
        
            
                
            
        

    



 
   [bookmark: _Toc433911924][bookmark: _Toc433981802][bookmark: _Toc437878838][bookmark: _Toc437879521]How to Analyze People
 
    
 
   [bookmark: _Toc433911925][bookmark: _Toc433981803][bookmark: _Toc437878839][bookmark: _Toc437879522]Analyze & Speed Read People with Human Psychology, Body Language, and the 6 Human Needs
 
    
 
   By Michael Draper
 
   



  
 



 
   Contents
 
   [bookmark: toc]Introduction
 
   Chapter 1 – Know Thyself to Know Otherself
 
   Know Thyself
 
   Exercise & Practical Application
 
   Strangers versus Friends
 
   Example One
 
   Example Two
 
   Example Three
 
   Example Four
 
   Exercise & Practical Application
 
   The 3 Elements of Practical Psychology
 
   Exercise & Practical Application
 
   Chapter 2 – What Every BODY Is Leaking
 
   Why is Body Language a Great Way to Analyze Someone?
 
   Factors That Affect Body Language
 
   Limitations
 
   Personal Space
 
   Eye Contact
 
   Pupil Size
 
   Eye Contact
 
   Posture and Position
 
   Facial Expressions
 
   Macro v. Micro Expressions
 
   Exercise & Practical Application
 
   Example One
 
   Example Two
 
   Example Three
 
   Answers
 
   Chapter 3 – Companions: Language, Clothes, Music, and Peer Groups
 
   Analysis versus Judgement
 
   Clothing and Appearance
 
   Verbal Expression
 
   Taste in Music
 
   Habits
 
   Peer Group
 
   Proximity
 
   Chapter 4 – The Six Human Needs
 
   The Six Human Needs
 
   The Four Primal Needs
 
   The Two Spiritual Needs
 
   The Prioritization of Needs
 
   Exercise & Practical Application
 
   Worked Example
 
   Situation One
 
   Situation Two
 
   Stranger versus Friend
 
   When Needs Are Met Negatively
 
   Needs Addiction
 
   Chapter 5 – Values, Beliefs, and Attitudes
 
   Beliefs
 
   Values
 
   Attitudes
 
   How this Relates to the Six Human Needs
 
   Exercise & Practical Application
 
   Bottom Lines
 
   Exercise & Practical Application
 
   Chapter 6 – Transactional Analysis, the 3 Ego- States, and the Stroke Economy
 
   Transactional Analysis
 
   Parent
 
   Child
 
   Adult
 
   Berne and Freud
 
   Identifying the States
 
   The States in Interaction
 
   Worked Examples
 
   Types of Transactions
 
   Worked Examples
 
   Example One
 
   Example Two
 
   Example Three
 
   Example Four
 
   Exercise & Practical Application
 
   Putting Theory into Practice
 
   A Closer Look - Scripts
 
   Case Study – Mary
 
   The Stroke Economy
 
   The 5 Rules That Will Make You Miserable
 
   Exercise & Practical Application
 
   An Alternative Way
 
   Exercise & Practical Application
 
   Situation One
 
   Situation Two
 
   Situation Three
 
   Situation Four
 
   A Closer Look
 
   Case study – Robert
 
   Chapter 7 – The Drama Triangle
 
   Introducing the Drama Triangle
 
   A Brief History
 
   The Drama Triangle
 
   The Three Roles
 
   Worked Example
 
   The Winner’s Triangle
 
   The Three Roles:
 
   A Closer Look
 
   Case Study – Mandy
 
   Case Study – John
 
   Case Study – Rachel
 
   Chapter 8 – Further Reading
 
   Body Language
 
   Habits and Tastes
 
   The Human Needs
 
   Transactional Analysis
 
   The Stroke Economy
 
   The Drama Triangle
 
   Conclusion
 
   FREE BONUS
 
   SNEAK PREVIEW: The Science of Body Language
 
   What is body language?
 
    
 
   



  
 

[bookmark: _Toc437879523]Introduction
 
   Are you having trouble understanding why the people around you behave the way they behave? Finding it difficult to get inside your kids’ heads and discovering what makes them tick? Want to be more successful at work and feel that your people skills could do with a bit of work? Need some help with the romance side of things but find you’re bewildered by the opposite sex? Whatever your reason for seeking out this knowledge - this book is here to help!
 
   In a world where communication is key to success, and comprehension is the key to communication, we’re here to take the sting out of analyzing people using a range of theories to underpin how you can practically improve your ability to understand what motivates people, why they behave the way they do, and ultimately, how you can thus get along better with others. A word of warning though; you’re bound to understand yourself to a greater degree once you’ve finished reading!
 
   The principles here are designed to cover any type of relationship, this book will begin with ways to analyze people that you’ve just met for the first time or have only begun contacting regularly, through their body language, and will progress through to higher levels of intimacy in relationships. Throughout the book we will be covering: analyzing someone from their tastes, habits, and appearances, the six human needs, beliefs and values, and concluding with common theories of psychology and psychotherapy that will allow you to understand the driving forces in people around you. 
 
   The book is set out in clear chapters, and at the end of each topic you will find an ‘Exercise & Practical Application’ section which provides you with exercises, actions, or things to think about so you can apply what you’ve learned and progress towards successfully analyzing people. Buckle in!
 
   



  
 

[bookmark: _Toc437879524]Chapter 1 – Know Thyself to Know Otherself
 
    
 
   This chapter will address the following points:
 
    
    	Understanding the self in order to understand others
 
    	An outline of what we can use to understand others
 
    	Different approaches when analyzing people you know well from those you don’t know quite as well
 
    	The three elements of practical psychology
 
   
 
    
 
   
  
 

[bookmark: _Toc437879525]Know Thyself
 
   People with a better understanding of themselves are in a greater position to understand others. This holds true in two ways. 
 
   The first is that to be able to follow the internal processes of another person, we must first understand how these internal processes work. If we understand that someone’s insecurities affect the way they behave, we know that this will also hold true for ourselves. If we know and can recognize that this is played out in someone’s behavior by self-effacing body language and lack of eye contact, we must realize that our own physical behaviors are expressions of our underlying self-belief. This is why all the material in this book will be as applicable to you on an individual and introspective level, as much as it will be for you to understand others better.
 
   It might be a difficult truth to hear, but those who tend to struggle to analyze and understand people’s behaviors often lack an understanding of their own internal processes and thought patterns. If you truly want to have the ability to analyze other people well and accurately, you will need to be able to come face to face with your own fears, prejudices, and motives first. If not, you will simply be seeing others through the lens of your own fears, insecurities, and prejudices without you knowing it and this will create a false image in your head, of others.
 
   The second way that knowing yourself holds relevance to understanding others is the fact that you have an effect on other people (directly or indirectly), and to understand this effect you must be able to understand your own behavior. Your significance to that person, your communication style and the way you present yourself, consciously or unconsciously, will alter the behavior of the person or groups you are communicating with. If you are acting stern, formal, and in a disciplined manner, those you are interacting with will tend to adjust their communication style to suit. If you are acting joyfully, happily, and laughing a lot, again, this will thus affect how the other parties you are communicating with reciprocate. 
 
    
 
   
  
 

[bookmark: _Toc437879526]Exercise & Practical Application
 
   In order to understand how your behavior affects those you interact with, think carefully about the difference in how you behave when communicating with the people listed below in your life:
 
    
    	Your partner
 
    	Your children, if you have them
 
    	Your boss
 
    	The school teacher you feared the most
 
    	Your mother
 
    	Your father
 
    	Someone you don’t like or don’t get along well with
 
    	Your best friend
 
   
 
   You should be able to reflect and observe that the roles and behavior of these people altered the way that you have presented yourself to them and continue to do so. A great exercise is to reflect on the possible roles you may have for others and how that affects the way they behave around you. 
 
    
 
   
  
 

[bookmark: _Toc437879527]Strangers versus Friends
 
   It will come as no surprise to you that the way you analyze someone will depend on how well you know them, as well as your motivation for wanting to do so. These two factors will determine the material that you’ll have to work with when undertaking your analysis, and ultimately decide the methods and information you will use in helping you better understand what they’re telling you and what makes them tick. Four examples are illustrated below to explain this idea a bit clearer:
 
    
 
   
  
 

[bookmark: _Toc437879528]Example One
 
   You’ve met someone for the first time, and you want to know if they’re interested in you.
 
    
 
   Relationship: Recent and surface
 
    
 
   Motivation: You find them attractive but you want to know more about them before you make a move. You also don’t want to misread the situation and make a move if they’re not interested in you. 
 
    
 
   Material for Analysis: You’ll be looking at their body language, their appearance, their language, and to some extent their tastes. You won’t know enough about them to analyze their relationships or their history, but you may pick up some nuggets of information in early conversation that will be useful.
 
    
 
   
  
 

[bookmark: _Toc437879529]Example Two
 
   You have a business opportunity in mind and you’re considering sharing it with a colleague.
 
    
 
   Relationship: Medium-term and fairly surface
 
    
 
   Motivation: You’d like to find out if they have the necessary qualities to be a good business partner, whether you’ll work well together, and how you should approach them in a way that will garner a positive response.
 
    
 
   Material for Analysis: Body language, tastes, habits, language, a small amount of  knowledge of their personal life and past, some insight into what motivates them and what their focus is.
 
    
 
   
  
 

[bookmark: _Toc437879530]Example Three
 
   You’ve been with your partner for a year now and it is getting serious and you’re considering asking them to move in with you. 
 
    
 
   Relationship: Medium term and involved
 
    
 
   Motivation: You want to decide if it’s a good idea to move in together. You’d like to gauge their probable response and how to suggest this idea to them.
 
    
 
   Material for Analysis: Body language, tastes, habits, language, quite a bit of knowledge about their personal life and past, a lot of insight into what motivates them, their focus, and how they attain their needs. Friends and family can be a potential source of information. 
 
    
 
   
  
 

[bookmark: _Toc437879531]Example Four
 
   You struggle to get along with your mother.
 
    
 
   Relationship: Long term, deep
 
    
 
   Motivation: You want to improve the relationship and understand why you have had difficulties in the relationship to date.
 
    
 
   Material for Analysis: Body language, tastes, habits, language, a lot of knowledge about their personal life, their focus, and how they attain their needs, but you may be lacking insight into what truly motivates them. 
 
    
 
   As you can see from these examples, you’ll need to keep those three factors; relationship, motivation, and material, in mind when you’re approaching your analysis, as they’ll determine which methods you can use that are detailed later throughout the book. 
 
    
 
   
  
 

[bookmark: _Toc437879532]Exercise & Practical Application
 
   Consider three people that you could benefit from by understanding them better. What is the nature of your relationship? What’s the motivation behind digging deeper into this relationship? How will this affect the material you have available to you to perform an analysis?
 
    
 
   
  
 

[bookmark: _Toc437879533]The 3 Elements of Practical Psychology
 
   Business and life strategist Anthony Robbins began writing books and conducting several full day seminars decades ago and has helped millions around the world discover and achieve what it is that they’re looking for in life. What he teaches and preaches makes intuitive sense and has worked for millions of people. We will be leveraging some of his ideas to help us understand what motivates us, as well as other people. Why re-invent the wheel when someone has already made a successful carriage that works right?
 
   Psychology is a rather complicated field, we’re not going to go into great depth on it in this book as it isn’t necessary, but what we will do is share with you what is needed to increase your skills of analysis and comprehension. The three elements of practical psychology are tremendously helpful when it comes to understanding how people are wired.
 
    
 
   (1) What stops us from moving forward is fear. Fear is crucial. Without it, humans would never have lived long enough to evolve into what we are today. Having zero fear of a sabre toothed tiger was a recipe for instant disaster, dismemberment, and most likely death.
 
    
 
   Things have changed since the Stone Age however and fears do not play a crucial role in our survival. Despite this, it has stuck around as it has been biologically wired into us and causes emotions ranging from apprehension through to panic, in a large percentage of the population. Understanding fear is crucial to understanding people. 
 
   The two primary fears that we face today are the: (1) fear that we are not enough and (2) the fear that we won’t be loved. These are both instinctual fears related to survival that plays out in a variety of situations. What used to be a fear that we could not run fast enough to catch a deer to feed ourselves and our family has evolved into a fear that we might miss a deadline at work, lose our job, and be unable to feed ourselves and our family. What used to be a fear that we would be abandoned by our tribe and perish alone in the wild has now become a fear that we won’t feel loved and valued by those around us and thus feel dejected and alone. 
 
   For those of you wondering, okay great, now what are we meant to do with this irrational fear? Well, the best answer is to dance with it. 
 
   If you will imagine two people ballroom dancing, perhaps they are doing the waltz in this instance. The man will lead the dance whilst the woman follows his lead. Consider the man in the waltz representative of fear, and consider the woman being you. The waltz or dance itself represents life, it continues on until the dance is finished. You will always be there and so are your fears, as the man leads the dance, if you resist and try to pull yourself to head in a different direction, the waltz will not go as smoothly as it can. If however, you give in, and follow the lead of your fears then the dance is well-performed. You don’t spend excessive energy fighting it and getting nowhere but instead conserve your energy and achieve more. 
 
   What we fear doing most is usually what we most need to do and thus when we lean into our fears and conquer them, that is when we begin living and leading the lives that we know we are capable of leading. 
 
    
 
   (2) What controls and determines the quality of our lives is the meaning and emotion we associate to events.
 
    
 
   The meaning that we give to certain events and situations in our lives is molded by three elements. The first is the pattern or habit of physiology we attribute to an event. In simple terms this is our physical reaction to something. So if we slump our shoulders, position our head down, we’re exhibiting a low energy response and associating to the event a negative meaning, whether consciously or subconsciously. This is clearly noted by others observing your body language as well.
 
   The second element is the language we tend to use in relation to an event. This too can be either positive or negative: take ‘Why does this always happen to me?’ in contrast to ‘How can I use this experience to move forward and improve my situation?’ The former question disempowers you and makes you a pity victim, the latter is far more empowering and allows you to grow from the experience and make the most from it.
 
