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 Introduction

The Truth about Lying

In recent years, we have been facing a crisis of
conscience over the ethical state of our nation. We have been going
through a national soul-searching and judging, assessing ourselves
in light of traditional core values of honesty and ethics, and
reviewing and purging many fundamental institutions in revulsion to
a decade of greed and excess. Why? Because we have seen more and
more indications that acts of lying, deception, and other unethical
deeds for short-term gain and personal advantage may have deeper,
more serious consequences in undermining the bonds of trust that
create relationships and community and give strength to the nation
as a whole.

The examples leap from the pages of newspapers
today. The insider-trading scandals that have wracked Wall Street
and resulted in the sentencing of a parade of formerly highly
esteemed individuals and firms that milked the system—Ivan Boesky,
Drexel Burnham Lambert, Michael Milken. The Irangate hearings and
trial of Oliver North, ultimately convicting and tarnishing the
image of a former "hero" who ran secret operations and lied to
Congress. The votes-for-sale scandal in California that recently
resulted in the conviction of lawmaker Mike Montoya, sentenced to
six years in prison. The trials and conviction of federal judge
Robert Aguilar for using his position to help friends and
associates convicted of felonies. The conviction of Leona Helmsley,
the New York hotel queen, for income-tax evasion. And the
revelations of the lies and frauds by now-convicted and sentenced
religious leader Jim Bakker, who for years and years beguiled funds
from his followers in the name of God.

At the same time, there have been thousands of
big-buck lawsuits fueled by claims of lies and duplicity, one of
the most notable arising from the Challenger space-shuttle
disaster. The widow of astronaut Mike Smith charged wrongful death,
negligence, and duplicity within NASA, between contractors and the
government, and between individuals and the government, leading to
the errors and failures that produced the crash. Plus, there have
been individual acts of desperation and deception by outwardly
respectable people that have shocked the nation—as in the case of
the Boston hoaxer, Charles Stuart, who tried to point the finger of
guilt for the murder of his wife at a poor black man, then killed
himself as the truth started to come out, suggesting he had done it
for the insurance money. Even as I write this, there have been
revelations of the secret life of a respected college
president—Richard Berenzden of American University in
Washington—who stepped down after a series of obscene calls was
traced to his personal phone at the school, a case compared in the
media to the web of lies covering up the secret life of another
prominent Washingtonian—Mayor Marion Barry—filmed in a hotel room
smoking cocaine.

More and more surveys and reports have been
coming out, reflecting both a collective decline in ethical and
honest behavior and a concern that this situation is a threat to
our society.

For example, in 1987, a U.S. News and World
Report-CNN poll found that more than half of the Americans surveyed
thought that people were less honest than they had been ten years
earlier and 71 percent said they were dissatisfied with the current
standards of honesty. The poll also showed an especially high
suspicion of public figures—only about one-third of the respondents
thought their congressional leaders or the president would always
or almost always tell the truth.' In addition, there was low
confidence in the media, since only 38 percent of the respondents
thought the daily newspapers almost always tell the truth. In fact,
the poll showed the level of general dissatisfaction with the
nation's honesty to be at its lowest point since an all-time low in
1973 right after the Watergate scandal—far below the much hap-pier
time in the 1963 survey, when only 58 percent of those polled
expressed dissatisfaction.

In turn, a growing number of reports and public
figures have been expressing this sad state of affairs. For
example, this same U.S. News article reporting the poll noted that
there had been a "rash of revelations about hyped and falsified
scientific research," including a study published in January 1987
that accused 47 scientists at the medical schools of Harvard and
Emory universities of producing misleading papers. Also, according
to U.S. News and World Report, a House subcommittee in 1986
estimated that one out of every three working Americans was hired
with educational or career credentials that were altered in some
way. In another study, Ward Howell International, an executive
headhunting firm, found that more than one in four executives
reported that their organizations had hired employees whose "job
qualifications, educational credentials, or salary history had been
misrepresented."2 And a poll of personnel executives done by
Personnel Journal in 1987 indicated that over two-thirds of those
responding felt that ethics would be an increasing problem in the
future, noting a number of types of deceptions as examples of this
growing trend, including falsifying expense accounts, misusing or
misrepresenting the use of company-provided benefits, withholding
important information, accepting bribes, concealing errors, and
circumventing the rules.3

