends, who were 
now distancing themselves from him. I began to help them with 

homework and organize small study groups. I was slowly gaining 

some respect.

Finally, my job was to watch Trevor get humiliated publicly. During 

a school event, he planned a prank to embarrass another student. 

I was also a co-planner, but I had my own plan: to quietly tell the 

teachers about it so they’d catch him in the act.

I was successful. Trevor was caught and punished. This ruined 

his reputation. The very students who once admired him began to 

distance themselves. He became more of a liability for them than a 

leader. But Trevor always had my sympathy. 

He never realized how I had slowly turned his strengths into 

weaknesses. I made him fade into the background. I must say that 

being a good planner is not enough to become a good manipulator; 

you’ll also need some degree of courage. 

Analysis: Psychological Aspects and Causes of 
Such Behavior

● Internalization of Power Dynamics: When you’re a victim, 

you need to understand how power works—like who’s in charge and 

who isn’t. You must see how they use their powers and knowledge 

to influence or control others. If you want to take back control and 
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prevent being hurt again, you have to use your brain and your courage 

to change yourself from victim to manipulator. 

● Empathy and Emotional Awareness: As a victim, you’ll foster 

a sense of empathy and become aware of not just others’ emotions 

but their vulnerabilities. You’ll then twist this empathy into a tool for 

manipulation so that you can influence the manipulator by playing 
on their emotions.

● Desire for Control and Self-Preservation: I naturally developed 

my manipulative behavior to save myself from getting hurt and protect 

myself from future victimization. My techniques became a means of 

ensuring that I was never in a powerless position again.

● Reinforcement of Learned Behaviors: When I began to use 

my manipulation tactics successfully, these behaviors were reinforced. 

I became confident about using various versions of those techniques 
in various settings. 

● Distorted Sense of Justice: When you are a master manipulator, 

you may justify your manipulative actions as a form of justice 

or balance. You’ll view them as a way to reclaim what you’ve lost 

during their victimization. You may also rationalize some unethical 

behaviors because you think you are correcting your past wrongs. To 

avoid this trap, I maintain a nightly journal, where, before going to 

bed, I reflect and write if I have done anything wrong today and what 
I could’ve done better.  

● Cycle of Power: When you change yourself from a victim to a 

manipulator, you often create a cycle of power, where your need 

for control becomes a driving force in your relationships or daily 

interaction with others. This cycle is not easy to break because you 
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become reliant on these tendencies to maintain your position. I often 

practice mindfulness to let go of control. It helps me manage those 

tendencies. 
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Chapter 6 

Verbal Traps

B
ack in the 1990s, when I worked as a car salesman, I 

knew how powerfully the words could be used to pursue 

customers. 

I remember one instance where a customer (I forgot his name; let’s 

call him Mr. Davis) was looking for a reliable family sedan. My initial 

plan was to use verbal manipulation to close the sale, which I always 

did. But that tactic was exposed.  

In the beginning, Mr. Davis looked confused and unsure about which 

car to choose. So, I helped him to zero in on a specific sedan. 

“I think this model is the best choice for your family. It has the latest 

safety features and comes with a top-notch warranty.”

I tried to emphasize the sedan’s advanced features so that it aligns 

with his safety concerns: 
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“We’ve had several customers find this model to be the perfect fit. 
You’re the fifth one I remember.” It’s a common sales strategy to 
suggest that it’s wise to choose this one because many others have 

made the same choice. 

I also had to create a sense of urgency.

“There is a lot of interest in this model; it won’t last long. If you’re 

considering buying this one, I recommend acting quickly.” 

This is a tactic to push him toward making a quick decision.

However, the twist came when Mr. Davis’s wife caught my tactic. She 

was quietly listening to our conversation, but now she felt that she 

needed to interfere. She told her husband the so-called “interested 

buyers” were part of my sales pitch. 

Mr. Davis was understandably upset. He decided to leave without 

purchasing.

As soon as I sensed the potential loss, I changed my approach. “I 

understand your concerns. If you like, I can set up a special test drive 

for you so that you can go over all the advanced features of this sedan.  

I can also arrange a special, no-pressure session for you to check all 

the features in detail and address any questions you have.” 

I was also ready to give a compelling incentive: 

“If you decide to purchase, I can give you a special discount and a 

complimentary extended warranty.” 
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Mr. Davis left. But he came back the following day. This time, instead 

of using aggressive selling tactics, I focused on providing genuine 

support. We thoroughly reviewed all the features and showed him 

how they could meet his family’s needs. 

My personalized approach made him reconsider his decision. 

Finally, Mr. Davis purchased the sedan. The lesson is that you’ll 

need a combination of initial verbal manipulation and a follow-up 

strategy. So, always have your plan B ready. 

My version of manipulation technique created a sense of urgency, 

but it backfired. Then, my follow-up approach, which focused on 
personalization and value, ultimately succeeded in closing the sale.

Analysis: The Technique of Gaslighting and Other 
Verbal Manipulations

Gaslighting is one of the most insidious and effective manipulation 
techniques. The aim of using this technique is to make your target 

doubt their own perceptions, memories, or reality. This often leads 

them to question their sanity.  I frequently used this technique to 

influence the target’s decisions and control their behavior. Like most 
manipulation techniques, it also undermines the target’s confidence 
and makes them more reliant on the manipulator.

Gaslighting Explained

Gaslighting gets its name from the 1944 film Gaslight, in which a 
man manipulates his wife into believing she is losing her mind by 

dimming the gas lights and insisting she is imagining it. You can 
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notice gaslighting in everyday scenarios, from denying facts and 

minimizing experiences to twisting words and creating confusion. 

Here is how it works.

1. Denial of facts: The manipulator dismisses or contradicts the 

clear facts. It makes the target question their own reality. For example, 
the manipulator says, ‘I never said I’d meet you at 3 PM,’ even though 

he clearly remembers them saying it. The target might start to doubt 

their memory and wonder if they heard the manipulator wrong.

2. Minimization of feelings: The manipulator belittles the 

target’s feelings or experiences, saying that the target is overreacting 
or overly sensitive. The aim is to create a sense of invalidation so that 

the target relies more on the manipulator’s version of events.

3. Twisting information: The manipulator distorts facts. They 

may also selectively present information so that the target becomes 

confused or misdirected. The aim of changing the narrative is to 

make it harder for the target to keep track of the truth.

4. Creating doubt: This is my favorite technique. It involves 

planting seeds of doubt about the target’s perceptions and judgment. 

You can achieve this by questioning the target’s sanity or competence. 

The aim is to make the target rely more on you for validation.

Application of Gaslighting in Sales

I often used gaslighting to manipulate customers into making a 

purchase.  Here is how a salesperson can use this technique:
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● Deny the customer’s concerns: When a customer expresses 
doubts about a product, the salesperson might downplay or 

dismiss these concerns. They convince the customer that they are 

overthinking, so the customer second-guesses their own instincts 

and finally decides to buy the product. 

● Create confusion: The manipulative salesperson often gives 

contradictory information or shifts the goalposts. As a result, it 

becomes difÏcult for the customer to make a clear decision.  Often, 
the confused customer makes a hasty choice. 

● Manipulate perceptions: The salesperson uses flattery or 
reassurance to create a false sense of confidence in the product. 
As a result, the customer questions their own doubts and proceeds 

with the purchase.

Other verbal manipulations

Apart from gaslighting, you can use several other verbal manipulation 

techniques to influence your target’s behavior:

● Loaded language: The manipulator uses emotionally charged 

words to change the target’s opinions. For example, a salesman may 
describe a certain product as “state-of-the-art” or «groundbreaking.» 
This can create a sense of urgency and also desirability.

● False dilemmas: The manipulator presents limited choices to 

force a decision. I used this method frequently as a salesperson. Here 

is an example. 
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“Buy this model now, or you will miss out on this exclusive offer.” 

● Excessive reassurance: To counteract the target’s doubt, the 

manipulator can overload the target with positive reinforcement or 

assurances. As a result, the target feels a false sense of security and 

agrees to the manipulator’s terms.

Impact and Ethical Considerations

When you use gaslighting and other verbal manipulations, keep in 

mind that these techniques have negative psychological effects, which 
can cause decreased self-esteem, confusion, and dependency on the 

manipulator. Use these techniques only to achieve long-term goals. 

If you want lasting success, you must consider how your actions will 

affect the other person’s well-being.
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Chapter 7

Influence of the Environment

W
hen my son graduated from medical school, I was 

happy. Soon, my happiness turned into concern when 

he told me he wanted to pursue a career in holistic 

health. While I respected his passion, I had always wanted him 

to be a cardiologist because this role felt deeply personal to me. 

My father had died from a heart attack, and so had my mother. 

I wanted my son to help others confront and overcome the very 

condition that had taken them from us.

As a psychologist, I knew that I couldn’t convince my son simply by 

telling him. He knew me and my manipulation techniques. He had to 

arrive at the decision on his own. So, instead of trying to pursue him 

directly, I planned to influence his decision. 