   The third molder of meaning is our focus. There are different elements to each situation in our lives, what we choose to focus on will play a large part in the meaning we give it. Wherever focus goes, energy flows. If you are consistently focusing on what is missing from your life you will act significantly different as opposed to someone who consistently focuses on the abundance and opportunities they are grateful for in their life, past or present. 
 
   What do depressed people tend to focus on? The things that are missing from their life, they focus on the lack of relationships, connection, success or whatever else that is missing. What do happy people focus on? They focus on all the positive aspects of their lives, they focus on being grateful for the house they come home to everyday, the meals they enjoy throughout the day, and the company of others.
 
   By observing how these three elements play out in others, we can reach a deeper understanding of how they view the world, and how they habitually react to certain situations.
 
    
 
   (3) Why we do what we do is based on the Six Human Needs.
 
    
 
   Human beings have six needs in life, and their actions and decisions are based on meeting these core needs; understanding them is therefore the key to analyzing another person successfully. These are crucial and will be addressed later in greater depth and detail. For now however, these six human needs are: certainty, uncertainty, significance, connection/love, contribution, and growth. 
 
    
 
   
  
 

[bookmark: _Toc437879534]Exercise & Practical Application
 
   What are your greatest fears? 
 
    
 
   How do these fears affect your behavior and actions and how have they been holding you back?
 
    
 
   With this in mind, think of someone who you are close to. What do you think they are most afraid of, and how does this play out in the way they have behaved in the past and present?
 
    
 
   Think of a situation you generally find yourself in where you are in a positive mood (joyful, happy, at peace, laughing), then think of another situation where you are generally in a less than ideal mood (bored, frustrated, angry, sad). Now for these two situations consider the three elements used to distinguish your meaning and emotion associated to these situations.
 
    
    	What is your body language or physiology like when you are in these situations?
 
    	How does your language change? What words, phrases, or questions do you generally say to others or yourself?
 
    	What are you focusing on in these situations? Are you thinking a lot or are you grounded in the present moment? Are you focusing on what’s missing from the situation or what’s already there?
 
   
 
   



  
 

[bookmark: _Toc437879535]Chapter 2 – What Every BODY Is Leaking
 
    
 
   This chapter will address the following points:
 
   1.   Why body language is a great way to analyze someone
 
   2.   Factors that affect body language analysis
 
   3.   The limitations of body language as a means of understanding someone
 
   4.   Personal space
 
   5.   Eye contact
 
   6.   Posture and position
 
   7.   Facial expressions
 
    
 
   
  
 

[bookmark: _Toc437879536]Why is Body Language a Great Way to Analyze Someone?
 
   When you are gathering information about somebody so that you can understand them, body language is an essential component. People express themselves in many ways, and body language can be the most unplanned or subconscious form of self-expression; many gestures, glances or movements happen without us realizing it and will allow an observer to pick up how we are truly feeling or thinking despite whatever it is that we are saying. With this is mind, its worthwhile taking the time to notice how your own body responds when you are speaking and whether this conveys what you are thinking or saying; you may realize that you could be giving out mixed messages without even being aware of it.
 
   Analysis of body language is especially helpful when you are trying to decode someone that you have just met. You may not have engaged in conversation yet, but straight away you can pick up information about them from the way they hold themselves, how they look at you and others, their facial expressions, and how close they are to you or the people surrounding them. Reading body language can also be helpful for interpreting people that you know a bit more about, or even people you know really well. For instance, if you know a friend or colleague stands in a certain way, or holds a certain body part when they are feeling anxious or uncomfortable you can then enter the conversation and come to their rescue.
 
   You can use your knowledge of the person and combine it with how they are presenting themselves with their body language to get a better understanding of them; over time, you can become familiar with the patterns of how they express themselves through body language. For instance, you notice a pattern: every time your friend is feeling sad they avoid eye contact with you, or every time your spouse is angry with you he holds himself in a rigid posture and prefers to stand rather than sit down.
 
    
 
   
  
 

[bookmark: _Toc437879537]Factors That Affect Body Language 
 
   There are many factors that will affect how somebody expresses themselves through body language, and there is not one clear-cut rule that specifies that a certain movement, posture, or expression means a certain thing. As individual preferences vary naturally from person to person, you will find that there are significant differences between the ways that people from different cultures express themselves physically. For example, in Finnish culture, open and direct eye contact is a way to be friendly, whereas in Japanese culture this could be a sign of anger or aggression.
 
    
 
   
  
 

[bookmark: _Toc437879538]Limitations
 
   Body language by itself will not be sufficient to fully analyze another person, but it can be a great starting point and foundation for doing so. When coupled with the other elements that are discussed over the course of the book, you will be able to piece the puzzles together and create a complete picture of a person, as such, it is an incredibly helpful tool and one you will want to consciously look out for in future interactions as this will train you to focus and notice the subtleties of body language. This will also in turn help you be more aware of your own body language during communication to ensure you aren’t giving off a different message than you intend to.
 
    
 
   
  
 

[bookmark: _Toc437879539]Personal Space
 
   Also known as proxemics, the study of the distance between people can be a useful marker of the status of the relationship between people. It also serves as a telltale sign of the message they are consciously or subconsciously sending to the other person. The anthropologist who coined the term ‘proxemics’ in the 1960s, Edward Hall, came up with a range of distances that are appropriate for people in a given relationship, or in a certain mode of communication:
 
    
    	Intimate: touching – 1.5 feet
 
    	Personal relationships, close friends or family: 1.5 – 24 feet
 
    	Social, for acquaintances: 4 – 12 feet
 
    	Public, for public speaking: 12 – 25 feet +
 
   
 
   This is just a rough guideline for getting an overall impression; if two people are standing inches apart while conversing there’s a good chance they’re in a state of intimacy, but even lovers will stand 10 feet apart and talk sometimes. As with all interpretations of body language, the whole picture must be taken into account to come to an accurate conclusion.
 
    
 
   
  
 

[bookmark: _Toc437879540]Eye Contact
 
   Also known as oculesics, the study of eye movements and a person’s gaze is another of the elements that contribute to nonverbal communication. There are several aspects that can be used in understanding someone’s eye movements during an interaction.
 
    
 
   
  
 

[bookmark: _Toc437879541]Pupil Size
 
   The first, and most subtle, is the dilation and contraction of the pupil. You’ll have to be pretty close to the person to notice this, and it’s easily misread as it can also happen in response to changes in light or focus, but the most notable instance is when a person’s pupil dilates significantly in response to fear, anxiety, arousal, desire, or anger. 
 
   This happens as adrenaline is released into the blood stream to ready the body for a ‘fight or flight’. And from a biological perspective, the pupil is then more sensitive to visual surroundings and can help the person navigate their way out of harm’s way. The police do not hold a flashlight to people’s eyes for no reason; they are doing it so that they can determine the size of their pupil and to see if they have been under the influence of any drugs.
 
    
 
   
  
 

[bookmark: _Toc437879542]Eye Contact
 
    
    	Looking down: In many cultures this can be a sign of subservience or respect, but can also be a sign of fear or submission, or even shame or guilt. 
 
    	Looking up: This isn’t a clear indicator as its meaning varies depending on the person; it can mean that they are bored and subconsciously displaying it, or trying to remember something. If someone has their head tilted downwards and they are looking up through their lashes, it can be a flirty expression that suggests sexual communication.
 
    	Moving the eyes from side to side: This indicator has a wide range of meanings. A swift lateral movement can be an indicator that the person is lying, but isn’t a sure sign so don’t start accusing people of this based purely on this eye movement. A look to the side can also signal a loss of interest or them being distracted by something else in the background. It is also related to the recollection of sound; a look to the left may mean someone is trying to recall an auditory memory, and to the right that they are actually hearing the sound in their head.
 
    	Gazing: A gaze is a prolonged contact with something, and differs from a stare. It indicates interest, and can suggest sexual communication depending on context. The gazer generally maintains the gaze on the subject when they are not looking or aware over a period of time.
 
    	Staring: Prolonged eye contact with widening of the eyes, a stare can be a sign of aggression, deceit, or affection; it also conveys interest in the object. Staring differs from a gaze as eye contact is generally maintained even if the subject returns eye contact.
 
    	Glancing: A glance at something can often mean an unspoken or subconscious desire for that thing; a glance at someone’s lips in conversation could mean they want to kiss them, or a glance at the refrigerator could express hunger. This is a great cue to look out for when interacting with others, especially when it comes to ending an interaction. People will tend to look at their phones or watches for the time, or their eyes will begin to trail off and pay more attention to outer surroundings.
 
    	Closing the eyes: This could mean that the person is shutting off their vision so they can concentrate on something and think more clearly. It can also be a sign of guilt and shame, as well as disgust, anger, or impatience in the form of a prolonged blink.
 
    	Tracking with the eyes: If someone is following another person with their eyes, it indicates interest. This is not necessarily positive interest; it could be suspicion or distrust.
 
    	Squinting: This can be an indicator that the person is disbelieving or doubtful, especially when combined with a frown. On the purely physical side, it often occurs when someone is trying to observe something closely, be it physically or mentally.
 
    	Winking: This can often be an indication of humor, that the person is concealing something or meaning something other than what they say, a communication of sexual interest, or even a simple hello.
 
    	Blinking: Rapid blinking can mean confusion or anxiety, as well as arrogance in some situations. A lack of blinking is one characteristic of a stare.
 
   
 
   
  
 

[bookmark: _Toc437879543]Posture and Position
 
   The way that someone holds themselves is usually a great indicator of what they are thinking, and the attitude they hold towards a person or situation.
 
    
    	Standing: In certain contexts, standing is considered to be a sign of dominance. If you remember back in school, a teacher would ensure they were at a higher level than you were, especially if they were trying to assert their authority. This occurs with the students all seated in their chairs whilst the teacher lectures with the aid of a blackboard or whiteboard.
 
    	Sitting: Conversely, a position that involves being lower than the other person suggests a lack of confidence, a submissive attitude, or lower status. This isn’t always the case, of course, as people of equal status who are comfortable around each other may not feel the need to assert their status over each other, and will take either position comfortably. 
 
    	Slumped: If someone has rounded shoulders, and has collapsed in their torso so they’re not sitting upright, this closed body posture communicates either a lack of confidence or a submissive and relaxed attitude.
 
    	Open: The opposite is true for someone with their shoulders back, head upright, and chest out; this is an expression of self-possession and confidence. The subject is exposing one of the most visual parts of their body by extending their chest out and this conveys their confidence. 
 
    	Gesturing: Someone who is confident or dominant will tend to feel more open to expressing themselves in large gestures with their hands and arms. They may also introduce more physical touch in their style of communication.
 
    	Handshake: A firm handshake with the palm on top of the other persons can be an expression of confidence and a desire to be dominant in a relationship.
 
    	Placement: Someone who is feeling dominant will tend to try and be at the head of a group, and walk through doorways first.
 
    	Crossed arms and legs: This can be a sign of defensiveness or lack of confidence, as well as a sign of hostility, unfriendliness, or disagreement. This one is often taken to be a sign of negative body language however you must remember that the person may simply be comfortable crossing their arms and legs so the context of the pose must be taken into account.
 
    	Postures of sexual interest: In general, a male who is expressing attraction will lean forward and turn his torso to the object of his interest; a woman is more likely to turn her torso away, point her feet in the man’s direction and lean back slightly.
 
    	Restlessness: Bouncing a leg, twitching a foot, swinging the legs and other forms of an inability to sit still are often a sign of anxiety or excitement, although this can be an expression of boredom too. A full analysis of the person’s behavior will be required to come to an accurate conclusion. Many people tend to partake in these actions simply as a form of habit so keep an eye out for this over multiple interactions.
 
   
 
    
 
   
  
 

[bookmark: _Toc437879544]Facial Expressions
 
   Facial expressions are an incredibly complex manifestation of emotions and thoughts, but there are some basic rules that can be used as guidelines.
 
    
    	Happiness/Positivity: A smile in Western society is generally meant to express happiness, but it is only a genuine sign of happiness when the muscles around the eyes are engaged. You can see this by the wrinkles or ‘crow’s feet’ that appear at the corner of the eyes, as well as a horizontal narrowing of the eyes as the cheeks rise as a result of the broadness of the smile. Without these signs the person could be expressing courtesy or even sarcasm, but not genuine joy. In some Eastern societies, a smile can be interpreted simply as agreeableness and not necessarily a sign of joy or happiness.
 
    	Sadness/Negativity: The main transmitter of sadness is the area surrounding the eyes; the inner end of the eyebrows will be drawn up and inwards. The corners of the mouth may be turned down, and the lips may be pressed together with the bottom lip protruding out. Research has shown that this is the most difficult expression to fake.
 
    	Contempt/Hate: This will usually include a version of a half-smile where one corner of the mouth is drawn up, also known as a sneer. The eyes may be narrowed and the brows drawn together slightly with their cheeks slightly protruding in an emphasized manner. 
 
    	Disgust/Distaste: The eyebrows will be drawn together and down, and the cheeks will be raised. The nose is often scrunched, and the upper lip may be curled upwards exposing teeth that are clenched.
 
    	Surprise/Shock: The eyes will be opened wide followed by the eyebrows rising significantly. The mouth may also drop open slightly.
 
    	Fear: The eyebrows may be raised, with wrinkles running across them. The bottom eyelids will be drawn up in tension, and the upper eyelids may also rise, showing the whites of the eyes above the irises. The lips may be parted.
 
    	Anger: The eyebrows will be drawn down and inwards and the eyes will be hard, often narrowed. If the person isn’t speaking the lips may be pressed together, the jaw clenched and the lower jaw jutting forward. If the person is communicating verbally, their voice will most likely be raised.
 
   
 
    
 
   
  
 

[bookmark: _Toc437879545]Macro v. Micro Expressions
 
   A macro expression will manifest when the person is around people they feel comfortable with, or when they are able to express their emotions without censoring; they will often last for between half a second to five seconds.
 
   A micro expression lasts for only a fraction of a second, and usually occurs when the person feels the need to try and hide their feelings. They often happen without the person realizing, so can be a good way of reading someone’s underlying emotion when they are not openly expressing them. However, because they are fleeting and very quick, they can be difficult to catch.
 
