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PREFACE 
READ AT YOUR OWN RISK 

This is the most powerful book on influence and control you’ll ever read 

— and I didn’t write it for everyone. I didn’t write it for the public. I 

didn’t write it to be liked. I wrote it because the truth about real power 

has been buried under a mountain of recycled tricks, pop psychology, 

and feel-good fiction — and I got tired of watching strong people be led 

by weak ones. 

Most of what’s sold today as "power" is a lie. You’ve seen it. Another 

Instagram-fueled take on The 48 Laws of Power, with advice cribbed 

from kings, warlords, and Machiavellian princes — as if you’re going to 

crown yourself monarch and start building castles. The rest of it is just 

as useless. Mirror neuron pseudoscience. Subtle body language hacks. 

“Influence frameworks” dressed up in neuroscience but empty at the 

core. Or the worst of all — manipulative puppet-master tactics that turn 

you into a social pickpocket instead of a presence to be reckoned with. 

I’m not here to teach you games. I’m here to show you the only form of 

power that can’t be taken away — Self Power. And if you’re ready to stop 

pretending, stop performing, and finally rise above the charades, this 

book will hand it to you in full. Not a theory. Not a motivational pep 

talk. But a complete system for creating the kind of personal gravity that 

makes others adjust to you before a single word is spoken. 
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I didn’t invent these techniques. They were first put to print decades ago 

in a forgotten manual that was quickly buried, out of circulation, and 

nearly lost forever. I found it by accident. I rewrote it with blood. I 

stripped it down, updated it, and rebuilt it with brutal clarity. I’m also a 

master practitioner of NLP — not the kind of NLP you see in sales 

trainings and hypnosis seminars, but the kind used to mold identity, 

reshape belief, and make people bulletproof. The kind that rewires you 

at the level of who you are — not what you do. 

Still, I wrestled with whether to release this. And I remain anonymous 

for a reason. 

Power is not neutral. Some of you will use this book to become 

unshakable — leaders others naturally align to. But a few will twist it. 

They’ll skim past the five stones this entire system rests on — the core 

principles that keep it clean, calibrated, and human. You’ll learn about 

those inside the book. And if you choose to ignore them, if you take this 

power and use it without honor, don’t come looking for me. I won’t take 

credit for the monsters. 

This book is real. The methods work. And the results will follow. But 

what you become — that’s on you. 

So read on. But don’t just read. Commit. 

Because once you start down this path… you don’t go back. 

Influence Without Apology. 

Power Without Permission. 

Castor Wynn 
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How to Use This Book 

Read this book straight through. Don’t stop. Let the language hit you 

like a wave and the truth rattle in your bones. This is your download 

phase—where the rules of power get etched into your thinking. You’ll 
feel shifts in perception, energy, posture… before you ever take action. 

But don’t confuse knowledge with power. 

Power doesn’t live in your head. It lives in your presence. 

And presence is built by doing. 

Once you finish the full read, go back to Chapter 1 and begin the 

implementation cycle: 

• One chapter at a time. 

• One technique at a time. 

• One shift in identity at a time. 

Every chapter ends with an Implementation Assignment—not a 

worksheet, not busywork, but a real-world command. These 

assignments are how you install the behavior. They’re how you become 

the person this book describes. 

Don’t rush. Don’t stack. You’re not building tricks—you’re building 

gravity. 
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If you’re serious, treat each chapter like a weeklong transformation. That 

gives you twenty weeks to permanently change how the world responds to 

you. 

If you’re looking for hacks or shortcuts, put the book down now. 

But if you’re ready to earn respect without begging for it, influence 

without apology, and power without permission—turn the page. 
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C H A P T E R  1  

Self Power Is the 
Starting Point 

You’ve felt it. That electric moment when someone enters a room and 

the atmosphere changes. Nobody needs to announce them. Nobody 

even has to speak. Yet somehow, everyone straightens up, pays closer 

attention, and subtly shifts around their presence. That feeling isn’t 

charisma. It’s not charm. It’s not reputation. It’s something cleaner, 

more primal. It’s Self Power — and when it’s real, you feel it before a 

word is spoken. The reason you’re holding this book isn’t because you 

want to be liked. It’s because you want that feeling to belong to you. 

Recognize the Strike When You Feel It 

You’ve felt it. That sudden jolt when someone walks into a room and 

instantly owns it. No fanfare. No words. Just presence — raw and 

commanding. You didn’t plan to notice them. You didn’t even want to. 

But your attention snapped to them like a magnet. You reacted that way 

not by chance — but because they wanted you to. And whether you 

realized it or not, you adjusted yourself to them. That’s not charisma. 

That’s not charm. That’s power — real power. The kind that doesn't 

wait to be understood or explained. The kind that doesn’t ask for 

acknowledgment. It strikes — instantly, cleanly, and without hesitation. 
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This is what sets true Self Power apart. Most people rely on slow-earned 

status. They try to be liked. They hope to be noticed. They believe if they 

just do enough, say enough, prove enough, they’ll eventually be seen. But 

you’re not here to be seen eventually. You’re here to be felt immediately. 

There’s a difference between being noticed and being registered — and 

the powerful are registered before a single word is spoken. 

You don’t need to fake it. You don’t need to chase it. You’re going to 

build it — piece by piece, deliberately. And when you do, you won’t just 

enter rooms anymore — you’ll shift them. Your presence will cut 

through the noise like a blade. You’ll feel it. They’ll feel it. And they’ll 
adjust to you because of it. 

Key Point: Real personal power strikes before you speak. If 

others aren’t adjusting to you on sight, you haven’t struck yet. 

Make Them Want to Perform for You 

Real power doesn’t plead. It doesn’t negotiate for cooperation. It doesn’t 

cajole, coerce, or flatter to get people moving. It pulls. It creates such 

undeniable gravity that others start leaning in without knowing why. 

They want to do something for you. They want to be near you. They 

want a chance to earn your attention — because on some level, they feel 

that being seen by you means they matter. 

You’ve probably seen the counterfeit version of this. A manager barking 

orders behind a job title. A social climber bragging about who they know. 

A petty boss who throws their weight around just to feel important. 

These types may get compliance — for a while. But it’s a house of cards. 

The moment their back is turned, their “followers” disengage. That isn’t 

power. That’s rented respect. And it always comes due. 
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You’re done with that. You’re not here to demand. You’re here to draw. 

The kind of personal power you’re building doesn’t force people — it 

makes them want to offer more than they planned. That’s when you 

know it’s real. When they perform for you not out of fear or obligation, 

but out of a desire to be close to whatever it is you emanate. 

Let it sink in: You don’t have to ask people to lean in. Just become the 

kind of presence they can’t afford to lean away from. 

Key Point: The powerful don’t beg for support. They radiate 

such force that others feel compelled to offer it — and grateful 

if it’s accepted. 

Let Them Chase the Bond 

Attention is the spark. But attachment — that’s the fire. The kind of 

personal power you’re developing doesn’t just make people notice you; 

it makes them want to be tethered to you. Something about you locks 

into their awareness and doesn’t let go. They remember you when they 

shouldn’t. They replay conversations in their mind long after they’ve 

ended. Why? Because your presence signals importance — not in the 

arrogant, self-promoting way the insecure try to fake — but in the 

deeper, wordless way that says: If you’re near me, your life might change. 

You're no longer in the game of “finding common ground.” That’s 

amateur hour. That’s the advice they give to people who hope to be liked. 

You’re not seeking to be liked — you're establishing gravity. You’re no 

longer lowering yourself to relate. You are creating an elevated space that 

others aspire to enter. You don’t chase connection. You don’t initiate 

the bond. You become the center of gravity — and let the orbit form 

around you. 
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This is the reversal of the modern social script. You’re not looking for 

rapport. You’re creating resonance. And when someone resonates with 

your presence — not your performance, not your words, not your 

charm, but your presence — they’ll crave proximity to it. Not because 

you asked them to. Because their identity whispers that they must. 

Key Point: You don’t chase connection. You project such 

presence that others feel incomplete without it — and seek the 

bond on their own. 

The Cost of Power Is Laziness 

By now, you know what real personal power looks like. It strikes 

instantly. It bends others without force. It draws performance without 

begging. It forms bonds without neediness. When you command all 

four, you’re not just playing the game — you’re the one setting the rules. 

That’s the full expression of Self Power. Anything less is a watered-down 

performance for people who want to seem powerful without ever 

becoming it. 

So here’s the blunt truth: If you want the real thing, you have to pay for 

it. Not in dollars. Not in titles. Not in sacrifices that break you. But in 

something far more uncomfortable: your laziness. That’s the only toll at 

the gate. You don’t need to change who you are — you need to eliminate 

who you aren’t willing to stop being. 

You can’t walk through life half-alert, half-committed, half-willing — 

and expect full power. You can’t scroll through distractions, slouch 

through your days, and mutter affirmations while letting the world walk 

past you. Self Power demands presence. It demands posture. It demands 

that you stop letting others set the rhythm and start walking into every 

room like the metronome of the moment. 
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Give up your laziness. That’s it. That’s the whole deal. And in return? 

You take possession of attention, control, loyalty, connection, and 

influence — not someday, but now. 

Key Point: Real personal power only demands one sacrifice: 

your laziness. Once you abandon that, everything else becomes 

yours. 

Your Frame Is the Gravity Well 

Let’s drop the performance. You’re not here to be liked. You’re not 

aiming for polite nods or social applause. You’re not building personal 

power so you can win “most approachable” in a team-building seminar. 

That’s for people who still think popularity is power. It’s not. It never 

was. What you’re building is sharper — and far more dangerous. 

You already know what bending looks like. You’ve bent. You’ve nodded 

along when you disagreed. You’ve smiled through nonsense just to keep 

the peace. You’ve stepped aside to be “polite.” And all it ever got you was 

a deeper sense of being forgettable. 

So let’s flip it. 

The moment you step into Self Power, the bending stops — and not just 

for you. Others bend now. Others lean in. Others adjust to your rhythm, 

your language, your values, your presence. You become the gravity. The 

still center of the storm. The frame that others step into — not because 

you pushed them, but because they can’t stand the feeling of standing 

outside it. 

This is what real personal power looks like in the wild. It’s not about 

making people follow. It’s about becoming the axis they unconsciously 

revolve around. 
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And if you want a measurable test of whether you’re building it? Forget 

charisma. Forget compliments. Ask yourself this: How often do people 

move toward you? That’s the only metric that matters. 

Key Point: Power isn’t how well you fit into others ’frames — 

it’s how often others move into yours. That’s the only direction 

that matters. 

The Most Important Minute of Your Life 
Happens Hundreds of Times a Day 

Forget everything you've heard about patience, process, or “letting 

people get to know you.” That’s marketing fluff for mediocre men. In 

the real world, the second someone sees you — really sees you — they’re 

already deciding what you are. Not who. What. 

So go to the mirror. 

Not your selfie camera. Not the angle you’ve rehearsed. I mean a full-

length, barefaced, no-distraction, truth-delivering mirror. Stand there. 

Let the silence hit. And ask yourself: 

If I were someone else, would I take this man seriously? 

Would I notice him? Would I feel the weight of him before he moved? 

Would I instinctively give him more space, speak a little more carefully, 

wonder what he’s capable of? 

Or would I scroll past him in real life the same way I scroll past faces on 

my phone — with zero tension, zero curiosity, zero impact? 

This isn’t an exercise in style. It’s a reckoning with presence. Because 

whether you realize it or not, the most important sixty seconds of your 

life don’t happen once. They happen over and over — every time 
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someone looks at you. Every hallway. Every introduction. Every 

entrance, every exit. And in that tiny loop of time, you either gain 

power… or forfeit it. 

There is no neutral. There is no pause. You’re either building gravity or 

dissolving into background. 

And the worst part? You won’t even see it happening. 

So if the man in that mirror doesn’t strike, doesn’t hold, doesn’t own the 

moment before a word is spoken — then understand this: 

The next chapters aren’t just helpful. They’re survival. 

Key Point: The most important sixty seconds of your life replay 

hundreds of times a day — the moment you’re seen. Power must 

exist there, or it doesn’t exist at all. 

Politeness Is Not Power — It’s Just the 
Cover Charge 

Let’s revisit the first secret of real personal power: it hits instantly. If it 

doesn’t strike on sight, it isn’t power — it’s positioning. And positioning 

is something anyone can do with enough charm, polish, or strategic 

friendliness. It might open doors. But it doesn’t command rooms. 

You’ve been lied to. You were told that influence comes from being 

likable — that if you smile at the right time, nod often enough, and make 

people feel seen, they’ll give you power. They won’t. At best, they’ll give 

you comfort. At worst, they’ll take you for granted. 

Getting along with others isn’t power. It’s just the price of admission. 

Let’s say that again. 
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Being agreeable — being “a people person” — doesn’t make you 

powerful. It makes you tolerable. It makes you blend. You can be the 

most charismatic guy in the room and still be forgotten before dessert. 

You can be the smoothest speaker in the meeting and still get passed over 

when it’s time to lead. 

Power doesn’t flow from smiles or scripts. It doesn’t bloom from 

icebreakers or empathy. Power doesn’t ask if you get along. It makes 

people want to stay in your light. 

That’s the shift. That’s the difference between social skill and Self 

Power. One smooths the road. The other bends the road in your 

direction. 

So keep your charm. Keep your polish. But don’t confuse manners with 

magnetism. 

Key Point: Getting along isn’t power. It’s the minimum 

requirement to enter the game. Real power begins when others 

want to stay aligned with you — on your terms. 

Words Are Better as a Tool Than as a 
Power 

If your personal power is going to strike instantly, then it must be visible. 

It must be seen, felt, and registered before you even open your mouth. 

That means it can't depend on your words. Not what you say. Not how 

cleverly you say it. Because by the time words matter - the moment is 

already gone. 

Let that hit. 
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Anything that relies on your voice to create power is reactive. Real power 

is proactive. It hits before language enters the room. So if you don't yet 

arrest attention the second you're seen - if you don't stand out with a 

presence that pulls eyes and holds them - then everything that follows 

here is essential. 

Yes, what you say still matters. Language is still a tool - but that's all it is: 

a tool. It's not your source of power. It's not the spark. It's the scalpel, 

not the fire. 

From this point forward, you stop relying on your words to create 

presence - and start using presence to give your words weight. 

Key Point: Power must be seen before it is heard. Words are 

tools - not your source of power. 

The First Secret Is the Gatekeeper of All 
Power 

Let’s stop here and drive the stake in deep. If you don’t master the first 

secret, nothing else in this book will hold. Real personal power strikes 

instantly. It’s not a warmup. It’s not something you build toward with 

rapport or clever phrasing. It’s not something you earn over time. It hits 

the moment you enter — or it doesn’t exist at all. 

This is the secret almost everyone skips. They chase the downstream 

effects — trying to make others bend, perform, or bond — before they've 

earned the right. They learn influence tactics. They memorize closing 

lines. They rehearse charm. And maybe, for a moment, it works. But 

underneath it all, the room knows what’s missing. The strike never 

happened. And without that, none of it sticks. 
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You might be able to fake pieces of the other three secrets. You might 

get people to say yes. You might get applause. You might even get 

temporary followers. But without that wordless, visceral impact in the 

first sixty seconds, you’ll always be chasing. Always performing. Always 

working too hard. 

The first secret — Real Power Strikes Instantly — is the source of 

everything that follows. It’s what makes your presence felt before you 

speak. It’s what makes people adjust before they realize why. It’s what 

separates the ones who “seem cool” from the ones who make the entire 

room shift when they walk in. And it is the only secret that can’t be 

faked. 

So lock this in. Don’t skip ahead. Don’t dilute it by thinking presence is 

just about posture, or fashion, or standing still. We’re going deeper than 

that. But no matter how deep we go — the instant strike comes first. You 

don’t whisper your way into power. You don’t hope to be noticed. You 

step into the world and let it feel your arrival. 

Key Point: The First Secret is everything — Real Power Strikes 

Instantly. No presence, no influence, no control is possible 

without that initial impact. It’s not a beginning — it’s the 

foundation. 

Begin Now or Be Left Behind 

This is the part where most people pull back. Not because they don’t 

want it — but because this is where it stops being theory. This is the wall. 

Right here. The moment you look at yourself and say: Can I really 

become the kind of person who strikes like lightning the second I'm 

seen? That’s where doubt whispers. That’s where it tries to win. 
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But let’s tear that whisper to pieces. 

You absolutely can become that man. And more than that — you must. 

If you want to command the room before you speak… if you want people 

bending, performing, attaching themselves to your presence like iron to 

a magnet… then this isn’t optional. It’s required. You have to become 

striking. Period. 

And don’t believe the lie that others had more than you when they 

started. Most didn’t. A sickly boy with no height and no homeland 

became the most dominant force in Roman history. A man who couldn’t 

walk led the free world through a global crisis. A failed, broke artist with 

no pedigree or status spoke so powerfully he shook an entire continent. 

This isn’t about merit. This isn’t about fairness. This is about presence 

— and presence can be built. 

But not all at once. Not in a weekend. It happens piece by piece — one 

shift at a time, one adjustment at a time, one decision at a time to stop 

being invisible and start being undeniable. You want that kind of 

presence? Then begin now. Not tomorrow. Not after you “fix your look” 

or “get your mind right.” Now. Because every moment you wait, 

someone else is stepping into the room you were supposed to own. 

Key Point: Real presence isn’t gifted. It’s built — one deliberate 

piece at a time. The only thing stopping you is delay. Start now. 

Key Points Recap 

• Real Power Strikes Instantly. If they don’t feel it the moment 

they see you, it’s not power — it’s noise. 

• Others must bend to you. Not through force, but through 

presence that makes them want to. 
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• People perform for real power. They lean in, try harder, and seek 

your favor — because your attention matters. 

• Connection isn’t pursued — it’s pulled. You radiate 

importance. They initiate the bond. 

• True personal power is complete. If even one piece is missing, 

the rest collapses. 

• You are the standard. Others come your way. That’s frame. 

That’s gravity. That’s power. 

• The first sixty seconds are your entire life — repeated. You gain 

or lose power the moment you're seen. 

• Getting along is not power. It’s just permission to be in the 

room. The game starts after that. 

• Words are tools — not power itself. If you’re not seen as 

powerful before you speak, it’s already too late. 

• The first secret is everything. Without instant impact, the rest 

of the structure falls apart. 

• Your rise is built piece by piece. Start today — or lose to someone 

who did. 

Implementation Assignment 

For the next 24 hours, treat your presence like a weapon — because it is. 

This isn’t about talking more. It’s about striking harder, without a word. 

Here’s your challenge: 

Enter every space — every room, every interaction — like it’s your frame. 

Your vibe. Your command. 

Say less. Hold posture. Own the air around you. 

Make eye contact — and don’t be the first to break it. 
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Delay your responses by one breath. Let people wait. 

Watch how they shift. Watch who adjusts. Watch who leans in. 

Don’t explain. Don’t soften. Just hold. 

Bonus: In the mirror tonight, look again. And ask honestly — if I saw 

this man walk in, would I feel it? If not, adjust. If yes, intensify. 
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C H A P T E R  2  

Power Begins With How 
You Carry Yourself 

Before you can build real personal power, you need something solid to 

build on — and a clear vision of what you're building toward. Just like 

constructing a house, the ground must be prepared, and the blueprint 

must be clear. Without a strong foundation and a sharp image of the 

finished form, nothing lasting can be created. Your power must be 

intentional. Purposeful. Engineered from the ground up. 

Why You Are Interested in Being a 
Personal Power 

If you're drawn to real personal power, you’re not here for theory — 

you’re here to deal with people. That’s where all power lives. It’s never 

abstract. It never exists in isolation. Power, whether real or fake, only 

becomes power when it’s exercised on others. And if you're honest, that’s 

exactly why you're here. 

Let’s not sugarcoat this. You want personal power because you want 

results — and those results involve other people adjusting to you. You 

want their attention, their cooperation, their respect. Maybe even their 

submission. And there's nothing wrong with that. In fact, if you didn’t 
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want something from others, you wouldn’t be here reading this, and this 

book would be irrelevant to you. 

So admit it — not out of guilt, but out of clarity. You want influence. 

You want to walk into rooms and know the energy shifts. You want to 

carry enough gravity that people rethink how they move around you. 

That’s not arrogance. That’s awareness. 

Only when you admit this — fully and without apology — can you start 

building the kind of personal power that actually works. Because 

anything built on denial, shame, or false modesty crumbles the moment 

pressure hits. What you're really after is power that moves people. Power 

that shapes outcomes. Power that puts you in control of your life and 

your environment. 

If you're still trying to pretend you want power “just to be helpful,” then 

close the book now. You’re not ready. But if you're ready to admit that 

influence matters to you — deeply, personally — then now we’re getting 

somewhere. 

Key Point: Personal power starts with honesty — admit you 

want influence over others, or you’ll never build the force that 

earns it. 

“Get Along” With Others As You Deal 
With Them 

Once you’ve admitted that personal power matters to you — not for 

abstract reasons, but for your own outcomes — you’re forced to face a 

hard, unshakable truth: your success depends on how well you deal 

with people. Whatever your goal is — influence, wealth, control, 
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freedom — if it involves human beings, your ability to manage those 

interactions is non-negotiable. 

Power only matters when it connects to people. And if your objectives 

don’t involve people, then you don’t need this book. But if they do — 

and they do — then personal power isn’t optional. It’s essential. 

So now the groundwork must be prepared. If you’re going to build 

yourself into a powerful figure, you must build on your current dealings 

with others. That means your baseline social behavior must be strong 

enough to support the weight of influence. You don’t need to be perfect. 

You don’t even need to be liked. But you do need to be able to get along 

— enough that people don’t reject your presence before your power has 

a chance to be felt. 

Maybe you're already good at this. Maybe you've always had an easy way 

with people. If so, you’ve got a head start. But even then, it’s time to 

check yourself. Audit how others experience you. Because if there are 

cracks in how you currently relate, those cracks will widen the moment 

you try to wield real power. 

This isn’t about being agreeable. It’s about being effective. Before you 

build, make sure the foundation is solid. 

Key Point: Power doesn’t grow in isolation — it builds on your 

ability to get along without submission. 

Stop Courting People. Start Creating 
Gravity. 

While you’re learning to pull in your horns and ignore the ones pointed 

at you, there’s something else you need to unlearn — and fast. You need 

to stop courting people. That means cutting out the flattery, the forced 
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charm, the quiet desperation to be liked or accepted. Because you’re not 

building yourself into a well-liked figure — you’re building yourself into 

a personal power. 

And power doesn’t chase. 

In everyday life — when you're not consciously building power — the 

default move is to try to win others over by appealing to them. You show 

deference. You sweeten your tone. You hand out compliments not to 

give respect, but to gain it. That game ends here. 

From now on, you stop courting others, because you are becoming the 

person others court. That shift starts internally, with your intent. You’re 

not here to impress — you’re here to be impressive. You’re not here to 

flatter — you’re here to be felt. 

Now, let’s be clear: this doesn’t mean you become cold or robotic. It 

doesn’t mean withholding warmth or refusing to acknowledge others ’
value. Respect, kindness, and even praise still matter — but only when 

they’re stripped of submission. You give them because they’re true, not 

because you’re trying to curry favor. 

Any behavior that reeks of neediness or ingratiation tells people one 

thing: you’re beneath them. And the second they feel that, they’ll never 

feel your power. You’ve made them the prize — and made yourself 

invisible. 

Instead, you flip the dynamic. You stop trying to create bonds, and you 

start becoming the kind of force people want to bond with. That’s the 

fourth secret of real personal power: people must feel a desire to 

connect with you — not the other way around. 



 

2 2 |  S E L F  P O W E R  R U L E S  

This rule is as relevant in high-level politics and boardroom deals as it is 

in dating, management, and daily social dynamics. History is filled with 

powerful figures who collapsed the moment they started courting others 

instead of letting others orbit around them. Mussolini courted Hitler 

and lost control. Stalin courted Hitler and got played. Roosevelt courted 

Stalin and gave away position. Meanwhile, Tito — who courted no one 

— became untouchable. 

This plays out every day — in companies, in friendships, in negotiations, 

in relationships. The person being courted always holds the upper hand. 

From this point forward, your job is to become the one they want to 

win over. The techniques that follow will show you how — but the 

preparation starts here: by letting go of any behavior that signals you’re 

trying to be chosen. 

Key Point: The powerful don’t chase bonds — they create 

gravity that makes others chase them. 

