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	Introduction
What Determines Social and Professional Success?





For all the hair styling, shoe shining, suit buying, and personality projecting we do, we never really know why some people succeed in life and others don’t. Some highly successful and beloved people are shy. Others are boisterous. Some big winners in life are sophisticated. Others are simple. Many introverts are esteemed, while some extroverts are shunned. And, unless you are auditioning to host the Academy Awards, your personality and looks are not the keys to becoming beloved and successful in life. So what is the key? Will this book help you find out?

Let me tell you what this book will do—and what it will not do—and then you decide. I do not guarantee you will soon be chatting comfortably with a commodities broker about crude oil futures. Nor do I assure deep discourse with a doctor of philosophy on his dissertation. What I do pledge, however, is that you will be able to meet people confidently, converse comfortably, and quickly connect with everyone you encounter.

You have probably already discovered the invisible personal and professional glass ceiling constructed solidly over your head, my head, and everybody else’s head. This book will help you craft a weapon to smash this invidious enemy by mastering communication subtleties you may have never even known existed. And, of course, it will also tell you how to avoid saying and doing those “dumb little things” that make people disconnect from you—thereby losing their potential business, friendship, or love.

You will also learn how to give them an extraordinary gift, the gift of self-esteem. This is something that, sadly, people seldom consider when dealing with others.

How do you do this?

Let’s Go to the Laboratory to Find Out

You and a professor of psychiatry walk into a lab and see two naked men sitting in straight-back chairs, wearing nothing but embarrassed smiles on their faces. The professor mercifully throws each a blanket while explaining your assignment for the day.

“These two gentlemen,” he informs you, “both work in a multinational corporation. One is the CEO. He has a loving family, faithful employees, and adoring friends. He has enough money to enjoy life, care for everyone he loves, and even donate generously to charity.

“The other,” he continues, “cleans floors at the company. He, too, is a good and honest man. However, this fellow has a string of failed relationships and few friends, and he has trouble making ends meet.

“You, my dear student, are to determine which is which.”

You look at the two men quizzically. There doesn’t seem to be much difference between them. They look to be about the same age, of comparable weight, similar complexions, and, if it can be determined by looks, equal intelligence. The professor walks toward the men and lifts the bottoms of the blankets, revealing four bare feet. “Is this a hint?” he asks you.

“Uh, no,” you respond, bewildered by his insinuation that it might be.

He then pulls the blanket up higher to reveal their knees and thighs. Walking back to you, he asks, “Is this a hint?”

Now you are more befuddled. You shake your head no. As the professor returns to the blankets, you close your eyes and fear the worst. Then, you haltingly open them. You and the gentlemen under the blankets breathe a sigh of relief. The professor has merely revealed their heads and upper torsos.

He strokes his goatee, looks at you piercingly, asking the same question with his eyes. You look at one man, then the other, then back at the first. Neither would make the cut for a Cosmo centerfold, but you would classify both as handsome.

“I’m sorry, I can’t tell who has which job,” you respond.

The professor is not surprised. He continues, “What if I were to tell you that both men were born into families of the same socioeconomic status, grew up in the same neighborhood, played together as children, went to the same schools, and tested similarly on an IQ test?”

Now you are completely flummoxed.

If It’s Not Looks, Intelligence, Education, Money, or Upbringing, What Is It?

Have you ever been similarly confused? You see two people who, from all outward appearances, are similar. Yet one is successful, the other a failure. One lives above that glass ceiling where only winners dwell. The other looks up longingly, asking himself, “Why are they up there, and I’m still struggling down here?”

Some people think the big boys and big girls residing above the glass ceiling are shielding their turf and won’t let anyone else in. That’s not true. They want you to break through. It can be lonely up there. In a sense, they are auditioning you to be one of them.

I have several actor friends who, after not “making the cut” in an audition, don’t realize the directors are even more disappointed. They are desperate to find the right person to cast. Likewise, big winners long to find others to welcome to their club. Like all of us, they want to enjoy the company of companions on their own level. Unfortunately, many people who think the big cats are biased don’t recognize that their own blunders barred them from being accepted.

Back to the Laboratory

The professor repeats his question. “Which of these gentlemen is the CEO and which cleans the floors?”

You shrug, “I give up.”