    
 
   
  
 

[bookmark: _Toc437879546]Exercise & Practical Application
 
   Below are three descriptions of body language. See if you can work out what is being expressed, and compare it to the answers below.
 
    
 
   
  
 

[bookmark: _Toc437879547]Example One
 
   Sitting, shoulders slumped, arms crossed, legs crossed and one foot twitching. Lips pressed tightly, eyebrows drawn together slightly. The person places themselves in a position that keeps them a considerable distance apart from the people around them.
 
    
 
   
  
 

[bookmark: _Toc437879548]Example Two
 
   Speaking at a volume so they can be heard clearly by everyone they’re addressing, and broad gestures are made whilst speaking. Sitting but with an upright back and shoulders drawn back. Sometimes touches the person next to them briefly to emphasize a point. Eyebrows are relaxed and consistent eye contact is made with the person whom they are speaking to. They smile when appropriate and in a way that engages their whole face and narrows their eyes.
 
    
 
   
  
 

[bookmark: _Toc437879549]Example Three
 
   Standing with their feet apart, the person maintains consistent eye contact. The person speaks audibly with their arms crossed. Smiling but without engaging their eyes. Occasionally you may catch a micro expression where the eyebrows draw upwards and wrinkles form between them, the lips press together, and eyes widen. They maintain a noticeable distance between them and those around them.
 
    
 
   
  
 

[bookmark: _Toc437879550]Answers
 
    
    	This person is probably feeling anxious and insecure, isn’t feeling comfortable with the people around them, is lacking self-confidence, and isn’t feeling open to being approached.
 
    	This person is relaxed and confident, not feeling the need to exert dominance but naturally radiating a high status. They are comfortable in their own skin and are not feeling fearful of judgement. They are able to connect with others as a result of this.
 
    	This is an example of someone who is attempting to mask how they feel by appearing as if they are experiencing a different feeling. They want to seem confident and dominant, but are in fact slightly nervous and fearful or annoyed. They overcompensate by trying to be slightly intimidating.
 
   
 
   
  
 

[bookmark: _Toc437879551]Chapter 3 – Companions: Language, Clothes, Music, and Peer Groups
 
    
 
   This chapter will address the following points:
 
   1.   Using someone’s tastes and habits to better understand them
 
   2.   How someone’s clothing and appearance is a means of expression
 
   3.   Analyzing the use of language 
 
   4.   Links between music taste and personality traits
 
   5.   Analyzing one’s peer group to understand them
 
    
 
   When you first meet someone, you don’t possess a large array of information about them. You can begin by looking at their body language, which we’ve covered in the previous chapter. At the same time, you can start gathering information about them by the way they present themselves. You may analyze their clothes, their possessions, and their appearance, as well as the use of their language to learn more about them. You can also pick up pieces of information if you’re having a conversation with them that can help you; you can learn a lot about them from the people they choose to associate with, their habits, as well as their tastes.
 
    
 
   
  
 

[bookmark: _Toc437879552]Analysis versus Judgement
 
   When you’re using these types of external factors to analyze someone, it’s really important to stay focused on the idea that these things are only possible indicators of internal qualities. Making clear-cut judgements about a person based solely on their appearance and tastes is not a smart idea; rather, you should gather the information you can and use it to help you to create a wholesome picture of that person. Many celebrities portray an image of themselves to the media that helps them in their craft or artistry, however, this image is not truly representative of who they are or how they act in private. They merely use it as a tool to further their work or mission. 
 
    
 
   
  
 

[bookmark: _Toc437879553]Clothing and Appearance
 
   The way one dresses, styles their hair, whether they wear perfume, and their general level of personal grooming can be utilized as factors in your analysis of them. Many people use these things as a form of self-expression, so keep in mind that by dressing in a certain way they may be attempting to create a certain impression or self-image of them that may not be in-tune with their true internal state.
 
   Take for example a young woman going for an interview in an office that is mainly populated by men. She may choose to wear a pant-suit in a dark color, and a blouse that shows a small amount of cleavage; she could be dressing to give the impression that she means business, despite feeling intimidated. Studies have suggested that women who cover up their ‘womanly assets’ i.e., their breasts and the more curvaceous parts of their figure, are expressing a lack of confidence in their femininity: woman who are comfortable with showing some cleavage are expressing the fact that they don’t feel that their ability or status is undermined by their gender. You can see from this one example how difficult it can be to come to conclusions about someone based on the way they dress.
 
   However, there are some clearer signs that you can read from someone’s personal grooming. In general, someone who has taken the time to come across hygienic, to choose clothes that suit their figure, and has made an effort in looking presentable, is expressing a certain level of self-confidence or self-assurance. Conversely, someone who is unkempt, with unwashed hair and wears ill-fitting clothes, is often expressing a lack of self-worth or social awareness. You must, of course, combine these factors with others, such as verbal and non-verbal communication and the character of the person at hand. The person described above who could be seen as expressing a level of self-confidence or self-assurance may in fact be highly insecure in their image and place a lot of time and effort into their appearance as a result. Whereas the unkempt person may be socially aware of how he presents himself and actually has high self-worth, however he simply does not care for social cues and believes his appearance does not constitute who he is.
 
   Further to this, if someone appears unkempt, but every other outward manifestation indicates self-confidence, then you could conclude that maybe they simply had to leave the house in a hurry, or even that appearing this way is a sort of ironic expression of fashion to them.
 
    
 
   
  
 

[bookmark: _Toc437879554]Verbal Expression
 
   How somebody speaks can provide you with quite a bit of information about them. You can start with the volume and intonation of their speech. If they speak in a steady, rhythmic tone, at a medium volume, and with little hesitation, it could tell you that they are expressing confidence and comfort. If, however, they include many hesitations and sounds like ‘uh,’  ‘err,’ and ‘umm,’ they may be showing you a lack of belief in what they’re saying or in themselves generally, or that they’re feeling uncomfortable in the situation. If someone speaks very rapidly, it could mean that they are anxious, or that their thoughts are often turned inwards, making them ineffective communicators as they are generally not mindful about how their words are coming across to the other party.
 
    You can also draw tentative conclusions about someone based on how much they say, and the amount of participation from each speaker in a conversation. You may find that some people spend a lot of time speaking, and very little time listening or allowing others that are present to speak. This can mean one of two things; either the person is overconfident and truly believes that what they have to say is more important than the other parties’ contributions or, it is an expression of insecurity that manifests as a need to put themselves forward to compensate for a lack of internal strength. Funnily enough studies have shown that people who talk more and exert extroverted characteristics are seen to be as more intelligent than they are. That is of course until they make a remark that is ridiculous and nonsensical! 
 
   Someone that participates in a dialogue rather than attempting to sustain a monologue generally has more consideration for others, although this should not mean one can discount the possibility that they are behaving in such a way whilst thinking about something entirely different. Take their body language, eye movements, and other external factors into consideration before drawing a conclusion. 
 
    
 
   
  
 

[bookmark: _Toc437879555]Taste in Music
 
   There have been many studies done on how someone’s taste in music is related to their personal qualities. Like everything in this book, there is no one-size-fits-all rule, but here is a summary of the results from one of the studies, conducted at Heriot-Watt University with information from more than 36,000 participants worldwide:
 
    
    	Rap and Hip Hop: Linked to having good self-esteem and being outgoing; despite the stereotype, there appears to be no link to violence or aggression. 
 
    	Rock and Heavy Metal: Again defying the stereotype, there is no clear link between aggression and this style of music. Fans tend to be creative, gentle, introverted and lacking self-esteem. 
 
    	Indie: Linked to being intellectual and creative. There’s also a connection to anxiety, low self-esteem, and passivity.
 
    	Pop: Those who listen predominantly to pop tend to be conventional, honest, and extroverted, as well as having high self-esteem, and less creativity than some others. 
 
    	Country and Western: Fans tend to be outgoing, conventional, hardworking, and emotionally stable.
 
    	Classical: Although generally introverted, fans of classical music seem to have good self-esteem, and are comfortable in their own skin and emotionally stable.
 
    	Dance: Linked to being assertive and outgoing.
 
    	Jazz and Blues: Connected to being creative, intelligent, extroverted, and having high self-esteem. 
 
   
 
    
 
   
  
 

[bookmark: _Toc437879556]Habits
 
   Habits of people will tell you a whole lot about them as well as their tastes. 
 
    
 
   “Sow a thought, reap an action; sow an action, reap a habit; sow a habit, reap a character; sow a character, reap a destiny.” – Stephen R. Covey
 
    
 
   Does the person volunteer for charity? This would indicate that they are generally generous and empathetic. 
 
   Do they own pets? This could mean that they like to care for others, that they’re lonely, or that they find people to be difficult and prefer interacting with animals. 
 
   Do they conform to a very tight schedule at all times? This would mean that they need to feel in control and this can be caused by a lack of self-assurance. 
 
   Do they socialize a lot and spend little time alone? Perhaps they feel the need to be around others and struggle to self-validate. 
 
   Do they avoid contact with other people? Maybe they’re lacking self-confidence and struggle to feel comfortable interacting with others.
 
   Look at the types of entertainment that a person uses to occupy themselves: TV shows, movies, video games, books, magazines, websites, articles, blogs. Consider what these mediums of entertainment tend to portray to the end consumers and what influence it would have on people who regularly consume these mediums.
 
   Does the person focus primarily on the positive or the negative outcomes in their choices, and what does this say about them? 
 
   Often people will reflect their internal sentiments in what they choose to consume. Look at their Facebook, Twitter, Instagram, Pinterest, or other social media platforms. Look at what their posts are like, who they follow, who they are friends with, and who they communicate with. 
 
   Do they spend a lot of time on these sites even though it isn’t necessary for their work? Perhaps they’re more comfortable with communicating indirectly than face-to-face, showing a lack of confidence in themselves. Maybe they need reassurance from being constantly in contact with other people. Each piece of information helps to build up the picture of that person, informing the material you have already gathered and bringing the image into a clearer focus.
 
   Any of these can be considered habitual if it is something they are exposed to daily or every second day. These activities will then shape, influence, and form the thought patterns of the person who partakes in these activities.
 
    
 
   
  
 

[bookmark: _Toc437879557]Peer Group
 
   The peer group that a person surrounds themselves with is the strongest indication of how they feel internally and how they view themselves. Again, this is not an exact science as you will have to analyze the person’s friends before you can come to any tentative conclusions, but you can garner some information to add to the jigsaw puzzle. A peer group highly dictates the way someone will make their actions and decisions as each individual in the peer group will have standards they hold themselves to as well as the others within the peer group. If it’s the standard of one peer group to go out every weekend and binge drink for fun than you would be hard pressed to find an individual who highly values their health to be associated in such a peer group.
 
   Studies have shown that people’s motivation for choosing their friends is a complex and uncertain science. It seems to be based on a combination of four main points:
 
    
 
          Convenience: Factors like physical proximity and how often people see each other play a large role in friendships forming. Would you rather be friends with someone that lives ten minutes away from you by car, or someone who lives two hours away? Would you be more likely to form a friendship with someone you see several times a week or someone you see once a fortnight?
 
    
 
          Reciprocal altruism: ‘I’ll scratch my back, if you scratch mine’ relationship. Examples of this can be as simple as each friend offering the other companionship. Another example would be A becoming friends with B because A can offer B higher status in social environments, and B can offer A kindness and generosity. Obviously it’s never quite as simple as this, but understanding reciprocal altruism is a helpful way of analyzing somebody’s personality and what they feel they lack and need to get from those around them. At the end of the day it comes down to asking “What value can this person provide for me and what can I provide for them?”
 
    
 
          Similarities: In most cases, people who become friends have at least one thing in common, although of course they can have differences in many other areas. There needs to be some common ground for two people to relate and build rapport in order to form a positive relationship, and you can use this to continue to build your picture of the person you are trying to analyze. 
 
    
 
          Reinforcing our perception of ourselves and the world: One of the key reasons that people choose their friends is that they sense subconsciously that this person will help them feel validated in their idea of how the world works. In practical terms this means that friends can have a similar mindset, moral code, or values, as well as often meaning that people will become friends with someone who confirms to them their own estimation of their value. This can work both ways: someone who is self-confident will seek others who help them bolster this belief in themselves, and someone who feels a lack of their own value may subconsciously be drawn towards those who reinforce this. This can be seen in the extreme example of women who are the victims of domestic violence: despite repeated abuse, they feel unable to break away from the relationship, and this may be because they subconsciously feel that they deserve the treatment and are reassured by their self-image being confirmed. 
 
    
 
   
  
 

[bookmark: _Toc437879558]Proximity
 
   The closer the person you are analyzing is to someone that they are in a relationship with, the more that relationship can tell you. So if A is best friends with B, you can find out a lot about A from B, but if C is a distant relative of A, who sees her once every few years, you will gain little information. This is not just a matter of contact, but also to do with the influence that A chooses to let B have over her, and the strength of B’s effect on A. 
 
    
 
   



  
 

[bookmark: _Toc437879559]Chapter 4 – The Six Human Needs
 
    
 
   This chapter will address the following points:
 
   1.  The six human needs
 
   2.   How the ordering of the needs describes a person’s behavior
 
   3.   The rules that each of us have that control our needs
 
   4.   The way that behaviors can become addictive 
 
    
 
   
  
 

[bookmark: _Toc437879560]The Six Human Needs
 
   In order to analyze someone’s behavior, we first need to be able to understand what they are looking for from life a.k.a. their needs. Beyond the obvious physical requirements for food and shelter, what people need in order to be fulfilled and happy can be split into just six categories. 
 
   The first four are what is termed primal needs and are necessary for survival. The last two can be described as spiritual needs and involve a sense of more than one’s self in a physical and mental sense and are necessary for fulfillment. As with most things in life, we need all of these to be met in the right way and in the right amounts; people can easily find ways to satisfy their needs that aren’t beneficial for them or others but they end up pursuing them anyway as they’re receiving something which seems necessary for their survival.
 