Power Is Not Mystical — It’s Mechanical 

As you begin withdrawing your need to court others and commit to the 

foundational behaviors of real power, there’s something else you must 

do — strip away the illusion that personal power is some kind of rare 

gift. Too often, people stand in awe of the powerful, as if their presence 

were ordained by the gods. They act like it’s magic, or destiny, or 

something only certain people are born with. But it isn’t. In fact, it’s the 

exact opposite. 

Real personal power, despite how massive and undeniable it feels when 

you’re in the presence of it, is surprisingly simple. It’s not a blessing — 

it’s a force. A concentrated, learnable, repeatable force that anyone can 
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acquire if they have the vision and guts to claim it. You don’t need to be 

born with it. You don’t need to be chosen. But you do need to stop 

romanticizing it. Because the second you start seeing yourself as “one of 

the special ones,” you’ve already lost it. Power isn’t kept by those who 

think they deserve it — it’s kept by those who understand it. 

The truth is, power can be built by anyone with enough purpose and 

enough gumption to see it clearly. But clarity is the key. If you lose it — 

if you let ego cloud your vision or start believing your own mythology — 

someone with a colder eye and a sharper understanding will take it from 

you. That’s how this works. 

So from this point forward, you must begin to understand personal 

power from every angle. Know who desires it and why. Know what 

drives people toward it. But most of all, know what it means to you. 

You’re not just chasing power in general — you’re building a very 

specific kind of power for your own very specific reasons. Never lose 

sight of that. 

The techniques in this book will give you the tools. And they’re simple 

— deceptively so. But their effectiveness will depend entirely on whether 

you absorb what power is before you try to use them. If you treat these 

principles like tricks, they’ll collapse on you. If you treat them like 

fundamentals, they’ll change your life. 

Every year, thousands of people try to acquire personal power. Most fail. 

Not because they’re incapable — but because they never took the time 

to understand what they were building. You won’t be one of them. 

Key Point: Personal power isn’t a mystery. It’s a mechanism. See 

it clearly, or it will be taken from you by someone who does. 
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Power Is Neutral — You Are Not 

You can dress it up however you want — talk about personal power in 

idealistic terms, call it influence, leadership, confidence — but beneath 

it all, you’re pursuing it for one core reason: because it gives you more 

control. More choice. More leverage in the game of life. That’s not 

something to deny. It’s something to accept — and examine. 

What you also need to accept is this: power isn’t reserved for the 

honorable. It’s not earned through virtue. It doesn’t come down from 

the heavens to those deemed morally fit. Real personal power is just a 

force — a mechanical, learnable force — and it’s as available to the 

manipulator as it is to the master. The power itself doesn’t change. Only 

the hands it lands in. 

Whether someone uses it to elevate others or exploit them, the 

mechanics are the same. The same five stones of power. The same 

psychological shifts. The same presence. The same pull. What varies is 

the intention — and the discipline to carry that intention without 

slipping into ego or abuse. 

You’ve seen this play out in small ways. Look around any group and 

you’ll find someone swinging scraps of false power. The guy who bosses 

around a waitress just to feel important. The one who constantly 

reminds you of who he knows, trying to scare you into respect. These are 

tiny examples, but they expose something massive: people will misuse 

even the smallest taste of power if they don’t know who they are 

without it. 

So ask yourself now, before your influence expands: What will you do 

when real power is in your hands? What version of yourself will it 

magnify? 
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Because power doesn’t change people — it reveals them. And if you’re 

not crystal clear about your values and vision before you get it, you’ll find 

yourself misusing it before you even notice. 

Key Point: Power reveals character, not virtue. Learn to wield 

it consciously — or it will control you unconsciously. 

False Power Is Borrowed. Real Power Is 
Built. 

It’s time to draw a hard line — the line between what looks like personal 

power and what actually is. You’ve seen both in the wild. You’ll 
encounter both again and again, in every room, in every structure, in 

every hierarchy. So you need a clear, unshakable distinction between the 

two. Because most of what the world calls “power” isn’t power at all — 

it’s just proximity to it. 

What people usually think of as personal power is actually agency power 

— borrowed influence granted to someone by their position, their 

resources, or the threat they carry. You don’t respect the person — you 

respect the consequences. Their power doesn’t come from who they are. 

It comes from what they sit on. 

This false power comes in three common forms. First, ladder status — 

someone has power because of their rank in a system: their title, their 

office, their political seat. Second, rein control — they control access to 

money, goods, resources, or relationships that others want. And third, 

club possession — they have the power to hurt or expose, whether 

through authority, violence, or reputation sabotage. 

These forms of power are not internal. They’re not self-generated. 

They’re not visible until you’re told they exist. You don’t feel this 
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person’s presence and instinctively adjust — you only adjust when you 

realize they can cost you something. 

Strip away the title, the money, or the threat, and the illusion breaks. 

You no longer defer. You may even feel contempt — because you realize 

there was never any power there to begin with. It was all external. All 

borrowed. All conditional. 

That is false personal power — and it's the most common kind. But it’s 

not the kind you’re building. 

You’re not here to play agent for something bigger than you. You’re here 

to become the force itself. To generate power that travels with you — 

even when your name isn’t known, even when your resources are zero, 

even when no one’s watching. That’s self power. 

And it’s the only kind worth building. 

Key Point: False power comes from titles, threats, or leverage. 

Real power comes from you — and it travels with you no matter 

what you hold. 

Self Power Is the Only Power That 
Travels Without Permission 

Let’s set the record straight once and for all: real personal power doesn’t 

need an introduction. It doesn’t rely on reputation, title, wealth, or 

leverage. It doesn’t wait for someone to explain who you are before 

others respond to you. Real personal power is visible. It strikes before 

you speak. 

This is the kind of power that walks into a room and immediately shifts 

the energy — not because of who you know or what you own, but 
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because of who you are. It’s not dependent on clubs, reins, or rungs. No 

threat has to be implied. No status has to be broadcast. And yet — people 

defer. People adjust. People notice. Not because they fear the cost of 

ignoring you, but because they feel the weight of your presence. 

That is Self Power. 

It emanates from you. It isn’t delegated to you. It doesn’t depend on an 

external structure. When you have Self Power, you don’t carry influence 

— you are influence. And because of that, people move when you move. 

They bend, they perform, they bond, they come your way — not because 

they have to, but because they’re drawn to. 

That’s why it needs its own name. This is not agency power. This is not 

conditional. This is not borrowed. This is not a mask you wear when 

someone’s watching. This is power that lives in you and travels with 

you, whether you’re on the stage or in the street, whether you’re 

surrounded by peers or standing alone. 

Self Power is the real power — and from this point forward, that’s 

exactly what we’re building. 

Key Point: Real personal power doesn’t need a platform. Self 

Power comes from within — and everyone feels it the moment 

you appear. 

What You’ve Done With Power Predicts 
What You’ll Do With More 

There’s an uncomfortable truth at the center of personal power: once 

you have it, it's almost impossible to hide who you really are. It magnifies 

everything — your self-control, your flaws, your ambitions, your 
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insecurities. That’s why now, before your power grows, you need to look 

in the mirror and ask a critical question: what have you done with the 

power you’ve already held? 

You may not have had Self Power yet, but you’ve almost certainly held 

some form of agency power — even in small doses. A leadership role. 

Financial leverage. Influence in a relationship. Authority in a job. Every 

time you’ve been in a position where someone had to consider your 

opinion, your approval, or your control — you were given the chance to 

show who you are when power tilts in your favor. 

So take inventory. Be honest. Were you fair? Were you strategic? Did 

you move with integrity, or did you lean into ego? Did you stay 

grounded, or did you grab for control? Your past behavior with 

borrowed power will almost certainly predict how you handle real power 

— unless you bring it into the light now, while you still have the chance 

to adjust. 

Here’s the hard part: it’s ten times harder to become an idealist once 

you’ve already acquired power. Not because it changes you, but 

because it reveals you. And if the power you carry uncovers weakness or 

corruption, it’ll harden fast and lock you into that version of yourself. So 

if you want to become the kind of person who wields power for good — 

someone others respect not just for their presence but for their principles 

— now is the time to decide. Not later. Now. 

In a real-world test, eleven people were given unexpected status and 

placed in roles with access to agency power. They weren’t told it was an 

experiment. Most had never experienced real influence before. Two 

quickly resigned, overwhelmed by the pressure and unwilling to be 

manipulated. Three held their ground, acting with integrity. But the 

remaining six? They used their power for deceit, manipulation, revenge, 
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and profit. Not because they were inherently evil — but because the 

power simply exposed who they were underneath. 

You are no different. Neither am I. That’s the point. None of us are 

immune. So if you want to be a man of Self Power — not just someone 

with surface charisma or fleeting agency — then start with clarity. Look 

back at your past. Find the moments where you had the upper hand. See 

what you did. Then ask yourself: is that the version of me I want 

magnified? 

Key Point: The way you’ve handled small power is the preview 

for how you’ll handle real power — unless you choose to evolve 

before you rise. 

Key Points Recap 

• Personal power begins with a selfish reason — and there’s no 

shame in that. Wanting influence is human. 

• All real power is exercised on people. If others aren’t involved, 

power has no context. 

• You must get along with others to build on anything. But getting 

along is not submission — it’s strategic access. 

• Pulling in your horns and ignoring the ones aimed at you trains 

discipline. Power can’t be built on emotional reactivity. 

• Stop chasing connection. Stop courting approval. Start creating 

gravity that others want to move toward. 

• Power is not mystical. It’s mechanical. It can be learned, built, 

and wielded by anyone with clarity and control. 

• Both the noble and the corrupt use the same principles. The 

difference is intent. Power amplifies character. 
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• False power is borrowed — it lives in your title, your wealth, or 

your threat. Real power is built and it travels with you. 

• Self Power is the only true personal power. It’s felt instantly, 

needs no introduction, and bends others toward you. 

• Your past behavior with borrowed power is the best predictor of 

your future. Audit it now — before your rise locks it in. 

Implementation Assignment 

Over the next 48 hours, conduct a private audit of your personal history 

with power — no matter how small the position, role, or edge you had. 

• Think back to moments when people deferred to you — when 

you had the upper hand in a job, a relationship, a negotiation, a 

social group. 

• Identify three situations where you had control or leverage. 

Write them down. 

• For each one, answer: 

• Did I use it with restraint or indulgence? 

• Did I move with intention or emotion? 

• Was I operating from presence — or from insecurity? 

• If magnified, would I be proud of that behavior? 

Then — decide who you will be when you hold real power. 

Don’t wait until it’s in your hands. Define it now. Anchor it. Declare 

it. 

Finally, in every interaction this week, catch yourself before you try to 

“win someone over.” 

Reverse the habit. Don’t court. Don’t chase. Instead, hold. Let others 

come your way. 
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This is the foundation of Self Power. And from here on, it’s your job 

to live it before you try to lead with it. 
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C H A P T E R  3  

How to Start 
Generating Real Power 

Most people have no idea how deeply their daily behaviors are soaked in 

quiet submission. They think they’re just “getting along” or being 

agreeable—but underneath that surface lies a pattern of automatic 

deference that runs far deeper than they realize. You’ve already begun 

cutting some of it loose. You’ve stopped chasing approval. You’ve started 

ignoring the small power plays others use to assert dominance. That’s a 

strong start. But there are still deeper layers—older, more ingrained 

habits of liegemanship—that must be stripped away if you’re going to 

generate real self power. 

Breaking the Habit of Submission That’s 
Still Hiding in You 

Until now, you may have had little awareness of just how much quiet 

submission—liegemanship—had crept into your daily way of being. It 

shows up not just in how you speak or act, but in the assumptions you 

carry: that you must earn approval, smooth over conflict, or constantly 

manage others ’comfort at the expense of your own presence. 
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Yes, you’ve already begun to shift. You've stopped courting approval. 

You’ve started to ignore other people’s little power plays—their "horns." 

That alone cuts out a massive chunk of unconscious submission. 

But liegemanship runs deep. It’s not just in obvious behaviors. It’s woven 

into how you move through the world. What’s left now are the invisible 

habits—those automatic patterns that keep you in the role of 

subordinate, even when no one is actively asking you to play it. 

To generate your own power, those final threads must be severed. 

Key Takeaway: You can’t step into full self power until you 

break the deepest, most automatic habits of submission—those 

you’ve never even questioned. This is where true personal 

power begins. 

The Five Stones of  
Self Power 
How to Command Respect Without 
Bowing to Anyone 

To walk with power and presence in the world, you must be able to get 

along with people—without giving yourself away to them. This balance is 

delicate. Too many books confuse it. They either teach you to dominate 

others or to please them. But real influence, the kind that emanates from 

within, is built on something deeper. 

There are five foundation stones—five behaviors—that allow you to 

interact with others from a position of inner strength, not submission. 
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These are not tricks. They are timeless, high-level disciplines. Used 

correctly, they make people feel drawn to your presence. Used 

incorrectly, they turn into groveling and powerlessness. 

Let’s set the record straight. 

Courtesy Without Kneeling 

Courtesy is non-negotiable. It greases the wheels of human interaction. 

But power dies the moment courtesy turns into theatrical humility. You 

don’t need to curtsy, bow your head, or pretend someone else’s time is 

more valuable than your own. 

Real courtesy is clean. It’s a conscious, calm acknowledgment of others. 

You respond when spoken to. You return a greeting. You show 

consideration not because you’re beneath someone—but because you’re 

above childish indifference. 

Respect Without Elevation 

To respect someone does not mean you elevate them above you. It simply 

means you recognize their individuality. You honor their existence—

whether it’s their ideas, their office, or their experience. 

You don’t have to agree with them. You don’t have to be impressed. You 

just have to see them. That alone makes you more powerful than those 

who puff themselves up by pretending no one else matters. 

Deference Without Submission 

Deference is misunderstood. It does not mean surrender. It means 

making proper room for others to do what they are qualified to do. 
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If someone is an expert in their lane, let them operate in it. Respect the 

cook in his kitchen, the electrician in her wiring, the leader in their field. 

Deference honors structure—not out of weakness, but out of wisdom. 

You do not submit. You allow space. 

Politeness Without Servitude 

Politeness is not weakness. It’s not simpering or soft-spoken self-erasure. 

It’s tactical grace. You hold the door, thank someone for doing their job, 

and follow cultural customs where appropriate—not to gain approval, 

but to reflect your own discipline. 

Power often lies in subtle acts of self-possession. Politeness, when 

mastered, sends the message: I am in control of myself—and I choose to 

engage with respect. 

Manners Without Censorship 

Manners are not about being nice. They are about not being a burden. 

You don’t make a spectacle of yourself. You don’t insult people in public. 

You don’t hijack a room just to be heard. 

True manners come from self-respect. The powerful man doesn’t shout 

across a room or trample others to prove he’s dominant. He’s measured. 

Controlled. Unshakable. He does not embarrass himself—or anyone 

else. 

Key Takeaway: Courtesy, Respect, Deference, Politeness, and 

Manners—these are the five stones of self power. Used with 

awareness, they elevate your presence without ever lowering 

your status. Strip them of submission, and they become 

weapons of quiet dominance. 
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Never Consign Yourself to a Lesser Level 

The five foundation stones—courtesy, respect, deference, politeness, 

and manners—are not soft concepts. They are disciplines that must be 

fully understood before stepping into the practical techniques of self 

power. Each is a behavior of strength when expressed without 

submission. But the moment submissiveness seeps into any one of them, 

it hollows them out. They stop being tools of presence and become 

signals of servitude. 

Submissive courtesy becomes groveling. Submissive respect turns into 

pedestal-building. Submissive deference looks like surrender. Submissive 

politeness reads as weakness. Submissive manners mark you as someone 

too afraid to disturb the air around them. In every case, what you intend 

as strength is read as inferiority. 

And no matter what title you carry—or how qualified you are—once 

others perceive this, they mentally place you on a lower level. 

Your objective is clear: be regarded by others as their equal, or superior, 

regardless of their title, status, or position. It’s not about arrogance. It’s 

about presence. If you don’t first see yourself as on their level, they never 

will. 

Key Takeaway: Even the most powerful behaviors lose their 

force when carried out with submissive energy. Power begins 

when you refuse to be seen as less—no matter who stands in 

front of you. 
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Put Greater Emphasis on the Exercise of 
the Five Stones 

As a child, you were taught the five foundation stones in one form or 

another. You were taught to say “please” and “thank you,” to wait your 

turn, to be polite, to respect your elders. These are not bad lessons. In 

fact, they are essential. 

But alongside them, and often wrapped within them, you were taught 

something more dangerous: submissiveness. 

This is where the damage was done—not in learning to be respectful, but 

in learning to equate respect with obedience. You were taught to give 

way, to yield to those with more age, more knowledge, or more authority. 

You were told to answer with "Yes, sir" or "No, ma'am." That wasn’t 

necessarily wrong—in fact, as a child under authority, some submission 

was appropriate. If you are in a liege position now (and most people are, 

even unknowingly), some submission may still be due. 

But the confusion lingers. Because you were taught these behaviors side-

by-side, you came to see submission as part of courtesy. You believed that 

yielding to others was what made your behavior respectful. You saw 

politeness as soft, manners as weak, deference as surrender. 

The distinction must now be made—and enforced. 

Courtesy, respect, deference, politeness, and manners are tools of self 

power. They are not vehicles of submission. From this point forward, 

your job is to exercise these five stones with greater intentionality than 

ever before—but do it without submissiveness. 

Even if you remain a liege in certain contexts, your internal calibration 

must change. Practice the five stones. Refine them. Lean into them. But 
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separate them completely from the submission you once believed they 

required. 

That separation is not just a mental shift. It is the first factor in the 

leveler technique. 

Key Takeaway: You were trained to think submission was part 

of courtesy. It’s not. Your next evolution is to use the five 

foundation stones with strength—cleanly, confidently, and free 

of old conditioning. 

The Core of the Leveler Technique 

Submissiveness is just one of three factors that cause others to perceive 

you on a lower plane. Fortunately, you can eliminate it in nearly all 

situations—except for the rare cases where it is still due, such as with a 

direct employer or benefactor. Even in those rare cases, though, you can 

eliminate the other factors. And when you do, something interesting 

happens: even those you “owe” some degree of submission begin to raise 

their regard of you. 

The second factor that undermines your level is the use of deferential 

address—specifically, the habitual use of “Yes, sir,” “No, ma’am,” or 

other similar expressions. These phrases may seem polite, but they carry 

deep psychological symbolism. They reinforce hierarchy. They keep you 

beneath the other person, even if that’s not your intent. 

From this point forward, eliminate “sir” and “ma’am” from your 

vocabulary. Replace them with either the person’s name or their title—

and add a brief sentence instead of a one-word answer. This change, 

though small in surface appearance, reshapes the entire dynamic of 

power between you and others. 
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So when someone asks, “Have you eaten yet?” don’t reply, “No, sir.” 

Say, “No, Mr. Carter, I haven’t.” 

If the person holds a title, use that: “No, Professor, I haven’t.” Or “Yes, 

Doctor, I have.” 

Keep the sentence brief. The more brief, the better. This ensures it 

doesn’t sound flippant or sarcastic—but instead crisp and self-possessed. 

This single adjustment does four major things simultaneously: 

1. It breaks the mental symbol of subjugation and clears the 

internal belief that you are on a lower level. 

2. It denies the other person any verbal proof that you view them 

as above you, forcing them to accept a level playing field—or 

reveal their insecurity trying to reclaim it. 

3. It signals to observers that you do not acknowledge a power 

gap between you and anyone else. 

4. It makes you instantly more visible. People become more 

aware of your presence—and you become more aware of your 

own individuality. 

That fourth point is key. Greater awareness of you is the start of power. 

When you stop shrinking, people begin to feel your existence. They can’t 

help but register you—and that presence begins generating results 

almost immediately. 

This is not theory. It’s a turning point. 

Try it for 24 hours and see what happens. Stop saying “sir” and “ma’am.” 

Begin using names or titles, paired with short complete sentences. Speak 

as someone on level ground. The effect is subtle, but powerful. 
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Ask any man or woman who has built themselves into a force—they will 

tell you: the first moment of self power came when they stopped 

speaking as a subordinate. This is your first true power tool. Use it. 

Key Takeaway: Eliminating “sir” and “ma’am” from your 

speech is not about rebellion—it’s about breaking unconscious 

submission. This is where power generation truly begins. 

Stop Letting People Use Your First Name 

This may be one of the most uncomfortable adjustments you make—

not because it’s complicated, but because it disrupts a familiar social 

rhythm. But if you want to be perceived on a higher level, this shift is 

essential. 

You’re probably on a first-name basis with nearly everyone around you. 

Your team, your clients, your vendors, maybe even upper management. 

It seems harmless. In fact, it’s often encouraged in the name of 

“approachability.” But what people don’t tell you is this: the more 

casually you’re addressed, the more casually you’re regarded. 

Familiarity doesn’t just breed contempt—it flattens perception. It 

reduces presence. When everyone speaks to you like they’ve known you 

since grade school, it becomes nearly impossible for them to view you as 

a figure of individual authority or distinction. You stop standing out. 

You become part of the background. 

This doesn’t mean becoming stiff or overly formal. It means creating 

space—not emotional space, but positional space.That starts with 

how names are used. 

First, stop addressing others by their first names. Refer to coworkers, 

clients, and professional contacts as Mr., Ms., or by title. Don’t overthink 
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it. Don’t explain. Just do it with ease, as if it were already the norm. If 

someone questions it, say, “I think you’ve earned it.” If they press, stay 

neutral. This isn’t about putting anyone down—it’s about raising the 

standard of interaction around you. 

Second, stop offering your own first name. When you make a call, say, 

“This is Roberts,” not “This is Malcolm,” and not “This is Malcolm 

Roberts.” When introducing yourself, say, “I’m Roberts,” or “My name 

is Roberts.” That’s all. You’re not trying to sound superior. You’re 

simply choosing not to make yourself too easy to frame or reduce. 

If you’re a woman, the principle holds just as firmly. Power respects 

structure, not gender. Referring to yourself by your last name repositions 

you automatically. It doesn’t just change how people address you—it 

changes how they think of you. 

It won’t happen overnight. People may still call you by your first name, 

especially out of habit. But if you consistently avoid using theirs—and 

never offer your own—they’ll eventually shift. What matters most isn’t 

what they call you at first. It’s how you present yourself. That’s what 

makes the difference. 

Key Takeaway: The way others address you is a mirror of how 

they perceive you. Stop using first names—and stop offering 

your own—to create space, elevate presence, and shift the 

entire dynamic without saying a word. 

The Point of No Return 

The steps you've just learned—changing how you speak, how you’re 

addressed, and how you allow others to engage with you—are simple on 

the surface. None of them require advanced skill or even great effort. But 
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you may still feel resistance. That’s not because the actions are hard. It’s 

because deep down, you know these changes mark the beginning of 

something permanent. 

What you’re stepping into now isn’t about playing nice or getting along. 

It isn’t about charm or relatability. That belongs to a different 

philosophy—one that focuses on being liked, blending in, and earning 

approval through companionship. You already know that path. The 

world teaches it everywhere. It’s the path of flattery, friendliness, and 

emotional submission dressed as humility. 

But self power is different. 

Self power doesn’t seek acceptance—it commands recognition. It doesn’t 

flatter—it frames. And it doesn’t court anyone’s approval to move 

forward. 

Now you’re standing at the crossroads. Two paths are in front of you, 

and you can’t walk both. 

One is the path of fellowship—where success depends on how well 

you’re liked, how much you bend, and how smoothly you fit in. If what 

you want most is comfort, ease, and approval, that road may suit you. 

The other path is self power—where you lead, influence, and compel 

without apologizing for it. It’s not a lonely path, but it is a rare one. You 

won’t always be liked. But you will be seen. 

If your definition of a satisfying life depends on having the ability to 

shape your environment, command attention, and move people to act—

not with noise, but with presence—then you already know which path 

is yours. The only thing left is to stop hesitating and take it. 
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No more reluctance. No more half-measures. You don’t need to explain 

or defend your choice. You just need to walk the path—and never look 

back. 

Key Takeaway: This is the point of no return. If self power is 

what you truly want, then commit now. There is no middle 

ground—only the discipline to rise above the crowd and lead 

with presence, not permission. 

Why Self Power Surpasses Every Other 
Path 

Every person who has built themselves into a self power—along with 

many who chose not to—will tell you the same thing: the decision you've 

just made is one of the most important you will ever face. Not because 

it's flashy or dramatic, but because it silently shapes the direction of your 

entire life. Once made, it locks in a clear stance—your relationship to 

other people, and your position within the world. 