The professor smiles, turns to his subjects, and says, “Thank you gentlemen, you may go now.” They are as thankful as you that the experiment is over. Grasping their blankets tightly around themselves, they stand.

Subject number one turns to subject number two and says, “Bet you’re glad that’s over, Joe. Good job!” Walking out the door, he looks at you and says, “I know that must have been an uncomfortable experiment for both of you. I hope the next is pleasanter. You must be doing very important research.”

As subject number two starts to leave, he says, “Glad I could help you out.” He pauses for a moment at the door, looking expectant. The professor hands him some money. Subject number two quickly takes it and starts to put it in his pocket … until he realizes he doesn’t have one.

The professor closes the door and once again asks you the big question: “So, my dear student, which is the CEO and which is the cleaner?”

With a big smile, you confidently reply, “The first is the CEO.”

“Right!” The professor is ecstatic. “And how did you know?”

You conjecture, “Well, the first fellow was concerned with the other man’s feelings, and ours too. The other guy, come to think of it, said ‘I am glad I could help you out,’ putting the emphasis on himself. That made it sound like we owed him something.”

“Exactly!” With a eureka expression, the professor clarifies, “You see, the first gentleman put himself in the other person’s mind-set, thus creating an instant connection with him. He predicted Joe’s discomfort and complimented him to alleviate it.

“The second fellow, because he had the ‘you owe me’ attitude, encouraged me to ‘pay him off.’ Thus we have no further debt to him.”

You agree, “Yes, whereas if the first man asked us a small favor, even years from now, we would gladly grant it.

“Uh, but Professor,” you hesitantly ask, “Why were they naked?”

He answers, “The reason I stripped them of their clothes for this experiment was to shrink their comfort level and thus see how each would react in a strange or new situation—as we all must do daily.”

The professor looks at you. “Did you sense how much more confident the CEO was? That was because he predicted how the other fellow felt being put in that painful position. Therefore, his own discomfort took a back seat. Do you remember his first words? ‘Bet you’re glad that’s over, Joe. Good job!’ He sensed that Joe needed a self-esteem booster.

“He was also confident because, over the years, people have given him their respect and warmth. And why is that? Because he treats everyone the way he did the three of us. He predicted our various emotions and responded accordingly.

“The CEO also thought about our emotions. He understood that conducting an experiment with two naked men was probably uncomfortable for us as well. Do you remember what he said?”

You do. “He forecast our emotions and expressed trust in the significance of our research. He then wished us well.”

The Difference Between Winners and Losers in Life

The CEO displayed what I call Emotional Prediction, or EP. He was able to predict how Joe, the professor, and you would feel right after the experiment. With just a few sentences, he connected with everyone and made them feel more comfortable.

Some people instinctively possess this heretofore unnamed quality. Unfortunately, the majority doesn’t. EP is so complex that people can seldom predict their own emotions, let alone those of others.

In a study published in the Journal of Personality and Social Psychology, researchers queried students in the weeks before a major exam about how they would feel in the hours immediately before and just after the test. Later, the researchers asked them about their feelings just before grades were posted. Finally, the researchers inquired, “Precisely how will you feel if you pass? What about if you fail?” Very few students could accurately predict what their own emotional reactions would be.

That’s where you come in. By the time you have finished this book, you will sense other people’s emotions, even before they understand them. You can then connect with them accordingly. This does not mean you have to be a CEO, or even want to be. It does mean, however, you must have Emotional Prediction to achieve your highest goals—whatever they are in life. Whether it is winning friends, finding love, getting a better job, or just being able to connect with people.

How Does Emotional Prediction Differ from Emotional Intelligence?

Good question. Emotional intelligence is the concept Daniel Goleman fleshed out in his excellent book of the same name. It involves (1) knowing your own emotions, (2) managing your own emotions, (3) motivating yourself, (4) recognizing emotions in others, and (5) handling relationships.

Emotional Prediction is yet another layer of communicating. It is predicting ahead of time what someone’s immediate or distant emotions will be in reaction to something said or done. You can then orchestrate your own behavior accordingly, usually to reinforce the confidence and self-respect of those you are dealing with. This, in turn, augments their affection for you and boosts your own self-confidence. Why? Because you will soon be in the habit of reacting sensitively to others and thus receiving positive feedback from everyone.