    
 
   
  
 

[bookmark: _Toc437879561]The Four Primal Needs
 
   1. Certainty
 
   Everybody needs a certain degree of certainty in their life. The nature of the certainty can vary from person to person; it will generally involve some element of control of the world around them and a need for basic comfort and the avoidance of pain and stress. An overdeveloped need for certainty can lead to people becoming what we might call ‘control freaks’, obsessed with regulating their surroundings and eliminating all uncertainty. 
 
   At the primal core, most people’s needs of certainty can be met with simple gestures such as having food, water, and shelter to come home to after a long day at work. This need can also be met by simply re-watching an old movie that one remembers as entertaining or funny to watch.
 
    
 
   2. Uncertainty
 
   Paradoxically, while we all need certainty, we all need a degree of uncertainty in our lives too. Without uncertainty, or variety, life becomes monotonous. We all thrive to seek some level of variety and require a range of stimuli to keep us engaged in our lives. This will vary greatly from one individual to the next; some of us like a large degree of certainty, and all the uncertainty we require is trying a different recipe for dinner or watching a new movie. For others, travelling to new places, meeting new people, and experiencing a wide range of situations keeps us satisfied. A need for uncertainty in the extreme can lead to a lack of commitment, and a disregard for the physiological needs of food and shelter. 
 
    
 
   3. Significance
 
   We all need to feel significance in one way or another; this feeds our sense of being valued, important, special, and unique. It’s linked closely to how the feedback we get from the world around us validates our sense of existence. What it takes to feel significant can range from someone thanking you for holding the door open, through a mother feeling like their child depends on them, all the way through to a criminal feeling significance when he sees the fear in his victim’s eyes as he holds a gun at them. Characteristics such as self-righteousness, attention-seeking, insecurity, and competitiveness can all evolve from this need for significance, making it one of the most complex needs. 
 
    
 
   4. Love and Connection
 
   Everyone needs some form of caring connection in their life to be emotionally nourished, whether it is from a significant other, family member, friends, or a community. An excess of needing this can lead to over-dependence on people around us, and a lack of it will lead to an isolation that takes away people’s accountability, or conscience, regarding their actions. This need is strongly linked to empathy and compassion, which are qualities that are very important when it comes to human relationships. 
 
    
 
   
  
 

[bookmark: _Toc437879562]The Two Spiritual Needs
 
   5. Growth
 
   The need for growth is closely linked to the need for uncertainty, as both are concerned with change. Where uncertainty is a change of circumstances that doesn’t lead in a specific direction, growth is a progression towards a certain goal, ideal, or outcome. This can be material growth, such as working on a project or improving our physical circumstance or states — think working our way up the career ladder or extending our house — or it can be internal, personal development, like learning to be more generous, or understanding yourself on a deeper level so you can express your true self to others. Growth can apply to all areas of your life including the relationships to those closest to you.
 
    
 
   6. Contribution
 
   In order to be truly fulfilled, we need to feel like we’re aiding in a cause that is greater than ourselves. This springs from our human characteristic as social animals who survive in groups, but nowadays it is expressed as a need to give back to others and contribute for the greater good of all.
 
    
 
   
  
 

[bookmark: _Toc437879563]The Prioritization of Needs
 
   Everyone has an order of priority for their needs, identifying this will enable us to understand them on a deep level. The ways in which we meet our needs are also a key element to analyzing a person’s behavior.
 
    
 
   
  
 

[bookmark: _Toc437879564]Exercise & Practical Application
 
   In what order do you prioritize your needs from most important to least important? 
 
   What do you think this says about what you believe is important in life and how have the priority of your needs affected your decisions and actions to date?
 
   Consider someone else close to you and how you think their priority of needs lie. In what ways do they fulfill their needs?
 
   Each of us meets our needs in different ways. Take your list from the previous exercise and next to each need, write three positive and three negative ways that you fulfil each need. Do the same for the person whose needs you prioritized in the previous exercise.
 
   Now take some of your typical behaviors, or consider how you have acted in a recent situation. How can you explain these behaviors or actions using the way you have prioritized your needs and how you generally meet them? Can you do the same for the other person?
 
   Also understand that our needs are not always in the same order depending on what stage we are at in life and can change from one period to another.
 
    
 
   
  
 

[bookmark: _Toc437879565]Worked Example
 
   To help you internalize this theory, here’s a worked example. In a similar way to how you would if you encountered a situation and wanted to analyze someone based on their actions, we’ll take the behavior and use it to work backwards to understand the needs that motivate someone.
 
    
 
   Lisa and John have been in a relationship for four years now. Lisa’s mother has become seriously ill and lives in a different state.
 
    
 
   
  
 

[bookmark: _Toc437879566]Situation One
 
   Action: Lisa decides to move to be closer to her mother. John tries to persuade Lisa to stay, and when she states she is not willing to stay put John gets angry and leaves the house.
 
    
 
   Analysis: Lisa prizes contribution or love and connection over her other needs, and drops growth and certainty so she can go and help her mother. John prioritizes certainty and significance, and when this need isn’t being met by Lisa, he leaves in a frustrated state.
 
    
 
   
  
 

[bookmark: _Toc437879567]Situation Two 
 
   Action: Lisa stays where she is and keeps her job and life in the current situation. 
 
    
 
   Analysis: Lisa prizes growth and certainty over contribution and love and connection, and wants to progress, so she stays put and focuses on her job.
 
   John prizes contribution more and they fight because he thinks she should move closer to her mother to take care of her.
 
    
 
   This is obviously a simplification of what would be a very complex and subtle interplay of emotion, thought, and action. But by using this method, and consistently applying ourselves to figure out what drives people, we can build up an understanding of the human processes and improve our ability to analyze ourselves and those around us. 
 
    
 
   
  
 

[bookmark: _Toc437879568]Stranger versus Friend
 
   This is a technique that you can use in a wide range of situations. It’s most applicable when you have considerable experience with the way a person behaves, but it can also easily be applied to people you don’t know well. Even simply observing the actions of somebody or how they come across in one or two situations will reveal a lot about how they prioritize their needs and what they do to fulfill them. 
 
    
 
   
  
 

[bookmark: _Toc437879569]When Needs Are Met Negatively
 
   You may be reading this book because you’re trying to understand the behavior of someone that doesn’t seem to act rationally, or in their best interests. Take the example previously mentioned about a criminal gaining significance in the fearful reaction of a victim. People will strive to meet their needs, and if they’re unwilling or unable to do this through positive action, they will do it through negative means. 
 
   If you were dying of thirst, you would drink dirty water, even though you know it may likely make you ill. A child that is starved of the care they need to meet their needs for love, connection, significance, and growth, will ‘act up’ because they know they will at least get some self-validation, even if it is negative. We’ll address this topic again later when we deal with the ‘stroke economy’.
 
    
 
   
  
 

[bookmark: _Toc437879570]Needs Addiction
 
   The desire for our needs to be met is so strong that we can become addicted to certain behaviors if they give us what we need. In general, if an action of ours repeatedly results in three or more of our needs being met, we will continue to seek it out. This is how psychological habits are formed, and this applies for good actions, behaviors, or thoughts as well as for negative actions, behaviors, or thoughts. 
 
   If a child is rewarded with love, connection, contribution, growth, and significance every time they perform an act of generosity, they will learn to associate that this is a good thing, and continue to do it. Conversely, if someone who has lacked those same things growing up decides to brandish a gun at someone and receives significance, certainty, and connection (albeit in a negative direction), their tendency may be to repeat the action. Other factors including morals and conscience come into play here, and these will be addressed later on.
 
    
 
   



  
 

[bookmark: _Toc437879571]Chapter 5 – Values, Beliefs, and Attitudes
 
    
 
   In this chapter, we will cover the following points:
 
          Defining values, beliefs, and attitudes
 
          How these interact with the six human needs
 
          The bottom line, or underlying self-belief
 
    
 
   The relationship between values, beliefs, and attitudes is a key factor in determining someone’s behavior. To understand someone, you need to be able to take their behavior and work backwards to find out where they are coming from, what their beliefs and values are, and what motivates them. 
 
    
 
   
  
 

[bookmark: _Toc437879572]Beliefs
 
   Beliefs are at the foundation of a person’s decision-making process. In its simplest form, a belief is a feeling of certainty about what something means. They can be based upon what we consider to be certainties backed up by empirical evidence, like scientific research or mathematical principles, but they can also be based on faith or anecdotal experiences. Examples of beliefs could be that Jesus is the son of God, that we will be reincarnated when we die, that all people were created equal and therefore should be treated equally, or that people are all intrinsically ‘good’. 
 
   Beliefs are often formed early in life, although we are not always aware of this happening. These beliefs are highly influenced by factors such as the culture and faith we grew up in, our education, our experience of the world, and the people that we meet and things that influence our thinking such as media, books, TV shows and movies etc. The majority of the time, the beliefs we carry with us through adolescence to early adulthood will primarily stem from what our parents have drilled into us, as well as what we have picked up along the way from how they have acted in certain situations.
 
    
 
   
  
 

[bookmark: _Toc437879573]Values
 
   Values are the emotional states that we believe most important to either experience, or avoid. One’s values will have an effect on what they deem to be important to them in their life, and determines the standards by which they live up to. 
 
   A belief therefore determines when a value is being met, or not being met, and is reinforced by conscious commitment, or strengthened by our experience of the way we are treated. An example of this is of a person who values success and holds the belief that he is not successful no matter what unless he earns $1 million for the year. If the man is not earning $1 million per year, then he will not feel the emotional state of success as that is the basis of his belief.
 
   Examples of values that people like moving toward are honesty, happiness, equality, education, loyalty, faith, and joy. Examples of moving away from values are frustration, anger, hate, depression, sadness, and dishonesty. For all of these values, we will each have our own belief as to how these are met.
 
    
 
   
  
 

[bookmark: _Toc437879574]Attitudes
 
   Attitudes are mental dispositions that are the bridging factor between our personal values and our behaviors. They’re important because they are less rigidly held than our values and beliefs and can be affected by circumstances at the point of decision making, by factors such as psychological stressors, political correctness, peer pressure, and a desire to please. Attitudes in essence are a flexible belief that is malleable and depend on the context someone finds themselves in. 
 
    
 
   
  
 

[bookmark: _Toc437879575]How this Relates to the Six Human Needs
 
   Whereas beliefs, values, and attitudes vary from person to person, every one of us adhere to the six human needs. The two sit side by side and influence each other in a complex interplay of cause and effect.
 
    
 
   
  
 

[bookmark: _Toc437879576]Exercise & Practical Application
 
   Make a list of your moving toward values and moving away from values. Now prioritize them in the order of most important to less important and note down your top three moving toward and away from values.
 
   Now you should have a total of six values, for each of these values, write down your belief of how these values are met. For example, if you value honesty, your belief may be that this value is only met when I never tell lies at all, for other people it might be that white lies are acceptable but blatant lies that harm people are not okay.
 
   Now look at your list of needs. How do the two lists interconnect? 
 
   Take an example of a decision that you have made or a situation that has occurred. How did the interaction of your beliefs, values, attitudes, and needs ultimately affect the way you behaved in that situation?
 
    
 
   Here is a worked example of one belief playing out in someone’s behavior.
 
    
 
   Belief: all people are created equal
 
   Value: Equality
 
   Attitude: in any situation I will treat people with respect, regardless of their status, race, or sex
 
    
 
   Needs Priority:
 
   1. Significance 
 
   2. Contribution 
 
   3. Growth 
 
   4. Uncertainty
 
   5. Love and connection
 
   6. Certainty
 
    
 
   Situation: This person is coming out of college and is deciding on a career path. They have two opportunities: to work in an office in the city, with good pay, good long term prospects, and a fixed group of associates, most of whom will be the same class and race as him; or, to take a post abroad helping with charitable work, where they will have little stability, job security, a low wage, exposure to a wide range of people from different backgrounds, but have the chance to help make a difference to people in need. 
 
   They would most likely choose the latter option. Can you see why?
 
   The first option offers certainty in the graduates career opportunities, love and connection to those which are the same class and race as the graduate. It could also provide the graduate with a sense of significance as he becomes a working class member of society and is ‘succeeding’ in fulfilling the American Dream however the graduate’s belief of how their significance is met can alter this.
 
   The second option offers the graduate essentially all six needs. The graduate will feel significance through making a difference in helping out with the charitable work, and may also feel significance by taking the road less traveled by as his cohorts may all be taking up office jobs in the city. There is contribution in that he is able to make a difference to these people’s lives and community and he also fulfills his belief that all people are equal and thus should be provided with equal opportunities. Growth is met from the experience as a whole as it will surely be an adventure and he will meet a diverse array of people, communities, and situations. 
 
    
 
   Now that you’ve seen an example in action, complete this exercise for someone you know well. Don’t worry if you aren’t able to fill in all the spaces. When it comes to analyzing people, including yourself, you are not going to be able to figure it out in absolutes. You’ll have to come to the most accurate analysis you can based on the information and insights that you have at hand. Although pieces of the puzzle may be missing here and there, you will still be able to paint a picture of the general path you or the person has gone down.
 
    
 
   Please ensure you have taken the time to do the above exercise properly as it is a truly powerful exercise and will open up your eyes as to why it is that you do the things you do, and in the manner in which you choose to do it.
 
    
 
   
  
 

[bookmark: _Toc437879577]Bottom Lines
 
   A bottom line is an underlying self-belief that is generally formed during childhood and informs every subsequent value, attitude, and behavior that we form later on in life. They come about as a result of how our primary caregivers relate to us. If you truly want to understand somebody, having a good idea of what their bottom lines are can be very enlightening. 
 
   Here are two examples of how a bottom line is formed through experience and how it later plays out in adult life:
 
    
 
   Example One
 
    
 
   Experience: The young child is given regular, caring, and appropriate feedback to feel that they are valued. They have clear boundaries, know they are loved, and have stability from the people around them in their life.
 
    
 
   Bottom Line: I am valued and have significance.
 
    
 
   Later manifestation: This person will feel confident in themselves and won’t need a great deal of reassurance from those around them. They are able to validate their emotions and behaviors and act in a way that is consistent with their values, maintaining their attitudes even in times of stress. 
 