To bring this into focus, a number of high-level individuals were once 

asked how someone should make this decision. Most were industrialists, 

since many who pursue self power do so in business. But others included 

a former president, a global diplomat, a scientist, a clergyman, a 

publisher, and the president of a national retail chain. Despite their 

differences, they all reached the same conclusion. 

First, they pointed out that most people never truly confront this choice. 

The average person is satisfied as long as they can secure a version of life 

that meets or slightly exceeds their baseline—food, shelter, clothing, 

recreation. And for most, that’s enough. A steady job, a comfortable 

routine, and the approval of their environment becomes the standard of 

success. 
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Second, they noted that even among the ambitious few who do face the 

choice, most still choose the path of fellowship. The reason is simple: 

recognition and acceptance are addictive. People want to be seen, liked, 

and included. For many, this need for social validation outweighs their 

personal goals, beliefs, or values. They may say they want independence 

or influence—but if acceptance is their true priority, every move they 

make will still orbit that need. 

But then there is the rare third group—the individuals who step fully 

onto the path of self power. These people act not out of a desire for 

attention, but from a deep inner conviction. Something within them—

a belief, a mission, a personal aim—burns hotter than their need to be 

liked. That conviction drives them forward with more force than 

approval ever could. 

And that’s the difference. 

Without that kind of conviction, you won’t sustain the pursuit of self 

power. You’ll fall back into people-pleasing, into consensus, into 

invisibility. But if you do carry that inner purpose, the techniques of self 

power will amplify it far beyond what the fellowship path could ever 

deliver. 

Even if your goal isn’t to dominate or lead on a large scale—even if you 

simply want to be seen, respected, and trusted on your own terms—

mastering self power gives you something the fellowship path never can: 

real confidence. Real presence. Real self-respect. 

If you're capable of using these techniques, you should use them. Not 

because the world demands it. But because you do. 

Key Takeaway: Self power is the highest tool for anyone 

driven by purpose. If you have a conviction that matters more 
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than acceptance, then no other path will serve you as 

powerfully—or as completely—as this one. 

Key Points Recap 

In todays world, the Leveler Technique is more relevant than ever. In a 

world obsessed with casual communication, digital familiarity, and 

performative humility, people have grown blind to real presence. 

Everyone’s on a first-name basis. Everyone’s trying to be liked. But the 

more informal our culture becomes, the more powerful it is to 

reintroduce structure. The Leveler Technique cuts through the noise. It 

re-establishes respect in environments where hierarchy has been 

flattened and influence is confused with popularity. When you eliminate 

submissive language, reclaim how you’re addressed, and create 

intentional distance, people feel it instantly. They may not understand 

why—but they’ll feel the shift. In an age where everyone is trying to go 

viral, the Leveler Technique makes you unforgettable without having to 

perform. 

• The five foundation stones—Courtesy, Respect, Deference, 

Politeness, and Manners—are essential behaviors when 

stripped of submissiveness. Used correctly, they elevate your 

presence. Used incorrectly, they signal low status. 

• You were conditioned to associate those behaviors with 

submission. That conditioning must now be broken. You can be 

respectful without being subordinate. You can be polite without 

ever giving away your frame. 

• The Leveler Technique is your first active tool for generating 

power. It realigns how you move through the world—and how 

others respond to you. 

• The technique has three parts: 
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1. Removing all submissive behavior from your tone, 

language, and interactions. 

2. Eliminating deferential language like “sir” or “ma’am,” 

and replacing them with brief, confident statements using 

names or titles. 

3. Abandoning first-name familiarity, both in how you 

speak to others and how you refer to yourself. 

• These changes are subtle but powerful. They separate you from 

the crowd, create psychological space, and signal to others that 

your presence should be taken seriously. 

• This is the foundation of all that follows. Without the Leveler 

Technique in place, no other tool of self power will hold. 

Implementation Assignment 

For the next 72 hours, commit to full execution of the Leveler 

Technique in every interaction. That includes: 

• Speaking with respect, never submission. 

• Eliminating all use of “sir,” “ma’am,” or similar phrases. 

• Using full responses with names or titles. 

• Referring to yourself by last name only. 

• No longer addressing others by their first name, no matter how 

casual the setting. 

Don’t explain yourself. Don’t apologize for the shift. Let your new 

posture do the speaking. 
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Observe how people respond. Watch for subtle shifts in tone, body 

language, and attention. You’ll feel when it starts to work. Others will 

too. 

If you slip up, correct it immediately and move forward. This is your first 

real discipline—and the foundation for everything that comes next. 
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C H A P T E R  4  

How to Command 
Conscious Attention 

Without Saying a Word 

Shedding submissiveness and establishing a new relationship with 

people around you has made you a different person. It has given you a 

lift that has made you more of an individual. The people around you 

sense the change, and it has given them a greater awareness of you. But 

that isn't enough. What you need now is to make them — and all people 

— very definitely and newly conscious of you. 

You Must Use Self Power As Your 
Attention-Getter 

To make people consciously aware of you, you must first pull their 

attention. That’s a fact you can’t escape. Whether you’re walking into a 

room full of strangers or speaking to people who see you daily, no one 

fully registers you — really notices you — unless something about you 

demands their awareness. 

And once you do attract their attention, there’s a second truth: they 

instantly judge who you are based on how you got it. If you capture their 

focus through awkward behavior, weak language, sloppy dress, or 
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anxious body language, they subconsciously tag you with those same 

qualities. But if you pull their attention with calm presence, poise, 

precise words, or sharp visual cues, they instinctively read you as 

someone powerful, in control, and deserving of respect. You don’t get to 

separate yourself from your attention-getter — to them, it is you. 

This leads us to a third unavoidable reality: how consciously and 

intensely people notice you depends entirely on how strongly and 

singularly you draw their attention. Not vaguely. Not passively. But 

deliberately. 

Which brings us to the first true secret of self power: It strikes instantly. 

Not over time. Not after rapport. Real personal power makes its 

presence felt immediately — in posture, in stillness, in restraint, in 

readiness. That’s what makes people stop and look. That’s what sets a 

frame before you even speak. 

And so the next step is clear: to make people conscious of you in the way 

that matters — as someone with real personal gravity — you must use 

self power itself as your attention-getter. Not gimmicks. Not antics. Not 

bragging. Just quiet, unmistakable presence. 

But here’s the rub: you haven’t fully developed that presence yet. Not 

completely. Not consistently. And that’s exactly what we’ll now begin 

building. 

Key Point: People don’t just see your behavior — they become 

conscious of you through it. Your attention-getter becomes your 

identity in their eyes. So if you want to be seen as powerful, you 

must lead with power itself. 
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You Must Build a Technique That Will 
Show You as a Power Before You Are One 

You want to be self power — not just act like it, but embody it fully. And 

yet, you’re not quite there. You haven’t finished forging yourself into 

that version yet. But here’s the paradox: in order to become that powerful 

version of yourself, you have to start using power now. Right now. Before 

you fully own it. 

In other words, you’re going to have to use something you don’t yet 

possess. That might sound impossible — but you already do it in other 

areas of life. You use borrowed money before you’ve earned it. You dress 

for the job you want, not the one you have. You speak into existence the 

future you’re building. Self power is no different. 

To make people conscious of you as someone with presence and force, 

you must find a way to broadcast that power before it’s fully matured 

inside you. That means you need a technique — a structured, repeatable 

method — that makes you look like power before you feel like power. 

You’re going to take that first principle — “Self power strikes instantly” 

— and break it down into parts. Piece by piece, we’ll reconstruct it into 

a technique you can use today, even if you haven’t mastered it yet. 

This is not about faking it. It’s about training your mind and body to 

reflect the image of who you’re becoming — until eventually, there’s no 

gap left between the outer signal and the inner force. 

Key Point: You don’t wait until you have self power to show it. 

You build a technique that shows others you are power before 

you fully become it — and that technique becomes your bridge 

to the real thing. 
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An Instantly Apparent Distinctive 
Individuality Is the First Pull 

By now, you understand the first secret of self power — that it strikes 

instantly. Not gradually. Not politely. It doesn’t wait for introductions, 

résumés, or status symbols. It hits at first sight. 

That impact doesn’t require anyone to know your name, your title, your 

wealth, or your reputation. In fact, it works best when they know 

nothing about you. Self power projects self alone — but not just any self. 

It radiates a presence that’s sharp, intentional, and unforgettable. 

To draw attention that is both immediate and favorable, your presence 

must carry a quality that cuts through the noise. That makes people 

pause. That pulls them in with the subtle force of “Who is that?” 

You’ve felt it before. You’ve seen someone — a stranger across a room, a 

person entering a space — and something about them forced you to 

notice. Not because they were loud or flashy, but because they carried a 

distinct something. And that something made you keep watching. 

What was it? 

One thing: an instantly apparent, distinctive individuality. That’s the 

first pull. Not charisma, not charm — those come later. The first pull is 

identity. A presence that feels unlike anyone else in the room. A shape 

that doesn’t blend into the crowd. A tone, a rhythm, a stillness — 

something that signals: this person is singular. 

You don’t need to explain it. It explains you. 

Actually, three things happened before you felt compelled to 

acknowledge “That man has something,” but for now, you are concerned 

only with the first of these — that instantly apparent distinctive 
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individuality. That is the particular quality you want, and must have, and 

your job now is to focus on it and develop it. 

Let’s not pretend otherwise. The job of developing an instantly apparent 

distinctive individuality is the most difficult task you’ll face in building 

self power. It depends entirely on your Leveler Technique being in full 

operation and then builds upon it with a deeper internal technique. 

Because of these layers, it demands that you prove — both to others and 

to yourself — that only one factor of your person can provide that 

essential, unmistakable individuality. 

Key Point: The first pull of real self power is not status or charm 

— it’s distinctiveness. A clear, unmistakable individuality that 

strikes others the moment they see you. And developing that 

presence is the hardest step of all. 

The Ingredients Show What “Your 
Something” Must Be 

Now that you understand the importance of having an instantly 

apparent distinctive individuality, the question becomes: What exactly 

is that “something”? What are its ingredients? What does it actually need 

to be made of? 

First, it must be individuality — something that sets you apart from 

people in general. It cannot be generic. It cannot blend into any group, 

class, or role. It has to make people see you as a separate force. Singular. 

Not part of a crowd — but clearly apart from it. 

Second, it must have apparency — it must be visibly noticeable. 

Whatever this distinguishing trait is, it cannot be hidden. It can’t rely on 
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your voice, your resume, or what you say once people get to know you. It 

must be something that can be seen, clearly and immediately. 

Third, it must possess distinctiveness — it must be markedly unique. 

The visual signal that separates you from others must carry unusual 

character. It cannot be subtle. It cannot be ordinary. It must be 

something people feel they rarely see. 

And finally, it must demonstrate instantness — it must be present before 

anyone lays eyes on you. You can’t turn it on when someone walks in. You 

can’t manufacture it in the moment. It has to be a constant — always on, 

always visible, always striking. 

Put all of this together and you get the full formula: a clearly visible, 

markedly distinguishing something that shows itself always and 

instantly sets you apart from others. That’s what your “something” 

must be. 

Now, your job is to find it — and forge it into existence. 

Key Point: Your “something” must be four things: individual, 

visible, distinctive, and instant. It must set you apart before you 

speak — and be present every time you're seen. 

Props Can’t Be Your “Something” 

Since your “something” must always be visible, it must exist in one place: 

your above-the-shoulders area. That’s the only part of you guaranteed to 

be seen whether you're standing in a crowd, walking through a room, 

sitting at a desk, riding in a car, or waiting in a lobby. If it can’t be seen 

in those moments, it fails. 
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Now before your mind rushes into a flurry of ideas — beards, mustaches, 

eyeglasses, monocles, piercings, dramatic hairstyles, or trendy accessories 

— slow down. People have already tried every prop imaginable to create 

the illusion of individuality. And while some of those props might draw 

attention, they rarely draw it to you. They draw it to the object. And that’s 

the danger: when people become conscious of the prop, they’re not 

becoming conscious of you. 

That said, there’s no denying that many powerful figures throughout 

history have used props as part of their signature look — Franklin D. 

Roosevelt’s cigarette holder, Winston Churchill’s hat and cigar, Hitler’s 

mustache, even John L. Lewis’s eyebrows. These traits became 

trademarks, yes, but they were never the source of the man’s power. They 

enhanced a presence that already existed — they didn’t create it. 

If you feel the need to lean on a visual prop while you're developing your 

internal presence, go ahead. But do it with two rules in mind: first, it 

must be your own. Not a copy. Not a costume. Something that fits you 

so well it looks like it belongs. Second, don’t use it to get attention. Use 

it to build courage — to remind yourself that you are stepping into a new 

identity. If you're going to wear something unusual, wear it defiantly. 

Own it so completely that it signals your boldness, not your need for 

approval. 

But remember this: a prop can support your signal — it cannot be the 

signal. 

Key Point: Props can accentuate your presence, but they cannot 

replace it. Your “something” must come from you, not from 

what you wear. True individuality is never borrowed — it’s 

built. 
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Only Attitude Can Provide Your 
“Something” 

In the phrase “display it defyingly,” lies a deeper clue to what your true 

“something” must be. Let’s take a closer look and pin it down. 

We’ve already eliminated props and physical features as viable sources of 

lasting presence. No matter how eye-catching or well-groomed your 

appearance may be, it’s still external — still surface. At best, those traits 

are trademarks. At worst, they become distractions. Your “something” 

must go deeper. 

So what’s left? 

Two things: expression and attitude. But expression won’t work. If you 

were to hold the same facial expression at all times, you’d come across as 

stiff, lifeless, or artificial. You can’t smirk your way to presence. That 

leaves only one source — and it’s the one that matters most: attitude. 

Attitude is what you carry before you speak. It’s what enters the room 

before your body. It doesn’t depend on your mood, your outfit, or your 

day — it lives in how you hold yourself, how you see yourself, and how you 

regard the world. 

If you want to develop a visible, unmistakable “something” that sets you 

apart at first glance, it must be built on attitude. Not just any attitude — 

but one that is clearly visible, markedly distinguishing, and consistently 

present in every moment you are seen. 

Key Point: Only attitude can provide the “something” that 

strikes instantly and consistently. It must radiate from you 

before a word is spoken — and it must be lived, not worn. 
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Your Self Power Attitude Must Be Lived 

Over the years, countless methods have been proposed for teaching the 

self power attitude. People have tried postures, routines, slogans, even 

theatrical mimicry. But the truth remains: no method has ever worked 

— except the one you’ve just walked through. And even that method 

only works if it’s brought you to a clear understanding of what your 

“something” must be, and why only attitude can truly deliver it. 

Now it’s time to confront a deeper truth: self power is a living force. 

And because of that, your attitude must be alive as well. You can’t pose 

your way into it. You can’t perform it, rehearse it, or fake it. The most 

skilled actors in the world — on stage or in film — have never 

convincingly portrayed true self power. It can’t be acted. It has to be 

generated. 

To develop a genuine power attitude, you must first have a feel for what 

power is, and a sense that it’s already rising inside you. This sense comes 

from your Leveler Technique — if you’ve installed it properly, it’s 

already removed your submissiveness and centered your frame. Now, to 

move forward, you must feel three things at your core: 

• That you are immune to disparagement 

• That you are unafraid of challenge 

• And that you are beneath nothing and no one 

When those three beliefs take root in you — not as affirmations, but as 

truths — the self power attitude begins to live in your body. It shows 

itself in your stillness, in your eyes, in your walk, and in your silence. And 

from that moment on, it becomes your signal. 
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Key Point: Self power cannot be performed — it must be lived. 

The attitude that strikes others must come from a real internal 

force, built on immunity to shame, fearlessness of challenge, and 

the certainty that you bow to no one. 

The See-and-Be Technique 

The Leveler Technique has already given you your foundation. It has 

stripped away submissiveness and helped you establish your baseline 

presence. Now, it’s time to focus fully on the second requirement of your 

self power attitude — the one that brings your inner force to the surface. 

Many approaches have been invented to try and teach this second step. 

You’ve probably encountered some of them. Most follow the same 

predictable pattern: they tell you to “sell yourself” on ideas — that you’re 

immune to criticism, that fear of defeat is worse than fear of challenge, 

that confidence is just a belief away. And maybe you’ve tried those ideas. 

Maybe they worked for a moment — but if you’re honest, they didn’t 

last. 

You don’t need a pep talk. You need a method that works. A method 

that doesn’t rely on theory or mental gymnastics. A method that makes 

you become what you’ve only imagined. 

There is one method that works. It’s simple. It’s direct. And everyone 

who has ever built true self power has used some form of it — whether 

they knew it or not. 

It’s called the See-and-Be Technique. 

This isn’t self-hypnosis. It isn’t a gimmick. It starts with a simple truth: 

you are going to become a self power. Not maybe. Not someday. You’ve 

already decided. You’ve already begun. And in your mind, you can 
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already see it — that future self, that version of you who carries power 

like second skin. 

You visualize the self power. You visualize the man or woman you’ll 
become when it’s fully formed. You see yourself as someone who cannot 

be shaken by gossip or judgment, someone who does not fear challenge, 

someone who bows to no one. You see yourself as someone others notice 

— someone they admire, respect, and want to follow. 

But here’s the shift: up until now, you’ve been looking at the vision and 

trying to become it. That won’t work. 

Instead, you must reverse it. You must look at yourself — right now, 

exactly as you are — and overlay those attributes onto your current 

identity. Not someday. Now. You have to assign the qualities to yourself 

before you feel worthy of them. You have to live them before you earn 

them. 

You may not fully own self power yet — but you’ve made the down 

payment. Now act like you live there. Just like a person who moves into 

a home on mortgage, you occupy it while you’re still paying for it. The 

world sees you inside it and assumes you own it. So live your attitude 

now — and finish paying it off with action. 

Quit being who you were. Quit seeing what you are. See — and be — 

only what you’re going to become. 

Key Point: Power begins not by seeing who you want to be, but 

by seeing yourself as if you already are. The See-and-Be 

Technique isn’t performance — it’s projection. You live it now, 

and the world responds as if it’s already yours. 
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The Moment They See It 

The entire secret behind the See-and-Be Technique — and the reason it 

works — is this: when you begin to see yourself as the person you’re 

becoming, your internal world shifts. And the moment that happens, 

your external world follows. 

You become immune to criticism. You stop fearing challenge. You feel 

beneath nothing and no one. And that shift doesn’t stay inside — it 

radiates out. You look at the world differently. You see people 

differently. You carry yourself differently. And as a result, people see you 

differently. 

Without forcing it, your posture changes. Your head naturally aligns to 

the horizon — not downcast, not darting, but level and unwavering. You 

don’t have to think about it. It just happens. 

Your eyes change too. They become clearer, more focused. They begin 

to truly see, instead of wandering or avoiding. Your mind becomes more 

alert, more present. You stop drifting. You stop disappearing into 

daydreams or mental clutter. Even your face becomes more alive, more 

commanding — because your attention is fully here. 

These are the traits of the self power attitude. And they’re rare. Most 

people don’t have them. They’ve never even considered developing 

them. That’s why, when you do, it sets you apart instantly. 

And the best part? You don’t have to announce it. You don’t have to 

explain it. People just feel it. Because your self power attitude is not 

something you perform — it’s something they perceive. 
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Key Point: When you begin to live self power, you don’t have 

to say a word. Your posture, your eyes, your presence speak for 

you — and all people become instantly conscious of it. 

You've Begun the Pulling of Others 
Toward You 

Your self power attitude pulls attention. And not just any attention — 

the right kind. Strangers notice you, and they notice you favorably. 

People who once saw you as background now become consciously aware 

of your presence. You’ve gone from invisible to unmistakable. 

Co-workers, friends, even casual acquaintances start to respond 

differently. They look again. They listen longer. They watch you with 

fresh eyes — not quite sure what’s changed, but certain something has. 

And here’s the most important shift: people aren’t just seeing you… 

they’re feeling you. 

You’ve come a long way. And you've done it faster than most would 

believe possible. You’ve already completed the most difficult and 

important step in the building of self power — the inner shift that makes 

outer presence inevitable. Every person who has developed real power 

will tell you: you cannot skip this step. But once you complete it, the rest 

of the journey is within reach. 

This step is so foundational that its size sometimes obscures its purpose. 

So let’s make it crystal clear. 

What was the purpose of this transformation? 
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To strike instantly. To strike all people. To make them consciously 

aware that there is power within you. That’s the purpose. And the effect 

is unmistakable: you’ve begun the pulling of others toward you. 

Key Point: The shift has begun. You’ve taken the hardest step 

— and now, people feel your presence before you speak. From 

here on, self power is no longer a goal. It’s a force you’re already 

generating. 

Key Points Recap 

• Self power must strike instantly — and that impact begins with 

a visible, distinctive individuality. 

• Your individuality cannot come from props, physical features, 

or expressions. It must come from attitude. 

• That attitude must be lived, not performed. It must be seen in 

your posture, your eyes, and your energy — before a word is 

spoken. 

• The See-and-Be Technique allows you to assign power to 

yourself before you fully own it. This is how all self power begins. 

• When you live that attitude, others feel it — and they are drawn 

to you, often without knowing why. 

• This is the most difficult and most important step in building 

self power. Once completed, you are no longer chasing presence 

— you are generating it. 

Implementation Assignment: See and Be 
for 24 Hours 

For the next 24 hours, live as the self power you are becoming. 
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Don’t perform it. Don’t test it. Be it. 

Before you walk into a room, visualize your presence pulling the air 

tight. 

Before you speak, feel the weight of your words in your silence. 

Before you react, feel the calm force behind your immunity to 

judgment, fear, or submission. 

When you look in the mirror, don’t analyze your appearance — analyze 

your presence. Look into your own eyes and assign the identity. You are 

immune to disparagement. You are unafraid of challenge. You are 

beneath no one. 

As you move through the day, don’t break character — because this is 

your character. This is who you are becoming. And from this moment 

forward, the world doesn’t need an explanation. 

They’ll feel it. 

Author’s Note: Power Is Taught — Not 
Inborn 

Don’t fall for the myth that some people are simply born with presence. 

Kings, queens, nobles, and elite leaders throughout history weren’t born 

radiating self power — they were trained to carry it. 

From the moment they could walk, they were taught how to sit, how to 

enter a room, how to speak, how to hold their eyes. They were reinforced 

over and over with the belief that their presence mattered — that others 

would wait, would listen, would obey. And over time, that belief became 

invisible to them… but unmistakably visible to everyone else. 
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Their self power wasn’t mystical. It was installed. And that means it can 

be installed in you, too. 

Modern psychology, neuroscience, and leadership training all confirm 

what history already knew: identity, poise, and presence are built 

through repetition, visualization, and environment. You don’t need a 

crown. You don’t need a title. You need only a disciplined approach — 

and the courage to step into what’s already yours. 

What they were taught… you can train. 
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C H A P T E R  5  

Make Them Want Access 

People’s consciousness of you must evolve into something deeper — a 

desire to know you. Only then can you step closer to real self power. It’s 

not enough to be noticed. You must make strangers want to move 

toward you. You must make acquaintances want to know you better. 

This isn’t about charm. It’s about creating a sense of magnetism that 

makes others want access to you. 

Keep the Shell Open 

Grabbing someone’s attention is vital — it’s the entry point to self 

power. But if you want that power to grow, it’s not enough to simply be 

noticed. You need to create a dynamic where people stay open to you. 

That’s a different skill entirely. 

Understand this: in modern life, almost everyone walks around in a kind 

of psychological armor — a shell. It’s what protects them from being 

overwhelmed by the flood of strangers and stimuli they face every day. If 

they didn’t have that shell, they’d break down under the weight of 

constant exposure. It’s the same reason someone dropped into a chaotic 

city from the wilderness might panic — too many impressions, too much 

input, no way to filter. 
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That shell doesn’t just block out strangers. It even dulls how people 

experience their own acquaintances and daily interactions. Most of what 

they see around them barely registers. They interact on autopilot. 

But when something — or someone — is strikingly unusual, that shell 

momentarily cracks open. It’s instinctual. Automatic. And your self 

power attitude is what caused that crack. Your presence forced its way 

in. 

Now here’s the part most people miss: if you don’t do something to 

keep that shell open, it will snap shut just as fast as you opened it. 

People will fall back into their automatic mode. You’ll become 

background noise again. 

To hold influence, you need more than an attention spike. You need to 

introduce a signal that keeps the connection alive. And that’s exactly 

what we’ll build next. 

Key Point: Self power starts by opening people’s defenses — but 

it only lasts if you give them a reason to stay open. Attention is a 

spark. Influence is the burn that follows. 