Meanwhile, the U.S. News article quoted a number
of public figures and social scientists who observe a growing trend
toward lying in public and personal life, or as former U.S.
Representative Richard Boling has put it: "There is an attitude
that seems very prevalent today—that if you can get away with it,
go ahead and lie."4 And the founder of the citizens' lobby Common
Cause, John Gardner, has similarly observed that duplicity and
deception in public and private life "are very substantially
greater than they have been in the past."5

So why should all this be important? Simply
because trust, born out of honesty and truth, is essentially the
glue that holds personal relationships, communities, and societies
together. The U.S. News-CNN poll found that 94 percent of the
people questioned stated that honesty was an extremely important
attribute or quality in a friend—in fact, it was the quality most
highly agreed upon among many others listed (including looks,
dress, appearance, intelligence, sense of humor, and common
interests).6 And when I did my own research, interviewing formally
and informally dozens of people about their perceptions of lying in
everyday life, I found broad agreement on the importance of honesty
and integrity, combined with an awareness of the commonness of
lying and its dangers. Though people might at times for various
reasons engage in some lies themselves, they for the most part
considered themselves to be honest, respectable, responsible.

Indeed, the more I thought about lying, the more
I realized its complexities. On the one hand, if lying becomes more
common and if people lose their confidence in each other or in
national institutions as a result, there is a threat to the social
contract in society that binds us together with others in
relationships and groups. On the other hand, there are many reasons
to lie, not only for personal advantage and gain, but to help or
protect others, or even to facilitate the operations of ordinary
social discourses (such as the white lie to give an acceptable
excuse or comment, rather than tell a truth that might be hurtful
or disruptive). Yet, while those who lie might feel the particular
lie justified or appropriate, those experiencing the lie may not;
they might rather know the truth, whatever the hurt.

But then would they really? The subject of lying
comes in many shades of grey, though we all might admit that there
is some kind of ethics crisis that has led a growing number of
businesses to introduce ethics-training programs, universities to
start classes and programs on ethics, law schools to introduce
classes on professional responsibility, and individuals to start
going to workshops on ethics and truth. I attended a workshop at
Esalen, the well-known growth center in Big Sur, California, in the
course of writing this book. The workshop was on examining the
truth and was titled "Living an Authentic Life: Implications of
Truth-telling."7

The Lies That Triggered My Own Interest

What led me to become interested in this topic?
Basically, it was a series of incredibly outrageous lies that I
encountered. They undermined my own sense of trust in everyday
social relationships and I didn't know how to handle them. Then,
too, as I reflected on my own experiences, I realized there were
times when I, like many of the other business and professional
people I knew, engaged in everyday sorts of favorable presentations
of self to gain a business or professional advantage. Were these
lies? Deceits? Concealments? Or had these become part of the
everyday rules of business success and image creation?

The first lie that led me to start wondering
about lying occurred when I was working for an apparently
successful travel promoter. I met him in the fall of 1983, after I
saw an ad in the paper for tour escorts. It would be fun to lead a
tour and be paid for it, or at least receive a free trip, I
thought, and I scheduled an interview at a small office in Alameda,
just across the bay from San Francisco at the edge of Oakland. The
promoter, whom I'll call Rex King, was tall, slick, handsome, the
very image of a successful travel magnate. He claimed he had been
sent out by the big travel organization he headed on the East Coast
to try a new concept in the West—organizing single people and
sending them to romantic, exotic destinations where they would stay
in beautiful luxury resorts.

So why use tour escorts? His thought, he
explained, was to balance out the groups so there were equal
numbers of men and women, the escorts wouldn't be paid; they would
just have a free trip. They were to act like everyone else, and
everyone would have fun.

It sounded like a great opportunity, even though
I wondered why he needed women as escorts for a singles travel
program, since my experience with singles travel groups was that
they were mostly women. And would single women really feel
comfortable being romanced by a paid escort?