    
 
   Example Two
 
    
 
   Experience: The child is regularly left alone, and doesn’t receive appropriate emotional or physical care. They resort to attention seeking to get some form of feedback from those around them, and experiences distress when they are alone. They don’t develop resilience or independence throughout their childhood.
 
    
 
   Bottom Line: I am unwanted
 
    
 
   Later manifestation: This person will struggle to feel that they are intrinsically valuable, and will seek feedback from others around them to feel that they are valued. They may appear as attention seeking or needy, have low self-esteem, and have trouble standing by their attitudes, often changing their behavior when in the presence of different people.
 
   These are two simplified examples that sit at opposite ends of the spectrum; most of us will sit somewhere between the two. Many factors can come into play during the course of a person’s development, but the bottom line will remain the same unless the person becomes aware of it and takes active steps towards changing it. 
 
    
 
   
  
 

[bookmark: _Toc437879578]Exercise & Practical Application
 
   What are your bottom lines? If you are struggling to define them, it may help to write down several situations where you had a strong reaction to something growing up, and work backwards to find out the underlying belief that caused you to behave the way that you did.
 
    
 
   Now do the same exercise for someone else you are close to.
 
    
 
   NB: Finding your bottom line can be a very difficult process, and the same will apply to those whom you are analyzing. Take your time, be compassionate towards yourself, and seek support from others if you are finding it traumatic.
 
   
  
 

[bookmark: _Toc437879579]Chapter 6 – Transactional Analysis, the 3 Ego- States, and the Stroke Economy
 
    
 
   In this chapter, we will cover the following points:
 
          Introducing transactional analysis
 
          The three ego-states
 
          How the states interact
 
          Types of transactions
 
          The stroke economy
 
          An alternative way
 
    
 
   
  
 

[bookmark: _Toc437879580]Transactional Analysis
 
   Transactional Analysis is a theory of personality and a systematic psychotherapy for personal growth and personal change formulated by the psychiatrist and psychoanalyst Eric Berne in the 1950s. We’re not going to dive deep into the details of the theory here, but just cover enough so that you can use this method of analysis on yourself and others. At the end of the day we want the practical application!
 
   Transactional analysis studies the ways that people interact. In his book ‘Games People Play’, Eric Berne gives a helpful definition of a transaction:
 
   “The unit of social intercourse is called a transaction. If two or more people encounter each other… sooner or later one of them will speak, or give some other indication of acknowledging the presence of the others. This is called the transactional stimulus. Another person will then say or do something which is in some way related to the stimulus, and that is called the transactional response.”
 
   The theory suggests that when people interact, they take one of three positions, or ego-states, which are called Parent, Adult, and Child. These three words don’t necessarily correspond with their simple definitions, so are capitalized to distinguish them from the meanings you might find if you looked them up in the dictionary. 
 
   In his book ‘Transactional Analysis in Psychotherapy’, Berne defines an ego state as “a consistent pattern of feeling and experience directly related to a corresponding consistent pattern of behavior.” This means that the ego state is an aspect of the person’s personality that comes out in them taking a certain role during interactions. Here is a definition of each, with both the aspect of development and personality that is encompassed by that state, as well as how someone in that state would behave.
 
    
 
   
  
 

[bookmark: _Toc437879581]Parent
 
   Personality aspect: The Parent aspect is formed of all the observations that are recorded in the brain during a child’s formative years. It’s called ‘Parent’ because a lot of the time these observations will be of the child’s parents, but it could be in fact be any adult that the child spends time with. It’s important to realize that there is no level of analysis when it comes to what the child records here; he doesn’t see or experience something, decide whether it’s good or bad and whether to retain it. The mind acts like a sponge, absorbing situations and storing them. In simplified terms, the Parent state can be understood as the taught state. Examples of recordings of the Parent state are ‘Look both ways before you cross the street’ or ‘Keep your elbows off the table’.
 
   Role characteristics: People in this state will subconsciously behave like the adults who were significant to them during their formative years, or how they have been taught that parents should behave. An example would be somebody shouting at another person in response to a perceived wrong-doing because they took this to be the correct response from their parents’ own behavior.
 
    
 
   
  
 

[bookmark: _Toc437879582]Child
 
   Personality aspect: The part of the personality that is encompassed by the child state consists of the feeling and responses that a person has during their formative years. It’s the internal reaction to a situation.  In simplified terms, the Child state can be referred to as the feeling state. Examples of recordings of the child state are ‘Being in the dark is really scary’ or ‘It’s funny when someone plays peek-a-boo with me’.
 
   Role characteristics: A person in this state would behave in a similar way to how they did when they were a child, expressing emotion without using their powers of reason. An example would be somebody reacting by sulking or pouting when they receive negative feedback.
 
    
 
   
  
 

[bookmark: _Toc437879583]Adult
 
   Personality aspect: The adult is the last of the three ego-states to develop, and is the part of the personality that takes the information collected by the Child and Parent states, as well as new data, and analyses it to come to conclusions. In simplified terms, the Adult state can be referred to as the learning state. Examples of Adult state processes are ‘I shouldn’t hit my sister because it will hurt her and I’ll get told off’ or ‘I should wear shoes when I go outside or I’ll get wet feet’.
 
   Role characteristics: People in this state reason their way through a situation, using logic to come to conclusions. An example would be calmly going through possible solutions in response to a misfortunate or distressing situation.
 
    
 
   An important element of the theory of transactional analysis is noting the way that past events are recorded in the brain. Although many of us cannot access many memories, they are still there, influencing the way we act by triggering certain reactions that are linked to past experiences and the feelings they evoked at that time.
 
   An example of this would be someone who has a fear of water that they can’t explain; whenever they think about swimming or go on a boat, they are seized by an inexplicable fear. This could have been caused by an experience in their early life, such as falling into water or even slipping over in the bathtub and having trouble getting up again. Although this person cannot consciously access the memory, the feelings that were evoked at the time of the trauma are triggered by any similar situation, making them experience those feelings once again as if they were back in the original traumatic situation.  
 
    
 
   
  
 

[bookmark: _Toc437879584]Berne and Freud
 
   The famous theories of Sigmund Freud and Berne’s models have parallels; the superego, ego, and ID definitely have similarities with the Parent, Adult, and Child. But there is one very important difference: where Freud believed in a systematic exploration into the subject’s past to discover the roots of the psychological characteristics, Berne believed that a great deal could be learned simply from watching and listening to subjects interact, regardless of being ignorant of the conditions of their upbringing. The Parent, Adult, and Child are not just theoretical facets of the mind; they are also roles, or states, that emerge during interaction, unlike Freud’s superego, ego, and id.
 
    
 
   
  
 

[bookmark: _Toc437879585]Identifying the States
 
   Deciding which state someone is in isn’t always easy. Here are a list of possible telltale signs, although remember not all of these have to be present to indicate the state, the signs can be subtle, and there are significant overlaps. Like with all techniques outlined in this book, there is no easy solution and you have to use all of the details you have to build up to a bigger picture.
 
    
 
   Parent:
 
          Criticizing, lecturing, or nagging, either in their tone of voice or in what they’re actually saying.
 
          Taking a superior stance – the ‘moral high ground’.
 
          Finger wagging or equivalent.
 
          Choosing a dominant physical position, like standing if the other is sitting.
 
          Prolonged eye contact.
 
          Voicing opinions and trying to impose them without backing them up with reasoning.
 
    
 
   Child:
 
          Submissive posture, with head down, eyes downcast.
 
          Restlessness like thumb twiddling, playing with clothing or objects, or swinging of the legs.
 
          Pouting or frowning.
 
          The voice may have a higher tone, sometimes wheedling or plaintive.
 
          Speaking very quietly.
 
          Showing lack of confidence, anxiety, or fear.
 
          Avoiding eye contact.
 
          Shouting in an irrational way, expressing fear or hurt angrily but without logic.
 
    
 
   Adult:
 
          Appearing to consider the different perspectives active in the situation.
 
          Relaxed but assertive body language, tone, and volume of speech.
 
          Expresses emotions through talking about them, not acting them out, and can see the logic alongside the feelings.
 
          Makes connections between how they’re feeling and the things that may have triggered these feelings.
 
          Takes responsibility for their part in a situation.
 
    
 
   
  
 

[bookmark: _Toc437879586]The States in Interaction
 
   When two or more people are interacting, they will be in one of these states. The states are not linked to age, and can change quite quickly. Each of us will tend to favor one state over the others. Ideally, we would sit mostly in the Adult state and be able to access the others when we want to, but not be controlled by them.
 
   When analyzing someone, it’s really helpful to be able to recognize the states they are in at any one time and which of the states they tend to spend most of their time in. 
 
   It can explain a lot about why people behave the way they do and why their behavior changes so drastically from one situation to another. Which state someone chooses (and remember it’s almost always a subconscious choice until you learn to actively choose it) will be determined by factors that affected the individual growing up, so a knowledge of their past is always helpful. The state that one person goes into can affect the state of the person they are interacting with; so if A goes into Parent, it may push B into Child unless they resist this means of interaction by entering into an Adult state. 
 
   
  
 

 
 
   [bookmark: _Toc437879587]Worked Examples
 
   Example One: Parent to Child
 
   A: Non-verbal communication: Hands on hips, wide stance, frown on face.
 
   Verbal communication: ‘I really don’t think you should be doing that.’
 
    
 
   B: Non-verbal communication: Hands clasped together in front of them, head and eyes tilted down.
 
   Verbal communication: ‘Sorry.’
 
    
 
   Analysis: This seems like a typical interaction between a parent and child, but could occur in a variety of situations, from a friend to a friend, a wife to husband, or even a child to a parent. 
 
    
 
   Example Two: Adult to Adult
 
   A: Non-verbal communication: Standing in a relaxed position with a neutral expression.
 
   Verbal communication: ‘I’m quite upset by what you said to me yesterday. I’d really like to talk to you, to express how I’m feeling and understand your side of the interaction.’
 
    
 
   B: Non-verbal communication: Sitting in a relaxed position with a slight smile and relaxed face. 
 
   Verbal communication: ‘I’m sorry I upset you. I guess I was angry at the time and didn’t consider your reaction to what I was saying. I’m glad that you’re not overly angry and we can talk about it.’
 
    
 
   
  
 

[bookmark: _Toc437879588]Types of Transactions
 
   In any interaction, there is a transactional stimulus, what one person says or does to begin the interaction, which is followed by a transactional response, what the second person says or does in return. These can be seen in both of the examples above. There are many possible combinations of states, each of which will have its own unique dynamic. 
 
   Interactions between people can be either ‘complementary’ or ‘crossed’:
 
          Complementary transactions are where the agent, or person initiating the reaction, gives a transactional stimulus from one state, and the respondent returns a transactional response from the state the agent is addressing. These types of transaction result in communication and understanding.
 
          Crossed interactions are where the agent gives a transactional stimulus in one state, and the respondent gives a transactional response from a different state to the one that the agent is addressing. These types of transaction result in a lack of communication, confusion, and often conflict.
 
    
 
   
  
 

[bookmark: _Toc437879589]Worked Examples
 
   [bookmark: _Toc437879590]Example One
 
   A: ‘Have you seen my glasses?’
 
   B: ‘They’re on the nightstand.’
 
   Analysis: This is a complementary transaction, where both A and B are in the Adult state, communication is established, and a solution reached.
 
    
 
   
  
 

[bookmark: _Toc437879591]Example Two
 
   A: ‘Have you seen my glasses?’
 
   B: ‘How should I know where they are? Are you saying I moved your glasses? Why do you always blame me for everything!’
 
   Analysis: This is a crossed transaction where A initiates a transaction in the Adult state, to B’s Adult state. But B responds in the Child state, not the Adult state as A had intended. Can you see the potential for conflict here?
 
    
 
   
  
 

[bookmark: _Toc437879592]Example Three
 
   A: ‘Honey, would you help me find my glasses please? I know you’re excellent at finding things.’
 
   B: Smiling, ‘Yes mommy.’ 
 
   Analysis: This is a complementary interaction where A initiates an interaction from the Parent state to B in the Child state. B responds in the Child state to A which is in the Parent state. In this case, A is actually an adult and B is a child, so the interaction is appropriate and communication is established.
 
    
 
   
  
 

[bookmark: _Toc437879593]Example Four
 
   A: ‘Honey, could you find my glasses for me? I know you’re excellent at finding things.’
 
   B: ‘I’ll help you find them, but just ask me normally, don’t try and manipulate me into it please.’
 
   A: ‘Fine, don’t help me if you’re going to be like that!’
 
   Analysis: A initiates a transaction from Parent to Child. But B is in Adult, and responds from this position, instead of being pushed into Child by A. When B doesn’t cooperate by moving into a Child state, A moves from Parent to Child as A is annoyed by B’s response. What would have happened here if A had moved into Adult in response to B’s Adult state? 
 
    
 
   
  
 

[bookmark: _Toc437879594]Exercise & Practical Application
 
   Which state do you spend most of your time in? 
 
   Using this model, analyze a recent interaction you’ve had that went for a few minutes and determine what state(s) you were in and what state(s) the others in the interaction were in.
 
    
 
   
  
 

[bookmark: _Toc437879595]Putting Theory into Practice
 
   Consciously being aware of the state you, and others, are in when you’re interacting can help tremendously in communicating effectively. 
 
   Try and observe your interactions in general, and especially with the person who you wish to analyze. Is there a pattern? Do you tend to revert to one state more than the others with that person, or in general? Which state to do they seem to prefer?
 
   Ideally, we would spend most of our time in the Adult state, taking information from others and being aware of any Parent and Child responses to reason our way to a reasonable behavior or response. 
 
   If you seem to spend a lot of time in conflict with people, can you reason through why this would be? Are you often taking part in a crossed transaction with others where one of you is initiated in one state, with the other responding in another?
 
   Try and become aware of the circumstances and stimuli that cause you to move out of an Adult state into a Parent or Child. Being aware of these triggers can help you lessen their power over you and help you eventually overcome them. The same applies to the person you are analyzing. If you’re quite close to them, you could try explaining the theory of transactional analysis to them to help your relationship grow. Avoid statements that might sound accusatory like ‘You always go into the Parent state’, instead making sure you take responsibility for your part in the dynamic and go in with a curious, rather than condemning or critical, attitude. 
 