One weekend, I told my son that we were going to attend a state-of-

the-art medical conference together. I knew he would be interested 

because the conference focused on holistic medicine. 
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The conference delivered its promise. There were various sessions 

on alternative medicine. However, I had a secret plan. A few 

days ago, I talked to Dr. Hughes, a renowned cardiologist and an 

old acquaintance, over the phone. He was also speaking at the 

conference. I convinced Dr. Hughes to give a powerful talk on the 

latest advancements in cardiology. Dr. Hughes had his own story 

of survival. I wanted him to share his story. He told how he had 

overcome a severe heart condition thanks to conventional cardiology 

after initially trying and failing with holistic approaches. Dr. Hughes 

also offered a private tour of his research facility.

During the tour, Dr. Hughes showed all the advanced technologies 

revolutionizing heart treatment. His presentation was also very 

compelling. 

But my plan didn’t end there. After the conference, I told my son, 

“Let me show you something.” I took him to a quiet memorial garden 

on the hospital grounds, where my parents’ names were engraved. 

As we stood there, I spoke to him not about cardiology but about life 

choices. I told him that I was proud of him and that I was with him 

on whatever path he chose. I explained how life sometimes leads us 
to unexpected yet meaningful decisions.

Later that evening, my son approached me with a mixture of curiosity 
and reflection. He asked about Dr. Hughes, how I knew him, and his 
journey. I had known Dr. Hughes for 20 years, and I knew a lot about 

him. I told my son how he managed to merge his passion for healing 

with the rigorous demands of medicine. He listened. 

It took him a week to decide. During this time, he probably began to 

realize that cardiology wasn’t just about treating heart conditions-it 
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was about saving lives. And he could even integrate it with holistic 

practices.

Finally, my son decided to bridge both worlds. He said that he wanted 

to pursue a career in cardiology, but he was also going to incorporate 

holistic approaches. 

I knew my main manipulation techniques wouldn’t work on my son. 

The environment, the stories, and the subtle manipulations all worked 

together to guide him toward the direction I wanted him to be.  

Analysis: The Impact of Surroundings on Behavior 
and Perception

The environment that surrounds us plays an important role in1  

shaping our thoughts, actions, and decisions. Not just the physical 

space but the people we interact with or the emotional atmosphere 

also influence us in ways we might not even imagine.

One powerful way the environment influences our thoughts and 
decisions is through emotional triggers. You may have noticed that 

certain places or settings can bring strong memories or feelings. For 

example, if you walk into the school where you spent your childhood, 
you’ll feel nostalgic. It will bring back all those childhood memories, 

which will affect how you feel about that place.

In my son’s case, the hospital garden with the memorial plaques had 

an impact on him. The garden didn’t just represent a peaceful space; 

1 Vrdoljak, A. (2022). Early education teachers’ experiences with using stories to help chil-
dren cope with crisis.
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it also represented my family history, loss, and the importance of 

heart health. All these elements worked together to change his mind. 

Social influence: This is another powerful factor. We often look to 

others for cues on how to behave or what decisions to make. In my 

case, I used Dr. Hughes, a respected figure in the field of cardiology, 
to influence my son’s decision. By presenting him as a survivor and a 
successful professional, I created a scenario where my son could see 

firsthand the importance of cardiology and its impact. I managed to 
change this decision without direct pressure. 

The environment also affects our cognitive biases—the mental 

shortcuts we use to make decisions. For example, I took my son to 
Dr. Hughes’s high-tech research facility. There, there was advanced 

medical equipment that might make someone more inclined to value 

conventional medicine over alternative approaches. When someone 

is surrounded by such cutting-edge technologies, they are bound to 

reassess their initial preference for holistic medicine. 

Finally, the presentation of choices within a specific environment 
can make us change our decisions. When I set up the trip, I had 

many things in mind. The environment allowed my son to explore 
holistic health, but I also strategically included cardiology to frame 

the decision-making process. 

Therefore, our surroundings are not just passive backdrops. As a 

manipulator, you can powerfully use them to change your target’s 

thoughts and actions. Unlike other manipulation techniques, this 

strategy can help you achieve long-term goals. 
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Chapter 8 

Financial Games

A
fter taking over as dealership manager, I needed to shift 

my focus to money. After all, money makes the world 

go around. So, I aimed to secure a good commission and 

material benefits. To achieve this, I was thinking about some of the 
sophisticated and manipulative techniques I have learned.

In this case, my first step was to manipulate the dealership’s bonus 
structure. The dealership’s commissions were based on individual 

performance, so I had to maximize sales. I began by closely interacting 
with my sales team. I became their trusted advisor and made them 

feel their success depended on my guidance.

I regularly arranged private meetings with each salesperson. I gave 

each of them personalized advice and gradually guided them toward 

the plans that would boost my commission. They began to believe 

that my insights were key to their success. At the same time, I guided 
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them towards sales opportunities where I could claim a good share 

of the credit.

I also manipulated the reporting process to increase my commission. 

First, I began influencing how sales figures were reported. The 
reporting system had some flexibility. I recommended that the sales 
team report their figures to me. I told them they would benefit from 
my “expertise” in handling the financial paperwork. This way, I could 
ensure that the reported figures included inflated sales numbers. 

But I also did things that I shouldn’t have done: I created a «phantom 
client.» I explored the dealership’s database and identified some 
wealthy clients who had been inactive for years. To make them look 

like genuine sales, I carefully created emails and forged documents. 

I don’t want to go into detail, but if you understand what I mean, I 

strongly advise against using such techniques.

Soon, I became more ambitious. The dealership’s bonus pool was 

allocated based on overall dealership performance. I noticed the 

bonus pool had a surplus because of inflated sales. So, I used the 
technique called “anchoring.” I convinced the upper management 

to start a major marketing campaign. I claimed that the campaign 

would boost sales further. In reality, it was my plan to create more 

opportunities to manipulate the sales record. 

One day, I discovered that one of the senior salespeople had a 

hidden financial issue. As a master manipulator, I wanted to use this 
information as leverage. So, I told him that if they didn’t agree to 

share a portion of their commission with me, I would expose their 
personal troubles. I also told him I was doing this to maintain «team 
harmony» and ensure that all contributions were rewarded fairly.

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY



53

100 Steps to Power The Art of Manipulation and Subtle Control

My manipulation techniques were successful. All the dark 

manipulation techniques, such as inflating sales, fabricating 
transactions, and using strategic blackmail, worked just fine.  I 
managed to get significant financial benefits and commissions. The 
dealership had no idea about my elaborate scheme until I decided to 

leave and pursue my career as a psychologist. 

Understanding Financial Manipulation

Financial manipulation is about using deceptive tactics to control 

or influence monetary outcomes for personal gain. This can 
include tactics from inflating sales figures to exploiting financial 
systems. When you’re a financial manipulator, your goal will be to 
create a situation where you can benefit financially at the cost of 
disadvantaging others or manipulating the system. Here are some 

techniques of financial manipulation. 

Techniques of Financial Manipulation

Inflating sales figures: You already know how I did this. By 

manipulating the reported numbers, you can create the appearance 

of higher performance. You can apply various methods, such as 

fabricating sales transactions or reporting higher-than-actual figures. 
Not only will this boost your personal commission, but you’ll also 

enjoy higher bonuses and recognition.

Exploiting reporting systems: manipulating the reporting 

process can also play an important role. When you take control of 

how data is reported and processed, you can ensure that the numbers 

are presented in a way that is beneficial for you. 

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY



54

Chapter 8. Financial Games

The Use of Blackmail: Blackmailing involves using the target’s secret 

or private information to force them to give money or other forms of 

compensation. The manipulator threatens the target with revealing the 

information unless they get what they want. In my story, I’ve shown how 

to use a salesperson’s financial troubles to extract funds. 

Anchoring and Influence Tactics 

Anchoring is about using an initial piece of information to influence 
subsequent decisions. Here, the manipulator suggests that a new 

project or initiative will bring further financial gains. The aim is to 
create a favorable situation for themselves.

Ethical Implications and Consequences

You can use the above techniques only to achieve short-term 

financial gains. But keep in mind that they come with serious ethical 
implications and long-term consequences. Financial manipulation 

can undermine trust and damage reputations, and it will also make 

the work environment toxic. Also, consider the legal repercussions 
if discovered, especially when it involves fraud or blackmail. I don’t 

recommend using this. But if you must, don’t try if you don’t feel 

confident. 
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Chapter 9  

Family Ties

I
n 2010, I moved with my wife, Linda, and our teenage son to 

a new home in the quiet, tree-lined neighborhood of Beacon 

Hill, Boston. Linda liked the house. It was everything she had 

dreamed of-a beautiful garden and enough space for all of us to enjoy. 

At first, everything seemed perfect. Our son loved the new location. 
He quickly made friends at his new school. It was like the fresh start 

we all needed.

