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Chapter one
Introduction


We all know someone with a magnetic personality. All they must do to brighten a room is walk into it. They get on well with everyone, irrespective of age, social class, or gender. They always know the right joke to tell and just the right amount of flirting to do. Everyone wants to be around them and those that dislike them are secretly jealous of them. They have an infectious personality, an endearing laugh, and their personal forcefield. 
And chances are that person is not you.
You may have tried putting yourself out there now and again, and while you’ve probably had some successful interactions, most never evolve into long-lasting friendships. After one too many failed interactions, you might have decided this social interaction thingumajig is not for you. Thanks to the “homecoming of the workplace,” facilitated by COVID, the bulk of your social interaction is likely limited to the Amazon deliveryman and the cashier at your grocery store. Although this limited social network is comfortable, you are unhappy with it.
Why?
Because you want to be contagious.
You want to be that person that brings life and light into a room. That person that oozes confidence, commands attention, and can charm the pants off the most stoic person in the vicinity.
The good news is you can be that person. The bad news is to be that person, you have to leave the toasty confines of your comfort zone and are probably going to fail a couple of times while at it.
Before you decide that being a 21st century hermit is not so bad, let me remind you that charisma is more than just a social skill. It is a life skill.
Whether you are in advertising, STEM, or healthcare, one thing is certain:
We are all in the people business.
There is not job out there that doesn’t demand some form of human contact, whether direct or indirect. Your workplace may be completely remote but you still have to communicate over Zoom, Skype, or Teams. Thus, to better connect with people, climb the career ladder, and make lasting and fulfilling connections, it becomes imperative to work your social bone and turn the charm on.
[image: image-placeholder]




Chapter two
Let’s Get Some Things Out of The Way


Before you read and use the tips in this book, there are a couple of things you must keep in mind. 
 

You’re Not Blueberry Pancakes
Some people will like you instantly and think you are the next best thing after microwave popcorn. Others will be indifferent at first and warm up to you later. But you know the interesting thing? Some people will not like you and that will not change even if you compliment them or dip yourself in hot chocolate.
You are not blueberry pancakes so you cannot please everyone. Maybe you remind them of a childhood bully or a history teacher that always picked on them.
Who knows!
The first step to disappointment and unhappiness is expecting everyone will like you. Peanut butter goes well with a lot of things, but gnocchi is not one of them. There is nothing more unattractive than trying to get an indifferent person to like you. Understanding that some people won’t like you no matter what makes the journey to your ideal charismatic self easier.
 

You Do Not Learn by Osmosis
While the bulk of formal learning consists mostly of reviewing graphs, reading journals, and other boring activity, learning is a doing process. Have you ever wondered why you can still remember dance steps from ten years ago but somehow cannot remember the details of an article you read on fiscal policy last week? The difference is in the doing. With the dance, you probably repeated the dancer’s movements many times until you got it right. On the other hand, you probably read the article idly, trying hard to breathe normally under your mask as you rode the bus home. You do not learn by osmosis. To learn is to do, and to do is to learn. As the cliché goes: practice makes perfect.
So why is practice so important?
Practices makes it easier for the brain to remember an activity. The brain transports information to other parts of the body through a network of nerve fibers called axons. These axons are wrapped with myelin sheets. These sheets prevent the loss of information as energy during transportation. With constant practice of a skill, the myelin sheets become thicker and thicker, making it less likely for information to be lost.[1]
This is why someone who has been practicing the guitar for years can play it effortlessly while someone who just started three months ago still strikes some out-of-tune chords. This is also why seventy-year-old Marta C. Gonzalez, a prima donna with Alzheimers, could remember and mimic her dance steps from forty years ago on her wheelchair while listening to Tchaikovsky’s Swan Lake.[2] With consistent, and qualitative practice, the brain forms associations that are hard to weather, even with time and illness. This is what is commonly referred to as “muscle memory.”
So how is practice going to help you apply the tips listed in this book?
First off, you have to understand that there are two types of good books in the world:
The one-night stand books: These books are a thrill to read. You just cannot get enough of each page. You read them at top speed, heart lodged in your mouth as you try to figure out the ending. Unfortunately, after reading these books, we are sated and move on to other things. Once in a while, you think about the book and the excitement you felt while reading it. And while you convince yourself you will reread it one day, you never get around to doing so.
Long term relationship books: Like the first book, you are excited to start this one. However, things are slower. You discover something beautiful on each page and the end of each chapter brings great reflection. You take a while to finish this book and even when you are done, it stays with you. We never really stop reading books like this. Just like we wake up and kiss our partners good morning, with each new stage of our lives, we go back to this book to relearn some lessons. And with each new read, we come to new realizations we did not see before.
(Insert the name of the book) is one of such books. This is not a book you read once and abandon on your bookshelf. That will be a waste of your money and my time. The lessons and the tips would be lost. For you to become the friendliest and most charismatic version of yourself, you have to read, practice, and keep on rinsing and repeating, even when you feel you have everything down.
 