Assuming that Rex knew what he was doing—after
all, he had been in the business for a decade and had the
million-dollar company back east behind him—I shut off my
questions. Even when another woman who was interviewed at the same
time—an attractive, vivacious brunette with a background in
PR—speculated over coffee that maybe Rex really wanted to run
prostitutes to Mexico and was using the tour-escorts ad as a cover,
I dismissed her theories as wild speculation and paranoia. I
concluded that Rex might simply be a little naïve about the West
Coast singles market because he was new in town.

So what could be wrong? Maybe I just didn't want
to see it. Why? Because I saw that this travel program could be a
great opportunity, not just to be a tour escort, but to help Rex
with what he really needed—someone to guide him with marketing on
the West Coast. This seemed like just the step up I needed to use
my sales expertise to help someone in launching a branch of a
million-dollar company.

I regaled Rex with my thoughts, and drew up a
marketing plan. He began inviting me to sales and promotional
meetings. He had business cards made up in my name. My title was
"Marketing Director." It had a nice ring, and Rex's talk about
building a close-knit sales family had a nice ring, too. It was
also reassuring to be part of a growing new venture, backed by what
Rex described as a $38-million corporation with branch offices in
21 cities. And when Rex handed me my first check for about $1,000
to cover the marketing plans and scripts for a slide show I wrote,
I was even more reassured. What could go wrong?

As Rex reached out for customers, his partner
Jerry, a serious accountant type, worked on the other side of the
business in an office down the hall, trying to set up incentive and
premium trips for businesses. He even set up a few trips for
doctors and lawyers while I was there. Meanwhile, Rex had recruited
about two dozen attractive tour escorts, both men and women, in
their twenties and thirties. So everything seemed on the level.

Rex's efforts at landing customers started with
a big party at a popular restaurant. There were slides of exotic
locations, plenty of hors d'oeuvres, drinks on the house, about
sixty glamorous people, including several bankers Rex was talking
to about extra funding, a few press people, a couple of investors,
and the heads of several local singles clubs. Of course there also
were several dozen single people who were the potential market for
this program, plus about a dozen of the tour escorts hired through
the interviews. I had also helped Rex and his staff—which now
included Sheri, a glamorous former lingerie model who had become
his chief administrative assistant, and Jerry—put together fliers
about the planned trips, emphasizing the romance and glamour of
these beautiful resorts. Sheri had put together a list of trip
schedules.

All still seemed fine. Rex made his gala
entrance and introduced his staff and his concept. Everyone seemed
impressed, and soon Rex and his lingerie-model assistant were
flying off to this resort or that, presumably checking the
facilities, with the trips subsidized by the airlines or resorts
that wanted his business. Also there were reams of postcards going
out to singles who had responded to ads describing the trips.

The only problem was, no one was signing up for
trips. Rex even collected membership fees from people interested in
his new singles travel organization, which would include discounts
on parties and trips. But, despite the list of scheduled trips,
there were still no sign-ups.

That would be just a matter of time, Rex kept
assuring us. The first party had been just a way to say hello to
everyone, to show off this wonderful new singles travel
organization. What was needed now was another party to produce
these sign-ups.

Once again, plans for a party were launched. As
planning for the next glittery party continued, I started to notice
some of the warning signs. A check given to me bounced, but Rex
assured me it was just a glitch at the bank. But in a few days he
had changed banks and then, he said, he needed just a few more days
for the funds to clear. A week later I still wasn't paid, but he
had still more reassuring stories. A check was coming from the home
office that would make everything good. And so on.

Soon there were other signals. I introduced Rex
to a friend who ran a newspaper, and Rex arranged for a singles ad
But Rex said he left his checkbook behind and would send the money.
Now, two months later, after the ad appeared, my friend told me Rex
never had paid. Could I do anything to help him get his money? Rex
assured me that payment would be on its way shortly.

