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Introduction

By a man's fingernails, by his coat-sleeve, by his boots,
by his trouser-knees, by the calluses of his forefinger and
thumb, by his expression, by his shirt-cuffs, by his move-

ments - by each of these things a man's calling is plainly
revealed. That all united should fail to enlighten the com-

petent enquirer in any case is almost inconceivable.
SHERLOCK HOLMES, 1892

As a young boy, I was always aware that what people said was
not always what they meant or were feeling and that it was
possible to get others to do what I wanted if I read their real
feelings and responded appropriately to their needs. At the age
of eleven, I began my sales career selling rubber sponges door-
to-door after school to make pocket money and quickly
worked out how to tell if someone was likely to buy from me
or not. When I knocked on a door, if someone told me to go
away but their hands were open and they showed their palms,
I knew it was safe to persist with my presentation because,
despite how dismissive they may have sounded, they weren't
aggressive. If someone told me to go away in a soft voice but
used a pointed finger or closed hand, I knew it was time to
leave. I loved being a salesperson and was excellent at it. As a
teenager, I became a pots and pans salesperson, selling at
night, and my ability to read people earnt me enough money
to buy my first piece of property. Selling gave me the opportu-
nity to meet people and study them at close range and to
evaluate whether they would buy or not, simply by watching
their body language. This skill also proved a bonanza for
meeting girls in discos. I could nearly always predict who
would say 'yes' to a dance with me and who wouldn't.
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I joined the life insurance business at the age of twenty, and
went on to break several sales records for the firm I worked for,
becoming the youngest person to sell over a million dollars'
worth of business in my first year. This achievement qualified
me for the prestigious Million Dollar Round Table in the USA.
As a young man I was fortunate that the techniques I'd learned
as a boy in reading body language while selling pots and pans
could be transferred to this new area, and was directly related
to the success I could have in any venture involving people.

All Things Are Not What They Seem

The ability to work out what is really happening with a person
is simple - not easy, but simple. It's about matching what you
see and hear in the environment in which it all happens and
drawing probable conclusions. Most people, however, only see
the things they think they are seeing.

Here's a story to demonstrate the point:

Two men were walking through the woods when they came
across a big deep hole.

'Wow ... that looks deep,' says one. 'Let's toss a few pebbles
in and see how deep it is.'

They threw in a few pebbles and waited, but there was no
sound.

'Gee - that is a really deep hole. Let's throw one of these
big rocks in. That should make a noise.'

They picked up two football-sized rocks and tossed them
into the hole and waited, but still they heard nothing.

'There's a railway sleeper over here in the weeds,' said one.
'If we toss that in, it's definitely going to make some noise.'
They dragged the heavy sleeper over to the hole and heaved it
in, but not a sound came from the hole.

Suddenly, out of the nearby woods, a goat appeared,
running like the wind. It rushed towards the two men and ran
right between them, running as fast as its legs could go. Then