Only Interest Keeps the Shell Open 

Even though you’ve already crossed the most difficult terrain in building 

your self power attitude, there are still cold, hard truths you’ll have to 

face — and here’s one of them: Getting someone’s attention is not 

enough. It’s a spark. If you don’t follow it immediately with something 

that pulls their interest, that spark vanishes. The shell snaps shut. 

If people’s emotional defenses made noise, you’d hear clack-clack all day 

long. All kinds of things momentarily grab attention — a strange outfit, 

a dramatic gesture, a loud voice, a physical trait that stands out. But just 
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as fast, clack-clack — the attention is gone. Why? Because nothing came 

after it. Nothing pulled interest. 

Your self power attitude is unusual enough to open the shell. But if you 

don’t give people something that hooks them — if you don’t pull their 

interest the moment you pull their gaze — you’ll lose them. 

This is where most people fail. They think being noticed is the win. It’s 

not. It’s just the door creaking open. To step through, you need interest 

— and not just from some people. Not from a group or a type. From 

everyone. 

This is where your purpose diverges from most others. Some people only 

want to attract attention from specific categories — for validation, for 

desire, for social belonging. But you’re not building sex appeal. You’re 

not chasing status. You’re building self power. And self power isn’t fully 

effective unless everyone recognizes it. Their interest isn’t based on desire 

— it’s based on force. 

Key Point: Attention opens the shell. But only interest keeps it 

open. If you don’t immediately pull people’s interest, you’ll lose 

their consciousness — and with it, your power. 

The “Tune-In” Effect 

To make people want to know you, you must go beyond attention — 

you must immediately pull their interest. And the fastest way to pull the 

interest of everyone, regardless of status, age, gender, or background, is to 

show the world that you are tuned in to it. 

You must look alive to life. Awake to people. Visibly aware of what’s 

happening around you. Your face, your eyes, your posture — they must 

all signal: I see this world. I hear it. I feel it. I’m in it. 
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This doesn’t mean being loud, animated, or performative. It means 

stripping away the mental fog that most people walk through — the haze 

of distraction, preoccupation, or internal looping. When you’re among 

people — on the street, in an elevator, at a café, in an office — don’t 

disappear into your thoughts. Never allow yourself the invisible luxury 

of tuning the world out. 

Look awake. Be awake. Make your eyes track the room. Let your 

expression carry subtle warmth — not with a fake smile, but with an 

alertness that says, I’m here. I see you. This alone sets you apart from 99% 

of people who walk through life like extras in their own movie. 

And here’s the key: when people see that you’re tuned into the world, 

they become curious about you. But when they sense that you’re also 

tuned into them, their interest deepens. Something clicks. They feel seen. 

And when people feel seen by someone who radiates presence, they don’t 

just notice — they lean in. They want to know who you are. 

This isn’t about charm. It’s about wakefulness. A seeing smile in your 

eyes. A nod that acknowledges others without needing anything back. 

These are small acts — but in the context of self power, they signal 

massive force. 

When you combine this kind of alive awareness with the self power 

attitude you’ve already built, something rare happens: people see you as 

that one-in-a-million presence — the kind everyone wants access to, but 

no one can quite define. 

Key Point: People are drawn to presence, but magnetized by 

awareness. When you look awake, act awake, and truly see 

others, they don’t just notice you — they want to know you. 
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Build the Signal With Your Eyes 

You don’t have to be tuned in to every individual person to create the 

effect of deep connection. The truth is, when people see you as tuned in 

to others — even in a general sense — they’ll feel as though you’re tuned 

in to them personally. That’s how social perception works: we project 

the attention we witness onto ourselves. 

But when your tune-in becomes specific — when people see your eyes 

give actual notice to individuals — the effect multiplies. They lean in 

harder. They sense not just presence, but inclusion. 

For example, if your eyes — without a single word — offer subtle 

recognition to people most others overlook (valets, servers, janitors, 

bellhops, the leaning wallflowers at a party), the entire room picks up on 

it. And in that moment, everyone watching feels something else: If he 

sees them… he sees me too. 

You can take this further. When your eyes show visible regard for things 

that matter to people — their child, their work, their craftsmanship, 

even a small object they’re connected to — you create an invisible bridge. 

Even envy in the observer doesn’t block the pull they feel toward you. 

You’re no longer just noticed. You’re felt. 

The final level is in how you respond — without speaking — when 

someone addresses you. When people speak, share opinions, express 

ideas or frustrations, you don’t have to always agree. You don’t even have 

to answer. But your eyes should always show that you hear them. That 

you're awake to their voice. That they are registering in your 

consciousness. 
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These moments — small, fast, wordless — become your most powerful 

social signals. And they add layers to your self power presence that words 

alone can never reach. 

Key Point: When your eyes recognize others — especially the 

overlooked — you amplify your presence. People don’t just see 

you. They feel that you see them, and that pulls them closer. 

The Success Trick Behind Every 
Technique 

Every self power technique — like punting a football, rowing a boat, or 

striking a match — has one trick it hinges on. One point of focus that 

makes everything else fall into place. And if you understand that, the rest 

becomes automatic. 

In the Tune-In Effect, that trick is this: you must be visibly awake to 

the world. That’s it. You must be alert, conscious, and connected — not 

in your head, not wandering mentally, not lost in internal noise. You 

must be present, and visibly so. Your eyes, your face, your posture must 

show that you are here, and you are seeing. 

You can’t fake this. You can’t rehearse it in front of a mirror. Don’t try 

darting your eyes around or simulating energy. That kind of artificial 

alertness doesn’t fool anyone. Instead, just be awake. That alone is the 

trick. If your mind, ears, and eyes are genuinely aware of people and the 

world around you, your face and presence will broadcast it — 

effortlessly. 

This is what self powers know. Watch them. They never let themselves 

slip into preoccupation when they’re around people. Not because they’re 

paranoid, but because they understand the power of presence. They 
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know that tuned-in awareness is one of their strongest unspoken signals 

— a quiet gravitational pull that draws others in. 

That’s what makes the Tune-In Effect more than just a social behavior. 

It becomes your pull force. The magnetic undertone that keeps people 

watching… and wanting to move closer. 

Key Point: The trick behind the Tune-In Effect is simple: stay 

mentally awake. Real power isn’t animated — it’s alert. When 

your awareness is alive, your presence pulls people in without 

effort. 

Be. Never Seem. 

There’s one thing that will destroy the pull of your presence faster than 

anything else: looking like you're trying. 

If your self power attitude and your Tune-In effect are real — actually 

lived, not faked — you won’t have to worry about slipping into the 

wrong emotions or pretending to feel something you don’t. You won’t 

have to exaggerate, perform, or seek approval. You’ll just be. And people 

will feel that. 

But the second people think you’re trying to look confident, trying to 

seem alert, trying to appear powerful — the spell breaks. Influence dies 

in the trying. 

From this point forward, you must internalize this law of self power: 

People must see you as being. Never as seeming. 

Think back to your own experience. You’ve met people who seemed too 

polished. Too put-together. Too perfectly “on.” And something in you 
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didn’t trust it. You sensed a gap between what they projected and what 

they were. 

Now think of the opposite. Someone raw, unpolished, but absolutely 

grounded. Maybe they didn’t smile. Maybe they weren’t nice. But you 

couldn’t ignore them. They had presence — because they weren’t 

seeming. They were just being. 

Self power works the same way. It doesn’t demand you be perfect — only 

that you be real. People are repelled by the mask, but they’re drawn to 

the substance. 

Key Point: You don’t need to be liked. You need to be real. Self 

power is never about seeming powerful — it’s about being felt as 

real. 

Let Them Come to You 

Getting along with people has always mattered — but in self power, you 

approach it from the opposite angle. Your goal isn’t to chase 

compatibility. It’s to develop the kind of presence that makes people 

want to get along with you. The Tune-In Effect is your first major step 

toward that reality. 

Just as the See-and-Be Technique made people newly conscious of you, 

the Tune-In Effect has now made them newly interested in you. And 

interest changes everything. People look at you differently. They speak 

to you differently. You’ll notice little courtesies — more eye contact, 

more attentiveness, more subtle respect. 

You’re not imagining it. You’re generating it. 
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But now comes a critical discipline: don’t react the way your old self 

would have. Don’t get flattered. Don’t feel indebted. Don’t rush to 

reciprocate with praise, smiles, or attention just to be polite. That’s the 

old programming — the one that taught you to chase social approval. 

Understand what’s really happening here: they’re beginning to court 

you. Just as you used to subconsciously court others for validation or 

status, people are now turning their awareness toward you. Some part of 

them — maybe consciously, maybe not — is beginning to wonder: Who 

is this? How do I get closer? 

This is the new dynamic. You’re not above them — but you’re no longer 

beneath them either. You are a self power in development, and they feel 

that shift. 

So when people begin to approach you differently, respond the way your 

future self would. Be receptive. Be appreciative. But don’t chase. Don’t 

collapse. Don’t get intoxicated by the attention. Accept it as tribute — a 

natural response to the force you’ve started to carry. 

Key Point: When people start to tune in, don’t fall into old 

habits. Receive their interest with strength, not need. Self power 

pulls others in — it never chases. 

Key Points Recap 

• Getting people to notice you is only the first step — keeping 

their attention requires interest. 

• People move through the world in a protective shell. You must 

open that shell, then keep it open by being visibly tuned in. 

• The Tune-In Effect makes you look awake, aware, and connected 

— and that silent signal pulls people in without a word. 
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• You don’t have to be tuned in to every individual. When people 

see you tuned in to others, they feel that you’d be tuned in to 

them, too. 

• The real trick behind the technique is being truly alert — 

mentally present, eyes engaged, and emotionally awake. 

• Never fake your presence. Self power depends on people sensing 

that you are, not that you seem. 

• When people start responding to you differently, don’t collapse 

into flattery or validation-seeking. Stand grounded. Let them 

come to you. 

Implementation Assignment: The 
Awareness Drill 

For the next 24 hours, practice the Tune-In Effect everywhere you go. 

Don’t speak it. Don’t force it. Just be awake in public. 

• When in a room, let your eyes track people subtly — not 

nervously, but curiously. 

• Give warm, silent acknowledgment to people others ignore. 

• Notice what matters to others — their child, their work, their 

body language — and allow your eyes to register quiet respect. 

• Don’t zone out in elevators, waiting rooms, or lines. Stay 

present. 

• And most of all, when someone speaks to you — hear them. Let 

your presence do the listening before your mouth does. 

At the end of the 24 hours, ask yourself: 

• Who gave you more attention than usual? 

• Who treated you with unexpected courtesy or curiosity? 
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• How did it feel to be felt? 

Repeat the drill as needed. This is one of the most magnetic skills in the 

self power arsenal. And the more you live it, the less effort it takes. 

After tune in: Sidebar: Put the Phone Down — And Let the World 

Feel It 

In a crowd full of zombies, the one who looks alive becomes the alpha. 

Look around. In elevators, coffee shops, waiting rooms, sidewalks — 

most people are hunched over glowing screens. They’ve traded presence 

for distraction. Awareness for noise. Nobody’s really here. And that’s 

exactly what gives you the edge. 

You don’t need to say anything. You don’t need to perform. Just don’t 

look down. 

Keep your phone in your pocket. Let your eyes track the space. Hold 

your body still. Keep your head up and your posture relaxed. You don’t 

need to entertain yourself — because you are the presence. 

In a culture addicted to escape, the person who stays present becomes the 

force others unconsciously respect. You’re no longer just the one in the 

room — you’re the one who owns it without effort. 

This is how power begins in silence. 
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C H A P T E R  6  

Warming the Frame 

With your self power attitude, you’ve already done what most people 

can’t — you’ve caught people’s attention. The moment they see you, 

they become consciously aware of you. And that awareness doesn’t fade 

— it deepens. You’re holding their interest. You’re keeping their social 

shell open. 

Now it’s time for the next move. While their guard is still lowered, you 

need to add just enough warmth to draw them further in — something 

subtle that invites them to come out of their shell not just curiously, but 

willingly. And when you do it right, they begin to lean in with 

expectation… and even trust. 

Tricks Are for the Powerless 

Once you’ve caught people’s attention and held their interest, there are 

a hundred ways to warm them up. Salesmen have their lines. Performers 

have their charm. Politicians have their handshakes and scripted smiles. 

You’ve used a few of these tricks yourself — we all have. 

They all follow the same core pattern: while someone’s interest is still 

alive, you dangle something — a benefit, a laugh, a secret, a compliment 

— to draw them in. A promise. An implied payoff. Something they 

might “go for.” 
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And yes, those tricks work — at least on some people. You’ve seen them 

work. You’ve probably relied on them. But here’s the problem: they 

don’t work on everyone. 

And if you're building real self power, partial influence isn’t good 

enough. You’re not here to warm up a niche. You’re here to generate a 

presence that opens everyone. 

That means you must discard the standard tricks. No tactics. No 

crumbs. No fake warmth to bait people in. These tools aren’t wrong — 

they’re just too small for what you’re becoming. 

Even some self powers have fallen back into using them. But it never 

happened during their rise — only after they arrived and began to feel 

the old fear creeping back in. They stopped being felt… and started 

trying to be liked again. That’s when the power faded. Because the 

moment your pull depends on promises, it’s no longer self power. It’s 

salesmanship. 

Key Point: Standard tricks only work on some people. Self 

power warms everyone — not through promises, but presence. 

Use What Only the Powerful Can 

If you want to warm all people — not just the ones who respond to your 

charm, status, or style — you need a different approach. One that doesn't 

rely on implied promises, bait, or payoff. 

More than that, you need to completely abandon your old tricks. You 

can’t afford even a drop of the old performance tactics to bleed into your 

new self power. If they do, they’ll dilute the entire effect. What starts as 

power will quietly shift into promise… and you’ll find yourself slipping 
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back into the exhausting loop of trying to earn attention instead of 

commanding it. 

There are two ways to warm people without promising anything. 

The first is to become overly attentive — overly polite, overly gracious, 

overly deferential. This works on some people. It’s what many use to gain 

social approval. But you can’t touch it. That behavior isn’t neutral — it’s 

submission disguised as warmth. And if you fall back into it, you undo 

everything you’ve built. It puts you back in the role of the supplicant — 

the one who courts others instead of being courted. 

That leaves you with one option. 

It’s simple. It works. And it only works for someone who has already 

installed the self power attitude. 

It’s called the Beam-It-Back Technique. 

This method warms everyone, and here’s what makes it dangerous in the 

right hands: other people can’t use it. If someone tries to beam without 

real presence behind it, it feels fake — or even creepy. But when someone 

tuned-in, grounded, and already radiating self power uses it… it pulls 

people in like gravity. 

Key Point: Real warmth without submission requires a 

technique only the powerful can use. If you don’t have self 

power, the Beam-It-Back Technique won’t work. But you do — 

and now it will. 
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The Beam-It-Back Technique 

When you carry self power, people don’t glance at you — they look at 

you. They don’t scan past. They deliberately lock on. Their eyes search 

for something in you. Something rare. Something felt. 

And when people give you that kind of look, most don’t know how to 

handle it. 

They either don’t notice it at all. Or they notice and awkwardly ignore 

it. Some freeze up and get self-conscious. Others get defensive and stare 

back too hard. Some try to act cool. Some overcompensate. Some get 

flattered and try to play into it. But almost no one handles the look well. 

You will. 

Because you are tuned-in and fully awake, you’ll notice those deliberate 

looks — and more importantly, you’ll knowthey’re coming. You won’t 

be surprised by them. You won’t flinch. You won’t fake indifference. 

And you definitely won’t fall into the trap of being flattered by them. 

That’s not power. That’s hunger. 

Instead, you’ll respond with precision. 

You beam it back. Just a quick flick of recognition — not a grin, not a 

smirk, not a nod — just a brief, deliberate twinkle. A flash of 

acknowledgment that says: I see you too. And then it’s gone. 

Here’s the key: you don’t wait for someone to look at you. You assume 

every face within range is looking — or will be. So as your eyes move 

through a room, you deliver that same fleeting beam to every face you 

encounter. Calm. Respectful. Subtle. You’re not chasing connection. 

You’re allowing people to feel seen without surrendering your center. 
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When done right, this one technique creates a ripple effect. People don’t 

just stay open — they start to lean in. 

Key Point: When people lock eyes with presence, don’t stare, 

don’t flinch, and don’t perform. Beam it back — just long 

enough for them to feel recognized, then move on. This is how 

you warm the room without lowering your frame. 

The Recognizing Twinkle 

You’ve probably spent most of your life thinking it’s hard to warm 

people — that it takes expert charm, clever conversation, or calculated 

attentiveness just to get two people out of twenty to respond well. And 

when you rely on typical techniques, that’s true. You might bat .100 if 

you’re good. 

But the Beam-It-Back Technique changes the entire equation. 

When done properly, you don’t just warm two out of twenty — you 

warm everyone. Instantly. And you don’t need to be clever, smooth, or 

trained to do it. You only need to do one thing: 

Recognize everyone you see. 

That’s the real trick. As your eyes pass over people — any people, all 

people — give each of them a brief but deliberate look that says, I see you. 

Not a performance. Not an exaggeration. Just a flicker of the exact same 

twinkle you naturally give someone when you run into an old friend or 

someone you like. 

You already know what that look feels like. You’ve given it a thousand 

times — just not with purpose. Now, you’re going to weaponize it. Not 
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to flatter. Not to win people. But to signal calm recognition — human 

to human — without ever breaking your self power posture. 

This technique is simple. And that’s exactly what makes it powerful. 

Don’t mistake simplicity for weakness. The Beam-It-Back Technique is 

your only warming method that aligns with self power. All the others — 

charm, flattery, attentiveness — carry with them a trace of performance, 

and performance is submission. 

This isn’t about trying to win people. It’s about letting them feel seen by 

someone who isn’t trying at all. 

Key Point: Recognition is your warming weapon. Look at 

people like you know them — briefly, calmly, with presence — 

and they’ll warm to you faster than charm ever could. 

Key Points Recap 

• Standard tricks like charm, flattery, and promises only work on 

some people — and they dilute your self power. 

• Self power must warm everyone — without performing, 

promising, or lowering your frame. 

• The Tune-In Effect opens people’s shells. The Beam-It-Back 

Technique keeps them open and draws them closer. 

• Beam-It-Back works only if you already carry self power. 

Without presence, it comes off as needy, creepy, or awkward. 

• The technique is simple: recognize everyone you see. Let your 

eyes show a brief, subtle twinkle — like you’ve just recognized 

someone you like. 

• You don’t wait to receive a look — you assume you're being seen 

and you lead with presence. 



 

S E L F  P O W E R  R U L E S  | 8 1  

• The trick is recognition without performance. Don’t fake it. 

Don’t stare. Just beam a human signal that says: I see you too. 

• This is your only warming technique that aligns with self power. 

Master it, and you never need to perform for rapport again. 

Implementation Assignment: The Twinkle 
Drill 

Over the next 24 hours, run the Beam-It-Back Technique in every public 

setting. Your goal is not to start conversations — your goal is to warm 

the room with presence. 

Here’s how: 

• Assume every person you see is already looking at you — and 

beam back a brief, calm signal of recognition. 

• No grin. No stare. Just a flicker — the same look you give 

someone you genuinely like when you first spot them. 

• Do this especially with strangers, people in passing, people 

others overlook. 

• Don’t feel out the moment. Lead it. You’re the one in power. 

• Never fake or force it. The strength is in subtlety and truth. 

At the end of the day, take inventory: 

• Who returned the twinkle? 

• Who gave you more respect, warmth, or curiosity than usual? 

• How did it feel to radiate presence without chasing it? 

Run this drill for three straight days and your social gravity will begin to 

shift permanently. 
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C H A P T E R  7  

Let Them Make the  
First Move 

You’ve already done what most people can’t — you’ve snared attention, 

pulled interest, and opened the gates of approval. And you’ve done it all 

without a word. People are already thinking, That person has something. 

That presence. That edge. 

But now it’s time to trigger the next response: friendliness. Not charm. 

Not small talk. Real, observable social opennessdirected toward you. This 

is where the world doesn’t just notice — it starts offering itself to you. 

And once you know how to pull forth friendliness without chasing it, 

you’re no longer working for the world. You’re starting to pocket it. 

You Open People in Seconds 

Let’s pause for a second and look at what you’ve already done — 

specifically in the last three chapters. 

First, your self power attitude strikes people the moment they see you. 

Not after. Not gradually. It hits on sight — and forces them to 

consciously register your presence. 
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Then, in the same first few seconds, your Tune-In Effect activates. Your 

alertness — your awareness of the room, of people, of energy — signals 

that you are fully awake to the world. That signal pulls their interest 

before you’ve even moved. 

And finally, at the moment their interest peaks and their minds start to 

wonder, Who is this?, you deliver the Beam-It-Back Technique. A calm 

flash of recognition. A twinkle of subtle acknowledgment. That 

dissolves the speculation and pulls down the rest of the wall. 

You’ve opened them. And you’ve done it without a single word. 

These steps may have taken pages to explain, but in real time — once 

you’ve practiced and internalized them — they happen in under a 

minute. Most of it within the first 15 seconds. 

That’s the speed of self power. 

And now that you’ve opened them, you’re ready to pull forth what 

comes next: friendliness. 

Key Point: With self power, tune-in, and beam-it-back, you 

open people in seconds — without speaking. Now it’s time to 

pull them closer, and let them make the first move. 

Never Move First 

Now that you’ve opened people — their defenses lowered, their interest 

piqued, their energy tilted in your direction — it might be tempting to 

move in. To take the next step. To initiate. 

Don’t. 
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Even if their gates are wide open, if you move toward them, two things 

happen — both bad. 

First, they shift back into defense. It’s instinct. The moment you make 

the first move, they subconsciously feel like something’s coming. A 

motive. A pitch. An ask. No matter how small your move is, it creates 

pressure. They brace. 

Second, and more important: it violates your objective. You’re not 

here to chase. You’re here to pull. To create a signal so strong, so 

grounded, that people move toward you — willingly. 

But to pull, you need something to pull on. 

And that’s what we’re about to create next — a trigger inside them that 

wants to move closer. 

Key Point: Don’t cross the distance, even when it’s open. The 

moment you move first, power shifts. Instead, awaken 

something in them you can pull — and let them make the move. 

Pull on What Reaches Toward You 

There are a hundred emotional triggers you could pull on — sympathy, 

pity, compassion, charity, generosity. But none of those will get you 

where you need to go. Why? Because they all reach down. 

Those feelings are extended to people who are seen as lacking something 

— validation, help, attention, worth. And if that’s the energy you pull 

from others, you're already underneath them. 

Self power doesn’t reach up for help or down for pity. It draws people 

across — or pulls them upward. Which means you need to awaken and 

pull on something that wants to meet you at your level. 
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And that something is friendliness. 

Friendliness is harder to activate than pity — it’s less automatic. People 

don’t keep it sitting on the surface. They guard it. They wait for a reason 

to offer it. But when it’s triggered properly, it doesn’t reach down — it 

reaches out. 

If you want to pull people a step closer — closer to engagement, 

openness, and responsiveness — friendliness is your lever. Now it’s 

time to learn how to awaken it and pull on it without words, without 

pressure, and without stepping toward them. 

Key Point: The only emotion that pulls people toward you 

without lowering you is friendliness. It reaches out — not down. 

And now you’re going to learn how to trigger it on sight. 

Aim For the First Inch 

The first inch of friendliness is the hardest to pull — and the most 

important. 

You’ve opened people. Their defenses are down, their interest is piqued, 

their energy is leaning toward you. But none of that will mean anything 

if your first sound doesn’t land. This is the next trigger. And it's where 

most people blow the opportunity. 

People don’t just see you — they pre-judge what you’ll sound like. Before 

you open your mouth, their subconscious is already forming a prediction 

about your voice, tone, energy, and presence. That’s how fast the mind 

works. If your voice lands weaker, harsher, more jittery or duller than 

they expected, you lose them. If it meets expectation, you remain neutral 

— politely tolerated, but not unforgettable. 
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But if your voice lands with a quality they weren’t expecting — 

smoother, calmer, clearer, or more alive — it surprisesthem. And that 

surprise breaks open the door. They don’t just stay open — they offer 

friendliness. Unprompted. Instinctive. Like they’re giving you 

something they hadn’t planned to. 

That’s the first inch. And once you get that inch, the rest of the 

friendliness comes naturally. It expands. It pulls. You’re not charming 

them — they’re offering it. You’re not winning them — they’re moving 

toward you on their own. 