But as the months passed, a new problem arose. My job as an 

organizational psychologist required a lot of travel. I often found 

myself away from home for days at a time. In the beginning, Linda 

seemed okay with it. She seemed to understand the demands of my 

job, and she was pretty supportive. But as time went on, her patience 

started to wear thin. It started with small arguments about my 

absence and how much time I was spending away from home. I could 

feel the frustration building, but I was so focused on my work that I 

couldn’t fully address it.
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Then, one evening, it all came to a head. I had just returned from a 

week-long trip, exhausted. But as soon as I walked through the door, 
I could tell something was wrong. Linda was furious. She confronted 

me. She said she felt like she was raising our son alone; I was more 

married to my job than to her. The argument escalated quickly. We 

began to say things we later regretted. By the end of the night, she 

was in tears. I was also speechless.

When I woke up the next morning, Linda and our son were gone. 
They had left a note saying they were going to stay with her mother 

in Amherst, Massachusetts, about 100 miles away. The next day, I 
learned that Linda was serious about leaving me; she was already 

preparing for a divorce.

I knew I had to act fast. I didn’t want to lose my family, but I also knew 

that simply apologizing wouldn’t be enough to fix things. I needed to 
use the skills I honed over the years in my career to manipulate the 

situation in my favor.

I decided to give Linda some space. I didn’t bombard her with calls 

or messages. I knew that doing so would only push her further away. 

Instead, I focused on subtly influencing her emotions. I knew that 
one of her biggest concerns was our son and how he was adjusting 

to the new situation. So, I arranged for Mr. Thompson, our son’s 

favorite teacher from his old school, to call and check on him. Mr. 

Thompson was unaware of our situation. He naturally praised our 

son’s progress and how much potential he had. I knew this would 

remind Linda how well our son was doing before the recent turmoil. 

It might plant a seed of doubt about her decision to leave.
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Next, I contacted a mutual friend, Sarah, whom Linda trusted. I 
asked Sarah to casually mention how much I had been talking about 

my family during my recent trips and how I was planning to cut back 

on travel to spend more time at home. This was partially true, but 

I exaggerated my intentions to make it sound like a big change was 
already in motion.

Meanwhile, I started sending small, thoughtful gifts to Linda and our 

son-things I knew they both loved. For Linda, it was a collection of 

her favorite books, with a note saying how much I missed our late-

night reading sessions together. For our son, it was a new set of art 

supplies. I thought it would encourage him to keep pursuing his 

hobby of drawing. These gestures were meant to remind them of the 

good times we had shared. It would create a sense of nostalgia for our 

life together.

After a few weeks, I made my move. I called Linda and suggested 

that we meet to discuss things calmly. I didn’t beg her to come back 

or pressure her to change her mind. Instead, I told her I understood 

why she left and that I wanted to make things right. It was not just for 

her but for our son. I offered to make several compromises, including 
cutting back on my travel and being more present at home. But I also 

didn’t forget to subtly remind her of the life we had built together and 

how much our son needed both of his parents under one roof.

The conversation was difÏcult in the beginning, but soon, my efforts 
were starting to pay off. Linda wasn’t ready to forgive me just yet, but 
she agreed to come home for the weekend so we could talk things 

through in person.

When she arrived, I made sure everything was perfect. The house 

was spotless. I had prepared her favorite meal. I avoided any 
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confrontation. Instead, I focused on listening to her concerns and 

acknowledging my mistakes. 

By the end of the weekend, Linda agreed to give our marriage another 

chance on one condition: I would sincerely commit to being more 

involved in our family life.

It wasn’t easy, but I managed to convince Linda to stay. 

I used subtle manipulation, careful planning, and genuine effort and 
turned a situation that seemed hopeless into a second chance for our 

family. 

Features and Consequences of Manipulations  
Within the Family

Manipulation within a family setting is a complex and often delicate 
matter.  It might be hidden in daily interactions or more obvious 

during arguments or crises. It is important to understand the features 

and consequences of manipulation within a family because they can 

have long-lasting effects on relationships and emotional well-being.

Features:

Emotional influence: One of the most common features of 

manipulation in the family is the use of emotions to influence others. 
This could be guilt-tripping, where one person makes another feel 

guilty to get what they want, or playing the victim to gain sympathy 

and support. 
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Subtle control: Manipulation often involves subtle control tactics. 

This might include giving backhanded compliments or offering 
«advice» that is meant to steer the other person in a specific direction. 

Withholding information: Another feature of manipulation is the 

selective withholding of information. In a family, this might look like a 

parent not telling their child the full story about the situation either to 

protect them or to keep control over how the child views the situation. 

Passive-aggressive behavior: Manipulation can also be performed 

through passive-aggressive behavior. This might include silent treatment, 

sarcasm, or making veiled comments meant to hurt or control the other 

person. 

Creating dependency: Manipulators in a family often seek to 

create dependency. By creating dependency, the manipulator ensures 

that they remain central to the other person’s life. It makes it harder 

for them to leave or assert independence.

Consequences: 

Ruins Trust: Trust is the foundation of any healthy relationship. 

But manipulation undermines it. When family members realize they 

are being manipulated, they may start to question the sincerity of the 

manipulator’s intentions. This can create distance between family 

members.

Causes emotional distress: Being manipulated can cause significant 
emotional distress. Victims of manipulation often feel confused, anxious, 
or even depressed. The manipulator’s tactics can make them feel 

inadequate or guilty, even when they have done nothing wrong.
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Strains relationships: Over time, manipulation can strain family 

relationships to the breaking point. The constant push-and-pull of 

control, guilt, and dependency can create resentment and bitterness. 

Manipulation is a powerful tool.  But it is important to recognize 

when it crosses the line into unhealthy territory.  
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Chapter 10

Friends or Foes

I
n the late 1970s, I graduated from high school and moved on to 

college. I was around 18 years old, and my social life began to 

take on a whole new shape. College was a time of independence, 

new friendships, and figuring out who I was. 

In my circle of friends, manipulation wasn’t something I thought 

about consciously at first. It started small—seemingly harmless 
adjustments in conversations, tweaks in behavior to get the reactions 

I wanted. Sometimes I would do it unknowingly. But when I realized 

how easily I could influence people around me, manipulation became 
my second nature. 

There was a time when my friend Sam got promoted at work, and I 

felt a little jealous. I didn’t want to sabotage his success, but it was 

hard for me to stand the idea of being left behind. I couldn’t openly 

express my feelings; instead, I began subtly planting seeds of doubt 
in his mind about his new role. 
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“Are you sure this position isn’t too much for you? You’ve always 

been more comfortable with smaller projects.” My tone was friendly, 

and my words disguised concern. My intention was to undermine 

his confidence just enough to keep him grounded-to keep him from 
outshining me.

I took a different approach with my acquaintance, Linda, who later 
became my wife. She had recently started hanging out with another 

group of friends. This made me feel like she was slipping away from 

our circle. I couldn’t address my insecurity. So, I manipulated the 

situation to keep her close. To do that, I casually commented about 

how her new friends weren’t as loyal as they seemed. Sometimes, I’d 

bring up stories of people getting hurt by trusting the wrong crowd. 

Over time, Linda began spending less time with them and more with 

me. It wasn’t an overt confrontation, just small nudges to maintain 

my influence over her.

Then there was the time with James, where I used guilt as a way 

to keep control. James had always been a supportive friend, but I 

started to feel like I wasn’t getting as much back from him. So, I 

would remind him-subtly, of course-of all the times I’d been there 

for him. “Remember that time I helped you move?” or “I canceled 

my plans that weekend for you.” It wasn’t about friendship anymore. 

It was about keeping score. I wanted to make sure he knew I was the 

better friend so he’d feel obligated to keep helping me out.

Perhaps the most intricate manipulation was with Emma. She could 

easily make connections, and I envied that. So, I manipulated her 

into introducing me to people she knew. I’d tell her how much I 

admired her connections and how great it would be if I had the same 

opportunities. Before long, Emma was making introductions on my 
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behalf, thinking she was doing me a favor. But the reality was that I 

was leveraging her for my own benefit. I climbed higher while Emma 
unknowingly laid the groundwork.

As the years passed, I became a master manipulator. I could twist 

a conversation or an interaction in my favor without even thinking 

about it. Whether it was making myself seem more important, sowing 

seeds of doubt, or using guilt, I found ways to subtly control my 

relationships with friends and acquaintances without them realizing 

what I was doing.

But there were consequences. Some friendships crumbled under the 

weight of my manipulations. Sam, for example, eventually distanced 
himself from me. He never said why. Maybe he realized I wasn’t 

rooting for him like I pretended to be. Linda’s relationship with her 

other friends fell apart. She looked confused-she didn’t know why 

she needed to pull away; I did. James became more distant and less 

willing to help. And Emma, once one of my closest friends, started 

putting up walls. I never asked her why.  Perhaps she had grown tired 

of being used.

In the end, I gained a certain level of control over these relationships. 

But I had to pay a price. I lost the deeper connections that come with 

genuine friendship. 