This pattern of delay and excuses continued for
a couple of months, with more and more people arriving with stories
of promised payments that never arrived, checks that bounced and
weren't made good, investors who never got statements about the
company's earnings or expenses. Meanwhile, as if nothing were
wrong, the mailings continued, memberships in this supposed singles
organization were accepted, and finally, the last, largest, and
most lavish party was planned. It would be a singles travel party,
with several singles organizations setting up booths. Rex even
talked the center where the event would be held into accepting
payment the night of the party, though normally it demanded at
least 50 percent down. The caterer, the band, everyone else
involved, agreed to be paid that night. Rex was confidently
predicting 300, 400 people. It was to be, he said, the culmination
of his dreams and hopes. He appeared at the event in a shiny white
suit, surrounded by his glamorous women groupies, looking like some
tropical potentate or god.

That's when it all exploded. Rex had been
promising to pay me that night for my previous work—though this was
now three months after the first promises. I had taken the
precaution of filing a small-claims suit, and I had a friend at the
party, ready to serve him with the suit if he declined to pay.

Rex not only didn't pay me and was served by my
friend that night, but he didn't pay dozens of other people,
either, including the caterer, band, or anyone else. Instead, after
the event turned into an unmitigated disaster—with only about 150
people there at just $10 each—there was no way for it to break
even, much less make money. So, later that night, quite drunk and
with the cash actually received in hand, Rex calmly wrote out about
$15,000 in checks to the center, the caterer, the band, and several
others. But the next day he closed his account, which had only
about $3,000 in it anyway. A few days later, he abandoned his
office and left town, leaving about $45,000 in bills and a lot of
people in deep shock.

Piece by piece, the story started to come out.
As a result of lawsuits filed by me and about a dozen others in
small-claims court—which prompted a series of articles in the local
newspaper—some criminal charges concerning bad checks and fraud
were filed by the Alameda and San Francisco District Attorney's
offices. Rex was arrested about a week later in southern California
as a result of making a faulty left turn at a traffic stop. The
police officer found a credit-card imprinter belonging to someone
else in the back seat of Rex's car, leading to more
investigations.

Eventually, Rex was transferred back to Alameda
county and served time in jail, though his lawyer arranged for him
to pay restitution for one of the check charges in the strongest
case in return for two years' probation. Then Rex left town again,
leaving behind perhaps $40,000 in civil claims.

And what of the glorious, $38-million company
with its twenty-one branches? As it turned out, there wasn't any.
Rex had perhaps sold tours for a travel company back East, and he
had taught some courses on travel at a local travel school where he
met Jerry. In reality, he had come west to seek his fortune, for a
while had lived with a woman he had met, and then had moved into an
unfurnished apartment in Alameda with Jerry. They were both so poor
that they slept on mattresses. As it turned out, they didn't even
have a phone there or pay their rent, either.

Rex was a good talker, and he had roped in a
good investor in the beginning—someone I knew, which helped to give
the operation credibility. That's where the money to pay me and for
the ads had come from.

Did Rex set out to be a con artist? Was what
happened all part of a plot to defraud? I don't think so. I think
Rex probably started out with good intentions. But to make that
dream happen, he lied to build himself up, to give himself the
credibility and reputation he needed. As plans failed, as others
didn't respond to his dream, as the money didn't come in, Rex
didn't stop to pull out, he didn't do a reality check. Instead, he
kept furnishing his dream with still more hopes, and then, because
reality didn't nourish them, he kept watering those hopes with more
lies.

That was just the first big lie I experienced.
The second seemed even bigger—and I lost even more.

It all started innocently enough in the early
spring of 1985, about two years after the travel program with Rex
fell apart. I had developed doll ideas with a doll designer whom
I'll call Sarah, and we had signed a contract with a small national
company to produce them. I was also working as a writer, and I had
left some of my brochures at a social gathering sponsored by the
San Francisco Chamber of Commerce.

I got a call from a man whom I'll call Richard.
He had seen my brochure and was looking for a partner to seek an
educational contract. He had a background in education, he said,
and needed someone to help write the proposal. As we talked about
collaboration, he mentioned that he was trying to get a children's
book he had written published. I mentioned the dolls. In fact, I
said, I had written a children's book based on them, and would he
like to see it? Sure, he said, and so our star-crossed venture
began.