To get that first inch, your sound has to be livingly pleasant. It doesn’t 

have to be theatrical or warm. It doesn’t need a clever line or the perfect 

phrase. It simply has to feel good to hear. Smooth, alive, and calm. A 

voice that doesn’t ask for attention — it owns it. That alone separates 

you from 95% of the world. 

But your tone can’t do it alone — it must come from the right 

background. That background is your face. Not a smile. Not a smirk. Just 

a face that looks like it could smile. Awake. Aware. Slightly amused. 

Relaxed but energized. The same expression you’ve already learned 

through the Beam-It-Back technique. When your voice emerges from 

that background, it lands. 

There’s no need to rehearse in a mirror. The world is your training 

ground. Say “good morning” to the barista. “Thank you” to the person 

holding the door. “Appreciate it” to the stranger who makes space. Say it 

with deliberate tone. Calm, pleasant, and present. Then watch their eyes. 

Their eyes will tell you the truth. If they liven, spark, or soften — you’ve 

hit the inch. If they flick away, dull, or stay flat — adjust and try again. 

Change nothing but the tone. That’s your training. 
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Be warned: certain words kill the inch before it has a chance to appear. 

Words that start with strong “O” sounds like old, over, omen — they 

collapse the muscles in your face. So do words that start with “B”: borrow, 

burn, bundle. They compress the jaw and erase the impression of ease. 

Then there are the ugly ones — the words that twist your whole face just 

trying to say them. Wrought, gargle, grease, wrong. Keep them out of your 

first sentence. 

Instead, lead with words that let your face stay open and unforced. 

“Good,” “Well,” “Nice,” “Appreciate it,” “Looks solid.” You don’t need 

perfect phrasing. You need perfect congruence — the face, tone, and 

presence all saying the same thing: I’m alive. I’m present. I don’t need 

anything from you, but you’ll probably want to give it anyway. 

Don’t overthink what to say. Keep it simple. “Good to see you.” “Not 

bad at all.” “All yours.” “That works.” “Perfect timing.” These phrases 

aren’t about content — they’re about delivery. They carry no pressure, 

no performance. They open space. 

And when you speak, watch for the shift. The smile you didn’t ask for. 

The nod that didn’t need prompting. The comment they offer that they 

didn’t have to say. These are the micro-invitations that prove you pulled 

the first inch. 

You don’t need to chase it. You don’t need to win anyone over. Just say 

the first word better than expected. And do it with a calm face that could 

smile, even if it doesn’t. 

That’s how self power begins to draw real warmth. 

Not by being friendly. 

But by pulling it from others. 
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Key Point: Friendliness doesn’t come from being likable. It 

comes from exceeding people’s subconscious expectations. And 

that happens in the very first inch — with your voice, your tone, 

and your face in perfect alignment. 

Don’t Let the Voice Break the Frame 

Never make the mistake of thinking your first sound is a small detail. It’s 

not. Many of the most powerful figures in history placed more deliberate 

effort on the first few seconds of speech than anything else. They knew that 

how you begin shapes how everything after it is received. 

Franklin D. Roosevelt was famous for this. Listen to the opening line of 

any of his fireside chats from the 1930s — especially his calm, steady “My 

friends…” He used that opening like a weapon. It was rehearsed, 

intentional, and powerful because it never broke his frame. He didn’t 

perform it — he held it. 

And that’s the key for you now. 

The real trick of pulling friendliness — the real way to unlock the first 

inch — is not just how your voice sounds. It’s that your voice doesn’t 

change you when you speak. 

Most people do this without even realizing it. They hold presence 

silently… and the moment they speak, it all crumbles. Their face shifts. 

Their posture weakens. Their eyes dart or smile too big or lose energy. 

Their self power evaporates — not because of what they said, but because 

how they said it broke who they were. 

You have to break that habit. And it’s one of the hardest to break — 

because it’s subtle. It’s not about fixing your words. It’s about not letting 

your voice dismantle your power. 
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When you speak, your recognizing twinkle must still be there. Your tune-

in must still be alive. And your self power attitude must stay completely 

intact. You do not shift posture. You do not soften your frame. You do 

not break emotional tension by trying to ease the moment. 

You simply say what you say — and let it come from stillness. 

The person you were before you spoke… is the same person speaking. 

This takes effort. It takes practice. You may feel mechanical at first. But 

if you can master this — if you can speak without shifting your presence 

— you will own every first impression you ever make. 

Key Point: The moment you speak, your power must not shift. 

Let your tone be smooth, but your self remain still. The voice 

should come from presence — not replace it. 

The Talk Up Front Technique 

Once you’ve pulled that first inch of friendliness, your job isn’t over. 

Now you have to hold it — and keep pulling more. Friendliness, once 

activated, wants to expand. But if your delivery weakens after your first 

sound, or your clarity fades, people unconsciously stop moving toward 

you. The current dies. 

That’s why the Talk Up Front technique exists. It’s how you keep 

friendliness flowing — not by changing your tone, but by changing 

where your words are formed. 

Most people speak from the back of their mouth. From the molars. From 

the throat. Some even from the nose. It’s unconscious — and it’s a habit 

that kills clarity, warmth, and perceived openness. When you speak like 
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that, people don’t hear your words as direct or honest. They sound 

buried. Hidden. Half-formed. Muffled. 

But when you Talk Up Front, something changes. 

You speak from the lips, the teeth, the tip of the tongue. The words come 

forward. They land visibly. They feel intentional — not just in content, 

but in presence. That’s what keeps friendliness alive. You’re not just 

speaking clearly. You’re speaking where your presence can be felt. 

This has nothing to do with volume or projection. It’s not about being 

loud or theatrical. You can still breathe from your diaphragm. You can 

still speak calmly. Talking up front is simply about forming the words 

at the front of your mouth— where your face is active, alive, and visibly 

engaged. It’s the vocal equivalent of looking someone in the eyes. 

If you’ve ever had voice or speech training, this will feel familiar. If not, 

it might feel foreign at first. You’ll need to pay attention to your 

articulation — especially in casual speech. Most people only think about 

enunciation when they’re on stage or giving a presentation. But self 

power requires it in every conversation — because every conversation is 

a frame-setting moment. 

You may need to go off alone to practice. Talk to yourself. Read aloud. 

Deliver everyday lines using only your lips, teeth, and tongue tip. Not 

from your throat. Not from your nasal cavity. The shift may feel subtle, 

but its impact is visible — and magnetic. 

And it’s not just about how others perceive you. When you talk up front, 

you stay more present. You remain tuned in. You feel the sound leaving 

you, not just mentally, but physically. That connection between breath, 

face, and voice keeps your self power anchored. It makes it harder to lose 

your frame — and easier to hold your influence. 
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So make this a habit. Talk up front. Say everyday things with deliberate 

front-facing energy. Keep your words where people can see and feel 

them. Because if your voice fades into your molars or your throat, your 

power fades with it. 

Key Point: Friendliness continues when clarity continues. Talk 

from the front of your mouth — lips, teeth, tongue tip — and 

your words will land with presence. That’s how you keep people 

coming toward you. 

Talk When You Need But Don’t Be 
Talkative 

From this point forward, your voice, your manner, and even your 

smallest verbal choices will be noticed more closely. You’ve opened 

people. You’ve drawn out their friendliness. Now they’re watching and 

listening to see if what they felt was real. If you don’t stiffen under that 

attention — and many do — it becomes easy to continue putting 

yourself forth in a pleasing, grounded way. But if you do tighten up, 

don’t panic. Just recognize it, laugh at it internally, and reset your state. 

Smile inwardly, relax your frame, and start again. 

Whenever you speak, do it with intention. If you’re responding to 

someone, look at them like they matter. Don’t glance past them. Don’t 

look through them. And never speak as though your voice is just filling 

air. Speak to them — with the full force of calm awareness behind your 

tone. 

You don’t need a perfect voice. You don’t need a deep voice, or a trained 

one, or one that sounds like a narrator. You only need a voice that’s 

relaxed and present. The muscles around your vocal cords are what 

shape your sound. And any voice — no matter how high or low — 
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becomes unpleasant only when those muscles are tense. That tension 

comes from nervousness, insecurity, or unconscious habits built over 

years. 

Break the habit. 

Speak with relaxed muscles. Breathe naturally. Let your tone emerge 

without force. If you’ve ever been trained in diaphragmatic breathing or 

air volume control, use that. It helps. But even without training, just 

speaking from a calm body changes your voice more than anything else 

can. 

And then — most importantly — don’t overuse it. 

Don’t be the one who fills the silence. Don’t speak just to keep 

momentum. Don’t talk to perform. Speak when you need to — and 

stop. Let others do the talking. Let them take the space. Because the less 

you speak, the more their friendliness will come your way. The quieter 

your presence, the louder your effect. 

It’s not silence. It’s control. 

Key Point: Speak calmly, clearly, and when necessary. Don’t 

rush to fill the air. The less you talk, the more people talk to you 

— and the more friendliness you pull without asking. 

Key Points Recap 

• Once you've pulled the first inch of friendliness, your job is to 

hold it and keep pulling more — without chasing or performing. 

• The first sound you make must exceed expectations. If it pleases, 

it unlocks warmth instantly. If it falls short, the shell begins to 

close. 
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• Your voice must never break your presence. Speak without 

shifting your expression, posture, or emotional tone. 

• Talk from the front of your mouth — lips, teeth, and tongue tip 

— not from your throat or molars. Clarity breeds connection. 

• Your face and tone must match. A voice that feels good to hear, 

emerging from an awake and present face, pulls people forward. 

• Say less. Let others speak more. Friendliness grows when you 

leave space — and control that space with calm energy. 

• Every word should come from presence, not from pressure. 

That's what keeps your pull clean, powerful, and expanding. 

Implementation Assignment: Friendliness 
Pull Training 

For the next three days, practice these rules in every brief interaction: 

1. Use the first sound deliberately. 

Greet people with a simple phrase — “Good to see you,” “All 

yours,” or “Appreciate it” — and deliver it calmly, clearly, and 

with an active, relaxed face. 

2. Practice talking up front. 

Choose everyday conversations — at the store, in passing, at 

work — and deliberately form your words with your lips, teeth, 

and tongue tip. Avoid back-of-the-mouth habits. 

3. Speak less than usual. 

In every group or one-on-one setting, consciously hold space 

instead of filling it. Let others fill the silence. Watch how they 

lean in more. 

4. Read the response. 

Watch their eyes. Look for softening, eye contact, forward 
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body language, and unsolicited conversation. These are signs 

you’re pulling friendliness. 

At the end of each day, ask: 

• Did I over-talk? 

• Did my first sound feel grounded? 

• Did I see others become more open and warm as a result? 

Rerun the drill again the next day — but with more subtlety and less 

effort. Friendliness isn’t something you push for. It’s something you 

awaken. 
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Control the Conversation 
Without Saying a Word 

By learning to pull friendliness instead of passively waiting for it, you’ve 

already started to pocket people. You’re no longer relying on scraps of 

attention or social momentum. You’ve got the ball. 

Now the job is to tighten your grip. Don’t drop it. Don’t let it bounce 

back to them. The next phase is subtle — but powerful: it’s about how 

you listen. 

Not politely. Not passively. But aggressively — with intent, with 

dominance, and with presence. 

This is how self power begins to own conversations without talking over 

anyone. Let’s go. 

Instead of "Just Listening," You Must 
Wield Listening as a Weapon 

In the last chapter, you were told to leave the talkativeness to others. 

That still holds. A self power does not dominate conversations with 

noise. He controls them with presence. But if you're going to let others 

speak more, you must also ensure they don’t mistake that space for 

superiority. 
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This is the trap: people assume that whoever talks most has the upper 

hand. And unless you counter that assumption directly — not with 

more words, but with how you listen — they'll use talking as a weapon. 

They’ll use it to raise themselves, to shrink you, or to level the ground 

between you. 

That’s why passive listening is never enough. 

You must listen aggressively. 

That doesn’t mean interrupting or correcting. It means making your 

silence powerful. It means holding the frame so hard while others talk 

that they feel your presence in every second they’re speaking. You’re not 

reacting. You’re watching. You’re hearing. You’re measuring. And they 

can feel it. 

That pressure changes the dynamic instantly. They no longer feel like 

they’re “running the conversation.” They feel like they’re being 

permitted to speak — and that every word they say is being weighed. 

Let them talk — but make them reach up to you as they do. 

Aggressive listening protects your power. It prevents the illusion of 

status drift. It makes people talk with care, not control. And it forces 

even the most dominant speakers to stay alert, because they feel the 

intensity of your silence. 

The first big test of yourself as a personal power comes the instant you 

become 

a listener. Actually it can be said that whether you go on beyond this 

point to fully 

become a self power depends on what you listen to and how you listen. 



 

S E L F  P O W E R  R U L E S  | 9 7  

Because of this, you must immediately develop and begin using listening 

techniques that enable you to control how people talk to you. 

Key Point: Talking is a weapon. But listening can be sharper. 

When you listen aggressively, you protect your frame and keep 

others from using their words to rise above you. 

Listen as a Watcher, Not a Worshipper 

Almost every time someone speaks to you — unless it's just casual filler 

like “hello,” “nice weather,” or “what’ll you have?” — they’re after more 

than just politeness. Their first objective is to get your attention. And 

the moment they succeed, they push for the second: to get you to 

hearken. That means they want you to lean in, not just physically, but 

mentally — to absorb what they’re saying, take it seriously, and let it 

shape your thinking or behavior. 

Let them accomplish the first objective. But never let them visibly 

succeed at the second. 

That may sound cold. But if you're serious about building real self power, 

you must master the art of lending your ear to everyone — and giving it 

to no one. 

Whenever someone speaks to you, your response must be wakeful and 

attentive, never distracted or dismissive. You should be fully present — 

but not submitted. This is where the Lend Technique becomes your first 

line of defense. You give them attention, not agreement. You show 

interest, not investment. 

What does this actually look like? 
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It means you carry yourself with total civility — the kind we laid out in 

Chapter 3. You extend respect. You offer courtesy. You show deference 

in manner, not in mind. You acknowledge their right to speak, to hold 

opinions, to feel competent. And you pay them the compliment of being 

heard. 

But that’s all it is — a compliment. You do not internalize. You do not 

react. You do not begin building your thoughts around their ideas. You 

lend them your ear, but you do not give it away. 

Without this distinction, your power leaks — and others will 

instinctively keep pushing to bend your frame toward theirs. 

Ironically, if your manner is calm, present, and anchored in civility, 

people won’t even notice you’re holding your ground. In fact, they'll feel 

flattered. They’ll see you as generous, gracious, and deeply respectful. 

And because of that, they won’t push further. They’ll feel heard — 

without realizing you haven’t actually absorbed a thing. 

That’s the art. 

And when this technique is done right, every conversation becomes 

effortless. You can listen to anyone, no matter how opinionated or high-

status, without ever breaking your power. But if your Lend technique is 

weak — if your presence begins to drift, if your face gives away that 

you’re starting to absorb — then you’ll need to be ready to bring in the 

other listening tools that follow. 

Key Point: Let everyone speak. Let everyone feel heard. But 

don’t absorb. Lend your ear without giving it. That’s how a self 

power listens — awake, present, but untouched. 
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Never Let People Hang You on Their 
Words 

Once people have your attention — and they believe you're listening — 

their next move is subtle but dangerous. They want to hang you on their 

words. 

It may not be conscious. But it’s always there: a quiet attempt to get you 

emotionally or mentally hooked on what they’re saying. If they can’t get 

you to hang on every word, they’ll try to get you to hang on the idea as a 

whole — to absorb it, agree with it, or feel impressed by it. 

Why? 

Because doing so serves two purposes: it inflates their own importance, 

and it lowers your standing. They either lift themselves to your level, or 

pull you down to theirs. And once you're hanging on their words, you're 

no longer listening from power — you’re listening from interest, from 

need, from below. 

That’s why the Lend Technique is your first line of defense. If you’re 

using it properly, you should be safe — calm, polite, but never absorbed. 

However, if you feel yourself leaning in — even because the topic is 

compelling — you must immediately activate your second tool: the 

Fact-Finder Technique. 

This technique disrupts their rhythm without disrespect. You stay 

polite. Calm. But you interrupt their attempt to dominate the frame by 

questioning everything. 

Not aggressively. Just precisely. 

Slip in questions like: 
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• “How do you know that?” 

• “What’s a real example of that?” 

• “Who exactly are ‘they ’in this case?” 

• “What’s the opposing view?” 

Every question you ask raises the bar for their statements — and it sends 

a message: I’m not here to be led. I’m here to evaluate. 

This instantly shifts the conversation. They feel it. You’re no longer 

hanging on their words. Now they’re working to justify them. The frame 

has flipped. 

After a few of these polite but pointed questions, one of two things 

happens: 

They either retreat — awkwardly backing off the performance. 

Or they adjust — offering a more grounded, thoughtful report instead 

of a narrative designed to impress. 

Either way, you’ve regained control. 

Key Point: Never let yourself become impressed into 

submission. The moment someone tries to hang you on their 

words, question everything — calmly, precisely, and with full 

presence. That’s how you stay above the influence. 

Never Let People Gossip to You 

One of the quickest ways people try to drag you down to their level is 

through gossip. And if you let them do it — if you sit there and absorb 

it — you’ve silently agreed to meet them on that level. You’ve bonded 

with them through weakness. And worse, you’ve given up ground. 

Don’t do it. 
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When someone tries to gossip to you, it’s never just idle talk. It’s a tactic. 

A test. A way to pull you out of power and into the shared comfort of 

pettiness. And if you accept that invitation, even with a nod or a smirk, 

they win. They feel closer to you — but not in respect. In sameness. 

This is one of the few situations where the Lend Technique isn’t enough. 

A polite, listening face won’t stop a gossiper. They’ll mistake it for 

invitation. That’s why the moment you sense gossip — whether in tone, 

language, or attitude — you must immediately activate the Fact-Finder 

Technique. 

Interrupt softly, but precisely. Ask questions they weren’t expecting, 

like: 

• “Where did you hear that?” 

• “Who started the rumor?” 

• “What was the motive behind telling it?” 

• “Do you believe it?” 

• “Why are you telling me?” 

• “Would you expect me to take that seriously without knowing 

both sides?” 

The power of these questions isn’t just in what they demand — it’s in 

how fast they flip the energy. The gossiper was trying to pull you into 

lazy agreement, and now they’re on the defensive. They regret 

underestimating you. They feel exposed — not attacked, but seen 

through. 

Most will immediately try to clean it up. They’ll say they didn’t mean it 

“that way.” They’ll pivot. They’ll try to earn your favor again, often by 

switching into more respectful conversation. You won’t have offended 
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them. They’ll feel like they offended you. And that’s exactly where the 

power belongs. 

Key Point: Gossip is a weapon to level you. Don’t absorb it. 

Question it immediately. Make them feel like they misread who 

they were speaking to — and they’ll correct themselves fast. 

Never Let People Advise You 

Another subtle move people use to level themselves with you — or even 

rise above you — is giving you advice. It might come in the form of 

suggestions, tips, or “friendly guidance.” It might be about something 

small: how to treat a cold, how to dress, how to swing a golf club. Or it 

might be about something big — financial decisions, career moves, 

business direction. 

Doesn’t matter. The moment someone starts to advise you, they’ve 

placed themselves in a position of influence over you— and that is a 

position you must never allow. 

Even if it comes from someone you pay for guidance — a lawyer, a 

banker, a doctor, a broker, a coach — the principle still holds. They can 

offer data. They can present you with scenarios, risks, and 

probabilities. But they do not get to decide what you should do. And they 

don’t get to assume you’ll take direction. 

If someone begins to advise you, immediately activate the Fact-Finder 

Technique. Do not nod. Do not passively agree. Start asking questions 

— directly, but without aggression. 

• “Why do you say that?” 

• “Based on what, specifically?” 

• “What are the variables involved?” 
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• “What’s the actual probability of that outcome?” 

• “Can you show me historical results or direct examples?” 

You’re not rejecting the content. You’re rejecting the framing. 

By doing this, you flip the conversation from you taking direction to 

you gathering intel. You’re not being guided — you’re collecting data 

so you can make your own decisions. The self power listens to no one as 

an authority. He listens to all things as inputs. 

If they continue to push opinion, drill deeper with a calm series of 

“Why?” questions. Keep peeling their reasoning until it hits something 

real — facts, situations, measurable outcomes. That’s your baseline. 

That’s what you consider. Not opinion. Not advice. 

Let them offer analysis. Let them suggest perspectives. But you decide. 

And they feel it. 

Key Point: Advice is an attempt to influence your judgment. 

Don’t take it — question it. Turn opinion into data. Let others 

inform, but never direct. You’re not someone who gets guided. 

You’re the one who decides. 

Never Let People "Bestow" New 
Knowledge on You 

One of the more polished — but equally dangerous — moves people use 

to elevate themselves is the bestowal of knowledge. Not the sharing of 

information. Not the imparting of insight. But the granting of wisdom 

— as if they’re the teacher, and you’re the student. 

Don’t accept it. 
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This kind of move often comes cloaked in helpfulness. But it’s not about 

helping. It’s about positioning. When someone “bestows” knowledge on 

you, they’re claiming not just authority over the subject — but authority 

over you. 

This can happen in casual conversations, but it’s most threatening when 

it comes from colleagues, subordinates, or assistants — especially in front 

of others. That’s when it becomes a power play. And if you let it happen, 

you’ve silently agreed to their frame: They know. You don’t. 

It typically shows up in two forms. 

The first is when you ask a direct question — something simple, like: 
“Why will our printing costs go up if we switch to that cheaper paper?” 

Instead of answering, the person launches into a mini-lecture. They 

educate you on printing processes, ink absorption, paper types, supply 

chain economics — everything except the actual answer. 

That’s when you calmly interrupt with: 
“I thought maybe you knew the answer.” 

This statement is surgical. It doesn’t attack. It just cuts through the 

posturing. It forces them to either give you the answer or backpedal 

and try to save face. Either way, you’ve pulled them down from the 

“teacher” podium and put the dynamic back in balance. 

The second pattern is more preemptive — they pose your question 

before you can, then answer it themselves, like they’re doing you a 

favor. 

They’ll say: “Do you know why our printing costs will go up if we 

change to that cheaper paper? I’ll tell you…” and launch into their 

unsolicited breakdown. 
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This move is common from people submitting reports — financials, 

forecasts, performance briefs — or from anyone who wants to seize 

momentary intellectual dominance. 

You stop it with something simple like: 
“If that were written out, it might mean something to me. Do you 

think it would be worth your while to write it up sometime?” 

That’s it. 

You’ve acknowledged the topic without validating the authority. You’ve 

suggested effort on their part, not absorption on yours. And you’ve made 

it clear — without ever being rude — that you’re not here to be taught. 

You’ll get what you need. But it will be on your terms. 

Key Point: When people bestow knowledge, they position 

themselves as your intellectual superior. Interrupt it gently. 

Return the focus to clarity, not education. You’re not a student 

— you’re the one who decides what’s worth listening to. 

Use Techniques Only for Their Exact 
Purpose 

By now, you’ve been equipped with a powerful set of tools — techniques 

for neutralizing those who try to rise to your level, pull you down, or 

subtly diminish your presence through conversation. But with power 

tools comes a warning label: use each one only for what it was designed 

to do. 

There will still be people in your life — for now — who have legitimate 

authority over you. A landlord. A manager. A parent. A client. A senior 

partner. These are not enemies. They are simply individuals who, by 
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structure or circumstance, currently sit a rung above you. And until 

your self power has become supreme — until you are the liege of no one 

— you must be sharp enough to recognize the difference between a 

threat to your power and a rightful exercise of authority. 

These techniques are not for rebellion. 

They are not for revenge. 

They are not for resisting legitimate leadership. 

They exist for one reason: to protect your level from being tampered 

with by those who have no rightful claim to elevate themselves over you. 

So when your boss asks you a rapid series of questions, not to undermine 

you, but simply to extract information and delegate responsibility, that’s 

not an attack on your status — it’s a functional part of the power 

structure. He or she is distributing workload. That’s not a power game 

— that’s the machinery of business. You may do the same with your own 

assistants, partners, or support staff. 

However — and this is key — if anyone in authority oversteps, degrades, 

or seeks to demean you in how they operate, that's a different matter. 

That’s when these techniques, or others you’ll learn later, can and should 

be used. Chapter 19 will arm you with the tools for dealing with those 

kinds of difficult people. But here, the focus remains simple: 

Use each technique for the precise purpose it was built for. 

Don’t use the Fact-Finder Technique on a boss who assigns a task. 

Don’t use the Servilizor Technique on someone who’s doing their job. 

Don’t push back out of emotion. 