Analysis: Reasons and Consequences  
of Manipulations in Friendships

Manipulating friends and acquaintances is often more common than 

we realize. Some manipulations are overt and easy to identify, while 

others can be subtle. They can come under the guise of concern, 

support, or casual advice. 
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Reasons for Manipulating Friends

1. Insecurity and Fear of Being Left Behind: The big reason 

people manipulate friends is rooted in their own sense of insecurity. 

When we feel threatened by a friend’s success or fear that we might 

be overshadowed, we may unconsciously use manipulation to 

maintain control. In my case, when Sam got promoted, I felt a sense 

of inadequacy. It made me question my place in our friendship. I 

should have acknowledged my own insecurity. But instead, I chose to 

undermine his confidence. Finally, when I succeeded in making him 
doubt his own abilities, I felt more secure in maintaining my position 

in the friendship. I only wanted to make sure that he wouldn’t grow 

too far beyond me.

2. Fear of rejection or abandonment: Manipulation can also 

stem from a deep fear of losing a friend. When we sense that a close 

friend is drifting away, as I did with Linda, manipulation can seem 

like the only option to keep them close. I should’ve addressed my 

own feelings of abandonment or rejection head-on. Instead, I used 

subtle comments to convince Linda that her new friends weren’t 

trustworthy. I put more importance on maintaining control over my 

friendship with her than letting her explore new social connections 
on her own terms.

3. Desire for power and control: Some people manipulate 

because they crave control over their relationships. One of the 

common tools used to maintain power in friendships is guilt. I did 

this with James. I reminded him of all the times I had been there for 

him. My intention was not to strengthen our friendship. I wanted to 

make sure he felt obligated to do things for me in return. This created 

an unspoken imbalance because I held power over him by keeping 

track of everything I had done.
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4. Social climbing and self-benefit:  In certain cases, 

manipulation is purely self-serving. I used Emma’s connections to 

my advantage because it was easier than building my own network. 

In this case, manipulation wasn’t about fear or insecurity. It was 

about using someone else’s strengths for personal gain. This type of 

manipulation can be damaging because it reduces the friendship to 

a transactional relationship, where one person is seen as a resource 

rather than an equal.

Consequences of Manipulation in Friendships

1. Erosion of Trust: The most damaging consequence of manipu

lating friends is the loss of trust. A relationship is nothing without 

trust. And once it’s broken, it’s hard to rebuild. In my experiences, 
friends like Sam and Emma slowly distanced themselves from me, 

even though there were no major confrontations. Maybe they couldn’t 

understand the exact cause, but they could feel that something was 
off. They must have felt that I wasn’t genuinely supporting them or 
respecting the friendship. Over time, this weakened our bond. 

2. Loneliness and Isolation: Ironically, manipulation usually leads 

to isolation, although our primary intention is to keep people close. 

While I may have succeeded in making Linda spend more time with 

me, it came at the cost of her own connections. And as she began to 

rely on me more, I realized that I was limiting her growth. Friendships 

built on manipulation lack depth and authenticity, which can leave 

both parties feeling alone.

3. Resentment and Frustration: Manipulation creates an imbalance 

in friendships, with one person feeling like they are constantly being 

influenced or controlled. Over time, this leads to resentment. James, 

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY



66

Chapter 10. Friends or Foes

for example, started to pull away because he likely grew frustrated with 
the constant guilt I laid on him. Friends may not always express this 
frustration outright, but it manifests in subtle ways-less engagement, 

avoidance, or an emotional distance that can be hard to bridge once 

resentment sets in.
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Chapter 11  

Love and Relationships

A
fter graduating from college, I attended a prestigious 

university, where I pursued a degree in psychology. It 

was like stepping into a whole new world for me. On my 

first day in the maze of crowded corridors and busy schedules, 

I unexpectedly encountered Linda again. We had not spoken for 
nearly seven months. She distanced herself from me after gradually 

realizing that I had manipulated her into being friendless. 

We started off pretty awkward-just some shy hellos and forced 

smiles. Linda seemed cautious. That made sense because she 

probably remembered feeling isolated the last time we were 

friends. I, too, felt guilty about the past, but in meeting her again, 

I saw it as a chance not just to fix things but maybe to turn our 
friendship into something more.
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The next day, I suggested we team up to study:  

«It seems fate has a sense of humor to have us both here,» I said 
casually after a lecture. “Since we’re both tackling the same subjects, 

why don’t we team up to study?»

 I wanted to use the excuse to share notes and help each other out 
with tough topics. She hesitated at first but finally agreed. Perhaps 
she really needed a study buddy. 

As we spent more time together, I started mirroring her-copying her 

gestures, talking like her, and showing interest in what she liked. This 

is a normal technique people use often unconsciously to get others to 

like them more. I was using it consciously in the hope it would warm 

her up to me again.

My second step was to deepen our emotional connection. I used 

what I learned about self-disclosure—sharing personal stories and 

vulnerabilities at calculated moments. One evening, we discussed 

our past. I carefully crafted a narrative of regret and understanding. 

«I realized how I used to be. I’m trying to correct myself,» I 
confessed, overseeing her reactions. This wasn’t completely true, but 

my confession evoked sympathy and made her trust me more. Soon, 

she started opening up about her own stuff, too. It felt like we were 
really connecting.

As the weeks turned into months, Linda began to lower her walls. 

I decided to push things a bit further. During a class project, we 

pretended to be a couple in therapy. I used this chance to tell her that 

I had feelings for her. 
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«Sometimes, I think how different things could be if we were 
together,» I said as part of the script, watching her carefully for any 

sign of reciprocation. It was a risky move. I blended the truth with 

our class assignment to see how she’d react without making it too 

obvious.

Linda was surprised and didn’t know what to make of it at first, but 
the seed was planted. I played it cool. I told her it was just part of 

the role-playing, but that idea stuck with her. I could tell she was 

thinking about it because she started acting a little differently around 
me-smiling more, texting more, just more interested.

Finally, I decided it was time to remove the masks-or at least shift 

them. I invited her for a walk under the pretense of discussing our 

final project but instead led the conversation to our relationship. 

«Linda, these past months have made me realize how much I’ve 
missed you, not just as a friend but as something more. I understand 

if you need time, but I must be honest about my feelings.»

She was quiet for a moment, then said, «I need to think about this,» 
a line I had anticipated. I agreed. I wanted to give her the needed 

space, but I knew the manipulation had shifted her perspective. A 

few days later, she told me she felt the same way.

Linda and I got closer and eventually started dating for real. It was 

weird because our relationship started with me manipulating the 

situation, but over time, it felt like it turned into something genuine. 

As we moved towards thinking about a future together, I sometimes 

wondered if the way we started out was right. It made me a bit uneasy, 
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but at the same time, I was hopeful that maybe we could grow past it 

and have something real.

Analysis: Understanding Manipulation  
in Relationships

When it comes to relationships, sometimes what seems like genuine 

interactions are actually manipulations. Let’s break down the tactics 

used to manipulate love and trust and see how they work in real-life 

situations.

Mirroring

Mirroring is when you copy someone’s body language, the way they 

talk, or what they’re interested in. It’s like reflecting on them to make 
them feel more comfortable around you. This can help create a bond. 

It makes the other person feel like you two are really in sync.

Forced Team Dynamics

This is when you suggest working together on something like a project 

or studying. It’s kind of like saying, “Hey, we’re in this together.” This 

can make someone feel less alone in tough situations and more likely 

to team up with you.

Selective Vulnerability

This means sharing personal stuff but only certain things that make 
you look vulnerable or open. It’s like letting someone see a bit of your 
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softer side so they trust you more. As a result, they’ll feel closer to you 

because they think you’re sharing secrets.

Creating Scenarios

This tactic involves setting up situations where you can express 
feelings in a “safe” way, like pretending in a class project. It’s sneaky 

because it allows you to say how you feel without really putting 

yourself out there since it’s all just an act... or is it?

Fostering Dependency

If you become the person someone else relies on a lot, like being 

their main helper or the person they talk to about problems, they 

start needing you more. It’s a way to make someone lean on you for 

support. This will make it hard for them to imagine not having you 

around.

False Equivalence

This is when you do something nice and then expect something back. 
Like, if you help someone with their homework, you might start 

thinking they owe you a favor. This can make the other person feel 

like they have to pay you back with friendship or something more.

Gaslighting and Doubt Planting

These are sneaky ways to make someone question their own choices 

and feelings. If you subtly suggest that maybe their friends aren’t 

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY

VIR
TALIB

RY



72

Chapter 11. Love and Relationships

good for them or question if what they feel is real, it can make them 

doubt themselves and rely more on your opinions.

Escalation and De-escalation

This involves changing how intense your interactions are. Maybe 

one day you’re super friendly and open, and the next, you’re more 
distant. This can make someone feel confused and look to you for 

stability, which means they end up sticking closer to you.