The majority of people’s reactions to you are subconscious. Their quicksilver responses bypass the brain and go right to their “gut.” Malcolm Gladwell’s well-researched book, Blink, proved and popularized the concept. People no longer doubt this unseen reality and the pivotal role it plays.

Emotional Prediction Is Vital for Love to Last

I have often wondered how people who once loved each other, lived together, even created a child or built a company together can wind up in a state of mutual loathing.

More than 40 percent of today’s marriages end in divorce, many of them bitter. If partners are blind to each other’s emotions, their loving moments can morph into hidden hostility. People often hold their explosive feelings inside like undetonated grenades. Then one day, he says one more thing that confirms, “He’s a dictator.” Or she does something that absolutely proves, “She’s a twit!”

That is the tipping point. When the couple recognizes that they receive more pain from the relationship than pleasure, one of them pulls the pin. The injuries are intense. The couple splits.

Psychiatrists and psychologists have acknowledged the “pleasure-pain principle” since 300 B.C., when the Greek philosopher Epicurus put pen to papyrus. Sigmund Freud, often credited with creating the concept, fleshed it out in his tomes. More recently, megamotivator Tony Robbins (of walking barefoot on hot coals fame) danced around the stage shouting about his theory that people run toward that which is pleasurable and race away from that which is not.

Whatever packaging of the concept one prefers, the time-honored truth is this: The pleasure-pain principle affects all our relationships. The tiniest ways you touch someone’s life add up. If you inadvertently give someone enough negative feelings, she soon wants you out of her life. On the other hand, if each time she comes in contact with you, she leaves feeling better about herself, she will reward you with respect and affection.

We are not talking about giving compliments here. That’s Dale Carnegie stuff from seventy years ago. Nowadays, overt compliments are clunky and obvious. To win people’s respect and affection, you must dig deeper into their psyche and locate the site, size, and shape of their fragile self-esteem. Once accomplished, you can accurately predict their emotions, respond with sensitivity, and make them feel connected to you.

Let’s Revisit the CEO and the Floor Cleaner

The naked CEO in the laboratory echoed your emotions and those of the professor. When he said, “I know that must have been an uncomfortable experiment for both of you,” that wasn’t obvious praise. He merely expressed awareness and predicted how you might feel about conducting the strange experiment.

In contrast, the floor scrubber spoke only of himself. He expressed no perception of how you and the professor might feel. You can see how his selfishness and lack of sensitivity could be a tiny pinprick—let’s call it a “pain prick.” Since it was your only contact with Joe and you had no others to offset it, it was sharp enough to deflate any desire you might have had to do things for him or to see him again. Throughout his life, this poor chap had probably let too many pain pricks pile up with people. No one promoted him from floor scrubber.

Someone’s ego is like a hemophiliac with unspeakably thin skin. The slightest prick causes profuse bleeding. If you thoughtlessly give someone enough tiny pricks of pain, their internal bleeding ego tells its landlord, “Stay away from him or her. It’s dangerous for me!”

Anchor Yourself to Pleasure, Not Pain

Neurolinguistic programming, or NLP, is a form of psychotherapy developed in the 1970s. The philosophy’s advocates would say the floor scrubber had “anchored” himself to pain. In fact, if someone had a few more negative experiences with Joe, just spotting him would invoke unpleasant feelings. I know a woman who, for years afterward, suffered extreme nausea passing the hospital where she had had chemotherapy driving to work. She chose a route that made her commute twenty minutes longer just to avoid it.

The NLP teachings tell us if you, say, tap your nose each time you feel happy, just tapping your nose will re-create those joyful feelings. I haven’t tried the happy nose-tapping bit. However, just seeing a photo of certain people and children in my life fills me with joy. In other words, they are anchored to joy.

The following 96 unique communication skills, which we will call “Little Tricks,” will help you anchor yourself to pleasure in people’s lives. After using several of these techniques with someone, she will feel joyful seeing—or even thinking—about you.

If you have found yourself doing any of them already, smile and applaud yourself. You have Emotional Prediction. This rare quality comes naturally to some people, but most of us have to learn it. I sure did, many times the hard way. Often I will tell you how.

Before we begin, let me tell you about two unusual contributors to this book.

Dogs and Cats

Charlie Brown’s dog, Snoopy, was America’s most beloved pooch for half a century from 1950 to 2000. Snoopy was a little beagle with big fantasies and a Walter Mitty complex.