Because if you misuse these techniques — if you aim them at the wrong 

people, or at the wrong time — they boomerang. They backfire. They 

interfere with your growth. And worse, they start turning you into 
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exactly what you're trying to rise above: someone who uses power 

irresponsibly. 

Self power is not blind resistance. It’s conscious, targeted, unshakable 

control. Keep your aim clean. 

Key Point: Power must be precise. Use each technique only for 

what it was designed to counter. Anything else weakens your 

position — and turns your power into noise. 

Never Let People "Teach" You How You 
Should Do Something 

Another common way people attempt to assert superiority — often 

without even realizing it — is by trying to teach youhow to do 

something. And it can come from anywhere. It might be a delivery guy 

explaining how to operate your new TV. It might be an employee 

demonstrating a tool — and then slipping into instructor mode. It 

might be a stranger giving you unsolicited hacks, or a colleague pushing 

his method as the one you “should” follow. 

In everyday life, it’s easy to shrug this off. You could accept the lesson or 

ignore it. 

But you’re not building a normal life. You’re building self power. And 

that means you can’t let these subtle status moves go unchecked — even 

the small ones. 

Because when someone teaches you — instead of simply showing, 

telling, or offering — they shift the frame. You’re no longer the observer. 

You’re the student. And they’re the authority. 

Don’t allow it. 



 

1 0 8 |  S E L F  P O W E R  R U L E S  

This is where the Servilizor Technique comes in — a clean, respectful 

way to acknowledge the person withoutacknowledging their superiority. 

The moment someone starts “teaching” you how to do something, 

calmly inject: 

“There’s no need to teach me — just show me how you do it.” 

No confrontation. No ego. Just a clear redirection. 

Once they show you, respond with: 

“Show me again.” 

Then again: 

“Show me one more time.” 

This repetition creates subtle psychological pressure — and it disarms 

their attempt to hold teacher status. Then say: 

“You’re good at it. If I don’t know how, it’s not because you don’t.” 

You’ve given them credit. You’ve acknowledged their skill. But you’ve 

pulled the plug on the lesson. And you’ve reclaimed the upper ground 

— politely. 

If they persist — if they still try to teach — close it off entirely with: 

“I’ll try it on my own sometime. If I run into any problems, I’ll 
reach out to you.” 

That final move ends the dynamic. They feel respected. But you’ve 

reestablished control. 

This isn’t about arrogance. It’s about maintaining frame. You don’t 

allow anyone to shape your actions through hierarchy. Not even in small 

things. Because power isn’t just about big decisions — it’s about never 

surrendering role. 
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Key Point: When someone tries to “teach” you, they’re claiming 

a higher role. Use the Servilizor Technique to acknowledge their 

skill without accepting their authority. You don’t need teachers 

— just data, and your own judgment. 

Never Let People Order or Command You 

There will always be people — in every environment, at every level of 

society — who test their power by commanding others. It’s not always 

hostile. Sometimes it’s casual. Sometimes it’s unconscious. A host. A 

fellow traveler. A coworker. Even a friend. But when someone gives you 

a directive instead of a request, it’s a micro-duel for dominance. 

And you must win. 

This isn’t about pride. It’s about maintaining your level. Because the 

moment you obey a command — without a recognized hierarchy — 

you’ve allowed someone else to define the terms of the interaction. And 

when you’re building self power, you cannot let anyone pull your 

level down, even by a single rung. 

That’s why the Warp Technique exists — to twist a command back 

into a request without creating a scene. 

Let’s say someone says: 

“Hand me that magazine.” 

Your immediate response should be: 

“Did you ask something?” 

Now you’ve put the spotlight on their tone — not their request. Most 

people will correct themselves. They’ll pause, shift their energy, and say 
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something like: 

“Yes — I was asking if you’d hand me the magazine.” 

Done. You’ve won the frame. No confrontation, no disrespect — just a 

reestablishing of mutual ground. 

But what if the person is deliberately rude? They might double down: 

“Yes. I said to hand me the magazine.” 

Your move? Calmly say: 

“Sorry. I thought you had asked me something.” 

Then immediately return to what you were doing — reading, writing, 

talking, anything. The interruption is now closed. 

If they push further: 

“Are you going to hand it to me or not?” 

Or repeat the command again… 

You go one level deeper: 

“Whoever you’re speaking to doesn’t seem to hear you. If you’d like 

to ask me, maybe I can help.” 

That line neutralizes even the most stubborn personalities. But if — in 

the rare one-in-a-million case — someone is persistently rude or 

domineering, they may escalate again: 

“Stop the foolishness and hand me the ashtray.” 

Now you finish it: 

“If you change your mind and would like me to help you, just ask.” 

Then return to whatever you were doing — even if it’s a conversation 

with them. You’ve made it clear: you only respond to mutual respect. 

This may seem like a lot over something small — but the moment you 

let one unchecked command slide, you’ve started the habit of 
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shrinking your presence to accommodate others. And that habit is 

fatal to self power. 

Every small command is a test. Not of manners — of hierarchy. 

And you’re not here to be anyone’s subordinate. 

Key Point: When someone issues a command, don’t obey — 

twist it. Use the Warp Technique to shift the frame from 

dominance to mutuality. If they want your help, they’ll need to 

ask. You are never to be ordered. 

Never Let People Deliver Ultimatums to 
You 

An ultimatum is nothing more than a command with a threat attached. 

It’s a blunt instrument — the verbal equivalent of “do this or else.” And 

anyone who uses it is trying to flex their version of power over you. That 

alone makes it your problem — and your opportunity. 

No matter the content, no matter who delivers it, your response should 

be the same: use the Warp Technique. Twist the ultimatum back into 

what it really is — a command — and ignore the threat completely. The 

threat only has power if you recognize it. 

This requires mental discipline. Because to neutralize an ultimatum, you 

must make your ear deaf to everything but the command itself. 

Take this example: 

Your spouse says, “Quit working nights or I’ll divorce you.” 

To a self power, there’s no need to panic. You don’t respond to the 

threat. You don’t get drawn into the consequence. You respond only to 

the command, as if it had been issued plainly: “Quit working nights.” 
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From there, use the same approach you would with a basic command. 

You might say: 

“Did you ask something?” 

Or, 

“If you’d like to talk about it, I’m listening. But I don’t respond to 

demands.” 

You keep your tone level. You remain respectful. But you make one 

thing unmistakably clear: You will not be moved by force. 

Now here’s the part most people miss — and it’s critical: 

Many ultimatums, especially the casual, everyday kind — “Quit blocking 

my driveway or I’ll call the cops,” “Keep your dog out of my yard or I’ll 
poison it,” “If you’re late again, you’re fired” — are the result of your 

own inconsiderate behavior. 

And if that’s the case, you don’t need technique — you need correction. 

Self power is not built by defending the indefensible. It’s built by living 

in a way that doesn’t provoke ultimatums in the first place. The early 

chapters laid that foundation: courtesy, presence, boundaries, respect. If 

you’re practicing those properly, most ultimatums vanish before they 

ever happen. 

But when a real one is dropped on your table — and it’s undeserved — 

remember this: 

You don’t wrestle with it. You don’t submit to it. 

You warp it. You strip it of power. 

And you move forward without blinking. 

Key Point: Ultimatums are just commands with threats 

attached. Ignore the threat. Respond only to the command — 
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and twist it back into civility. A self power does not obey, react, 

or negotiate under pressure. Ever. 

Never Let People Address You Imperiously 

An imperious address — “You there,” “Hey, you,” or any other clipped, 

commanding callout — is just another low-grade power play. It’s an 

attempt to summon you like an underling. And whether it’s conscious 

or careless, the message is clear: You’re beneath me, and I expect 

compliance. 

You never answer to that energy. 

The first line of defense is simple: don’t hear it. 

When someone says “You there” in your vicinity, assume it’s meant for 

someone else. Ignore it deliberately. Let the silence do the work. Let 

them realize the world doesn’t respond to imperious tones — especially 

you. 

If they escalate — if they walk up and say your name or clearly aim the 

address at you — now it’s time for the Warp Technique. Treat the 

address as a command, and twist it immediately into a mutual-level 

interaction. 

You might respond with: 

• “Were you asking me something?” 

• “If there’s something you need, feel free to ask.” 

Each one takes the edge off their tone without bending your frame. 

You’re not reactive. You’re not rude. But you’re also not answering like 

a subordinate. You’re correcting the form before engaging with the 

content. 
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That’s the key. With self power, form matters more than content — 

because form is where power is exchanged. If you respond to a rude 

address, even to be helpful, you’ve accepted their frame. You’ve agreed 

— silently — to be addressed from above. 

And self power never agrees to that. 

Key Point: When someone addresses you imperiously, don’t 

hear it — unless they make it direct. If they do, twist the tone. 

Acknowledge only respect. You answer requests, not 

commands. 

Focus on the Aim and Trick of Each 
Technique 

The four listening techniques you’ve learned aren’t complex — but they 

are precise. Each one is designed with a specific aim, and each one works 

because of a simple trick embedded in its execution. If you stay focused 

on the purpose of the technique, the right move will always come 

naturally. 

Let’s lock each one in now. 

1. The Lend Technique 

• Aim: To attentively hear without visibly hearkening. 

• Trick: Show respect, courtesy, and deference — but let your 

expression, posture, and response make it clear you’ve absorbed 

none of the speaker’s influence. You hear, but you don’t accept. 

Your manner is gracious — but your mind remains sovereign. 

2. The Fact-Finder Technique 
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• Aim: To block those trying to level with you by making you 

hang on their words — through stories, gossip, advice, or 

unsolicited knowledge. 

• Trick: Question everything. Don’t argue. Don’t agree. Just 

calmly force them to clarify, define, prove, and specify. This 

strips their statements of “authority” and returns the power of 

judgment back to you. 

3. The Servilizor Technique 

• Aim: To push back on anyone trying to position themselves 

above you through knowledge, skill, or overbearing instruction. 

• Trick: Flip their superiority into service. Commission them — 

ask for demonstration, repetition, or supporting detail. This 

turns their “authority” into a favor they’re doing for you — 

instantly lowering the perceived imbalance. 

4. The Warp Technique 

• Aim: To twist the attempts of others who try to reduce your 

level by commanding, ordering, or delivering ultimatums. 

• Trick: Use questions to shift the tone — turning a command 

into a request, an order into an invitation. You don’t resist 

with force. You maneuver with frame. And by doing so, you 

make them engage with you as an equal, or not at all. 

Each technique is subtle. None are combative. But all are absolute in 

protecting your level. 

Key Point: The power of these techniques lies in their purpose. 

Don’t memorize the words — internalize the aim. Every 
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situation will tell you which one to use if you stay focused on 

what each technique was designed to block. 

Your Aggressive Listening Moves You 
Rapidly Toward Your Goals 

By now, you’ve done more than just listen. You’ve used aggressive 

listening to tighten your grip on every conversation — and more 

importantly, on the people behind them. You’ve stopped others from 

leveling with you, rising above you, or diminishing your influence 

through subtle verbal games. That alone puts you in rare company. 

But this isn’t just about protection. This is acceleration. 

With each technique you’ve mastered — Lend, Fact-Finder, Servilizor, 

Warp — you’ve moved from passive presence to active control. You’ve 

shown others they may speak, but only on your terms. You’ve allowed 

interaction without ever compromising your position. That’s real 

influence. 

And here’s where the next level begins. 

Until now, every tool you’ve used has focused on attitude — the self 

power presence you radiate toward others. But the last two techniques 

— Servilizor and Warp — also introduced your next frontier: word 

skill. 

Because while your presence opens doors, it’s your language that 

determines what happens once you walk through. 

From here on, every technique you learn will combine manner with 

message. You won’t just control how people feel about you — you’ll 
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begin to control how they think, how they respond, and how they 

position themselves around you. 

Aggressive listening was the bridge. It transitioned you from silence to 

speech — from passive pull to strategic precision. 

What comes next? 

The real game: winning people. Influencing them. Controlling them. 

Not through manipulation. Not through noise. But through precise, 

powerful use of your words. 

Key Point: Aggressive listening isn’t the end — it’s the 

launchpad. It builds your authority without speaking. Now, 

you’ll add language to power — and take full control of how 

people respond to you. 

Key Points Recap 

• Aggressive listening is not passive. It's controlled silence that 

neutralizes dominance plays and protects your power in every 

conversation. 

• The Lend Technique allows you to attentively hear someone 

while visibly absorbing nothing. You show respect, not 

submission. 

• The Fact-Finder Technique disrupts gossip, advice, and 

knowledge-drops by calmly questioning everything. It forces 

others off their soapbox and back into reality. 

• The Servilizor Technique dismantles superiority moves by 

converting authority into service. You shift instructors into 

demonstrators — and maintain your level. 
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• The Warp Technique twists commands, ultimatums, and 

imperious tones into polite requests. You never obey pressure — 

you respond only to respect. 

• Each technique is aimed at a specific kind of threat. Use them 

precisely. Misusing them against proper authority only sabotages 

your rise. 

• Mastery of these listening techniques gives you silent control. 

And from here forward, you begin to control not just how 

people feel — but how they think and respond. 

Implementation Assignment: Master the 
Four Listening Counters 

For the next 48 hours, observe every interaction through the lens of 

aggressive listening. Your task is not to respond — but to evaluate and 

respond only if necessary, using the correct technique. 

1. Lend Mode Always On: 

In every conversation, be visibly present — without leaning in 

emotionally or intellectually. Practice hearing without 

hearkening. Pay attention to the energy of others while keeping 

yours grounded. 

2. Interrupt Authority Framing with Fact-Finding: 

Anytime someone offers unsolicited advice, gossip, or tries to 

impress you with knowledge, calmly question them: 

◦ “Where did you hear that?” 

◦ “What’s the real evidence for that?” 

◦ “What makes you say that now?” 
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3. Flip Teachers into Demonstrators: 

If someone starts “teaching” you something — whether 

casually or professionally — redirect: 

◦ “Just show me how you do it.” 

◦ “Show me again.” 

◦ “You’re good at that. If I don’t get it, it’s not on you.” 

4. Warp Every Command: 

The moment someone tells you what to do — no matter how 

small — twist it: 

◦ “Were you asking me something?” 

◦ “If you’d like my help, just ask.” 

5. Track Results: 

Notice how often these subtle power plays happen. Write 

down how each interaction went differently once you used the 

correct technique. Note the change in tone, posture, and 

respect from others. 
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C H A P T E R  9  

The Strike of Self 
Power — How to Bag 
and Pocket People 

So far, you’ve done very little talking — and that was intentional. 

Outside of basic greetings and polite interchanges, your speech has 

served one purpose: to anchor your frame while others reveal theirs. 

But now, the moment has come to flip the polarity. 

You’ve pulled people in. You’ve made them open. You’ve built 

friendliness, respect, and intrigue without saying much at all. 

Now you need to start talking. 

Not small talk. Not noise. Not dominance masked as volume. You’ll 
speak rarely, but when you speak now, it must strike. It must land. It 

must pull people into your pocket — and keep them there. 

You are no longer just seen. Now you begin to mark people. 

And you do it with speech. 
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Now That People Are Intent on You, They 
Want You Intent on Them 

You’ve earned something most people never do — people are 

consciously aware of you. They’re open to you. They’re friendly toward 

you. They’re drawn in and leaning forward. And now, they want 

something in return. 

They want to know you’re equally intent on them. 

You’ve already given them the first sign of that — by listening. But at 

this level, listening alone is no longer enough. They’re looking for 

confirmation. They want to hear something from your mouth that 

validates what they’re starting to believe about you. 

They’re thinking: “This person has something.” 

Now they’re hoping: “I hope he sees something in me.” 

And this is where your first spoken moves matter most. 

When you do speak, speak with intent. 

Give people what they want — not performance, not fluff — but solid, 

sincere, straightforward engagement. 

Your tone must say: I’m here. I see you. I’m present with you. 

Your manner must say: You matter enough to receive a piece of me. 

You don’t have to flatter. You don’t have to overreach. But what you say 

now must feel deliberate, grounded, and personally chosen — as if you 

don't talk to everyone like this. 

If you get this right, people fall into place without resistance. They don’t 

just stay open — they step inside your orbit. You’ve bagged them. And 
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better still, you’ve pocketed them — they’ll carry the impression of you 

long after the interaction ends. 

Key Point: Once people are intent on you, they crave proof that 

you’re intent on them. Speak with presence. Speak with purpose. 

Let them feel chosen — and they’ll stay in your pocket willingly. 

The People You Bag and Pocket Are the 
Ones You Control 

During a lecture on self power, someone once asked, “Why do we even 

have to bag people? Can’t we just be powerful without doing that?” 

The answer is simple: Yes, you can become a self power without 

bagging people. 

But you can’t accomplish your aims unless you do. 

Self power, by itself, makes you admired. It earns you deference. It causes 

people to bend toward you, to want your approval, to offer their 

attention. But that alone doesn’t move the world. Respect is not 

control. 

Control comes when you take that presence — and wield it. 

You bag people when you pull them fully into your field. You pocket 

them when they’ve internalized that pull and start orienting their 

behavior, decisions, or emotions around your presence. That’s when 

you’ve gone beyond admiration. That’s when influence becomes 

control. 

And why does that matter? 

Because your goals — whatever they are — depend on people. 

Whether you’re building a movement, leading a business, managing 
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relationships, or navigating high-level rooms, your aims depend on how 

effectively you can steer others toward outcomes that serve your vision. 

Self power is the tool. 

Bagging and pocketing people is how you use it. 

Until you start deploying that tool — pulling others into alignment with 

your will — you’re just a lone signal: powerful, but passive. Once you 

start using it to draw people in and move them, everything becomes 

attainable through the people you’ve gathered. 

Key Point: Self power is the engine. Bagging people is the wheel. 

Without it, you might impress the world — but you’ll never 

steer it. Control belongs to the one who pulls others into orbit. 

So Long as You Keep People in Your 
Pocket, Others Can’t Bag Them 

Once you’ve bagged someone — meaning you’ve pulled them into your 

orbit and made them feel seen, chosen, and compelled — your job isn’t 

over. It just started. Because whoever they are — customer, colleague, 

supporter, follower — you’re not the only one who wants them. Others 

are trying to bag them too. 

That’s why keeping them is the real play. 

The moment someone slips from your pocket, they become available. 

Up for grabs. And the world is filled with competitors — brands, leaders, 

movements, voices — who are waiting for that opening. You can’t let 

that happen. 

Your edge comes from this truth: whoever you keep, others can’t take. 



 

1 2 4 |  S E L F  P O W E R  R U L E S  

If you’re the one giving them direction, attention, and value — if they 

feel they matter more to you than they ever would elsewhere — then no 

one else can even make a dent. Their mind is already made up. Their 

loyalty already spoken for. 

Want proof? Look at history. 

Hitler, for all the horrors he unleashed, understood this principle with 

terrifying clarity. He didn’t just bag the German people — he pocketed 

them, and then he reinforced that bond endlessly. He didn’t fear 

competing ideologies like communism because he made sure his 

connection to the people was too deep, too personal, and too 

emotionally reinforced for any rival to succeed. He knew: if I keep them 

mine, no one else gets them. 

Again — this isn’t about morality. This is about power strategy. And 

the truth applies to you: 

Once you’ve bagged someone, your focus must shift to reinforcing 

that connection — deeper value, stronger presence, more emotional 

relevance. If someone feels pocketed by you, they’ll filter every other 

voice through your frame. 

And nothing hits harder than that. 

Key Point: Bagging is step one. Keeping is where the power is. 

Reinforce the bond before someone else exploits the gap — 

because once someone slips from your pocket, they’re fair game. 

It’s Time to Start Talking 

Now that people are intent on you, they expect something more. The 

words, tone, and thoughts that would satisfy them coming from 

someone else won’t satisfy them coming from you. You’ve already 



 

S E L F  P O W E R  R U L E S  | 1 2 5  

distinguished yourself. You’ve pulled them in. You’ve made them feel 

something without saying much at all. But now, the energy has shifted. 

They’re tuned in — and they’re waiting. Not for noise, but for 

substance. Not for conversation, but for confirmation. They want to 

know that their instinct about you was right — that you are indeed 

something special. The good news is, you’ve already laid the foundation. 

With your “first inch” technique and your “talk up front” style, your 

voice already pleases. It already hits differently. But now it’s time to give 

them more — not more words, but more precision. A talking manner 

that holds weight. Word choices that reflect control, clarity, and 

strength. Thoughts that feel measured, rare, and worth hearing. It’s not 

about sounding smart. It’s about sounding true. People are watching you 

now — not just with curiosity, but with expectation. So meet that 

expectation head-on. It’s time to start talking. 

Key Point: When people are intent on you, they’re not listening 

for ordinary. They’re listening for confirmation that you’re as 

rare as you seem. Speak accordingly. 

Use the Talking Manner That People Are 
Expecting of You 

Before you ever finish your first sentence, people have already judged the 

way you speak. They’re not just listening to your words — they’re 

reading your manner, your rhythm, your vocal presence. And here’s 

what matters: they already see you as a self power. Whether they realize 

it consciously or not, they’ve mentally placed you alongside others who 

command space — leaders, icons, visionaries. 

And because of that, they expect a certain kind of speaking manner 

from you. Not just confidence, but control. Not just articulation, but 
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intention. They’re listening for a tone that matches the visual 

impression you’ve already made — one that confirms the presence 

you’ve silently built. 

That means no matter what your natural style has been in the past, it’s 

time to elevate it. You don’t need to perform. You don’t need to become 

someone else. But at this stage of your development, you must 

consciously adopt the manner that people are already hoping to 

experience — the one that fits the power you now radiate. 

Think of it this way: the audience is already leaning forward. They 

already believe you’re something rare. Don’t disappoint them with 

casual phrasing, scattered tone, or undisciplined energy. Instead, speak 

in a way that feels inevitable — like your words were always meant to 

be heard. 

Key Point: People expect a certain talking manner from 

someone with presence. Match their expectations. Speak with 

control, and they’ll receive your words as power. 

The Command Tone Technique 

There are four things people subconsciously expect from a self power’s 

voice: a specific pitch, a controlled speed, a quiet sureness, and a distinct 

intensity that makes every word feel deliberate. And while those 

expectations haven’t changed, how we understand and apply them has. 

The old advice — using a slightly higher “phone voice” tone — was 

rooted in the idea of sounding polite, alert, and engaging. But the truth 

is, real power doesn’t rise. It settles. Today, research and lived experience 

both confirm that authority is most often conveyed through a voice that 
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is slightly lower, slower, and more grounded than casual speech. It 

doesn’t force attention — it simply expects it. 

Your goal isn’t to sound deep or dramatic. It’s to sound centered. Like 

someone who speaks because they choose to, not because they need to. 

Start by finding your natural phone tone — that slightly elevated “hello” 

you use when answering a call — then consciously drop it one level 

down into a more relaxed, resonant register. That’s your command tone. 

Practice from that position. Use the original warm-up if it helps — 

“hello, yes, no, maybe, I know, you know…” — but deliver it from your 

center, not your throat. Your voice should feel calm, unhurried, and 

unmistakably present. When you speak this way, people instinctively feel 

that you are in control, and they will adjust their behavior accordingly. 

Key Point: Power doesn’t chase attention — it draws it. Speak 

from a grounded, resonant place, and the world will quiet down 

to hear what you have to say. That’s the command tone. 

Make Your Talking Speed Stay in a Range 
Where It Can Hold Maximum Interest 

Your pitch may set the tone, but it’s your speed that determines how 

well people can stay with you — and stay interested. Talk too fast, and 

your words outrun their attention. Talk too slow, and you turn their 

focus into effort. Either way, you lose the listener. 

Self powers don’t just speak — they control their speech, and that 

includes tempo. The optimal range is tighter than you might think: 

between 110 and 130 words per minute. That pace allows you to speak 

with energy and clarity, without rushing or dragging. 
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Many powerful communicators — executives, trial lawyers, public 

figures — check their conversational speed regularly, even outside of 

formal speeches. Some record themselves. Some recite test passages. 

What matters isn’t the method — it’s the precision. You need to know 

how fast you’re talking, not guess. 

Because when your speed is on point, your words hit harder, your 

presence feels sharper, and your control over the conversation deepens. 

You don’t sound rehearsed — you sound deliberate. You give every idea 

space to land, without giving the listener time to drift. 

Key Point: Speaking powerfully isn’t just about what you say — 

it’s about how fast they can follow you. Stay between 110–130 

words per minute and never let interest slip from your grip. 