Don’t Overload
It seems counterproductive, right? One minute I am telling you to practice, the next I am telling you to slow things down. This, my friends, is the paradox of self-development. Ever wonder why you register excitedly for online classes but cannot follow through with attendance? Or why you can’t ever seem to see any exercise regimen through?
One word: Overloading.
We get excited and try to do everything at once—and because you cannot start a marathon at top speed, somewhere along the line, you give up. But let’s be real, folks. There are fourteen chapters in this book and each chapter contains many tips. Trying to do everything right with each interaction is going to leave you feeling stiff, robotic, and scripted—and no one likes that. No one can juggle that many things at the same time.
To get the best results out of this book, I recommend the divide-and-conquer approach. Pick one chapter and focus on it. Let’s say you decide on letting others talk. Focus on this. Don’t work on eye contact or compliments at the same time. Just concentrate on asking open-ended questions and making the other person talk. For everything else, just be as you are. Practice this for three to seven days or until it becomes an unthinking habit before moving to other areas.
 

You Live, You Learn
Learning to be more charismatic and likable is like working a new muscle. You’re going to have “on days” and “off days.” On those on days, you are going to feel pretty good about yourself. You’ll get things right and leave each interaction feeling like you made a connection.
On the off days, however, things may be wonky.
Halfway into the conversation, you might realize your body language is defensive.
You call them Jessica instead of Rebecca.
They bring up a topic you are interested in and you hog the conversation.
Or my favorite: You’ll remember something you should have said to them . . . hours later . . . in your bathroom.
This is usually the point where people give up. They call B.S. and decide this whole charisma thing isn’t working for them. Some people have it, and some people don’t—and from the way things have been going, they may decide they are part of the latter.
Giving up at this point is like turning around halfway into a marathon just because you tripped on a stone. Falling and failing are important parts of the process. I can tell you what not to do, but sometimes, we learn what not to do by trying them and cringing at our actions. It’s a bit like a child riding a bike. They fall and scuff their knees, but do they stay down? No. They don’t. Sure, they might cry and kick the bike, but they always get back on. They keep getting back on until they learn how to ride without falling.
A friend of mine says something that helps keep her grounded is watching runway fails on YouTube. It reminds her she is not weird or inept for making mistakes now and then. It just means she is human. And so are you.
Everything is going to be all right
Internalize the belief that no matter what, you will be ok. When you have internalized this, you will start to believe it. I know it’s hard to walk the talk in this situation. One way to live it is to show yourself you’d actually be okay doing it..
Don’t bite down your opinion during company meetings.
Say it respectfully.
Worst-case scenario, they laugh.
In the best-case scenario, you are on to something. Either way, you learn something or you win. There are no losses.
This reminds me of a quote from actor and writer, Tina Fey:
“If you retain nothing, always remember the most important rule of beauty: “Who cares!”[3]
When you are new to all this, it is often tempting to run back into your shell after a blunder or two. But nobody has a monopoly on mistakes, darling. You’re not that special. If a news anchor can mistake “shooters” for “hooters” on live television, then the world won’t end just because you forgot to make eye contact.[4]
 

The Two Flavors of Confidence
 A couple of years ago, I read an article that talked about a medical condition called “skinny body, fat heart.” Essentially, this article showed that health really is skin deep. Someone can have taut abs and a normal BMI and still have a fatty heart. It is kind of the same with confidence.
There are two types of confidence:
	The external confidence we project that helps us win friends, seduce people, navigate social spaces, and close deals.
	The internal one we feel that enables us sit comfortably in these social situations and take awkward moments in strides.