Soon, the idea of collaboration on an
educational project was left behind. Richard was excited about my
children's book based on the dolls, which at that time I called the
Little Devils. They had been inspired by my research in shamanism,
which involved studying with a shaman who would go out into the
countryside and work in the darkness, calling on the forces of
nature. This gave me the idea for some dolls that represented the
mischievous or unpredictable qualities of nature. Sarah, the doll
designer, had helped to turn these ideas into cute, sprightly
characters. My book was about how these little creatures might pop
up just about everywhere.

Richard found the idea charming. In fact, he was
so excited that he said he would put his own book idea on the shelf
and publish my book first. His proposal seemed like a dream from
heaven. It was the perfect tie-in to help promote these dolls, and
he assured me he had the publisher and artist lined up.

As is often the case, it took me a while to
realize I was being lied to, because, as I later discovered in my
research on lying, it is far easier to lie than for the receiver to
perceive the lie.

So the chain of lies I followed began. At first,
everything seemed quite normal, though in retrospect, I realize I
might have seen warnings along the way. Richard brought over a book
contract for me to sign, explaining that he hoped to keep things
informal and friendly, without any lawyers, and I agreed. Then he
seemed a little unclear about how much my royalty would be. "It is
my first book, and I want to do what's fair," he explained, and
finally we came up with a figure based on what I had received for
other books.

So far, so good, I thought, but then, slowly,
step-by-step, the changes began. The first came soon after Richard
introduced me to the illustrator for my book. The samples of her
previous works looked great, as did a few rough sketches of
illustrations for my book. But a few days later, Richard informed
me that he had decided to find another illustrator because he
thought her whimsical sketches looked too deformed. "But it will
just cost us a few days' delay," he assured me. Sarah agreed.

Richard then suggested other changes. He worried
about the name of the dolls—the Little Devils. Would this offend
the Christian market? I tried to explain that most people thought
the dolls were humorous, mischievous little figures of fun; but he
told me his "people" thought the name would hurt sales. I agreed to
talk to the doll manufacturer to see what the company head and the
national sales manager thought. "Call them whatever you want," they
responded.

Then Richard had other concerns. Now, he said,
his "people" were worried about the devil tails on the dolls. Even
if the name were changed, the tails still suggested "Little
Devils," and his "people" thought this should be changed. I talked
to the doll manufacturer, and again they were willing to go along.
They were excited by the prospect of a book based on the dolls and
the possibility of selling the two together, so again they told me,
"Sure, do whatever you want to do."

Richard proposed still more changes, and soon he
was calling the doll manufacturer directly, as well as reviewing
his thoughts with the doll designer. The manufacturer wasn't sure
whether to deal with him directly, but I said go ahead. When his
illustrator came up with a different face for the dolls, the
manufacturer seemed willing to go along. "Just send us the final
images in time for us to make models for our catalog," the
manufacturer said.

As this was going on, a few weeks before the
catalog deadline in early April, Richard had suggestions for my
story. His "people" thought it was too long and had too many
characters. And be-sides, it might seem more believable and
realistic if . . He listed a few changes he wanted. Because I said
I was busy with other deadlines, he told me not to worry. He would
make the changes he suggested and show me a draft. But when I saw
it, I hardly recognized my original story. My fantasy characters
had taken a little boy off to a secret world of adventure. But the
fantasy characters in this story had appeared to help the boy
celebrate a birthday. "Oh, don't worry about it. You'll still get
the credit and the royalty for this," said Richard.

I was stunned. It was as if Richard were
inviting me to put my name on someone else's story. At the time I
felt I had no choice, because he was the publisher.

The only problem, as I later found out, was,
there was no book. It was only a dream in Richard's eye, because he
did not have the money to publish any book. The "people" he spoke
of so grandly as part of his publishing company were really just a
husband-and-wife team who ran a small contract publishing venture
and were going to publish the book only if they were paid. In the
middle of these negotiations Richard had lost his paying sales-rep
job for a big company, and he had been stringing the publishers
along for about six weeks, promising payments that didn't come. His
new "illustrator," whose art was supposed to define the final look
of these dolls, was just an elementary-school teacher who did
amateurish black-and-white sketches.