When you understand these tactics, you’ll be able to spot when 

someone might be trying to manipulate you. You’ll also be able to 

build relationships based on honesty and mutual respect, where both 

people feel good about their choices without any tricks.
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Chapter 12

Non-Verbal Signals

T
he memory of Malcolm trying to sell a high-end car to 

a potential buyer still remains vivid in my mind. His 

performance was nothing short of remarkable. As Malcolm 

began his pitch, I couldn’t help but be drawn in by his expert use of 
body language. 

With each gesture, Malcolm emphasized the car’s features perfectly. 

I was surprised to see how he built excitement and anticipation in 
the potential buyer. When he demonstrated the car’s performance 

capabilities, he directed the buyer’s attention towards the engine 

and made sweeping motions with his hands. In this way, he expertly 
conveyed a sense of raw power and speed.

But it wasn’t just the gestures themselves that were impressive. 

Malcolm’s posture was commanding. His shoulders were back and 

his chest out; he was projecting an air of confidence and authority 
that was impossible to ignore. And when he spoke, his voice was 
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steady and controlled.  There was the right amount of inflection to 
keep the buyer engaged and hanging onto his every word.

As I watched, I couldn’t help but feel a sense of awe at Malcolm’s skill. 

He had managed to create a captivating and engaging experience 
for the buyer.  At the same time, he was projecting an air of 

professionalism and confidence that left no doubt in anyone’s mind 
about his expertise.  The buyer was clearly engaged and interested in 
the car.  He ultimately decided to make the purchase.

Using Your Body Language 

“The minute you step onto the stage or enter a sales conference, 

your body starts telling people everything they need to know about 

you. And body language is the easiest way to radiate confidence and 
make a strong first impression. How come self-confidence is crucial? 
Because we are always seeking the best and brightest to take the 

helm,” the car sales manager, Dominic, leaned in as he imparted this 

wisdom when I was about to give my first sales pitch at the sales 
conference. 

A significant piece of research conducted by Carnegie Mellon University 
found that “a professional’s confidence is more crucial in the workplace 
than their credentials, experience, and visibility.» Here are some tried-
and-true methods for using your body language to exude confidence and 
command.

● Maintain a lofty and expansive posture. You are immediately 
recognized as someone with something to offer, and your erect 

stance conveys confidence.
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● Stand like a winner. You will not only seem more confident but 
also feel more confident. Remember that if you project an air of 
confidence, others will assume you really have good reason to feel 
that way. Keep in mind that people will accept the image you present 

to them. 

● Also, maintain an upright posture while sitting. Slouching and 
other forms of poor posture convey that you are unprofessional or 

less skilled than those who sit up straight.

● Keep your head level and your chin in the right place. A level head 
reveals a confident, open, and competent personality. Also, it could 
give your voice richer tones and create the impression that you are 

staring them in the eyes. With your head lowered and your eyes fixed 
on the ground, you seem uneasy, defenseless, submissive, and maybe 

even guilty.

● You convey your importance to others from the moment you step on 
a stage with dignity and ease. Maintain proper posture as you walk. 

As you give a public speech on stage, you would want to give your 

walk more confidence.  Keep your rib cage up high and your head 
up. Consider yourself tall and light, maintaining your weight on the 

balls of your feet. Do not get complacent with each step. Maintain an 

evenly distributed gait and a natural, comfortable rhythm. Powerful 

walking is often characterized by increased arm movement and a 

longer stride.

● Keep your hands visible. Do not pocket your hands. It’ll make you 
look disinterested or bored, uncommitted, and even anxious. 

● Open hands with the palms facing up convey openness, honesty, 
and a desire to connect with others.
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● Facial expressions help you communicate better. Your face serves 
as the main focal point for all communication and contact, so its 

motions and expressions have a greater influence. The looks on your 
face might either entice or turn off a potential conversation partner 
after you’ve already begun talking to them. Conversely, people may 

doubt your sincerity if you show too much facial emotion or become 

excessively expressive. 

● If you want to come off as authoritative, it’s best to keep your gestures 
and facial expressions to a minimum, particularly if your audience 
is mostly male. Having self-control and seeming cool gives off an 
impression of strength.

● Smiling is a strong, pleasant nonverbal cue conveying likeability 
and friendliness. Smiling when meeting someone is crucial since 

it conveys a genuine interest in meeting them. Yet, women should 

be conscious that over-smiling might diminish their credibility in a 

professional setting.

● During a greeting exchange, a firm handshake reflects confidence, 
passion, and respect. In only a few seconds, a handshake may 

establish a greater level of trust; therefore, its impact should never be 

underrated. When meeting someone in business for the first time, the 
only appropriate physical contact in Western culture is a handshake. 

The most crucial thing to remember while shaking hands is to firmly 
hold the other person’s hand in order to leave a good impression and 

project confidence. When you feel their muscles tense, release the 
pressure.

● Never forget to make a trustworthy, expert vocal impression. The 
tone of your voice is an integral aspect of the nonverbal signals that 

are exchanged between you and the people around you. Yet, the 
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majority of people are clueless about the impact of the power of their 

voice on listeners. More often than not, you have talked to someone 

on the phone before meeting them for the first time. So, the ideas 
people create about you are based only on your voice. Therefore, it is 

critical that you portray the proper voice image.

● Talk at a comfortable volume with good pronunciation and without 
stumbling over your words. Maintain an air of self-assurance by 

avoiding up-talk and over-apologizing. Make the most of your body 

language to convey your thoughts and feelings.

Finally, let your gestures do the talking right from the outset of your 

speech. Be natural in your motions; they should complement what 

you’re saying without drawing attention to themselves.

Don’t overthink your gestures; they should look spontaneous and 

complement your speech. Hand motions compel others to listen and 

focus on the acoustics of speech. Utilize them carefully on crucial 

occasions. 

However, if you gesture excessively or too broadly, it might be 
distracting and diminish the effectiveness of your communication.

I recommend that the gesturing go no higher than the top of your 

chest, and no lower than the bottom of your waist. 
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Chapter 13

Unraveling Lies

I 
was always keen on understanding both sides of the equation, 

so I researched extensively on how to detect lies. I frequently 
talked to psychology experts and body language specialists and 

equipped myself with all the tools I needed to decipher the nonverbal 

cues of deceit. Each time I learned about a new tool, I chose my family 

as the first subject for my practical experiments.

Linda’s «Late Work Nights»

It was an ordinary Wednesday when Linda casually mentioned her 

need to stay late at work for the third time in a week. Her role rarely 

required such late hours. 

I was doubtful.  So, I decided to use some of my lie-detection tools. 
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As she spoke about her workload, I observed her closely.  I was 

looking for some classic signs of dishonesty.

Linda was usually open and expressive. But this time, she had her 
arms crossed tightly (a defensive barrier). Her eyes, instead of meeting 

mine, frequently darted to the left. It was a sign often associated with 

fabricating lies. I noticed her smile was not quite reaching her eyes. 

It seemed strained. Her laughter was unnaturally high-pitched. This 

indicated potential nervousness or discomfort.

Driven by suspicion, I tested her response to an unexpected 
suggestion. 

«I could bring you dinner at the ofÏce.» Although I said it casually, I 
was watching her closely. I noticed a flicker of panic that crossed her 
face. It was a clear giveaway. She quickly rejected the offer, saying it 
was unnecessary. 

I decided to make a discreet call to her ofÏce later.  They told me she 
had been leaving on time every day that week.

When I confronted her, Linda tearfully admitted that she had not 

been working late but meeting with a divorce lawyer. She felt our 

relationship had become too strained and distant. 

David’s mysterious weekend plans

Our son, David, was generally straightforward about his whereabouts.  

But after 9th grade, he became suspiciously evasive about his plans 

one weekend. His usual calm demeanor was replaced with nervous 

fidgeting.  
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I noticed he avoided eye contact as he mentioned he was «just 
hanging out with friends.» His voice wavered.  His hands twisted his 

shirt, and his feet shufÒed. These were the signals of discomfort or 
anxiety.

I decided to probe further. «Who will you be with?» I asked. His 
blinking increased as he listed his friends (a physiological response 

to stress). 

I offered to drop him off. He quickly refused, insisting he had already 
arranged transportation. His body stiffened, and he adamantly 
avoided further discussion.

I was concerned by these signs, so I decided to drive by the park 

he mentioned as his meeting spot later. Instead of a group of 

friends, I found him alone, looking uneasy. This area was known 

for its troublesome crowd. It turned out that David had been feeling 

pressured to fit in with a group that didn’t align with his values. It 
was a situation he felt too embarrassed to discuss openly.

As David’s father, I felt compelled to intervene but wanted to give 

him the space to open up on his own terms. A few days later, I 

casually asked about his friends and the pressures of fitting in. After 
some initial hesitation, David shared his struggles with these new 

friends. He said they were pushing him toward activities he wasn’t 

comfortable with. 

These initial forays into lie detection were initially intended as 

practice. But they revealed significant truths that required attention 
and action. The ability to read subtle cues of deception allowed me to 

uncover hidden issues and confront them directly.  It was challenging, 
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but it was necessary for maintaining the integrity and trust within 

our family dynamic. 

Detecting Others’ Lies

There are numerous ways people try to conceal their true feelings. 