And contrary to popular opinion, the presence of the first doesn’t necessarily imply the presence of the second. Many people have what I like to call cosmetic confidence (i.e., only external confidence). Think of your high school bully with an abrasive attitude and a jab for everyone—they come off as being confident in who they are, when deep down, they are secretly insecure. That’s how it is with these people. These guys are good on paper, so to speak. They know the right things to say, when to throw in an ice breaker, and can come up with the most uncommon compliments. However, underneath the surface, everything is falling apart.
While external confidence is wonderful and may get you noticed, many people neglect this internal version of confidence. It is this confidence that helps you calmly defuse an uncomfortable social situation. External confidence is loud while the internal confidence is silent—a deafening kind of silent. With internal confidence, it is not always about looking cool or being slick, it is living your life knowing that if things don’t work out in a specific social situation, you will be fine. This certitude leaves you feeling stronger and more confident. You stop obsessing over saying the right things or worrying that someone will turn you down.
Why?
Because—with this confidence—you have accepted yourself totally and a small kink in the social flow of things doesn’t get to you. This je-m’en-foutisme (nonchalance) sets you apart and makes everyone crave your company. It’s why people gravitate towards that person who cannot dance but dances like they own the place anyway. When you combine this internal confidence with the external confidence, every interaction becomes easier, more successful, and more fun, and you look forward to situations that previously stressed you out.
 

The Building Blocks of Attraction
We have all met at least one person who effortlessly attracts other people to themselves. With these people, it is tempting to believe that they are born with this attractive quality, but that’s not true. The Oxford Dictionary has three different definitions of the word attractive:
(Regarding a person) Appealing to look at; sexually alluring
Pleasing or appealing to the senses
Having qualities that arouse interest
Boiling this definition down, we have three factors that affect where you rank on the attraction meter:
Your looks
Your charisma
Your passions
 

Your Looks 
Looks make an impact. People love beautiful people. There is a whole industry built around the concept of beauty and people’s quest to be beautiful. In fact, neurological studies have shown that people will press a key to see an attractive face for longer in the same way a mouse would press a lever to get food or drugs.[5] Further research shows that as young as six months of age, we are already attracted to beauty.[6]
But does this mean you have struck out of the attraction game if you do not fit the conventional standards of beauty?
No.
Many people mistake beautiful people for attractive people.
While beauty can help you get a foot in the door, if that’s the only thing you have to offer, you won’t be in the game for long. We all know people like this. Stunningly beautiful/handsome, but uninspiring to talk to. They don’t engage other people. Instead, they passively engage in an interview-esque form of conversation where they answer the other person’s questions with one-liners.
“Splendid party, isn’t it?”
“I dunno. I guess.”
“How was work today?”
“The usual.”
This is one reason I don’t call beautiful people attractive. Conventionally, language stipulates that, by virtue of being beautiful, you are attractive. However, in social scenarios, it doesn’t always play out that way. The truly attractive ones have both beauty and the other two indicators of attractiveness.
 

Your Charisma
Charm
Appeal
An addictive personality
Aura
Force of Personality
These are some of the pseudonyms that charisma goes by. While beauty is something you are and is essentially passive, charisma is active. It is a force that draws people to you like iron filings to a magnet. People leave every interaction with you feeling lighter. They know something wonderful just happened, but they cannot really put a name to what it was. The charismatic person is a chameleon of sorts. Just like that Kenny Rogers song, the charismatic person knows when to hold ’em and when to fold, when to walk away, and when to run. It doesn’t matter if they are talking to people in accounting, advertising moguls, or models, they are always at home in the conversation. They know exactly what to say to get the other person singing like a canary. Unfortunately, a charming, slick-talking person with no passions is just a salesman. Which brings us to the third tier of attraction.
 

Your Passions
Lukas, a friend of mine, said the first time he realized he was in love with the woman that would later be his wife was when he heard her talk about her work. She was a social worker but the passion with which she spoke about her job, what she did each workday, and the many changes she wanted to spearhead, had him thinking, “God damn!”
Passionate people are attractive people.
There is an old saying you’ve probably heard: “misery loves company.” Now and then it is fun to swap horror stories about our horrible jobs over whisky on the rocks. It creates a feeling of understanding and community. However, even the most miserable people are drawn to a passionate person.
Passion fires up your whole being and lights up your eyes. This draws even the most jaded of people to you. It makes them want to tap into that passion and distill it into their own lives. I have a theory that a greater population of the world is negative. Despite this negativity, the positivity and enthusiasm of passionate people draws others to them like moths to a flame.
A combination of these factors (looks, charisma, and passion) affects the other person on a chemical level. Attraction is more chemical than physical. It involves brain pathways that control reward. The neurotransmitters, dopamine (the feel-good hormone) and norepinephrine (also called noradrenaline) mediate this reward pathway. Remember how light and giddy you feel in the presence of a charismatic person? That’s dopamine and norepinephrine working their magic. These chemicals can also lead to reduced appetite and insomnia—which explains what happened to Lukas.[7] The same regions that light up when we are drawn to someone are the same that fire when drug addicts have their fix. Therefore, attraction is often thought of as an addiction (to another person).[8]
 