Talk Only When You Know What You 
Intend to Say 

Once your pitch and speed are under control, the next layer of power 

comes from sureness — that unmistakable quality in your voice that 

tells people you aren’t just speaking, you’re speaking with purpose. And 

the key to that sureness is simple: never start talking until you know 

what you intend to say. 

This doesn’t mean you need to script every sentence in your mind 

beforehand. But it does mean you should be absolutely clear on the 

point, the subject, or the direction of what you’re about to say — before 

your mouth opens. The worst mistake you can make at this level is to 

start speaking and then realize halfway through that you’re unsure where 

you’re going, or worse, that you’ve stumbled into a topic you didn’t mean 

to address. 
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Self powers don’t ramble. They don’t think out loud. They don’t rely on 

the room to help them “figure it out.” When they speak, their words feel 

chosen. Their direction feels deliberate. And even when they pause, the 

silence feels strategic — not uncertain. 

So whether you're contributing to a conversation, making an 

observation, or just saying hello, hold yourself to a higher standard: 

speak only when you’ve already chosen the meaning behind your words. 

Key Point: Sureness comes from knowing your intention 

before you speak. Control the subject, control the message — 

and the room will feel your certainty in every word. 

Your Intensity Should Put Forth 
Unmistakable Sincerity, Not Heat or 
Pressure 

The final trait people expect from your speaking manner is intensity — 

but it must be the right kind. Not volume. Not pressure. Not heat. Just 

a clear and steady energy that says you mean what you say. That kind of 

intensity doesn’t overwhelm — it reassures. It tells people that your 

words are coming from a place of conviction, not emotion, not 

performance. 

People don’t want to feel like they’re being “sold.” They don’t want to 

be convinced, persuaded, or talked into something. They want your 

thoughts put out in the open — clean, confident, and clear. If your 

delivery comes across too forceful, even with good intent, it creates 

resistance. It feels like pressure. But if your intensity is too low — if it 

sounds like even you don’t care about what you’re saying — then they 

won’t care either. 
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The goal is balance. Your intensity should register as unmistakable 

sincerity — never as passion for passion’s sake, and never as detached 

indifference. If your tone were a temperature, it wouldn’t be hot or cold. 

Just calm and concentrated. That’s what people respond to: the feeling 

that your words are grounded in something real, but delivered without 

the need to push. 

Key Point: Let your intensity show up as sincerity — steady, 

unforced, and clear. No heat, no pressure. Just conviction strong 

enough to be felt. 

Profess Your Thoughts Honestly, but 
Only Such of Them as Your Hearers Will 
Favor 

Once your manner of speaking reflects self power, your thoughts — the 

actual content of what you say — carry greater weight. People will hear 

them more clearly. They’ll assign more meaning to them. And they’ll 
remember them. That’s why what you choose to say matters just as much 

as how you say it. While no one can or should dictate your thoughts, the 

moment you begin expressing them, you step into a different kind of 

responsibility — one that demands strategic awareness. If you intend to 

bag and pocket people, you must express your thoughts in ways that serve 

that goal. 

This begins with restraint. Never talk about subjects that might offend 

your listener or any bystanders. Even if the topic seems neutral, be aware 

that the way you speak about it could still cause friction. Instead, focus 

deliberately on topics your hearers will likely enjoy or relate to. When 

possible, choose subjects of their interest, and express views that, within 

the bounds of your integrity, you know they’ll receive well. For example, 
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if a parent brings up their child, highlight the child’s strengths. If 

someone mentions a business they’re proud of, praise what’s working. 

You’re not being manipulative — you’re choosing to shine your light 

where it can generate warmth, not resistance. 

More specifically, avoid topics that tend to divide unless you’re certain 

your audience is free of bias. Even intelligent people can be closed-

minded — and closed minds don’t bend. If you must engage in 

controversial subjects, make sure your audience has room for dialogue 

rather than dogma. Don’t take the bait of debate unless the other person 

genuinely respects dissent. 

And just as important as the subject matter is how you position 

yourself in the conversation. Never use yourself as an example — let 

others bring you up if they wish, but don’t be the one to center yourself. 

That doesn’t mean you hide your strengths. You should state what you 

can do, but state it factually and move on. Don’t narrate your greatness 

— embody it. 

When you express a viewpoint, say it as a statement, not an opinion. 

The moment you say “I think” or “In my opinion,” you’ve signaled 

uncertainty. Speak with clarity, or hold your peace. And whatever you 

do, don’t talk apologetically. People read apology in speech as weakness, 

and weakness invites caution — not connection. 

Compliment when deserved, never flatter. Real compliments are 

received with appreciation. Flattery is received with suspicion. The 

difference is sincerity — and people can feel it. 

Above all, never say anything you don’t mean with confidence. If you 

“might” agree, or “maybe” will do something, keep it to yourself until 

your position is certain. Power speaks in certainty. Vagueness is the 

language of followers, not leaders. 
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Key Point: Say only what your hearers can receive — and say it 

with strength. Avoid offense, avoid apology, avoid uncertainty. 

Speak to connect, not to defend. Speak only what serves the 

bond — and leave the rest unsaid. 

The “Thesaurus” Technique 

No matter the setting or the topic, the way you speak — your actual 

word choice — becomes a defining part of your self power. People who 

are tuned in to you aren’t just responding to your presence or your tone. 

They’re listening to how you say what you say. And what they want to 

hear isn’t academic jargon, street-level slang, or hollow motivational 

fluff. They want to hear something elevated, but accessible. Words that 

feel natural — but sharper than ordinary. 

This is where most people fail. They talk either above their audience or 

beneath them. But real influence comes from striking the rare middle — 

a register that feels intelligent, articulate, and uncommon, without 

sounding contrived or artificial. You don’t need to invent this tone — it 

already exists inside you. It lives in your interpretive vocabulary — the 

bank of words you understand perfectly well, but rarely use. Everyone 

has one, and the more people pay attention to you, the more they expect 

you to speak from that level. 

They don’t want your day-to-day language. They want your best 

language. Not fancy. Just clean, precise, and elevatedenough to signal 

mastery without showboating. That’s where the thesaurus becomes your 

best ally — not for finding obscure words, but for reminding you of 

strong, underused ones that better express what you mean. When used 

correctly, it helps you build a personal vocabulary — not just a list of 
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alternatives, but a refined set of words that make your speech tighter, 

more deliberate, and more magnetic. 

This doesn’t mean you need to sound scripted. It means your language 

should reflect the same strength and presence your posture already 

conveys. And like your tone, your word choice should adapt slightly to 

the audience — not in meaning, but in precision. Whether you’re 

speaking with executives, artists, laborers, or intellectuals, you want to 

choose words that land with clarity, but also with force. 

As you read, write, and rehearse, take the time to revisit those words you 

understand but haven’t been using. Highlight them. Speak them out 

loud. Fit them into your mental toolkit. Over time, you’ll develop a style 

that feels uniquely yours— one that people lean into because it sounds 

like no one else, even though they understand every word. 

Key Point: People don’t want complexity — they want clarity 

with weight. Use the words they already understand, but rarely 

hear. That’s the language of power. That’s the mark of someone 

who’s risen above the ordinary. 

Fifty Words That Signal Self Power 

Word Definition Word Definition 

Assert 
Take bold action 

without aggression 
Align 

Bring into 

harmony or 

strategic order 

Leverage 
Use what you have 

to gain advantage 
Discern 

Perceive what 

others miss 

Anchor 
Stay grounded and 

stable 
Calibrate 

Adjust finely for 

best outcome 
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Evoke 

Bring forth 

emotions or 

meaning subtly 

Grounded 
Calm, balanced, 

and unshaken 

Influence 

Shift others 

through presence 

and persuasion 

Disciplined 

Govern yourself 

with structure and 

consistency 

Perceptive 

Intuitively aware 

of what lies 

beneath the 

surface 

Endure 

Withstand 

pressure without 

collapsing 

Tempered 
Restrained power 

with maturity 
Strategize 

Plan with 

intelligence and 

long-term vision 

Exemplify 
Demonstrate 

through behavior 
Intentional 

Move with 

deliberate clarity 

Modulate 

Adjust your tone, 

energy, or pace 

consciously 

Credible 

Instantly 

trustworthy and 

believable 

Execute 
Follow through 

with action 
Regulate 

Maintain control 

over your 

emotions and 

presence 

Hold 

Maintain power 

silently and 

securely 

Presence 
Be felt without 

speaking 

Attune 

Be alert and 

responsive to 

people and energy 

Stand 
Take a position 

and hold it 

Influence* 

(Reinforced) The 

root of all self 

power 

Gravitas 
Seriousness that 

commands respect 

Navigate 

Move through 

complexity with 

control 

Refine 

Improve with 

precision and 

intention 
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Fortify 

Strengthen 

internally or 

structurally 

Articulate 

Express ideas with 

clarity and 

intelligence 

Distill 

Reduce to the 

purest, clearest 

form 

Command 
Project authority 

naturally 

Embody 

Be the living 

example of your 

values 

Decisive 
Act with clarity 

and confidence 

Composed 

Maintain 

emotional control 

and clarity 

Cultivate 

Develop slowly 

with care and 

strategy 

Establish 

Create solid 

foundations that 

last 

Disarm 

Neutralize 

resistance with 

warmth or charm 

Direct 

Speak or act with 

simplicity and 

precision 

Resilient 

Recover quickly; 

bend without 

breaking 

Illuminate 

Bring insight or 

clarity to a 

situation 

Distinct 

Stand out as 

unmistakably 

unique 

Optimize 

Make the most 

effective use of 

everything 

available 

Prioritize 
Focus on what 

matters most 

Validate 

Acknowledge 

others without 

submission 

Compel 

Create natural 

draw or magnetic 

influence 

Frame 
Shape how others 

perceive meaning 
Signal 

Send subtle cues 

that influence 

behavior 

Reserve 
Show restraint 

that implies depth 
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Key Points Recap 

• When people are intent on you, they want evidence that you are 

also intent on them. Your voice, manner, and words must now 

align with the power they've already sensed in your presence. 

• People expect a certain kind of speaking manner from a self 

power. It should feel composed, grounded, and deliberate — not 

casual, scattered, or reactive. 

• Use your "command tone" — a grounded, resonant register that 

signals calm authority. Avoid overcompensation through 

theatricality or emotional pressure. 

• Speak at a pace between 110–130 words per minute. Too fast 

sounds anxious. Too slow sounds unsure. Your voice should be 

easy to follow and hard to ignore. 

• Only speak when you know what you intend to say. Certainty 

before speech prevents rambling, contradiction, or verbal 

weakness. 

• Show intensity as sincerity, not heat. Speak like you mean it — 

without trying to convince. 

• Express thoughts people will favor. Choose subjects and 

phrasing that strengthen connection rather than create distance 

or controversy. 

• Avoid expressing opinions as opinions. State them with 

conviction or not at all. 

• Use the "thesaurus technique" to elevate your language. Speak in 

terms people understand — but rarely hear. Draw from your 

interpretive vocabulary, not your day-to-day one. 
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Implementation Assignment 

1. Voice Calibration Exercise: Record yourself speaking for 60 

seconds on any topic. Then listen back and assess: 

• Is your voice pitched too high or too low? 

• Does your speaking speed stay within the 110–130 

word/minute range? 

• Are you sounding sure of what you’re saying — or figuring it out 

as you go? 

2. Word Upgrade Drill: Select 10 words from the Self Power 

Vocabulary chart and consciously use them in conversation this week. 

Don’t force them. Let them become natural upgrades. 

3. One-Minute Monologue: Choose a subject you care about. Plan it 

mentally, then deliver a 60-second talk using the following rules: 

• Speak only after knowing your intention. 

• Use your command tone. 

• Project sincerity without intensity. 

• Speak through your front mouth (talk up front). 

4. Daily Awareness Practice: At least once per day, notice someone 

else’s talking manner — then contrast it silently with your own. You’ll 
begin to separate noise from signal and reinforce your standard. 

From this point forward, people aren’t just watching you — they’re 

listening to you. Let your voice and language reflect everything they 

suspect you might be. Speak like someone who already owns the room, 

not like someone trying to prove they belong in it. 
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C H A P T E R  1 0  

How to Be on the 
Offensive  

Un-offensively  

So far, you have been concentrating on two aims. You have sought to (1) 

get along with people, and you have sought to (2) deal with them and 

present yourself to them in such a manner that they want to get along 

with you. Through the second of these, you have been building toward 

a greater self power. Now you must concentrate on one of the main 

essentials of that self power — maintaining the offensive. 

The Problem of Never Being on the 
Defensive 

When your only goal is to get along with people, there’s no real problem 

with who leads. You can take the initiative, or you can let someone else 

carry the moment — and either way, things remain agreeable. As long as 

you're pleasant, cooperative, and non-threatening, people are satisfied. If 

someone wants to take the ball, you let them. And in most relationships, 

that’s enough to “get along.” 

But self power doesn’t play by those rules. 
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As you saw in Chapter 8, the moment you give someone else the ball — 

the moment you let them steer the situation — your self power is 

diminished. And not just in their eyes. Everyone observing senses the 

shift. 

Self power only exists so long as people see you as being in control — of 

the situation, the conversation, and the emotional rhythm of the 

moment. You can turn charm on or off. You can be as warm or reserved 

as you choose. But your power must remain constant. It must never be 

perceived as surrendered. 

That’s the problem you now face: 

If you are going to wield self power, you must never be on the defensive. 

You must never give up the ball. 

Key Point: Self power demands constant control. The moment 

you allow someone else to take the lead, you don’t just lose 

position — you lose presence. 

Mastery Without Exhaustion 

When you stop and reflect on it, this is a serious problem. Because no 

matter how much self power you develop — you’re still human. You will 

tire. You’ll have off days. There will be moments when your energy dips, 

when your patience wanes, and when your desire to hold control slips 

for just a second. 

And that’s what makes the idea of never giving up the ball feel 

daunting. Because the offensive — even when done calmly — still 

requires attention. It requires composure, presence, and commitment. 

That can feel exhausting. 
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So let’s break the problem down — and solve it, the way a self power 

would. 

First, take a real look at what you’re doing with your self power. What 

do you actually use it for? Above all else, you are selling people on you. 

That’s what comes first. Everything else — influence, results, 

compliance, connection — follows from that. People become willing to 

perform, follow, cooperate, or support you because they’ve already 

bought into you. 

And how do they buy into you? Because they see you as confident. As 

composed. As capable. They see you as someone who is carrying the ball 

masterfully — whether you actually feel that way in the moment or not. 

That perception is your asset. And that means your power depends on 

consistency — not of mood, but of presentation. People must see you 

that way constantly. Even when you’re tired. Even when the situation 

turns. Even when your internal battery flickers. 

It can be done. 

And to do it, you have three tools available — three techniques that 

allow you to maintain control, without draining yourself, and without 

letting the ball drop. 

Key Point: Self power doesn’t require perfection — but it does 

require consistency. Even when you’re tired, you must look in 

control. And with the right tools, you will. 

The Quiet Edge Most People Never Learn 

Most men never even realize these techniques exist. They move through 

life without them, and so when they get tired — as everyone eventually 
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does — they begin to slip. Some give up the ball entirely, retreating from 

the offensive in silence. Others press forward with too much force, 

thinking that more effort or louder presence will keep them in control. 

But neither works. 

The moment you let go of the offensive, your self power collapses. And 

the moment you begin pushing your presence too hard, you create 

resistance — often without even realizing it. People don’t tell you you’ve 

overstepped. They simply turn off. You offend, even if you don’t mean 

to. 

And both outcomes are equally damaging. 

To the outside world, the result is the same: the loss of your influence. 

You’ve either disappeared… or you’ve become too much. 

This is why use of the following techniques is essential. They allow you 

to maintain command without pushing. To stay on the offensive 

without ever needing to overpower. With them, you hold your position. 

Without them, you eventually fall. 

Key Point: Self power is never maintained through force or 

fatigue. It is sustained through technique — quiet, deliberate 

technique that no one else sees. 

Sit on the Ball Without Losing the Game 

There will be moments when you feel your energy dip — not 

emotionally, but mentally. You’re still in the conversation, still carrying 

the presence, but you feel the weight of constant forward control 

catching up with you. Most men miss the warning signs and fall into one 

of two traps. They either push harder and start to offend, or they quietly 
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step back and lose control. But as you’ve learned, you can’t afford to do 

either. 

When you push, you provoke. When you step back, you surrender. And 

either way, you lose the frame. You lose control. You lose the self power 

you’ve worked to establish. 

That’s why this next technique is essential. The moment you feel tired 

— not physically, but mentally — you simply sit on the ball. You pause 

the drive without giving up possession. 

Here’s how it works. 

One executive, known for commanding a heavy nine-hour daily 

schedule, noticed a very specific signal when his mental energy began to 

wane: his tone would go crisp. He’d begin issuing orders instead of 

requests. Instead of pleasantly saying, “See if you can reach Jones for me,” 

he’d snap, “Get Jones on the phone.” At the first sign of that shift, he 

wouldn’t push through. He’d immediately divert the conversation — 

pivoting to an unrelated topic that would catch the other person’s 

interest. He’d let them talk, relax while they did, and only return to the 

original subject once he felt sharp again. Just like that, the power 

remained his. 

Another executive, dealing with a high-stakes meeting over a $300,000 

loss, recognized his own fatigue coming on. Instead of pressing harder, 

he instantly dropped a provocative question into the room: “We could 

make the IRS eat half this loss if you can figure out which executive 

salaries to cut and for how long.” He wasn’t serious — and he didn’t care 

about the answer. He just needed the others to argue long enough for 

him to regroup. And they did. 
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A third professional learned to watch for another kind of fatigue signal: 

the urge to ram opinions down people’s throats. In his selling days, he 

paid for that mistake with lost deals. Now, whenever he feels that 

pushiness rise, he immediately disarms the moment with a soft diversion. 

Once, in the middle of a tense client negotiation, he interrupted himself 

with a smile and asked: “Tell me, what’s the secret of your calm? Were 

you born with it, or did you train yourself?” It was playful, flattering, and 

completely disarming. The client took the bait. She talked for five 

minutes. He rested, regrouped — and then jumped right back in, fully 

in control. 

The variations of the “sit on the ball” technique are flexible, but the 

strategy is exact: 

You divert the focus. You relax. You reclaim control when ready. 

Whether you use a dissociated topic, a distracting problem, or a 

flattering question — it doesn’t matter. What matters is that you never 

let the ball go, even while pausing the advance. 

There’s a trick to all of this. Or rather, three: 

1. Divert attention away from yourself the moment you feel 

fatigue. 

2. Relax quietly while the other person takes the conversational 

lead. 

3. Regain control instantly when your energy returns, and move 

forward again. 

When used correctly, this technique allows you to recover without ever 

appearing weak, confused, or out of command. You stay ahead — 

without ever rushing to do so. 
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Key Point: When your energy drops, don’t push and don’t 

retreat. Sit on the ball. Hold presence. Let others talk while you 

recover — then resume your drive without ever having lost 

control. 

When You Slip, They Strike 

Sometimes you won’t catch the signal in time. You’ll be so focused, so 

driven, so intent on pushing your point or closing the loop that you 

won’t realize your edge has dulled. But others will. They always do. 

And the moment they sense you’re tired of the offensive — that your 

power is dimming or your command is slipping — they pounce. 

By then, it’s too late to "sit on the ball." That option only works when 

you recognize the fatigue first. If someone else sees it before you do, the 

game has already shifted. You’re now being challenged — and unless 

you’re quick to pivot into one of your remaining techniques, you’ll find 

yourself slipping into defense. And defense is where self power dies. 

Anyone who has ever held power and then lost it will tell you this: 

People aren’t gentle with your weakness. They may have idolized you 

moments earlier. They may have admired your confidence, your 

control, your aura. But the instant they sense fatigue — the instant 

they see the power flicker — they move in. They don’t do it to be cruel. 

They do it because power is magnetic, and the moment you stop 

carrying it, they want to claim it. 

Don’t condemn them for that. Understand it. 

People challenge upward — and self power is, by its nature, a target. 

The greater your presence becomes, the more people want to match or 

overtake it. Their push can be a gift when you’re strong, because it fuels 
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your edge. But if you slip — even for a moment — they will not 

hesitate to step past you. 

And the only ones who don’t try? 

The ones who never carried anything to begin with. The ones who just 

clung to your momentum, hoping to coast along with you. When your 

power fades, they fade too — but the real players, the sharp ones, they 

come for the ball. 

So treat this as fact: 

Over-tiredness invites a challenge. And if you don’t meet that 

challenge instantly, you’ll lose the very control you built. 

Key Point: Self power creates challengers. The moment you 

look tired, someone will try to take the ball. Expect it. Respect it. 

And be ready to stay ahead. 

Break the Fog with a Disruptor 

When people begin to ignore you, they’re not always doing it 

consciously. But it doesn’t matter — because in that moment, their 

behavior becomes a test. Their attention has drifted. Their engagement 

has thinned. You’re no longer fully in command of the moment, and if 

you let that continue, you lose the edge. 

This is how people challenge you when you’re tired: not with 

confrontation, but with a slow, quiet withdrawal. The eyes glaze. The 

posture slouches. The response gets soft or non-existent. They’re not 

listening. And they’re not afraid of not listening. 

That’s a problem. 



 

1 4 6 |  S E L F  P O W E R  R U L E S  

You can’t push harder — that makes you look needy. And you can’t back 

off — that makes you look weak. What you need is something else 

entirely. 

You need to cut through the fog. 

You do that by dropping something into the moment that jolts the 

room — not loudly, but sharply. Something unexpected. Not aggressive, 

not confrontational, just off-pattern enough to break their internal 

script and re-center their attention on you. Think of it as a reset trigger. 

A pivot that reclaims the frame. A sentence or question so unusual, so 

difficult to ignore, that their mind is snapped back into the present — 

and to you. 

That’s what we call a disruptor. 

It might be a challenge. A mystery. A subtle jab. A left-field observation. 

But it always pulls attention back without you ever having to raise your 

voice or lower your status. 

We’ll get into how to use disruptors in the next section — with examples 

that fit your tone and keep your control clean. 

Key Point: When you feel the moment slipping, don’t push 

harder. Break the fog. Say something that slices through the drift 

and brings everyone back under your command. 

Deploy a Disruptor When the Room Slips 
Away 

Even the most powerful lose the room sometimes. Not because they lack 

presence, but because they push too hard without realizing their energy 

has shifted. When it happens — and it will happen — your greatest 



 

S E L F  P O W E R  R U L E S  | 1 4 7  

weapon isn’t to power through. It’s to deploy something sharp, 

unexpected, and impossible to ignore. 

That’s the role of the disruptor. 

A disruptor is a statement or action that catches people off guard — not 

because it’s aggressive or loud, but because it breaks pattern. It cuts 

through their drift and refocuses them on you. Used skillfully, it doesn’t 

just restore attention — it creates intrigue, confusion, even admiration. 

But it must be done right. 

There are two rules. First, you must deliver it in stride — no change in 

tone, pace, or attitude. Keep it smooth. Second, it must never come off 

as defensive or hostile. It has to spark curiosity, not conflict. This isn’t 

about confrontation — it’s about control. 

Most people who wield self power learn two truths early: 

1. You should never rely on disruptors. Their power lies in rarity. 

If you overuse them, they lose their sharpness. 

2. They work best when prepared in advance. You won’t have 

time to invent one in the heat of a moment. You’ll need a small 

arsenal — specific disruptors tailored to the types of situations 

you may face. 

Let’s look at a few examples of disruptors used by people who kept their 

control — without raising their voice, without chasing attention. 

1. The Employee Wake-Up Call 

A business owner sensed his staff was beginning to tune him out. He’d 

pushed too long, and they were zoning. He could’ve cracked the whip — 

but that would’ve made him the enemy. Instead, he issued a memo: 

“Each employee is to write five sentences explaining why they are part of this 
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company — and why they should continue to be.” Sealed envelopes. Due 

the next day. Then he left the building. No threats. No yelling. Just a 

controlled, mysterious challenge that got everyone’s attention back — 

fast. 

2. The Boardroom Reality Check 

A company president felt the shift mid-meeting — his board was 

glossing over him. Instead of pressing louder, he dropped a quiet line at 

the close: “One member’s value has come into question. If that’s still the 

consensus next meeting, I’ll expect a resignation proposal.” No names. No 

target. But the room froze. He walked out holding every eye. 

3. The Power Flip in Sales 

A sales professional noticed his client was no longer listening — totally 

disengaged. Instead of chasing approval, he dropped this without 

blinking: 

“If your income is dropping, you're wise to wait. Your current dollars are 

worth more. But if your income is rising, today’s dollar is your cheapest. 