   If you’re interested in analyzing your relationship with a child, think through what information they had fed into their Parent, Child, and Adult states throughout their life. Could this explain their behavior? Think also about how your tendencies and preference for one state could be reflected in them.
 
   Transactional analysis is also a helpful tool for professional relationships, where there is even more importance placed on being in the Adult state, but where the Parent or Child often plays a large role. As a supervisor, are you slipping into the critical Parent state too often and pushing those around you into Child? Are you having trouble with someone in particular at work? How can you analyze their behavior and pinpoint how your interactions with them could be more productive?
 
    
 
   
  
 

[bookmark: _Toc437879596]A Closer Look - Scripts
 
   Transactional analysis also presents an idea that the way in which our ego states are formed when we are young creates a pattern that we perpetuate in interactions as we grow up, and indeed for the rest of our lives. It’s a bit like a life plan that is taught to us when we are children, and which plays out in our interactions, and subsequently our successes and failures, as we grow up.
 
   We are able to change this script but we first must recognize it, understand how it was written, and undertake consistent and challenging self-analysis and take charge of our lives to carve a different path to head down.
 
    
 
   
  
 

[bookmark: _Toc437879597]Case Study – Mary
 
   Mary was born into a loving family, but her parents were both killed in a car crash when she was a toddler. Her aunt agreed to take her in but realized after a year and a half that she couldn’t afford to keep Mary along with her own children, and so Mary was put in foster care. 
 
   Although Mary was never neglected or abused, the disruptions in her early life meant that the formation of her ego states weren’t consistent, so her Parent and Child recordings were interrupted, and her Adult state did not form properly as a result. She came to fear being abandoned or rejected, as she could never come to terms with the fact that the departure of her parents, and then her aunt, from her life was not her fault. 
 
   Throughout her life, Mary was often in the critical Parent state when initiating transactions with others due to a low self-esteem and a lack of security that caused her to overcompensate by trying to be assertive; this would only result in Mary coming across as overbearing and controlling. She would take the Child role whenever faced with a challenge or if she was upset. 
 
   She craved the consistency and love that she lacked as a young child, but her childlike behavior wasn’t endearing to others and left her with few friends. 
 
   Mary could see that the quality of her relationships suffered due to her inability to relate, although she couldn’t articulate that this was because her Adult state wasn’t properly developed; she was courageous enough to acknowledge that it was her behavior that was creating many of the disconnects in her emotional life. She took the initiative and read several books about psychology, coming across transactional analysis.  She recognized that her script in life was to be needing affirmation of her existence, but constantly acting from the Child state with a lack of reasoning left her with no healthy relationships.
 
   Through awareness of her states in transactions, Mary was able to change them and nourish her adult state, increasing the quality of her interactions and finding friends who could begin to understand and respect her.
 
   
  
 

 
 
   [bookmark: _Toc437879598]The Stroke Economy
 
   Developed in the 1960s by Claude Steiner and based on Eric Berne’s Transactional Analysis, the Stroke Economy is really useful when it comes to understanding people’s reactions and interactions. It sits in agreement with Tony Robbin’s concept of the six basic needs and focuses on one in particular: love. 
 
   Steiner postulates that each of us is seeking to be loved by those around us (remember that a primary fear we have is that we will not be loved), to feel recognized and cared for (the other primary fear being we aren’t enough). Eric Berne defined something called a ‘stroke’ in his theory, which can be defined as a unit of recognition. This could vary from something as simple as someone making eye contact with you and smiling as you pass them on the street, all the way through to somebody telling you ‘I love you’.
 
   Strokes don’t have to be positive, either. As they are a unit of recognition, they are simply something that acknowledges your presence, so could be a frown while making eye contact, all the way through to an angry reprimand or even a fight. Each one of us must have strokes in order to survive, and if we can’t get positive ones, we’ll settle for negative ones instead. Think back to Example Two in the ‘bottom line’ theory – children resort to attention-seeking to be noticed, and often ‘act-up’. Even if they are being scolded, at least their existence is being acknowledged in some way. This also crosses over into another of Robbins’ six needs, significance. Steiner came up with the Stroke Economy to describe a way of thinking he saw playing out in many people, especially in Western developed cultures.
 
    
 
   
  
 

[bookmark: _Toc437879599]The 5 Rules That Will Make You Miserable
 
   Steiner states that obeying these five rules, called ‘the stroke economy’, will lead to feelings of guilt, shame, and unworthiness, as well as disapproval in social contexts. They are enforced internally by the inner critical parent whom we see in the discussion of transactional analysis above. What’s important here is not the social commentary, but the fact that many people, especially those with self-esteem issues (read: much of the population) subconsciously live their lives by these rules. 
 
    
 
   1. Don’t give strokes you would like to give.
 
   You pass someone you don’t know well and you think they’re really beautiful, but you don’t say anything for fear that they’ll think of you as a creep – only because it’s against the social conventions to complement a stranger.
 
    
 
   2. Don’t ask for strokes you would like to receive.
 
   You’re feeling a bit down and could do with someone telling you that you’re valued and loved, but you don’t ask for it as that might come across as ‘needy’.
 
    
 
   3. Don’t accept strokes you would like to accept.
 
   Someone compliments you by saying ‘You look fabulous today!’ and you feel embarrassed by this compliment and shrug it off as to agree would seem ‘arrogant’ according to social norms.
 
    
 
   4. Don’t reject strokes you don’t want.
 
   Someone insults you and you just take it, rather than telling them that whatever they insulted you with is not true, as your self-esteem is low.
 
    
 
   5. Don’t give yourself strokes.
 
   This is when you fail to tell yourself that you are valuable, worthwhile, beautiful, and that you love yourself. When you’re simply hard on yourself and never take the time to celebrate and be grateful for what you have gone through and have achieved to date.
 
    
 
   
  
 

[bookmark: _Toc437879600]Exercise & Practical Application
 
   Make a list of the strokes that you have received today, and those that you have given. How closely do you follow the rules of the stroke economy based on this list? 
 
    
 
   Reflect on your relationship with the person or people you wish to analyze. How would it be improved if you were less affected by the rules of the stroke economy? Does this person follow the rules of the stroke economy? 
 
   What does this tell you about them?
 
    
 
   
  
 

[bookmark: _Toc437879601]An Alternative Way
 
   The alternative to following the rules to make you miserable, the stroke economy:
 
   1. Give the strokes you want to give.
 
   Don’t live in fear that giving positivity to others will leave you vulnerable: tell that girl that you think she’s beautiful; smile at strangers; hug your family and tell them you love them.
 
    
 
   2. Ask for strokes you want.
 
   Don’t spend your time hoping for positivity from others and then getting frustrated that you don’t get it: tell your partner that you’re feeling upset and could use a hug and some extra care; ask your colleague at work if he thinks you’ve done a good job; tell your mom or dad that your self-esteem is low and you could use some support with it.
 
    
 
   3. Accept the strokes you want.
 
   Don’t feel like accepting something positive from others weakens you, or means that you’re arrogant: enjoy it when someone compliments you; allow people to help you when life gets tough instead of pushing them away; don’t be embarrassed by affection, bask in it instead and appreciate it.
 
    
 
   4. Reject strokes you don’t want.
 
   Remember that strokes can be both positive and negative: assertively tell the creep that smacks your butt that it’s not acceptable; don’t give passive-aggressive interactions the time of day; speak your mind about things with confidence but without anger.
 
    
 
   5. Give yourself strokes.
 
   Keep in mind that the person in the best position to give you what you need to flourish in life is you; treat yourself well, physically and emotionally; choose relationships that nourish you; tell yourself that you’re great. Learn to truly love and respect yourself and others will do the same for you.
 
    
 
   Positivity Breeds Positivity
 
   Following these rules yourself will allow people to understand you and will additionally help you get your needs met. Mutual transparency is an important part of a healthy relationship, and expressing your needs, as well as your thoughts and feelings, has many positive effects. 
 
                 It follows that by having good relationships, you will better understand those around you. If you are open and positive, you encourage others around you to be open and positive. Having trouble understanding someone? Maybe try being honest with them, and see what happens.
 
                 You can also use these rules to understand others that you’re not in a close relationship with. Even when you meet someone for the first time, you can tell by how they respond to you and what they give you emotionally whether they obey the rules of the stroke economy or take the alternative way. In turn, this will tell you if they are guarded or defensive emotionally, whether they have had experiences in their past that have caused them to think they need to protect themselves from others, or whether they are balanced, well-adjusted, and secure.
 
    
 
   
  
 

[bookmark: _Toc437879602]Exercise & Practical Application
 
   Here are some hypothetical situations. Try and work out whether each of the speakers is following the rules of the stroke economy, or whether they’re choosing the alternative way. Refer back to both sets of rules to help you out. Try not to look at the analysis until after you’ve come to a decision!
 
    
 
   
  
 

[bookmark: _Toc437879603]Situation One
 
   A: Smiling, ‘You look lovely today! Is that a new dress?’
 
   B: Looking down at feet, ‘Oh, uh… yeah, thanks.’
 
   Analysis: A is following the alternative way, giving a positive stroke. B is following the stroke economy and is unable to accept the compliment.
 
    
 
   
  
 

[bookmark: _Toc437879604]Situation Two
 
   A: Holds open the door so B can pass, smiling.
 
   B: Walks through and says ‘thank you’, smiling back and making eye contact with A.
 
   Analysis: Both A and B are following the alternative way. A gives a positive stroke and B receives it, A receives a positive stroke back in turn.
 
    
 
   
  
 

[bookmark: _Toc437879605]Situation Three
 
   A is B’s superior in a work situation. 
 
    
 
   A: Notices that B has done a good job, but doesn’t give praise because she’s worried that it might make her look weak.
 
   B: Thinks she’s done a good job, and says to A, ‘Could you give me some feedback on my work please? I’d like to know if I’m getting it right.’
 
   Analysis: A is following the stroke economy, and doesn’t give a positive stroke for fear of weakening her own position. B is following the alternative way; she recognizes that a positive stroke would be constructive to her, both professionally and emotionally. She is aware of her needs and proactive about getting them met in a healthy way, so she asks for a positive stroke.
 
    
 
   
  
 

[bookmark: _Toc437879606]Situation Four
 
   A is B’s mother.
 
    
 
   A: ‘You’ve been a very good girl today, you’re very special and I love you very much.’
 
   B: ‘I love you too mommy.’
 
   Analysis: Both A and B are following the alternative way, giving and receiving strokes for positive affirmation.
 
    
 
   Try following the rules set out in the ‘alternative way’ section for a day, and see how people react.
 
   When you observe the person you’re analyzing, how do they respond when you give them a positive stroke? What does this tell you about them?
 
    
 
   
  
 

[bookmark: _Toc437879607]A Closer Look
 
   Understanding the stroke economy can be a potent tool for self-realization, and for understanding those around you. Here is the true story of a young man who was taught to follow the stroke economy and overcame his conditioning and chose the alternative way instead. 
 
    
 
   
  
 

[bookmark: _Toc437879608]Case study – Robert
 
   Robert grew up in a large family who were fairly short of money; he didn’t want for any of the material necessities, although his clothes were always second hand and he didn’t get as many new toys as he would have liked. 
 
   What Robert really lacked as a child was proper attention from his parents, who both worked hard and didn’t have much time to spend with their children. Robert spent a lot of time being looked after by his older sisters, who loved him but were busy with their own teenage lives. He didn’t get enough positive strokes, but learned that if he misbehaved, he would get attention, although it was usually in the form of a reprimand.
 
   As Robert grew into a teenager, the habit of soliciting negative strokes became deeply ingrained in his way of relating to others. Feeling as if he would be weak for asking for the positive strokes he wanted, but craving connections with the people around him, he ‘acted out’, knowing that this would get the people around him to focus on him for a while.
 
   As he grew into a young adult, Robert realized that his behavior wasn’t acceptable, and stopped playing truant and set down to work hard. His change wasn’t acknowledged as a positive thing, but met with the attitude, ‘you should have been like this the whole time.’
 
   No longer outwardly seeking negative strokes, but not sure how to get the positive strokes he wanted, Robert withdrew into himself, suffering a lack of emotional nourishment and feeling unhappy and alone. He didn’t give positive strokes to others because deep down he was angry that he was uncared for and scared of connecting with people in case that made him vulnerable to being hurt by them. In his interactions with others he was often half-humorous, unable to connect on a genuine level, and when pushed Robert would move into a passive-aggressive stance.
 
   The many years of not having his needs met took their toll on Robert, and at age 28 he slipped into a deep depression. He dropped out of work, stopped seeing his family and broke down his hope and excitement for life, unable to see the good in anything or anyone, most of all himself.
 
   His family eventually recognized that he needed help and took him to a recovery center where he received group therapy. He stayed there for three months, becoming part of the therapeutic community and started to understand why he was so unhappy. Through a long journey of hard work and many struggles, he reached a place of self-insight where he could see his needs and understand in theory how to get them met in a healthy way.
 
   These days, Robert understands the stroke economy and the five rules that make you miserable, and looks back on the time when he let them govern his life with sadness. But he’s chosen the alternative way, and gives positivity to those around him, helping both them and himself by creating a dynamic of emotional generosity. Interacting healthily is still a work in progress, but he asks for support from others when he needs it and no longer accepts negative strokes from others.
 
   



  
 

[bookmark: _Toc437879609]Chapter 7 – The Drama Triangle
 
   In this chapter, we will cover the following points: 
 
          Introducing the drama triangle
 
          The roles of conflict
 
          The winner’s triangle
 
          Examples and case studies for each of the triangles
 
    
 
   
  
 

[bookmark: _Toc437879610]Introducing the Drama Triangle
 
   If you’re hoping to understand someone, seeing how they interact with others is a really useful way to really work out how they tick. Situations where tensions run high and there is some disconnect between the attitudes of the participants will give you many telltale signs about how the person sees themselves and how they relate to other people as a result of this self-image. The drama triangle is a model that you can use to understand why and how people act and interact the way they do, especially during times of conflict.
 