Summary
	No matter how confident you are, some people will like you and others won’t. Accept this and move on.
	Practice, Practice, Practice. With practice comes perfection. The tips in this book are only honed when you actively do them.
	Don’t overload yourself. You cannot learn and practice all the tips in this book at once. Use the divide and conquer strategy. Focus on one goal/chapter, practice it in social settings for a couple of days, then move on to another goal/chapter.
	There will be good days and awkward days when you implement these goals. Don’t give up or obsess over it. Everyone makes mistakes. You are no exception.
	There are two types of confidence: external and internal. External confidence is more superficial and internal confidence is more intrinsic. Hone them both. With internal confidence, you are comfortable, no matter how awkward or fraught the situation is.
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Chapter three
Identity is Your Superpower


Who are you? 
Think about this before answering.
I am not talking about what you have on your LinkedIn page or your familial or social tags. Who are you beneath the (add profession) tag and (add relationship) tag? Many people find it hard to answer this question because their identity is a mosaic of all the people they have aspired to be.
Identity is an important part of charisma and confidence. Being confident and charismatic means standing and thriving in the reality of being you—and that is not possible if you do not know who you are. As kids, we are fantastic at being ourselves because back then, society hadn’t taught us the act of masquerading. When people said, “Be yourself!” they truly wanted us to be our real selves. Over time, this changed, and “Be yourself!” became a sobriquet for “Be someone better!” So we learned to tailor, trim and fix the reality of who we were to fit society’s outlines.
The beautiful thing about charisma is that it comes in different textures, hues and flavors. Bill Clinton’s charisma is different from George Clooney’s. And your charisma is different from Clinton’s and Clooney’s. The manifestation of your charisma depends largely on your identity. Thus, in your quest to become more charismatic and likable, it becomes necessary to find, mold, and consolidate your identity.
[image: image-placeholder]Be Yourself
 “Be yourself” is a very ambiguous injunction. Sure, we know that being oneself excludes being a patchwork version of all the people we look up to or the influences in our lives. But who are we exactly and how do we rest consciously and consistently in that identity?
The self is a bifurcated entity that precludes:
	Who you are at the moment (your “unrefined” self)
	Who you know you can and want to be (your “refined” self)

Being yourself entails accepting the first and working towards making the second persona a reality. Don’t be fake or pretend to be someone you aren’t. Find your real self, that persona you have stuffed into a closet. Shed the costumes of external influences from things like parents, social media, friends, society, etc., and allow your true self to breathe. Find your style, likes, dislikes, dreams, and hopes, and hold on to them unapologetically. Your life is a movie, and you are the main character. Your greatest role is to be yourself in the truest and fullest possible way. Find out what makes your heart sing, and like author Caroline McHugh puts it, “Don’t just take up the tiny space before your toes. Learn to occupy the full floor of your humanity.”[9]
Find Your Thing
 ...and work the hell out of it. Everyone has their own thing, a magic they know so well and work so effortlessly. It could be empathy, a sense of strength, or a gift for colors. Whatever it is, find it. To quote Howard Thurman, “Ask not what the world needs but what makes you come alive because what the world needs is people who have come alive,”
Your life is your message, and a critical part of that message
Convey, Don’t Convince
Positive Self-talk
Summary
	Identity is your superpower and a critical ingredient in the cocktail of charisma.
	Your identity determines your unique version of charisma.
	The self precludes who you are at the moment (“unrefined” self) and who you can and want to be (“refined” self).
	Be yourself. Rest in and appreciate the present of your current self while reaching out for who you can be.
	Learn to occupy the full floor of your humanity.
	What the world needs is people that have come alive. Find your thing, that thing that sets your soul aflame—and work the hell out of it.
	You are not merchandise. Do not try to convince people of your worth. Convey your worth and if they do not see or appreciate it, move on.
	Develop a positive internal dialogue. Don’t call yourself stupid or dumb for making mistakes.
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