However, if an observer has a keen eye, she can decode the non-

verbal clues and respond accordingly. In this section, I will introduce 

various methods to detect if someone is lying. Some liars are manic, 

or you can term them as “pathological liars.”

You can understand their lies if you spend some time with them, 

unless you are too naïve and trust people easily. 

Some liars are intelligent and very good at hiding their lies behind 

their innocent facial expressions. However, most people are not 
expert liars, and their lies are identifiable by applying a few simple 
screening methods we are about to discuss.

Remember, in order to maintain the accuracy of your lie detection 

process, you can’t rely just on one hint. Relying on one hint is like 

reading the whole sentence by reading a word. You have to carefully 

consider various clues and put the pieces together. What is paramount 

here is attention. Sometimes, you may feel contradiction, like your 

knowledge tells you one thing and your instinct tells you another. It 

won’t happen when you learn the art of observing and being natural 

with it. One more thing, while those methods will work in more than 

95% of cases, there will be rare occasions where you would be needed 

more than methods. We will learn it as we go along.

Machiavellian: The term ‘Machiavellian’ was named after 

political philosopher and author Niccolo Machiavelli. In psychology, 
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Machiavellianism refers to the ultimate mastery of body language. 

Machiavellians can emit very controlled bodily signals in an 

incredibly natural way. Some people are born Machiavellian; they 

can even fool lie detectors. The practice of Machiavellianism is not 

rare among politicians.

 A good Machiavellian can look straight into the eyes and tell lies in 

so devious a way, that anyone can fall prey to their deception. You 

won’t feel any slightest hint of doubt or find contradictory clues in 
their saintly facial cues. As the Machiavellians have almost complete 

command of their body language, you will need more than methods 

to detect their trickery. How do we decode a Machiavellian? We will 

learn it after we learn the methods that work for more than 95% of 

people.

Through the eyes: Some researchers argue that more than 80% 

of the message comes through the eyes. Therefore, our process of 

lie detection will start with the eyes. When you look straight into the 

eyes of a liar while speaking, it will trigger other bodily discomforts, 

and more symptoms will be visible. Most people find it hard to lie 
while looking at someone’s eyes.

People tend to avert their gazes when they tell lies. However, gaze 

aversion can also indicate that the speaker is shy. Therefore, we have 

to look for other clues. Eye blinking can be another clue. A normal 

person blinks his eyes eight to ten times per minute. When we lie, our 

eyelids move either more frequently or slowly.

As the difference is very subtle, it requires minute attention to detect 
unusual blinking. Observing the expansion and contraction of pupils 
is another method to find out if someone is being deceitful. When 
someone is truthful and humble, he or she will speak in a relaxed 
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way, and the pupils will tend to dilate. Although there are exceptions, 
that’s why we have to also consider a few other clues.

When a right-handed person lies, he will move his eyeballs up and 

to the left a few times while delivering the lies. By looking to the left, 

he is actually trying to construct a picture by accessing the creative 

faculty of his brain. The left-handed people, however, look up and to 

the right while lying. But how do you find whether a person is right 
or left-handed if he or she is a stranger?

 It is possible to ask a few simple questions, to which they are supposed 

to give honest answers and to look at their eyes while they speak.  As I 

have said, we can’t reach a conclusion based on one signal; therefore, 

let us look for a few other clues.
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Chapter 14

Creating False Alternatives

W
hen I worked as a car salesman in Chicago in the 1990s, 

I learned a lot about cars but I also honed my skill in the 

art of persuasion. The dealership was always alive with 

the energy of potential deals. In the place where I worked, the air was 

filled with the scent of new cars and high hopes. To attract customers, 
one of the most powerful tactics I employed was creating the illusion 

of choice—a technique that proved effective time and again.

One particular summer day, the dealership was unusually quiet. The 

sky was overcast, and the usual weekend crowd had thinned. It was 

then that a couple walked in. They looked slightly overwhelmed by 

the vast array of options. I instantly knew that they were first-time 
buyers— eager yet unsure. These are the perfect candidates for the 

tactic of false alternatives.

I greeted them and quickly assessed their needs and budget. They 

were looking for something reliable, not too flashy, but within a 
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moderate price range. We took a walk through the rows of cars, and 

I began to set the stage for my tactic.

“Let’s narrow down the options to what really suits your needs,” I 

suggested, guiding them toward two models. One was an overstocked 

model that the dealership was eager to sell, the other a slightly more 

expensive and less suitable option for their needs. Although both cars 
were different in style and features, I presented them as the prime 
choices for them.

As we approached the cars, I began extolling the virtues of the 
overstocked model—the one I knew the dealership needed to sell. 

“This model not only fits your budget but comes with excellent fuel 
efÏciency and an unbeatable warranty,” I explained as I watched 
their reactions closely. 

I glossed over the other car and briefly mentioned it. When they got 
interested, I quickly diverted their attention back to the preferred 

model.

The couple seemed interested but hesitant. When I sensed their 

indecision, I decided to push further with my illusion of choice. “You 

know, I could try to get you an exclusive deal on this one,” I said, 
gesturing towards the overstocked model. “Let me see what I can 

do for you.” I walked away briefly, giving them the space to discuss 
among themselves. I did this to create a sense of urgency. 

When I returned, I gave them good news. “I spoke to my manager. 

We can offer an additional discount on this model. But it is just for 
today,” I announced with a flourish. The couple’s eyes lit up; the deal 
seemed too good to pass up.
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To further cement their decision, I presented the alternatives again. 

This time, I stressed the limitations of the more expensive model. 
“This other car is also great, but it doesn’t offer the same value for 
your dollar,” I pointed out. “Plus, with today’s discount, I think you’re 

getting a fantastic deal right here.”

The couple nodded. Their initial overwhelm was replaced by a feeling 

of satisfaction at seemingly making an intelligent, well-informed 

choice. They decided on the overstocked model because they were 

convinced they had gotten the best deal possible.

As we walked back to my ofÏce to finalize the paperwork, I couldn’t 
help but reflect on the effectiveness of creating false alternatives. I 
had to curate the options and steer the conversation carefully. In this 

way, I had not only made a sale but made the customers feel happy 

and in control.

This experience was a clear example of how false alternatives can 
guide decisions subtly and effectively. The customers left with a car 
that met their needs and believed they had chosen the best option. 

But they were unaware of the manipulation behind their choice. 

Although this tactic is powerful, it highlights the delicate balance 

between persuasion and ethical responsibility. 

Analysis: The Tactic of False Alternatives  
and Its Impact

The tactic of false alternatives is quite a powerful manipulation tool 

that plays on the psychological need for autonomy by presenting 

controlled choices. I applied this as a salesman, but this manipulation 

tool is not limited to sales; it extends across various aspects of life, 
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including personal relationships, workplace dynamics, politics, and 

even everyday social interactions.

Psychological Foundations

The effectiveness of false alternatives lies in the human desire for 
control over one’s decisions. When individuals are presented with 

options, they experience a sense of autonomy and self-efÏcacy. This 
psychological lever is particularly potent because people tend to be 

more committed and satisfied with choices they believe they have 
made independently. When a manipulator creates the options in a 

way that subtly directs the outcome, it can steer the target’s decisions 

while maintaining the illusion of freedom and choice.

Another psychological principle that works here is the contrast effect. 
When options are compared, one is invariably made to look more 

appealing than the other. This can significantly influence decision-
making because the seemingly superior option stands out more 

starkly against its less attractive counterparts.

Broader Applications

In personal relationships, false alternatives can manipulate partners 

or family members into making choices that align with one person’s 

desires. For example, a partner might present two vacation options, 
both of which indirectly fulfill their own preferences. In this way, they 
can steer the family’s decision without overtly imposing their will.

In the workplace, leaders might use false alternatives to guide team 

decisions. By presenting project options that subtly favor the leader’s 
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preferred outcome, they can influence team strategy while keeping 
the team engaged and seemingly in control of their choices.

Politically, false alternatives are often used to shape public opinion 

or voting behaviors. Politicians frame political issues in a way that 

highlights certain aspects over others. It can sway public perception 

and influence electoral outcomes under the guise of democratic 
choice.

Ethical Considerations

The use of false alternatives poses significant ethical challenges. It 
involves deliberate deception that undermines genuine choice. As a 

result, the victims are tricked into acting against their own interests 

or preferences. Such tactics can lead to a breakdown in trust when 

the manipulation is revealed. In personal relationships, this could 

damage trust and intimacy. In a broader context, such as politics or 
leadership, it can lead to disillusionment and skepticism among the 

public or team members.

Moreover, the ethical implications of manipulating choices raise 

questions about the moral responsibility of those in positions of 

influence. As Manipulators, we must consider the potential harm our 
actions might cause, weighing our own objectives against the right of 

others to make uninformed decisions.

Long-Term Impact

The long-term impact of employing false alternatives can be profound. 