    
 
   
  
 

[bookmark: _Toc437879611]A Brief History
 
   After the Second World War, veterans who had received therapy to deal with the traumas of the war returned home to their families; some adjusted well, but others regressed. Family therapy was born, brought about by therapists who wanted a way of dealing with the interactive nature of the human psyche and focused on the dynamics of communication, rather than an individual’s psychology in isolation.
 
   The work of Eric Berne, who we met in Chapter 6, followed a decade or so later, and added complexity and a greater level of understanding to inter-relational psychology.
 
   And in 1968, a student of Berne’s, Stephan Karpman, came up with a model for defining the roles of people in high-emotion situations. Berne encouraged him to publish an article on the topic and to call the model ‘Karpman’s Triangle’. It derived a lot of the theory and understanding from family therapy, which had emphasized the importance of group dynamics, and also utilized ideas from transactional therapy.
 
    
 
   
  
 

[bookmark: _Toc437879612]The Drama Triangle
 
   Called by several names but most often ‘the drama triangle’, this model is a great tool to keep in mind next time you’re in, or observing, an interaction. Don’t forget that you’ll need to apply it to yourself too, so you can puzzle through the messages you may be giving others, consciously or otherwise, and understand why people react to you the way they do. Here it is:
 
    [image: ] 
 
    
 
   
  
 

[bookmark: _Toc437879613]The Three Roles
 
   There are three roles in the drama triangle, one in each corner. They are:
 
          The Persecutor
 
   Sometimes called the villain, the persecutor takes an aggressive stance and is uncompromising. They are often angry, blameful of others, inflexible and critical, and like to be in control and ultimately call the shots. They come across as superior and oppressive.
 
    
 
          The Victim
 
   The victim finds it difficult to be hopeful or positive about life and has trouble expressing himself. He often feels shame and weakness, and that he is powerless, oppressed, and helpless.
 
    
 
          The Rescuer
 
   The rescuer is the person who steps in to save the victim from the persecutor. He feels selfless and altruistic and that he is responsible for helping others in need. Through his role in the interaction, he enables, and even sometimes pushes, the victim to stay in a position of helplessness, and the persecutor in a position of aggressive dominance.
 
    
 
   In any interaction that moves into a negative conflict, these three roles will be active. Healthy disagreements are able to stay free of them, and we’ll look at the virtuous triangle, or winner’s triangle, later.
 
   Each of us will have a habitual role of victim, persecutor, or rescuer, which we will feel most comfortable in and will revert to in times of stress, but everyone will take all three roles at some point, cycling through the triangle. During one interaction, each participant could quite easily take all three roles multiple times, each being pushed from one role to the next by the others and by our own tendencies. Although we do shift from position to position, our habitual role is generally established during childhood, as a product of the family dynamics and early experiences. It doesn’t really feel good to be in any of these positions, as the underlying motivation for doing so is not a healthy one.              
 
   So why do we take these roles if they’re not good for us and don’t lead to long-term fulfillment? Look back at the human needs: if sitting in one of these roles is giving us something we need in life, and we’re not taught how to get those needs met in healthy ways, we’ll revert to doing so in ways that feel affirming, but are actually destructive. The same applies for Steiner’s stroke economy: we all need strokes, and will get them however we’re taught to. The idea is present in transactional theory too: we take the Parent, Adult, or Child role because it resonates with the way we’ve been taught to relate to others through our experiences and provides us affirmation of our existence and importance, whether it is through a healthy means or not.
 
                 Here are several things that people might be rewarded with when they take on these roles, both superficially i.e. their motivation for doing so, and also profoundly, i.e. what they might actually get in the long term if they were to stay in this role the majority of the time:
 
    
 
          Persecutor
 
   Superficially: The persecutor will get a sense of importance that makes him feel significant helping with their own low self-esteem issues and fears of not being loved, cared for, or noticed by others. A feeling of control over himself and others ‘helps’ the persecutor with their underlying issues and fears of being hurt or abandoned. Acting in this role is a way of punishing himself for being unpleasant and aggressive, and a confirmation of their bottom line, ‘I am bad’ which makes the persecutor reinforce this self-belief.
 
   Profoundly: A confirmation that the persecutor is not a ‘good’ person and doesn’t deserve good things in life. People won’t want to get too close to the persecutor because they’ll see this side of them and won’t like it, fearing that they’ll be on the receiving end of this constant persecution. The persecutor will draw victims to them want to stay in their roles and continue roleplaying, reinforcing the role of the persecutor and further estranging people. Ultimately, the vulnerability and need for recognition and love will not be recognized or fulfilled for the persecutor. 
 
    
 
          Victim
 
   Superficially: The victim will feel entitled for people to pity them and rescue them so they will get the significance, care, and love that they need. They will feel blameless and will be able to avoid taking responsibility for their own part in any situation. They will feel justified in behaving however they want and will be able to avoid their fear of abandonment and loneliness by receiving negative strokes from the persecutor and positive ones from the rescuer.
 
   Profoundly: People will avoid him because he doesn’t take responsibility for his actions and constantly blames others or external events. The victim will have a pessimistic view of life and won’t feel positively or hopeful of the future. The victim will not feel in control of his life and will be unhappy about this despite loathing in it. The victim will attract persecutors and rescuers, reinforcing all three roles for those in the Drama Triangle.
 
    
 
          Rescuer
 
   Superficially: The rescuer will receive gratitude and attention from the victim that will make them feel significant and loved. They will be able to avoid thinking about their problems by focusing on others. This will bolster their low self-esteem by feeling altruistic. The rescuer will gain a sense of importance and assertiveness that he is unable to exercise for himself. The rescuer will be able to express anger and frustration for the victim that they are unable to for themselves because they don’t feel they deserve to, assuaging their fears of being rejected and unloved. The rescuer will have so much to do that they will have no time for themselves, and will be admired and thought to be generous and selfless by others.
 
   Profoundly: The rescuer will feel frustrated because their feelings are being overlooked, and will resent the victim. The rescuers needs won’t be acknowledged and they will feel misunderstood. This will draw victims to them and reinforce the bottom line that they ultimately do not matter. The rescuer won’t be empowered to act for themselves. This will reinforce the positions of both victim and persecutor. They will fatigue themselves by constantly helping others all the time, and feel neglected and like they always have to be strong for other people.
 
    
 
   
  
 

[bookmark: _Toc437879614]Worked Example
 
   John hasn’t done the dishes, despite having promised to do so. Jack does the dishes a lot and resents it. Patricia is an observer.
 
   Jack: ‘You haven’t done the dishes, again!’
 
   John: ‘Don’t get angry; I’m sorry! Please don’t shout at me.’
 
   Jack: ‘You said you’d do them! You’re so lazy. You never do anything to help out around the house man.’
 
   Patricia: ‘Come on, Jack, you know John is forgetful. I’m sure he’ll do them next time. He had a lot to do today, don’t shout at him.’
 
    
 
   Analysis: Jack, the persecutor, is frustrated because he feels unappreciated and that John, the victim, doesn’t do his fair share. John feels hurt that Jack is getting angry and doesn’t want to take responsibility so allows Jack to entrench himself deeper into the persecutor role, escalating the conflict by accusing him of always shouting. Patricia, the rescuer, ignores their own part in doing the dishes and rushes to John’s aid, allowing John to feel like he’s done nothing wrong and that it’s Jack’s fault for getting angry. Patricia reinforces the roles, making Jack angrier because Jack feels that John never takes responsibility and won’t discuss the actual issue at hand, reverting to sitting in the victim role instead. 
 
    
 
   Exercise and Practical Application
 
   Write down three conflicts you were in recently, in a simplified script form such as the examples above. Be as objective as possible and write down WHAT actually happened, not what you interpreted to happen. Don’t put your own spin on the script!
 
   Being as honest as you can, try and work out which role each person took during each point in the conversation. 
 
   Looking at this, as well as your family dynamics, which role do you think you take the most? 
 
   Why is this?
 
   How do you believe this affects the people you’re interacting with, and yourself?
 
   Now do the same for the people you wish to analyze.
 
    
 
   
  
 

[bookmark: _Toc437879615]The Winner’s Triangle
 
   Luckily, there is a way to step off this continual cycling through unhealthy ways of relating in conflict. Although it was discussed in earlier years, it was put down in a formal model by Acey Choy in 1990.
 
   It looks like this:
 
    [image: ] 
 
   The idea is that to step off the drama triangle and on to the winner’s triangle, you have to have some insight into your reactions, and through this be able to recognize when you’re taking an unhealthy role and proactively step out of it. 
 
    
 
   
  
 

[bookmark: _Toc437879616]The Three Roles:
 
          Assertive
 
   Someone in the assertive role will express their thoughts and feelings clearly, without being aggressive or passive. They will ‘hold their own mind’ not being swayed by fears of being disapproved of or rejected for their opinions. They will stay calm in conflict, not escalating it or feeding into unhealthy dynamics, but voicing their thoughts calmly. 
 
                 Being assertive rather than persecutory will help others understand how you are feeling, so release any frustrations you may have about being misunderstood or being hurt by people’s inaccurate perceptions of you. It will allow you to get your needs met through communicating clearly, and will stop you from being pushed into situations you would rather avoid.
 
    
 
          Vulnerable
 
   A person in the vulnerable role will be able to acknowledge feelings of fear, hurt, and sadness, but are still able to take responsibility for their part in the conflict or situation. They can stay connected to their emotions and reason their way through the processes that brought them there, and be proactive about how they might deal with those feelings and move forward.
 
    
 
          Caring
 
   Someone in the caring role can support the other people in the situation while maintaining their own thoughts and voice, and keeping their own needs in mind. They are able to balance helping others with helping themselves, showing care when appropriate but allowing other people to take responsibility for themselves and not enabling others to take unhealthy roles in the interaction. 
 
    
 
   This model is helpful when you’re analyzing someone; do they sit mainly on the drama triangle, or do they manage to stay on the winner’s triangle most of the time? No one manages to stay on the winner’s triangle 100% of the time, but the amount that they do will give you a good idea of either what their formative years did for their emotional development, or how much work they’ve put into developing their inner selves later in life.
 
   If you’re trying to understand a child here, things may be slightly different. Young children are very malleable and have not yet chosen a position, and older children will only be starting to establish where they sit on either triangle. The best thing you can do around children, who are easily influence by the adults around them, is to come to a better understanding of yourself and through this understanding step off the drama triangle when you find yourself on it, and on to the winner’s triangle. This isn’t as easy as it sounds, so be patient and compassionate with yourself and others and acknowledge your progress, trying as much as possible to be transparent about your feelings and efforts with those around you. As you lead by example, you will serve as a role model for the child in future situations they find themselves in. 
 
   If you see a friend or family member on the drama triangle, it is not ideal to confront them bluntly with this theory while they’re in a conflict situation. If you think it would help them to understand the theory, present them the model in a neutral way once they have left the situation and in a non-accusatory manner. 
 
   It can be very difficult for people to hear that they take on one of these roles, and if it’s true, it may well hit a nerve and cause them to react by being angry or hurt. Again, be compassionate, patient, and caring while you help them to adjust to the idea. It can diffuse a strong reaction if you start by acknowledging where you sit on the triangles and what you’re going to do to improve your ways of relating, sharing responsibility and making them feel less criticized. Once they acknowledge where they stand in the triangles, they will be able to use the information and theory to full effect and this may take a few days of contemplation on their part.
 
    
 
   
  
 

[bookmark: _Toc437879617]A Closer Look
 
   Now that you’ve seen how this model works in theory, let’s look at some real-life situations for how the drama and the winner’s triangle have played out in people’s lives. 
 
                 These are the life stories of three real people that I’ve come across in my therapeutic travels, three brave people who struggled early on in life and came to understand how their role in conflict was established early on and used this understanding to step off the drama triangle and on to the winner’s triangle.
 
                 These examples will help you comprehend how the various factors that we’ve discussed so far throughout the book can define a person, and how you can use this analysis to understand them, and yourself.
 
    
 
   
  
 

[bookmark: _Toc437879618]Case Study – Mandy
 
   Mandy grew up in a low-income family and her mother had to return to work when she was just a few months old leaving her to be cared for by various nannies. Mandy didn’t receive the best care from the nannies and her value was not acknowledged through affirmation and love from her mother.
 
   As she grew up, Mandy was angry with her parents for not being around much, but couldn’t express this, even to herself, for fear that her parents might abandon her. A bottom line that began when her mother returned to work was reinforced by lack of consistent positive strokes from her parents, and a need for significance and  love that wasn’t fulfilled: her bottom line read ‘You are unworthy’.
 
   Mandy’s mother often sat in the persecutor role, and her father in victim, sometimes pushing her into rescuing. She learned from her mother that the persecutor role was a strong one that helped her face her fears of being left, and began to step in this role in interactions with her classmates.
 
   As she grew into a young woman, Mandy felt less and less understood by those around her. Her sister would often take the victim role, reinforcing her position as the persecutor, and strengthening the idea that she had to appear strong and emotionally distant in order to not get hurt in life.
 
   She found it difficult to be vulnerable or let people get close to her, she met her need of significance by being controlling in her own life and holding a superior attitude that made people acknowledge her, but this ultimately left her with no close friends.
 
   She appeared to be overbearing, rigid, and critical, with little patience for others’ shortcomings. In fact, as with most people, all she wanted was to be loved and understood by those around her. She was hurt by people thinking that she was a bad person, but was too afraid to be vulnerable and show others that she was actually kind and in need of affection.
 
   In her late twenties, Mandy was lucky enough to meet someone who refused to get pulled into the drama triangle with her, instead Mandy received the love and care she had been seeking and saw her ‘true’ self. Through the security and understanding of this person, Mandy was able to look at her own behaviors and understand them, slowly she relaxed her controlling attitude and explored her difficult feelings of fear and loss that had been submerged throughout the years. 
 