Unfortunately, when I agreed to Richard's latest
request for changes, we were also just days away from the
manufacturer's catalog deadline. Supposedly, the dolls now had a
new name, a new story, and new characteristics. But what of the
final art? "Don't worry," Richard assured me and the manufacturer.
His artist was working on it and he would rush the art to the
manufacturer in time.

About two days before the deadline, Richard,
agitated and upset, appeared at my house with the doll designer. He
spoke darkly of how the publisher he had trusted was trying to take
the manuscript and publish it himself and was withholding the art.
But he and Sarah had just been to a lawyer. He had written a strong
letter to the printer threatening a suit if the art and manuscript
were not returned, and Richard was confident the problem would be
resolved successfully.

I was confused. Why hadn't Richard told me
directly? Why had he and the doll designer seen a lawyer?

Besides, Richard hinted darkly, now that he and
the designer were working together and there had been all of these
changes, it was hard to say whose dolls or story these were
anymore. He didn't come right out and say it, but there was the
implication that maybe my contract with the manufacturer and the
copyright on the original dolls no longer covered the new dolls and
story. "You just provided the concept," said the doll designer,
"but I made the dolls, and you acted as my agent in selling them."
"But then," Richard quickly added, "we really want to be fair. We
don't want to try to take anything from you. Even if the ownership
and copyright are unclear, you would still get the same 5050 split
on the dolls under your contract with the manufacturer and the
royalty on the book. Even if I did a lot of rewriting, I still want
to give you that. So we're not taking anything away from you, and
we just all need to stick together."

Richard's proposal hit me like a brick. He was
claiming to be fair. We're not taking anything away from you, he
had said. Yet the underlying, sinister message from the two of them
was that if I didn't agree to go along and not contact the
manufacturer, I might lose my claim to the dolls and the book
entirely for there had been all these changes. Taken together, they
had totally transformed the original concept of the dolls. They had
turned the original mischievous little creatures I imagined into
something bland; and I thought Richard's rewrite of my story was
simpering and dull.

Reluctantly, concealing my anger, I agreed to
Richard's proposal. Yet I could hardly believe the transaction and
felt totally betrayed, not only by Richard, but also by the doll
designer. I realized I had made this whole thing possible by
wanting to be fair myself. I had originally paid the doll designer
to make models for me; and though I didn't have to, I had offered
her 50 percent of the returns for selling the designs. Now,
inspired by Richard, she had decided she had been the creator of
the dolls and I was just the agent.

Looking back, I realize I could have stopped the
process and stepped out of the web of lies by telling the
manufacturer that it looked as if the book and art might not be
done on schedule, so let's go back to the original concept.
Instead, I felt I had no power because I had let Richard and the
doll designer take it all away, since I feared that if I tried to
do anything I would only lose it all.

Thus, as Richard and the doll designer asked, I
did nothing, and for weeks I was too furious with the doll designer
to even ask her where she stood. I just assumed she fully
understood and agreed to what was going on, although later I
discovered that Richard had lied to her, too.

In the end Richard missed the art deadline, so
the manufacturers didn't put the dolls in their catalog and
eventually decided not to do them at all. Richard never did publish
any book.

It was only a few months later when I spoke to
the printing company Richard worked with and about a year later to
the doll designer that the whole truth came out. In reality, the
printers were not trying to steal any manuscripts or illustrations
from Richard; they just weren't going to publish anything unless
Richard paid for costs to date. The art wasn't publication quality
anyway, just the amateurish line drawings that one of the printers
showed me when I met with her to find out what had gone on. Later,
when I met with the designer, she told me how Richard had convinced
her that the only way the dolls would come out is if there was a
book, and then he had even suggested that she drop the arrangement
with me entirely. As she told me, "He said I was only getting 50
percent under the current contract. Wouldn't I like to get 100
percent?" She didn't think that was right, so they made the offer
they did.