In interpersonal relationships, continued use of this tactic can lead 

to resentment and disengagement. In professional settings, it might 
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result in a lack of genuine commitment from team members who feel 

their contributions are undervalued or ignored.

For society at large, the use of false alternatives in politics or the 

media can ruin trust in institutions and leaders. This can lead to a 

cynical and disenchanted populace, diminish civic engagement, and 

undermine the very foundations of democratic processes.

Therefore, while the tactic of false alternatives can be an effective 
tool for achieving specific outcomes, its widespread use is fraught 
with ethical and moral risks. 
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Chapter 15 

Manipulation or Provocation

W
hen I worked in the car dealership, I experimented with 
many powerful manipulation tools. I was just another 

car salesman then, trying to prove myself in a highly 

competitive environment. Senior salesman Malcolm was well 

respected by our sales manager, Dominic. He considered Malcolm his 

go-to guy for closing deals. But I wasn’t there to stay in the shadows. 

My goal was to move up. I knew I needed to disrupt the comfortable 

dynamic between Malcolm and Dominic.

It was not possible to outshine Malcolm overnight, so I decided to 

use a different strategy: provocation. My goal was to manipulate 
Malcolm into making mistakes, which I did several times using 

other manipulation tools.  I also had to position myself as the stable, 

reliable force in the dealership. 

It started quietly. In our meetings, I would always ask Malcolm to 

share his thoughts first. He loved being the center of attention, so 
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he dove headfirst into lengthy explanations about his techniques. He 
enjoyed impressing everyone with his deep knowledge. Dominic, as 

always, nodded along approvingly. But I knew the longer Malcolm 

talked, the more likely he was to make small slip-ups or get caught in 

the minutiae.

Then, when Dominic would ask for input on sales strategies, I’d 

casually agree with Malcolm on the surface while adding subtle jabs. 

“Malcolm has a point, but I think maybe he’s overcomplicating things 

a bit,” I’d say with a half-smile. Dominic started to see that while 

Malcolm had experience, he might be out of touch with the evolving 
sales landscape.

In the next step, I wanted to create tension among the team. So, I 
began whispering to the other salespeople about how Malcolm 

seemed to be hogging all the high-ticket clients. “It’s no wonder his 

numbers are so high,” I’d say. “He’s always the first to grab the best 
leads.” This spread like wildfire, and soon enough, the team began to 
grow resentful. Malcolm didn’t know it yet, but I was slowly turning 

his allies against him.

Then came the pivotal moment with Dominic. By now, I had already 

gained his respect through my performance and initiative. I often 

stayed late to work on smaller accounts that others didn’t care 

about. Dominic began to see me as someone who could take on more 

responsibility. He was looking for someone who could fill his shoes. 
Perhaps he was thinking I was that person. I just needed one last push.

A major sales event was to take place in a few days. I wanted to seize 

my opportunity when Malcolm was supposed to close a massive fleet 
deal. The groundwork was set. I told Dominic that perhaps Malcolm 

had been handling too many big clients. He wasn’t leaving room for 
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the rest of us. “Maybe it’s time to spread the workload,” Dominic 

nodded thoughtfully when I said that. 

On the day of the event, Malcolm was swamped. I stepped in to 

«help» him by taking on some of his smaller clients. I knew full well 
I could manage them better than he expected. Meanwhile, I kept a 
close eye on his big deal. I was waiting for a moment of vulnerability. 

It didn’t take long. Malcolm, in his rush to close, missed a crucial 

detail in the contract-a clause that would have cost the client extra in 
the long run.

To take advantage of this mistake, I approached the client directly 

with a more favorable revised offer. “I noticed something Malcolm 
overlooked,” I said confidently. “Here’s a deal that will better suit 
your needs.” The client, impressed by my attention to detail, switched 

over to me.  I closed the sale.

The next week, Dominic called me into his ofÏce. “You’ve really 
shown initiative, especially with that fleet deal,” he said. “Malcolm’s a 
great salesman, but maybe it’s time to give you more responsibility.” 

I was promoted to Senior Sales Representative, leaving Malcolm in 

the dust. He never saw it coming.

After my promotion, Malcolm and a few salespeople began piecing 

things together. Malcolm, now sidelined, started meeting with some 

of the others. He realized that I had provoked conflicts and subtly 
undermined his authority. He approached Dominic. He wanted to 

inform him that I had manipulated the situation.

I was prepared for this. When Dominic called me for a meeting, I 

calmly explained that Malcolm was just feeling the sting of being 
passed over. I reminded Dominic of the mistakes Malcolm had 
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made, particularly the blunder with the fleet deal. “You promoted 
me because I earned it,” I said confidently. Dominic, not one to 
dwell on the past, agreed. He didn’t want to hear about the old 

guard anymore-he wanted results, and I was delivering.

Malcolm tried to fight back, but it was too late. The damage was 
done. I had successfully provoked him into making errors and quietly 

rose through the ranks. When he realized what had happened, I was 

already in a position of power. There was nothing he could do to 

reverse it.

However, in the end, I made peace with Malcolm. He was also a 

senior sales representative, and we had to work together as a team. 

Differences Between Manipulation  
and Provocation

Manipulation and provocation are often intertwined, but they 

are distinct strategies to influence others’ behavior. Here are the 
differences:

The purpose

The main distinction between manipulation and provocation lies 

in their purpose. Manipulation guides someone to act in a way 

that benefits the manipulator. Often, the target doesn’t realize they 
are being influenced. The manipulator is subtle. They plant seeds 
of ideas, emotions, or reactions over time to achieve their desired 

outcome. It’s about creating a situation where the target feels they 

are making their own choices, but in reality, their decisions are being 

controlled by someone else.
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On the other hand, provocation is more direct. It involves triggering 

a specific emotional response, often frustration or anger, to push 
the target into a desired behavior. Provocation doesn’t necessarily 

require subtlety; it’s about stirring up emotions in the target, typically 

to create tension or conflict. Manipulation works in the background, 
but provocation takes center stage. 

Timing and execution

Manipulation requires time and patience. It is a slow and deliberate 

process where the manipulator plants ideas, waits for them to take 

root, and nurtures them until the target behaves as expected. It can 
take days, weeks, or even months to unfold fully. The manipulator 

must remain patient and allow the target to believe they are acting 

on their own.

Provocation, on the other hand, is much more immediate. The 

manipulator provokes an emotional reaction right in the moment. 

Their intention is to catch the target off guard. This sudden emotional 
shift can make the target act impulsively because they don’t get 

enough time to think through their actions. Provocation is less about 

patience and more about creating an explosive situation that can be 
used to the manipulator’s advantage.

In my own experience at the car dealership, provocation was used to 
ignite conflicts among the team. I intentionally stoked the frustration 
between Malcolm and the other salespeople. This created a quick, 

emotional reaction that further divided the team. This also created a 

fertile ground for manipulation, where I could exploit the fractured 
relationships to secure my promotion.
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Subtlety vs. directness

Manipulation thrives on subtlety. A successful manipulator operates 

behind the scenes. They pull the strings without being seen. The 

target is unaware they are being controlled and often believes they 

are acting in their own best interest. Manipulation can be difÏcult 
to detect unless the target starts piecing together the manipulator’s 

actions.

Provocation, by contrast, is more visible. It involves poking at the 

target’s insecurities, frustrations, or anger. It can often be seen as 

intentional. The manipulator doesn’t hide their actions as much as 

they mask their intentions. While the target might recognize that 

they are being provoked, they may not immediately understand the 

larger goal behind the provocation.

For example, at the dealership, I didn’t hide the fact that I was pitting 
Malcolm against others. It was clear to the team that tensions were 

brewing. But no one suspected that my real intention was to create 

so much dysfunction that I could present myself as the solution. My 

provocations were visible. But the larger manipulation—securing my 

promotion—remained hidden.

The Emotional Element

Provocation relies heavily on emotions. It is about triggering a 

strong emotional response in the target. It could be anger, jealousy, 

frustration, or insecurity. The motive behind poking at these raw 

emotions is that it will force the target into a state where they are 

more likely to make rash decisions or act impulsively. Provoked 

people often do not think clearly. It makes them easier to control in 

the short term.
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While manipulation can involve emotions, it is not as emotionally 

charged. Instead, it often relies on rational thought or the illusion 

of rationality. The manipulator carefully crafts a narrative that 

convinces the target they are making logical decisions. Emotions may 

still play a role, but they are typically secondary to the manipulator’s 

primary control goal.

In my experience, I used provocation to heighten emotions and create 
conflicts, but my ultimate strategy was manipulation. By allowing 
Malcolm and the others to be swayed by their emotional reactions, I 

manipulated the situation to position myself as the more capable and 

stable leader. While they were caught up in the emotional whirlwind, 

I remained calm and strategic.

Long-Term vs. Short-Term Impact

Manipulation tends to have a longer-term impact. Once the 

manipulator achieves their goal, the target might remain unaware of 

the influence, and the manipulator can continue to guide the target’s 
behavior over time. Because manipulation is subtle, it’s less likely to 

cause a strong backlash, at least in the immediate future.

