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Introduction: Why Most People Are Terrible at Reading Others

I used to think I was a pretty good judge of character. Most people do. We walk around with this quiet confidence that we can tell a good person from a bad one, a genuine smile from a fake one, a friend from someone who's just using us for something. And then life proves us wrong in the most embarrassing ways possible.

I hired a guy once, a freelancer named Rohan, who interviewed so well I thought I'd found a unicorn. Confident, articulate, made eye contact, seemed genuinely excited about the project. Three weeks in, he'd missed two deadlines, stopped responding to messages, and submitted work that was clearly lifted from somewhere else. I was floored. How had I read him so wrong?

The answer is simple. I was looking at the wrong things.

Most of us are trained, without knowing it, to pay attention to what people say and how they present themselves. We hear the words. We clock the confidence. We notice the smile. But we completely miss the dozen other signals that are screaming the truth at us from three feet away.

There's a reason interrogators, therapists, and experienced detectives seem almost psychic in their ability to read people. It's not some gift they were born with. It's a set of specific, learnable skills. And most of those skills involve paying attention to things that the average person has been conditioned to ignore.

This book is about those things.

We're going to cover fifteen cues. Not a hundred. Not a vague guide to 'trusting your gut.' Fifteen specific, observable signals that most people walk right past every single day. Some of them are physical. Some are verbal. Some are buried in patterns of behavior that only reveal themselves over time.

And I want to be upfront about something. This isn't a book about manipulation. I'm not going to teach you how to control people or trick them into liking you. What I will teach you is how to see clearly. How to stop being fooled by the performance and start noticing the reality underneath it.

Because here's the uncomfortable truth. People are not that mysterious. They tell you who they are constantly. With their feet, their pauses, their word choices, the way they treat the cashier at a grocery store. The information is right there.

We just haven't been paying attention.

By the end of this book, that changes.
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Cue 1: The Direction of Someone's Feet Tells You Where They Actually Want to Be

Feet are honest. They're so far from the brain, so far from the part of us that performs and manages impressions, that most people forget to lie with them. The face can be composed. The voice can be steady. But the feet? They point toward whatever the body actually wants.

Here's the specific thing to watch. When you're talking to someone and their torso is facing you but their feet are turned toward the door, or toward another person across the room, they're not really with you. Physically they're present. Mentally they've already left.

I noticed this at a networking event in Bangalore a couple of years ago. I was talking to this guy, Vikram, who ran a mid-sized design agency. He seemed engaged. He was nodding, asking questions, maintaining eye contact. But his feet were pointed almost forty-five degrees away from me, toward a cluster of people near the bar. I wrapped up the conversation. He practically sprinted over there. I'd been talking to his face, not to him.

The opposite is also true and it's worth knowing. When someone turns their feet toward you in a group setting, fully oriented, that's a signal of genuine interest. You're the person they actually want to be talking to. You don't need to earn their attention because you already have it.

Watch this in meetings. When a decision is being debated and you want to know who actually has sway in the room, look at who people's feet are pointing toward. Not who's speaking loudest. Feet don't follow titles. They follow the people who matter.

There's a story I heard from a friend who works in sales, a woman named Priya who's been in business development for over a decade. She told me she made a rule for herself early on. If a prospect's feet were pointed at the exit for more than five minutes of a pitch, she'd cut the meeting short. Not rudely, just efficiently. Wrap it up, leave on a high note, don't waste either person's time. She said it was the best thing she ever did for her close rate.

Feet also reveal comfort in social situations. When someone is anxious or wants to escape a conversation, they'll often have one foot already pivoted toward the nearest exit. It's not even conscious. It's the body's version of an escape hatch, preparing for a retreat the brain hasn't officially authorized yet.

And when a group of people are standing together and talking, the configuration of their feet can tell you who's in and who's out. If three people are standing in a triangle and two of them have their feet turned slightly inward toward each other, the third person is on the outside of that conversation whether they realize it or not.

This cue takes about a week to start noticing. After that, you can't unsee it. It becomes like a little subtitle that
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