He was the master of everything—at least in his day-dreams atop his doghouse. Yet he never said a word. His thoughts floated up in cloudlike balloons connected to his head by a series of small bubbles. In the cartoon biz, this is called a “thought bubble.”

Just like Snoopy, everyone has unspoken thoughts. They play a big factor in How to Instantly Connect with Anyone. Since I don’t have a bubble key on my computer, I will put the secret sentiments of the person I am writing about in italics. They wouldn’t express their thoughts out loud.

But they are thinking them, just like Snoopy.

Cat lovers, your favorite animal also plays a role in the book. You will come across the name “big cat” a number of times. Why do I call people that? Because we’re talking about what many call the human jungle. When two lions, tigers, or cougars encounter each other in the jungle, they slowly circle each other. With steely eyes, they carefully calculate which of them has the stronger survival skills. People in the human jungle do the same—some consciously, some unconsciously. However, they are not staring at size, sharp teeth, or claws. The crucial survival factor is skill in communicating well with other cats in the human jungle.

Since the designations “big shot,” “big wheel,” “big cheese,” and “big enchilada” carry negative connotations, I will call those who have mastered communication skills and Emotional Prediction “big cats.” Like the naked CEO, big cats are always conscious of themselves, their surroundings, the current situation, and other people. They make a concerted effort to harmonize all four.

Why Is Much of the Book Aimed at Making People Respect Me?

Many of the following Little Tricks are techniques to enhance your own confidence and prestige. You might think this is incongruent with the goal of helping others feel good about themselves. It is not, for this reason. As much as people would like everyone to respect them, they long for acceptance from someone they look up to.

The need for this type of appreciation starts early. Preschoolers want approval from their parents. Kids want the admiration of their teachers. And teens crave acceptance by the cool crowd. Even as adults, people still yearn for recognition from those they respect.

When people revere you, your deference in dealing with them gives their self-esteem a powerful boost. And, as you become more sensitive to their sometimes suppressed emotions, their affection and esteem can turn into genuine love for you.

In Defense of Manipulation

Countless kindhearted readers have asked me, “But, Leil, aren’t some your Little Tricks manipulative?”

For my answer, let’s go back to the Roaring Twenties. Specifically 11:45 P.M. on January 16, 1920. That was the moment when Americans could legally have their last drink in the United States for what turned out to be thirteen years. Prohibition of liquor took effect at midnight.

A wise politician, when asked if he were for or against Prohibition, answered:

If, by alcohol, you mean the dangerous drink which destroys families, makes husbands monsters, beat their wives, and neglect their children, then I am fully for Prohibition. But if, by alcohol, you mean the noble drink which promotes good fellowship and makes every meal a pleasure, then I am against it.

I’d like to draw a parallel here. If, by manipulation, you mean using circuitous, unfair means to get something out of someone, sway them to your way of thinking, cheat themselves or others, or do something solely for your own benefit, then I am against it.

But if, by manipulation, you mean predicting people’s emotions and helping them feel good about themselves, gain confidence—and at the same time enjoy your company and value their relationship with you—then I am for it.

I sincerely hope you’ll use the 96 Little Tricks in that spirit. And I pray that everyone you come in contact with will benefit from your having read them. If afterward, they just happen do something nice for you, it was not your manipulation. It is merely a happy by-product.

Ask not what you can do to make them like you.

Ask what you can do to make them like themselves.

And then they’ll love you.
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	How to Develop
Excellent Eye Contact
in Ten Easy Steps





Ever since Mommy yanked you out from hiding behind her skirts and told you to look people in the eyes, you’ve known how crucial good eye contact is. In the Western world, it signifies honesty, respect, interest, intelligence, candor, and confidence. Yet, for many, the most difficult aspect of meeting people is looking into their eyes long enough to really connect with them. Why is this a challenge, even for some self-assured people? Because, like tigers staring each other down in the jungle, intense eye contact ignites a primitive fight-or-flight instinct. If the tiger looks away, it could get pounced on. Weak eye contact is a handicap in the human jungle, too. Here is a ten-step physical therapy program to strengthen your eye contact.