Provocation, on the other hand, can have more short-term effects. 
The emotional reaction it generates can lead to impulsive decisions, 

but once the target calms down, they may realize they were provoked 

and even start to suspect manipulation. This can lead to long-term 

consequences if the target becomes aware of the manipulator’s 

tactics.

At the dealership, I knew that provoking Malcolm and others into 

conflicts would give me a short-term advantage and allow me to 
manipulate the situation for my promotion. However, I had to be 
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careful not to let the provocation go too far; it could have eventually 

backfired had they realized my endgame too soon.
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Chapter 16

Energy Immunity

W
hen I finally became the car dealership manager, I thought 
I had reached a high point in my career. I outmaneuvered 

Malcolm, the dealership’s top salesman, and Dominic, 

the former sales manager who was now an area manager elsewhere. 

I thought I would feel secure in my role. But the higher you climb, the 

more you realize that manipulation is not just a tool you use but also 

something you must defend against.

From the moment I stepped into my new role, I faced subtle attempts 

at manipulation. Malcolm, who had remained at the dealership, 

began to see me as a threat to his once-dominant position. He started 

subtly undermining my authority in team meetings. He also began 

casting doubt on my strategies with seemingly innocuous comments. 

For example, if I introduced a new sales initiative, Malcolm would 
remark, “It’s an interesting approach, but have we considered the 

risks?” He used these words to make others question my decisions 

without directly challenging me.
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What Malcolm didn’t know was that I had a close relationship with the 

dealership’s owner, thanks to a series of successful sales campaigns I 

had led. Perhaps Malcolm believed he could sway the owner to his side. 

But I had already planted doubt about Malcolm’s reluctance to adapt. 

I framed Malcolm’s resistance as an unwillingness to accept modern 

methods that fit into the owner’s vision for the dealership. In this way, 
I kept Malcolm from gaining traction with his undermining tactics.

The first major twist came when Malcolm began to rally the junior 
salespeople behind him. He started portraying himself as the 

champion of their needs and positioned me as out of touch. Enter 

Tony, a young and ambitious salesman who had shown promise. 

Malcolm tried to use Tony as a pawn in his game. He fed him ideas 

that belonged to Malcolm’s old-school approach.

I knew I had to neutralize this threat. So, I took Tony under my wing. 

I fed him strategic insights and subtle flattery. This led him to believe 
he was a future leader in the dealership. 

Tony began to feel like he had my backing and this would serve as 

a counterbalance to Malcolm’s influence. However, as Tony grew 
more confident, he began to alienate his peers. His aggressive push 
for recognition created friction with other junior salespeople. As a 

result, he became a controversial figure within the team.

When things seemed to settle down, I faced a new challenge. An external 
consultant was hired to evaluate the dealership’s performance. This 

was a curveball I hadn’t anticipated. The consultant’s role was to 

assess whether our sales strategies were effective and if the dealership 
was meeting its growth targets. This move could potentially expose 
weaknesses in my management style or strategy.
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Malcolm saw this as an opportunity to strike back. He began spreading 

rumors among the staff that the consultant was a “hatchet man” sent 
to clean house. He also said that the consultant’s primary goal was 

to find reasons to replace the current management. He wanted to 
create an atmosphere of fear and uncertainty and thought that the 

consultant’s presence would weaken my position.

The situation escalated when Malcolm privately approached the 

consultant and offered him “insider” information about supposed 
management flaws. Malcolm painted himself as a victim of unfair 
treatment and presented a narrative that would resonate with the 

consultant’s evaluation. I knew this was a dangerous game, but I had 

a counterstrategy.

I decided to make a bold move. I scheduled a series of one-on-

one meetings with the consultant. In those meetings, I presented 

a carefully curated view of the dealership’s strengths and areas 

for improvement. I highlighted successful initiatives, customer 

satisfaction metrics, and the positive changes I had implemented. I 

also emphasized the team’s growing confidence in the new strategies. 
By positively framing the dealership’s progress, I wanted to counteract 

Malcolm’s negative spin.

Meanwhile, Tony’s increasing isolation among the junior salespeople 

became a liability. I saw an opportunity to use Tony’s ambition 

against Malcolm. So, I orchestrated a situation where Tony would be 

given a high-profile project, making it appear as if I was preparing 
him for a leadership role. This move was designed to increase Tony’s 

visibility and, at the same time, place him under scrutiny. The project 

was a high-stakes sales campaign that required coordination across 

various departments.
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The twist came when Tony, under pressure, began to make mistakes. 

His aggressive tactics alienated key clients, and the campaign started 

to falter. Seeing an opportunity, Malcolm seized upon Tony’s failures 

to further discredit me. He started suggesting that the management 

was pushing inexperienced staff into critical roles, damaging the 
dealership’s reputation.

As the campaign unraveled, I had to act quickly. I called a crisis meeting 

with the team where I took full responsibility for the oversight. I also 

outlined a plan to salvage the situation. This turned a potential disaster 

into an opportunity to showcase my problem-solving skills.

However, just as I began to regain control, a new problem emerged. The 

consultant announced that he would interview the staff to gain a broader 
perspective on the dealership’s environment. This move threatened to 

expose deeper issues and make it harder for me to manage the narrative.

I had to play my cards carefully. I arranged private meetings with 

key team members to ensure they spoke positively about the new 

strategies and the improvements made under my leadership. I 

also prepared a comprehensive report outlining the dealership’s 

achievements and plans, which I presented to the consultant.

The dealership was on edge. Malcolm’s machinations, Tony’s failures, 

and the impending consultant interviews created a high-stakes 

environment where every action counted. I needed to stay ahead of 

the game, protecting my position while navigating the complex web 
of manipulation and maintaining the team’s morale.

As the consultant’s interviews approached, I knew that the real 

challenge was just beginning.
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Methods of Enhancing Energy Immunity

Developing energy immunity is crucial in a high-stakes environment 

where manipulation is a constant threat. Energy immunity is the 

ability to protect yourself from the psychological and emotional 

drains that can come from interacting with manipulative individuals. 

It involves maintaining your mental and emotional well-being despite 

external pressures and attempts to undermine your confidence 
or authority. Here are some effective methods for enhancing your 
energy immunity:

Self-awareness and reflection

Self-awareness helps you recognize when someone is trying to 

manipulate or provoke you. Reflect regularly on your interactions 
and reactions; it will help you identify patterns and adjust your 

responses. Keeping a journal can be a valuable tool for this purpose. 

Write down instances where you felt manipulated or provoked and 

analyze what triggered those feelings. This practice helps you stay 

grounded and less susceptible to external influences.

Establishing boundaries

Set clear boundaries. Define what behavior you will and will not 
tolerate and communicate these boundaries assertively. For example, 
if a colleague frequently undermines your decisions, let them know 

that you expect constructive feedback rather than undermining 
comments. It will not only protect your energy but helps maintain a 

respectful and professional environment.
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Cultivating emotional Detachment

Emotional detachment is the ability to remain emotionally neutral 

and objective, even when faced with provocative behavior. Practice 

separating your personal feelings from the situation at hand. When 

someone tries to provoke you, take a step back and assess the situation 

from a rational perspective. Ask yourself whether the provocation is 

worth your emotional investment. Cultivating this detachment helps 

you avoid getting caught up in the manipulative games of others.

Practicing Assertiveness

Assertiveness means expressing your thoughts, feelings and needs 
clearly and respectfully. Practice assertive communication by stating 

your needs and boundaries without aggression. For example, if you’re 
feeling pressured by a colleague, assertively communicate your limits 

and request a reasonable solution. It will help you stand your ground 

and maintain control over your interactions.
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Conclusion

We have reached the end of our journey together. Throughout this 

guide, I’ve shared many strategic and manipulation techniques I 

employed to pursue my dreams and achieve success. Not all these 

methods were effective immediately; I perfected some of them 
through trial and error. Occasionally, these methods led to serious 

challenges, but I managed them tactfully and emerged stronger. 

There were times when my strategies did not yield the expected 
results. This led to frustration. However, I persevered and never gave 

up on my efforts until I secured the final victory. 

As you experiment with your own strategies in your professional life, 
build a network of supportive colleagues and mentors to provide a 

buffer against manipulation. Surround yourself with people with your 
best interests and who can offer honest feedback. These relationships 
create a support system that will help you face challenging situations 

and provide perspective when you feel overwhelmed. Seek mentors 

who can guide and advise on managing complex interpersonal 
dynamics.

Work on your problem-solving skills. They will enable you to handle 

manipulative situations more efÏciently. Approach challenges with a 
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problem-solving mindset and focus on finding solutions rather than 
getting caught up in conflicts. Break down problems into manageable 
parts and consider multiple perspectives before acting. These skills 

will help you address issues constructively and reduce the emotional 

impact of manipulation. 

Remember, it’s not just about using your skills to get what you want. 

You also need to watch out for others who might try to manipulate 

you. Make sure to protect yourself as you try to reach your goals. I 

wish you the best of luck. 
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