The whole thing unraveled because the book
itself was only a fantasy and Richard had pulled both me and the
designer into it with all his lies. When reality finally set in, as
in the case with Rex, all hopes collapsed, and for a while I felt a
sense of numbness and shock. How could someone do this? Richard
didn't even apologize or express remorse. He didn't even seem to
realize what he had done wrong or have any awareness or concern
about the wake of destruction he left in his path.

For me it was a powerful lesson about the
destructive power of lies and the need to be cautious in knowing
whom and how and when to trust. I have moved on to create other
dolls and children's stories, and have avoided the same kind of
traps, but I still have the Little Devils sitting on my shelves as
a reminder.

About two years ago, I had my third encounter
with the big lie, which finally inspired my research and this book.
In this case, I did detect the lie. But I was puzzled in deciding
what to do about it. Should I confront it? Should I bring it out in
the open? Should I help the person I was certain was lying save
face? Should I act as if I didn't know when I knew?

What happened was this: I had ghostwritten an
article for a long-term client. He was a friend of other clients,
in fact, referred by them, and he referred me to others. There had
been no problem until he gave me incorrect instructions about
something he wanted me to write. When he discovered the error, he
wanted me to rewrite the project. Sure, I told him and quoted the
cost. At first he resisted. He thought I should just write it
again, because it was wrong. He tried to suggest it had been my
fault, so I should do this for free. When I pointed out his wrong
instructions, he proposed I do it for half price. After I explained
I would have to start the project from scratch, he reluctantly
agreed to pay the whole thing. So I went ahead.

A few days later, he arrived to pick it up. He
reached into his pockets to pay, then pulled his empty hands out,
saying he had forgotten his cash. "But I have a checkbook in the
car," he said brightly, and, taking the manuscript, he went out to
get it. About a minute later, he was back, saying he didn't have
his checkbook, either. But he said he would come back with the
money later that night.

What should I do? He waited for my response. In
those moments, marked by an eerie stillness, as if truth were
hanging in the balance, I knew—just knew to an absolute
certainty—that this man was lying. And I knew why: He didn't want
to assume the responsibility for the wrong instructions, even
though he acknowledged them, because he didn't want to pay any
more.

Could I really confront a client I had worked
with for years and tell him he was lying? Would he even admit it if
I did? Or was it better to just accept the immediate loss of money
and hope for future gains?

The incident lingered with me, because I felt I
was not only tricked by this lie, but I had let myself be
tricked.

As I suspected, the man—I'll call him Jack—did
not show up that night. When I called him the next day, he had an
excuse. His car had broken down, he had been late, he couldn't get
over. But tomorrow or the next day, he would be in San Francisco
again, and then he would bring over the cash.

Needless to say, he did not, and over the next
couple of weeks there were more promises made and broken. I never
confronted him with my suspicions in order to get to the bottom of
what happened and his reasons for doing it.

And I never was paid, although I did express my
suspicions to his friends after he moved and got a new phone
number, and I wasn't able to reach him. But all that did was feed
his hostility toward me. It came in the form of whispered
complaints about me to discourage other clients, and he never did
ask me to write anything else for him again. For a long time, this
resolution felt unsatisfying and incomplete because I hesitated to
do what I really wanted to do in the first place—bring out the lie
and talk about the reasons motivating it in order to achieve some
mutually agreed upon resolution.

For me, healing came eventually through
developing this book. In the travel program and doll scenarios, I
hadn't been aware of the lies or had been unwilling to see them
until too late. But in this case, I had been aware, and still I
felt confounded and puzzled by the question of what to do. This led
me to start thinking about the problem of lying in general. Can we
tell when others lie? When do they? And when we know or suspect,
what should we do?

This book reflects the results of these
ruminations and my interviews with dozens of people formally and
informally about their own experiences in lying or being lied to by
others.

It begins with an overview of the pervasiveness
of lying today and throughout time, then looks at the range of lies
and reasons for lying. Following chapters deal with the different
types of lies that occur in different situations—ranging from
dealing with strangers, salespeople, and officials in everyday
settings, to encounters with work and business associates, friends,
relatives, parents
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