While gazing at someone, slowly describe the color of her eyes to yourself. Don’t stop at blue or brown, light to dark. There are sapphire, pale, and ice blue eyes. Brown eyes can be hazel, almond, or earthy. Grey can range from light slate to dark storm cloud. Sometimes we’ve known people for years and can’t accurately describe their eye color. Think of half a dozen friends. Can you picture the precise color of their eyes?

The second time you look at the same person, check out the shape of her eyes. Are they round? Oval? Almond? How much of the whites of her eyes are showing? And how white are they? A bit bloodshot?

Here is another crutch for the “eye-contact challenged”: Study how far apart her eyes are. Ask yourself, “If she loaned me her binoculars, would I have to separate the eyepieces or bring them together?”

Are her eyes symmetrical? Is one eye a little smaller or droopier than the other?

Another time, concentrate on the length of her eyelashes. Are they straight? Curly? What color are they?

When you are with a small group, watch each person’s eyes to determine whom he is looking at most.

When extended eye contact is called for, such as when someone is speaking, count his blinks. A study reported in the Journal of Research in Personality called “The Effects of Mutual Gaze on Feelings of Romantic Love” proved that people who were directed to count each other’s eye blinks during a conversation developed stronger romantic feelings than members of a control group who were given no eye contact directions.

Here are a few more ways to train yourself to become comfortable with maintaining excellent eye contact. Try to determine if he is wearing contact lenses. And are the lenses colored or clear?

If he is wearing glasses, are his eyes in the center of the frame? A bit above? A bit below? Are they bifocals?

This last one is for women only. Determine how much eye makeup another female is wearing. Mascara? Shadow? Eyeliner? (Stop laughing, gentlemen, we women do that naturally.)

If you practice these ten techniques, looking into someone’s eyes will gradually become more natural and less daunting, without depending on these crutches.
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	LITTLE Trick #1
Examine Ten Characteristics of Their Eyes





To boost your eye contact with people, alternate between defining the color, shape, and whites of their eyes. Check out the length and color of their lashes. Are they wearing contact lenses or glasses? How far apart are their eyes? Count their blinks. Determine whom they are looking at most. Ladies, check out a woman’s eye makeup. Is she wearing false eyelashes? Meow.

After a few months of doing these exercises, looking into peoples’ eyes will be a breeze. Strong eye contact will be second nature.



After you have practiced Little Trick #1, you graduate to a strategic way to use your eyes—when appropriate.
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	How to Use Your Eyes
to Make People Crave
Your Approval





In certain circumstances, the following facial expression can be quite potent and help you achieve your goals be they professional, social, or romantic.

As an example, I’ll take the latter because it’s a personal story of how Little Trick #2 helped me “take the tumble.”

I was on a cruise ship called the Homeric. One night, I and a group of other fawning passengers were invited to sit at the captain’s table. While someone else was speaking, I happened to see Captain Accornero’s face. He was looking at me and—BLAM!—his expression made me want to be a blob of putty in his hands. His head was tilted, his brow was furrowed, and he was looking at me intently with slightly squinted eyes. The expression gave his face an intensity, as though he were searching for something. Giorgio seemed to be assessing me, judging me. It gave him a superior demeanor. I felt like a Roman gladiator praying for the thumbs-up from the emperor.

But, I must admit, I liked it. When Giorgio’s lips softened into a smile, it was as though he had saved me from the lions.

Sadly, months later after we started dating, I realized Giorgio was not using the scrutinizing expression as a “capture Leil” technique, although it unquestionably achieved that goal. The reason for his searching look was that, as a ship’s captain, he spends many nights on the ship’s bridge searching for signs of other vessels through dense fog. That’s why I call this Little Trick “Searching Eyes.”

First let me tell you how to make the expression, and then I’ll share some suggestions on where and why to use it.

How Do You Make Searching Eyes?

Imagine yourself driving on a winding country road in a sparsely populated part of the country. The night is inky black—no moon, no street lights. Suddenly, a dense fog encircles you and your car stalls. You pray there is a house in the distance so you can call for help. You get out of the car, squint your eyes, and search intently through the thick fog for any sign of light.

You have now have executed Step One of Searching Eyes.

Step Two: Finally you see the distant headlights of a car coming your way. At last, help. Your face relaxes and a slight smile softens your lips.