   As she continued to step away from the persecutor role, she was rewarded by receiving fewer negative, and in fact gained more positive strokes from the people around her. This further reinforced her assertiveness, rather than aggressiveness stance. She was able to ask for care and support when she needed it, rather than responding with anger when she was not acknowledged. Mandy’s relationships became more positive and mutually beneficial. She had her needs met in a more healthy and positive way, and was in turn able to understand the driving forces of those around her, showing empathy and helping others around her to move away from their dysfunctional positions.
 
    
 
   
  
 

[bookmark: _Toc437879619]Case Study – John
 
   John was lucky enough to be loved deeply by his parents, who thought that the best way to treat him was with unfailing affection, whatever his behavior. They failed to lay down proper boundaries about how to act, not disciplining him when he misbehaved. He learned that if he did do something wrong, if he started crying, his mother would relent and give him attention and forgive him.
 
   When John started grade school, he had some difficulties relating to others as he was not used to receiving negative feedback. When challenged he would respond by getting upset making it difficult to communicate with John.
 
   This pattern continued as John grew older, leaving him feeling as if he was wrongly treated by people and this often left him feeling sad and lonely. Although John met his needs for significance, love and certainty by sitting firmly in the victim role, soliciting pity and kindness, as well as an angry response from those in the persecutor role. This meant John lacked contribution, growth, and uncertainty as his world was very blinkered and didn’t encompass self-comprehension or movement towards internal goals. While he had external targets such as graduating college and getting a job, his internal goals were limited by his lack of insight into his own behavior and how other people perceived him.
 
   John’s lack of close friends and the general hopelessness and negativity that pervaded his life drove him to the point where he decided he really needed to change. He read several books about psychology and self-improvement and began understanding where his problems came from and how he could change for the future. 
 
   He came to realize that taking the victim role wasn’t the only way to feel cared for and loved. He read about the difference between true vulnerability and the position of a victim, and made a shift in his thinking. He worked on his assertiveness and made an effort to express his anger in a healthy and functional way. It wasn’t smooth sailing, and at times he felt that it was going to be too hard, but he began to see positive results in his interactions.
 
   Although his parents struggled to come to terms with his change in aspect, John began to make true friends and was empowered by his ability to take responsibility for his actions and impact, and to express his feelings despite fears that it would lead to his needs not being met. He began to truly experience growth, and also achieved contribution by allowing others to express themselves to him without shutting them down with a wounded reaction. The uncertainty in his life also increased as his hopefulness and potential for the future and his life increased.
 
    
 
   
  
 

[bookmark: _Toc437879620]Case Study – Rachel
 
   Rachel’s father left her mother when she and her siblings were all under 8 years old. Her mother remarried and had two more children with her new husband making Rachel the oldest of five.
 
   Her mother suffered from alcoholism and this left Rachel taking responsibility for her siblings when her mom was not in a fit state to do so. Her second partner was abusive to her mother and the children. Rachel’s needs for significance and love weren’t met by her parents, but she got them from her younger brothers and sisters, and she took responsibility for them, swallowing her own anger and feelings of being unloved. She rescued them, the true victims of the situation, but her own needs were neglected by herself and others. She felt scared to ask for support for herself, instead she chose to express her anger by defending others.
 
   She was a kind child but did not relate well to others her age and felt very different and isolated. As they grew up, her siblings needed her less so Rachel found other ways of playing the rescuer role. Her bottom line however, that had been enforced in her as a child was ‘I am unimportant’ and as a result it was difficult for her to shift into another rescuer role. Her anger and need to be cared for came out in other dysfunctional ways, and she turned to alcohol like her mother to try and suppress them. 
 
   Things came to head in her early thirties and Rachel sought help from a psychiatrist. The psychiatrist helped her reveal her underlying feelings and habitual ways of interacting.  She began attempting to express her own feelings and needs instead of focusing on others’, and with time was able to leave her addiction and unhealthy ways of relating behind her.
 
    
 
   You might think that the stories of these three individuals, whose names have been changed for confidentiality, are extreme and not applicable to most people. 
 
   In fact, all of us experience some level of adversity or imperfection in the way we’re raised or how we learn to relate; that’s life, however hard a parent tries to prevent it. And though many of us won’t have had as difficult a beginning as Mandy, John, and Rachel, their stories are examples of how a seemingly unrelated circumstance can lead to us behaving a certain way in adulthood.
 
   Of course, everyone’s story is highly individual, and it’s impossible to lay these templates on to other people as they are, but you can see how truly understanding a person’s unique behavior and analyzing their fears, desires, and quirks, benefits enormously from understand how they relate to others, how they get their needs met, and how this is rooted in their self-belief and past circumstances.
 
    
 
   



  
 

[bookmark: _Toc437879621]Chapter 8 – Further Reading
 
   This book should have provided you a strong grounding in how to understand the complexities of human psychology, including what motivates people, how they develop certain behaviors, come to their decisions, and what drives people to act the way they do.
 
   We’ve covered quite a few different ideas, theories, and models in our journey to understanding people, and if you’d like to do some further reading on any of the topics to deepen your knowledge, here are a list of books and other resources that you will most likely find helpful.
 
    
 
   
  
 

[bookmark: _Toc437879622]Body Language
 
   Ekman, Paul (2008); Emotional Awareness: Overcoming the Obstacles to Psychological Balance and Compassion 
 
   Ekman, Paul (2003); Emotions Revealed: Recognizing Faces and Feelings to Improve Communication and Emotional Life 
 
   Allan and Barbara Pease (2006); The Definitive Book of Body Language 
 
   Allan and Barbara Pease (2011); Body Language in the Workplace 
 
   Phipps, Robert (2012); Body Language: It's What You Don't Say That Matters 
 
   Draper, Michael (2015); Body Language Mastery: Decipher Nonverbal Communication
 
   
  
 

[bookmark: _Toc437879623]Habits and Tastes
 
   Kahneman, Daniel (2011); Thinking Fast and Slow
 
   Duhigg, Charles (2012); The Power of Habit: Why We Do What We Do in Life and Business 
 
   Medina, John (2009); Brain Rules: 12 Principles For Surviving and Thriving at Work, Home, and School
 
    
 
   
  
 

[bookmark: _Toc437879624]The Human Needs
 
   Robbins, Anthony (1992); Awaken the Giant Within: How to Take Immediate Control of Your Mental, Emotional, Physical and Financial Destiny!
 
   Robbins, Anthony (1997); Unlimited Power: The New Science of Personal Achievement
 
   Robbins, Anthony (2012); Unleash the Power Within: Personal Coaching from Anthony Robbins That Will Transform Your Life!
 
    
 
   
  
 

[bookmark: _Toc437879625]Transactional Analysis
 
   Berne, Eric (1966); Games People Play 
 
   Berne, Eric (1975) What Do You Say After You Say Hello?  
 
   Harris, Thomas (1969); I'm OK, You're OK
 
   Ian Stewart, Vann Joines (1987); TA Today: A New Introduction to Transactional Analysis
 
   Muriel James, Dorothy Jongeward (1971); Born to Win: Transactional Analysis with Gestalt Experiments 
 
   Berne, Eric (1961); Transactional Analysis in Psychotherapy
 
   Berne, Eric (1963); The Structure and Dynamics of Organizations and Groups
 
    
 
   
  
 

[bookmark: _Toc437879626]The Stroke Economy
 
    Steiner, Claude (1971); Scripts People Live
 
   Steiner, Claude (2003); Emotional Literacy: Intelligence With a Heart
 
    
 
   
  
 

[bookmark: _Toc437879627]The Drama Triangle 
 
   Karpman, Stephen (2014); A Game Free Life
 
   Emerald, David (2009); The Power of TED
 
   Zimberoff, Diane (1989); Breaking Free from the Victim Trap 
 
   
  
 



[bookmark: _Toc437879628]Conclusion
 
   Well done, you’ve made it through the book. If you followed through with the exercises you will have surely of gained some insight into yourself and the people around you. Thank you again for taking the first step towards making your life better, and the lives around you.
 
   The next step is to take what you’ve learned, and continue on your path to understanding people using the theories and Exercise & Practical Application that you’ve learned. Keep in mind that none of the elements of analyzing people can be used on their own to understand someone.  You must build a picture using all of the methods we’ve discussed, fleshing out your understanding until you’re in a position to have genuine insight.
 
   Finally, if you found this book helpful at all (or not helpful at all!), then please leave a review for this book on Amazon BY CLICKING HERE, I welcome all feedback – positive or negative as I am seeking to improve on this book. Thank you and best of luck, don’t forget your free bonus in the following chapter! 
 
   
  
 



[bookmark: _Toc433981866][bookmark: _Toc437879629]FREE BONUS
 
   Your free bonus will provide you with a detailed 7 step process so that you will NEVER forget a person’s name ever again. If you’re the type to constantly tell others (or yourself) that you’re horrible with names then you need this! In addition to this you will be given an additional bonus of SIX DETAILED BOOK SUMMARIES for:
 
    
    	The Life Changing Magic of Tidying: The Japanese Art of Decluttering and Organizing by Marie Kondo 
 
   
 
    
 
    
    	The War of Art: Break Through the Blocks and Win Your Inner Creative Battles by Steven Pressfield
 
   
 
    
 
    
    	Being Mortal: Illness, Medicine, and What Matters in the End by Atul Gawande
 
   
 
    
 
    
    	The Lean Startup: How Today’s Entrepreneurs Use Continuous Innovation to Create Radically Successful Businesses by Eric Ries
 
   
 
    
 
    
    	Quiet: The Power of Introverts in a World That Can’t Stop Talking by Susan Cain
 
   
 
    
 
    
    	Outliers: The Story of Success by Malcolm Gladwell
 
   
 
   To claim your FREE Bonus CLICK HERE!
 
   Or visit http://gedankenunited.com
 
   Please find below a bonus sneak peek preview of Body Language Mastery: Decipher Nonverbal Communication, Body Language, and Speed Read People to Win Friends and Influence People by Michael Draper which will be available soon on Amazon’s Kindle Store!
 
   
  
 

[bookmark: _Toc433981867][bookmark: _Toc437879630]SNEAK PREVIEW: The Science of Body Language
 
   Just as you’ve turned to this book to increase your body language, so have many businesses and institutions turned to behavioral scientists and psychologists, along with ample funding, to find out what makes people tick and how body language works. So let’s try to get some use out of their findings and begin with the very simple question: what is body language? 
 
   
  
 

[bookmark: _Toc433981042][bookmark: _Toc433981868][bookmark: _Toc437879631]What is body language?
 
   Body language is the way we communicate nonverbally with our bodies. That definition may be misleading because generally body language is not taken to include overt hand gestures like the raising of a thumb or middle finger, or the use of sign language – those kinds of bodily gestures are in a way still verbal and direct. Body language is generally taken to be the subtle unintentional or indirect aspects of communicating with our body, even a thumbs-up can be taken as sarcastic given the right kind of smirk. In fact even some verbal communication is regarded in the same sphere as body language because how we say things is just as important as what we way. There is a middle ground here of course – pointing your finger is a direct type of communication, but it can also be unintentional and figuring out what our hands are doing is definitely central to mastering body language. 
 
   Body language is the reading of our eye movements, posture, facial expressions, and how we are moving around to determine how to interpret what we are saying, and at times when we are not speaking, to interpret what a person might be thinking or feeling. Its fine not being nervous in your speech at an interview, but if you are trembling like you’re experiencing an earthquake people will know you are putting it on. 
 
   The question of whether body language is intentional or unintentional is a very difficult question to conclude an answer for. There are only a few rare opportunities to ruminate and witness what is happening not only in the conversation but what is happening outside and around you, responses happen almost instinctually and you’ll often find yourself saying “that wasn’t what I intended to say”, and in those cases you may begin to deconstruct your thoughts to figure out what you were thinking at the time. 
 
   Our body language seems to have even less input from our minds than this, which has led to some speaking of a conscious and a subconscious mind. This kind of division is useful for a lot of motivational speakers because it is dramatic and simplistic; your body appears to be acting on its own accord revealing your hidden desires – controlling it would be some kind of hidden secret. The reality is that this division is usually flavored with leftovers of Freudian psychology which is not taken with much credibility anymore. 
 
   For the sake of simplicity it is best to think of the mind as having the bits you are currently paying attention to, and then alongside this there is a great deal of background information and processes working behind the scenes but you can easily focus in on them and alter or change them at your will. A perfect analogy is the way a computer works, normally you would run just a few programs at a time. Certain people would like you to think that your old emails and Solitaire are plotting something against you while you are distracted but this isn’t the case. Body language works as part of your conscious mind, as everything you are currently doing does so, but it is also working on certain instinctual levels and working with processes that we do not fully understand - just yet!  
 
   We often hear talk of how much of our communication is down to body language, some figures suggest that 55% of what we say is located in the regions around our nose and eyes (one famous figure suggests only 7% of communication is speech). While these figures vary a lot from source to source, and it’s not always entirely clear what these percentages even mean in real terms, it’s enough to know that a significant amount of everyday communication is nearly impossible without some type of NVC (non-verbal communication). Consider how we communicate with text messages and online chat systems, it can almost seem necessary to use smiley faces and emoticons because so much of what we say can seem misleading or angry without a mouth or face behind it. A simple question such as “Are you coming to the dinner party?” can sound accusatory without a friendly grin next to it. Consider also how what we say is entirely related to context, it is difficult to even think of an expression that can be said outside of a situation. Take a simple phrase like “thank you”, this could be seen as dismissive, disingenuous, a pleasantry, or it could be seen as something extremely heartfelt if accompanied by a hug or tears. 
 
   We might intuitively feel that the strongest indicator of how someone feels, after the words they speak, is expressed in their face, however a recent study suggests that this is not the case. The study suggests that humans are not brilliant at noticing subtleties of emotions in facial expressions and the level of intensity of an emotion is extremely difficult for people to accurately assess from face alone. Just by judging photographs of faces in a study done at Princeton it was revealed that without being able to look at the rest of the body, people were only able to accurately interpret an emotional state 50% of the time. The more we learn about body language, the more we realize how sophisticated it is and how every part of the body is used. Body language – fascinating stuff isn’t it?
 
    
 
   END OF SNEAK PREVIEW
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