The first phase of the expression gives people the impression that you are evaluating them—not in an unfriendly way, but thoughtfully. Then, when they see the second phase, they will interpret your expression as contemplative acceptance. Therefore, they value it all the more.

How to Use It in Business

Searching Eyes is an effective tool in the corporate world. It demonstrates contemplation behind your final approval of an individual or even of an idea someone has just presented. It puts you in the superior position of evaluating them. Hold the expression for as long or as short as the situation demands.

Women, because people sometimes view us as too accommodating, this Little Trick is an especially powerful professional tool for us. It combats that weaker image and makes you appear more authoritative. Resolve to use it in certain situations, most particularly when dealing with old-style sexist male managers.

How to Use It Socially

When you are meeting potential friends, definitely tone down the first phase of the expression to just a flicker. However, showing a brief second of Searching Eyes before your warm “hello” makes you look more heartfelt and genuine. After that, be sure to keep good eye-friendly contact when communicating with that person.

How to Use It for Romance

Gentlemen, Searching Eyes unquestionably has an interesting effect on women—as you’ve seen from my experience with the captain. When used appropriately, it can to make her anxious to win your approval.

Conversely, women, if you plan to use Searching Eyes on a potential romantic partner, tread gently. Most men fear rejection and will interpret it as such. Make Step One exceedingly brief before granting him your smile of acceptance.
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	LITTLE Trick #2

“Assess” Them with Searching Eyes





Whenever you deem it appropriate—whether you are judging an idea, a business proposal, or a person—momentarily give a slight scrutinizing expression. Then, if and when you are ready to seal the deal or win their warmth, morph it into a slight smile of acceptance. They now feel they have “won” your approval.



Of course, to make them feel that your approval is, indeed, a prize they’ve won, you must come across as a confident individual, someone who is confident in his or her own skin.

Here’s how to prepare for that—before you even meet them!
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	How to Wear Confidence
When Meeting People





The next two Little Tricks should be regular practice for ladies, gentlemen, and their offspring who want to feel confident at important meetings, parties, or the first day of kindergarten.

One summer, a sizable law firm invited me to give a seminar called “The Corporate Image.” The audience consisted mainly of paralegals, administrative assistants, and a smattering of attorneys. Their company culture was conservative, and, of course, I had to set a good fashion example. However, I had the constant female complaint, “I don’t have a thing to wear.” I needed a summer suit to express a cool corporate image—a splendid excuse to go on a rare shopping spree.

After not finding a suit at a dozen reasonable shops, I wandered into an overpriced boutique, with no intention of actually purchasing anything there. But there it was on the mannequin—a Bill Blass suit—way beyond my budget and just begging me to buy it. It was the ideal attire for my attorney’s talk. The magnificent suit had a silk crepe pleated skirt, a matching long jacket, and a steep price. But I was in love. As I swirled around in front of the dressing room mirror, turning it down was not an option.

Once home, I carefully hung it in the back of my closet, never to be touched by human hands until the day of my presentation.

The Big Day Arrives

On the day of the corporate image talk, I slipped into my stunning new suit. Just before my program began, I went to the ladies’ room, freshened my lipstick, and admired myself in the mirror one last time before going off to win the crowd.

The first part of the talk went beautifully. About ten minutes into the seminar, however, I turned my back to write something on the flip chart. The crowd gasped. I heard women suppressing giggles. Spinning around, I saw attorneys with smirks on their faces nudging each other. Others turned away embarrassment. The group couldn’t hold it in any longer, and laughter broke out all over the room.

The meeting planner came scampering up the aisle like the worried white rabbit. She whispered in my ear, “Leil, your skirt is caught up in your pantyhose.” Now it was my turn to gasp. I grabbed at what I thought was going to be the back of my skirt. Instead, my hands landed on bulging pantyhose with my silk skirt trapped under it. I had mooned the venerable attorneys and their staffs!

I attempted to cover it with humor by saying, “Heh heh, you’ll notice ‘modest’ wasn’t in my introduction.” That weak joke didn’t work, so I made a second attempt. I told them that the acronym “C.Y.A.” suddenly had a new significance for me. (In the Lawyer’s Bible, it stands for “cover your ass.”) That one broke the ice. Laughter ensued, and the crowd’s discomfort dissipated. But not my humiliation.

It was tough to get back on
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Home Sweet Home
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