Tomorrow will cost you more.” 

No pitch. No pressure. Just pure control. The buyer leaned back in — 

now curious. 

4. The Silent Microphone 

A seasoned politician, mid-speech, noticed the crowd growing restless. 

He didn’t raise his voice. He didn’t scold. He simply kept talking — but 

silently. His lips moved, his hands gestured, but no sound came out. 

Within seconds, the audience was dead silent, eyes locked. Then — 

without breaking stride — he picked the words back up as if nothing had 

happened. No one forgot it. 
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Each of these is different, but they all work for the same reason: they 

disarm. They confuse, just enough to wake people up. They don’t chase 

attention — they claim it. And none of them are random. They were 

carefully thought out, quietly rehearsed, and held in reserve for the 

moment they were needed. 

You should do the same. 

Have at least one disruptor ready for each kind of scenario — with staff, 

with peers, with clients, with a crowd. But even more importantly: don’t 

let yourself need them often. Stay sharp enough to use the Sit on the 

Ball method first. Disruptors are for emergencies — not for every 

stumble. 

Because if you’ve ever watched someone with power lose it — a 

politician who can't recover, a CEO who talks past his welcome, a 

manager who raises his voice because no one’s listening — you know 

how fast it slips, and how hard it is to get back. 

Keep your control. And when the room begins to drift, be ready. 

Key Point: A well-timed disruptor resets the room without 

force or apology. But its power lies in surprise — and in being 

ready before you need it. 

When Someone Asks “Why?” — Watch the 
Power Shift 

One of the most subtle but dangerous challenges to your self power isn’t 

a loud objection or a direct insult — it’s a single word: Why? 
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Not the kind of “why” that comes from genuine curiosity. The kind 

that’s sharp. Cold. Loaded. The kind that doesn’t want information — 

it wants submission. 

People only use that kind of “why” when they sense weakness. When 

they feel your offensive slipping. When your confidence starts to feel 

brittle. You may not have noticed, but they have. And now they’re 

testing the frame. Not with force, but with a question designed to put 

you on your heels and make you defend yourself. 

This isn’t new. From childhood on, we’ve known how powerful that 

word can be. Kids do it instinctively. Adults do it strategically. It’s a 

move — a quiet way to say, I don’t buy it. Prove it. And if you take the 

bait and try to answer directly, you’ve lost the frame. Because answering 

that kind of “why” puts you in a lower position, scrambling to validate 

yourself. 

Worse, if you try to snap back at the challenger — if you match force 

with force — you only confirm that you’ve been rattled. The 

conversation shifts from power to conflict, and now you're just reacting. 

So what should you do? 

First, learn to recognize it. A challenging “Why?” has weight. It’s not 

about seeking clarity — it’s about control. The moment it hits, you must 

treat it as a silent war declaration. 

And second, resist the trap. You don’t answer. You don’t escalate. You 

redirect. 

We’ll cover how to do that in the next section — cleanly, powerfully, 

and without giving an inch. 
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Key Point: A loaded “Why?” is not a question — it’s a test. 

Don’t answer it. Don’t fight it. Learn to disarm it without 

stepping off your frame. 

How to Flip a Challenge Without 
Breaking Frame 

When someone fires a sharp “Why?” at you — not out of curiosity but 

as a challenge — you can’t answer directly, you can’t attack back, and you 

can’t ignore it. What you can do is redirect the energy in a way that 

neutralizes the threat, without appearing rattled or evasive. It’s a subtle 

maneuver — one that flips their frame without ever acknowledging it. 

This is the art of the redirect reply — the technique for flipping a loaded 

“Why?” into a moment of clarity, curiosity, or reflection… while staying 

completely in control. 

The redirect reply has two parts: 

1. A seemingly unrelated but engaging question — one that 

disorients the challenge by changing the channel. 

2. A second, reflective or tactical follow-up — one that puts the 

challenger back into the thinking seat without sparking ego 

conflict. 

Done right, the challenger feels they’ve been acknowledged, but not 

obeyed. The pressure is diffused. And you remain the one steering the 

interaction. 

Let’s look at some examples: 

Example A: Startup Team Conflict 

A CTO challenges the new founder in a leadership meeting with a 
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sharp, “Why are we even shifting platforms now?” 

Instead of answering directly or clapping back, the founder says: 

“That reminds me, have you been tracking what competitors are doing 

with containerless deployment? I've been meaning to get your take.” 

Then, without pausing: 
“Also, if you were leading that shift instead of me, what would your 

rollout plan look like?” 

The room shifts. Now the CTO is responding instead of confronting. 

Example B: Marketing Team Pushback 

A junior copywriter pushes back in a strategy session with, “Why are we 

changing our voice now?” 

The creative director calmly replies: 

“Actually — quick detour — did you ever see that Nike campaign that 

made everyone stop scrolling? It used just 9 words. I was thinking 

about how we can tap into that kind of rhythm here.” 

Then adds: 
“What would that sound like if we tried it with your current headline 

drafts?” 

Now the challenge has been reframed into collaboration — without 

surrender. 

Example C: Client Resistance in Sales 

A potential client responds to a proposal with a chilly, “Why would I 

choose you over X?” 

The account lead smiles and says: 

“Good question — though maybe the better one is what’s changing in 

your goals that made you even take this call.” 

Then adds: 
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“I’m curious — what does the ideal partner look like on your side, 

beyond just pricing?” 

The tension drops. The client starts thinking — not attacking. 

These redirect replies are not evasions. They’re conscious frame shifts. 

The goal is to keep control without clashing. To move the conversation 

forward without ever stepping into defense. 

Each one works because: 

• You stay calm. 

• You shift the energy. 

• You never validate the “Why?” with a justification. 

• You leave the challenger slightly off-balance — and back in a 

respectful stance. 

Key Point: When someone tries to knock you off balance with 

a “Why?”, don’t defend. Redirect. Ask something that flips their 

mental state and pulls them into your frame. 

Maintaining Permanent Control and 
Self Power 

As established at the beginning of this chapter, the core of Self Power is 

control. Not brute control, not control by fear — but steady, visible, 

unshakable control of every situation, conversation, and exchange you’re 

part of. And the only way to maintain that kind of control is by staying 

on the offensive — always — and doing so without offense. 

The earlier chapters gave you the tools to pull people in, to win their 

attention, their interest, and their approval. You’ve learned how to 
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generate presence, how to ignite curiosity, and how to build silent 

authority. 

This chapter was about protecting all of that. 

It’s not enough to win once — you must maintain. You must be 

prepared for your own humanity: the fatigue, the overreach, the 

temptation to push too hard or retreat too fast. The three techniques in 

this chapter are your safeguards. They let you hold the line of power 

when it would otherwise slip. 

If you learn to recognize your tiredness signals early — and respond with 

the right technique at the right moment — you’ll never need to fight for 

control. You’ll never be thrown into defense. You’ll never offend or 

antagonize. Instead, you’ll do what few ever master: remain calm, 

centered, and visibly in command. 

That’s Self Power in its most elegant form. 

Key Points Recap 

• Control must be constant. Self Power isn't something you use 

now and then — it's something people must always see in you. 

• Tiredness is your greatest vulnerability. If you're not attuned 

to it, you’ll push too hard or hand over control without realizing 

it. 

• The Sit-On-the-Ball Technique lets you pause without 

retreating — by temporarily shifting attention and re-engaging 

once you’re refreshed. 

• The Redirect Technique lets you neutralize a challenge or 

ignoring behavior without appearing defensive, weak, or 

combative. 
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• The Frame-Flip Technique gives you a tool to handle 

confrontational “Why?” questions by redirecting the energy and 

returning the pressure without conflict. 

Implementation Assignment 

For the next 24 hours: 

• Observe yourself. Watch for signs of tiredness during 

conversations — especially when you’re leading, pitching, 

presenting, or parenting. 

• Choose your technique. The moment you feel the signal — a 

tight jaw, irritation, dropping eye contact, forcing your point — 

pick one of the three techniques: 

o Shift the focus with a story or question (Sit-On-the-Ball) 

o Redirect attention with curiosity or insight (Redirect) 

o Flip a challenge with a disarming, thoughtful reply (Frame-

Flip) 

Write down one moment where you maintained control — and one 

where you felt it slip. Reflect on what you could have done differently. 

You’re not just learning influence. You’re learning to hold your frame 

no matter what. That’s the essence of real power. 
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The Voice of Self —  
How to Strengthen 
Your Individuality 

You’ve already made people see you — not just as someone present, but 

as someone distinct. Your physical self now stands apart. You no longer 

blend into the crowd. Through your eyes, posture, and expression, 

people register something unique. They sense identity. They see 

individuality. 

But now, a new layer begins. It’s not enough for people to see your 

individuality. They must also hear it. Not through loudness, or drama, 

or performance — but through the way you think, the way you speak, 

and the way you make meaning. 

You’ve hinted at it through your tone and presence. Now it’s time to 

back it up with substance. To show that your mind is as distinct as your 

presence — and that your individuality isn’t just a look. It’s a voice. It’s 

a way of seeing the world that leaves no doubt: you are not like everyone 

else. 

Let’s show them. 
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You Must Be a Source, Not an 
Interpreter or Amplifier of One 

The greater your self power becomes, the more you will be scrutinized. 

Not just seen — studied. Not just heard — dissected. Every word, every 

idea, every phrase you utter becomes a clue that others use to determine 

what kind of man or woman you really are. Are you a true individual — 

or are you just repeating what you've read, heard, or borrowed? 

At lower levels of influence, people forgive imitation. They even expect 

it. But once you've captured attention, once you've tuned people in and 

pulled forth their curiosity and regard, the standard shifts. At this stage, 

people want to know: Are you original? And if they even suspect you're 

a mouthpiece for someone else’s thinking — if they sense you’re just 

echoing quotes, trends, or pre-chewed ideas — your self power begins to 

erode. 

Your talking manner and presence have opened the gate. They’ve 

positioned you as someone worth listening to. But now, you must 

become a source — not a mimic, not a filter, not an interpreter of 

another person’s wisdom. A source generates. A source initiates. A 

source doesn't ask, “What should I think?” — it states, “This is what I 

see.” 

That doesn’t mean you must be a contrarian or an oracle. It means you 

take what you’ve learned, what you’ve seen, what you believe — and you 

own it. You frame it. You give it voice from your unique vantage point. 

Be warned: even a hint of “secondhand” thinking can undo the aura 

you’ve built. Nothing kills individuality faster than sounding like 

someone else. Quoting others too often, name-dropping big ideas 
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without anchoring them in your own life, parroting popular opinions 

without nuance — these are the habits of amplifiers, not archetypes. 

You don’t have to be the smartest person in the room. But you must be 

the clearest. And the clearest voice in any room is the one that speaks 

from source, not script. 

Key Point Recap: Once people tune into you, they demand 

authenticity. Don’t echo others — originate. You must be seen 

and heard as a source of thought, not a relay of borrowed 

opinions. 

Let Unconscious Mannerisms Serve You 
— Don’t Let Them Rule You 

People notice more about you than they consciously realize. They don’t 

just hear what you say — they watch you. Your gestures, posture, micro-

expressions, even your smallest habits… they all register. And while most 

observers wouldn’t be able to describe your mannerisms explicitly, 

they’re still reacting to them, measuring you by them. 

But here’s the important distinction: so long as your mannerisms are 

natural and unconscious, they work for you. They become part of what 

makes you distinct — part of your individuality. They add texture, 

subtlety, and humanness to your presence. Like a signature or 

fingerprint, they say, “This person is not like the others.” 

Some of your mannerisms you don’t even know about. Maybe you lean 

forward slightly when you make a point. Maybe your eyebrow lifts when 

you’re skeptical. Maybe your fingers drum when you’re analyzing 

something. Unless someone has told you, you probably don’t even know 
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they exist. And that’s fine. If they were truly offensive or distracting, 

someone likely would’ve said something by now. 

The rule here is simple: Don’t interfere with what’s working unconsciously. 

Don’t go looking for flaws in your natural self. Don’t try to “fix” habits 

that are probably helping you more than hurting you. Self-awareness is 

vital, but self-consciousness can cripple your individuality. As soon as you 

become overly aware of how you move, speak, or react, you risk stiffening 

— and the power of natural presence disappears. 

Now, if there are mannerisms you do know about — and they bother 

you, or others — you have a choice. Either ignore them successfully or 

erase them. But do not feed them by obsessing over them or trying to 

turn them into calculated quirks. The moment a mannerism becomes 

deliberate or self-conscious, it’s no longer part of your individuality. It’s 

a performance. 

The power of real presence lies in authenticity without effort. And your 

natural mannerisms — so long as you don’t let them interrupt your focus 

— are part of that effortless individuality. 

Key Point Recap: Don’t interfere with your unconscious 

mannerisms. If they’re natural, they serve your individuality. 

Only change what becomes intrusive — and never let self-

consciousness dilute your presence. 

Never Imitate — Affected Mannerisms 
Kill Individuality 

If your individuality is to grow in strength and authenticity, you must 

guard it against a subtle but fatal trap: imitation. 
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Too many rising personalities, especially those hungry for influence, fall 

into the habit of copying. They adopt borrowed mannerisms — the 

walk, the tone, the quirks of a public figure or someone they admire — 

thinking these affectations will signal power. But they don’t. They do 

the opposite. They telegraph insecurity. 

Even when done with skill, copied mannerisms are always detectable. 

People may not consciously know what they’re seeing, but they feel it. 

The rhythm is off. The energy doesn’t match the person. Something’s 

fake — and fake is forgettable. Or worse, laughable. 

And once that impression forms, you’ve lost the frame. You’re no longer 

seen as a source. You’re seen as a mimic. A pretender. An actor playing a 

part they didn’t earn. 

This applies not just to physical mannerisms but to vocal ones as well. If 

you were to copy the slowed-down, over-enunciated phrasing of Barack 

Obama, or the bombastic cadence of Donald Trump, or the hypnotic 

simplicity of Steve Jobs — even if you did it well — it would register as 

performance. Not presence. You would not be you. 

That’s the key: Presence is rooted in identity, not imitation. 

So resist the urge to pick up what isn’t yours. Even if it seems to work for 

someone else, it will betray you. It will make you self-conscious. And it 

will dull your signal, turning your individuality into noise. 

If there’s a quirk or trait you’ve developed naturally — and it doesn’t 

intrude on your awareness — let it stay. It’s likely a real part of you. But 

if it’s something you’re doing on purpose, if it’s something you’re 

managing, rehearsing, or exaggerating… kill it. Your power lies in what is 

unmistakably yours, not in what can be traced to someone else’s brand. 
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Key Point Recap: Never adopt borrowed or copied 

mannerisms, spoken or physical. Imitation weakens your 

presence and reveals you as a pretender. Individuality must be 

real — or it’s worthless. 

Be the Source, Not the Echo 

A common pitfall for many ambitious people is the desire to sound 

profound. They aim to be thought leaders by mimicking what thought 

leaders say — rehearsing quotes, intoning borrowed phrases, speaking in 

deliberate riddles or parables as if they were born into a lineage of 

philosophers. But that’s not power. That’s performance. And it 

backfires. 

One well-known example is a U.S. senator who attempts to coat every 

passing remark in the perfume of depth — intoning trivial observations 

as if they were insights chiseled on marble. His colleagues and the press 

don’t admire him. They mock him. He isn’t seen as wise. He’s seen as 

trying too hard. 

You don’t need to be Confucius to wield mental influence. You don’t 

need to say brilliant things to be seen as someone worth listening to. You 

just need to think for yourself — and speak for yourself. 

In fact, most people aren’t looking for your words to be profound. 

They’re just hoping your thoughts are real. In a world full of repeaters, 

parrots, and content junkies regurgitating the same borrowed ideas, 

what people crave is originality. Not genius — just something that feels 

genuinely yours. 

And because you now carry the presence of a self power, people expect 

your thoughts to be original. Your look, your voice, your bearing — they 
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all signal that you are not an echo. But if your words betray that illusion 

by constantly quoting, referencing, or hiding behind the thoughts of 

others, you weaken your standing. 

To protect your individuality, live by this rule: 

1. Speak only your mind — not someone else’s. 

2. Avoid quoting others in casual conversation or ordinary 

discourse. 

3. Never quote yourself unless repeating for emphasis. 

4. Only reference another person’s words if you’re about to 

dismantle or challenge them. 

At first, this might seem obvious. You might assume that you already 

speak your mind — but watch yourself closely. Most people 

unconsciously sprinkle borrowed wisdom into their sentences, trying to 

impress, validate, or sound credible. It’s rarely effective. Worse, it 

subconsciously sends the message that your thoughts aren’t good enough 

on their own. 

You don’t need to be a “thought leader.” You just need to be the source. 

If your words consistently reflect your own views, your own conclusions, 

and your own perspective — however ordinary they may seem — those 

words carry weight. Power, after all, isn’t always in what you say. It’s in 

who people believe it’s coming from. 

Key Point Recap: You don’t have to be profound to be 

powerful. You just need to be original. Speak only your mind. 

Let others quote — you create. 
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Destroy "Me-Tooism" at the Root 

If you're serious about strengthening your individuality, you have to 

eliminate the one habit that quietly undermines it the most — “me-

tooism.” 

What is me-tooism? It’s when you surrender your own voice by hitching 

your thoughts to someone else’s. Instead of simply saying what you 

believe, you couch it in the opinions of others — as if your mind needs 

permission. You’ve probably said things like: 

“Howard thinks the price is too high, and I’m inclined to agree with 

him.” 
“Isabelle says we should start at 8:30, and I subscribe to the idea.” 
“Jones prefers to travel by train, and so do I.” 

They sound harmless, even polite. But every time you phrase things that 

way, you subtly erase your own authority. You put yourself in the 

background, trailing behind someone else’s lead — even when the 

thought was already in your own mind. 

And here’s the twist: People don’t respect the echo. They respect the 

origin. So when you present your opinions as someone else’s first — with 

you merely agreeing — you reduce your presence and your power. You 

come off not as a source, but as an assistant to someone else’s thinking. 

From now on, invert the pattern. Lead with your mind. Assert your 

position. Then, if needed, mention others who happen to align with you. 

Say, “I think the price is too high — Howard sees it the same way.” Not 

the other way around. 

Yes, in other areas of life, putting others first is courteous — when going 

through a door, sharing food, or writing a thank-you note. But when it 

comes to thought? You must put yourself first every time. 
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Powerful people don’t defer their thinking. They don’t preface their 

ideas with citations unless it serves a deliberate purpose. You’re not 

quoting sources. You’re being the source. 

The Me-Tooism Excluder Technique is simple: Always state your 

thoughts as your own — clearly, firmly, and first. Don’t submit them as 

part of someone else’s chorus. 

Key Point Recap: To speak with power, stop phrasing your 

thoughts as secondhand. Eliminate “me-tooism.” Lead with 

your mind — not someone else’s. 

The Me-Tooism Excluder Technique 

If you want to speak with power, you must eliminate all traces of "me-

tooism" from your vocabulary. That means never presenting your 

thoughts as secondary echoes of someone else’s. You must speak your 

own mind — clearly, directly, and without propping it up on the 

shoulders of others. 

Consider how easily people slip into borrowed thoughts: “Howard 

thinks the price is too high, and I agree with him.” Or, “Jones prefers to 

travel by train, and so do I.” These may seem harmless, but they quietly 

train your listeners to see your thinking as dependent, not independent. 

You're not voicing your own mind — you're trailing someone else's. And 

when you do that, your self power vanishes. 

The Me-Tooism Excluder Technique trains you to reverse this habit. 

From now on, lead with your thought. Say, “I think the price is too high. 

Howard does too.” Or, “I prefer to travel by train. Jones happens to 

agree.” Never flip the order, and never use agreement from others as a 
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crutch to validate what you think. Let your statements stand on their 

own, because that’s what people with power do. 

This technique has a second benefit: it forces you to filter out weak 

thoughts altogether — the ones you wouldn’t feel confident stating 

without someone else’s name attached. If you can’t stand behind a 

statement without needing backup, don’t say it at all. Either make it 

yours, or stay silent. 

From here forward, train yourself to express every opinion, judgment, or 

preference as if it’s entering the world for the first time — spoken by an 

original, not a copy. That’s how people recognize you as a source, not an 

echo. 

Key Point Recap: Speak your thoughts as if no one else said 

them first. Lead with your own mind. Never let someone else's 

opinion be the crutch that holds yours up. People follow 

originators — not echoes. 

Heed the Trick of the Technique and 
You’ll Avoid Both “Me-Tooism” and 
Crutch Thinking 

Eliminating “me-tooism” and crutch thinking isn’t complicated — but 

it does require discipline. And more importantly, restraint. The danger 

isn’t that you’ll fail to use the technique, it’s that you’ll try to overuse it 

in the wrong places. That’s where people slip. The rule is simple: don’t 

apply the technique unless you’re actually expressing a thought of 

your own. 

For example, if you say, “Jones thinks he’s lost the client,” that’s not a 

thought — it’s a report. It doesn’t carry any opinion of your own. 
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There’s no crutch to eliminate because your own mind hasn’t entered 

the room. Let flat statements like that stand. Don’t force your thinking 

into places where it doesn’t belong just to prove you have one. 

When it is time to express your own viewpoint, there are two simple 

rules that will serve you for life: 

1. Always lead with your own thinking. 

2. If you need to mention someone else’s thought, add it 

afterward — but never as support. 

Here’s the formula in practice: say, “I believe the schedule is unrealistic. 

Sandra feels the same.” Never reverse it. And never lace the two together 

with words like “and,” “as,” or “just like.” You’re not forming a coalition 

— you’re stating a position. 

This is the entire essence of the Me-Tooism Excluder Technique. It 

ensures that your thoughts stand alone and are perceived as yours, not 

borrowed. The more you speak like this, the stronger your individuality 

becomes — and the more people will recognize your thinking as original, 

even when it mirrors their own. 

A final tip: Get in the habit of making your point cleanly and then 

clipping it short. Don’t trail off. Don’t soften it. Say what you mean, 

stop, and let your thought land like it belongs there. Because it does. 

Key Point Recap: When you share a thought, make it your own 

— and make it stand alone. Lead with your thinking. If you 

mention someone else, do it only to inform, never to reinforce. 

Avoid “me-too” phrasing and crutch language. Power is always 

found in originality, not in agreement. 
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Quoting Is Rarely Necessary and Almost 
Always Detracting 

Quoting might feel like a clever tool — a way to reinforce your point, 

back your argument, or borrow the authority of someone admired. But 

more often than not, it does the opposite. It drains your authority. It 

signals to others that your ideas need scaffolding. And it dilutes the 

power of your presence. 

You’ve heard the criticisms before: quoting shows lack of conviction, it’s 

a fallback for those without confidence, it’s the mark of someone who 

doesn’t trust their own voice. And for the most part, those criticisms 

hold true. Yes, there are moments when quoting can be useful — but 

those moments are exceedingly rare. And even when a quote has merit, 

it’s often tossed in by habit, not necessity. That includes quoting others 

— and especially quoting yourself. 

If you want to prove this to yourself, look at a past speech or email you’ve 

written. Circle the quotes. Ask yourself: Were they needed? Did they 

truly add meaning? Or did they just fill space and pretend to sound wise? 

Now take it further. Look at how often you quote in conversation — in 

meetings, sales presentations, or casual exchanges. Whether it's a line 

from a book, a guru, or even just something you said last week, ask 

yourself: what does quoting really do for you? 

In almost every case, it detracts. Even when it doesn’t undermine you, it 

usually inflates your talk unnecessarily — it tries to sound big instead of 

just being direct. And that alone weakens the impact of your message. It 

distances people from your thoughts instead of drawing them in. 
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If you want your mind to be seen as original, quote less. Or better yet, 

don’t quote at all. Say it straight. Say it in your own words. And let 

people connect with you, not your library card. 

Key Point Recap: Quoting weakens your individuality. 

Whether it’s quoting others or quoting yourself, it signals doubt, 

not strength. Most quotes aren’t needed — they’re habits, not 

tools. Instead of repeating what someone else said, say what you 

believe. Original thought, clearly expressed, is always more 

powerful than borrowed wisdom. 

When to Use Self-Quoting for Strategic 
Reassertion 

There is one legitimate use of self-quoting — and it’s when you're 

making a point so decisive, so predictive, and so relevant that a 

reference to your past statement enhances your current stance. Even 

then, it must be used with discipline. 

This kind of quoting isn’t about self-importance. It’s about 

emphasizing consistency and foresight. But even when used correctly, 

it should remain rare. The moment it starts to sound like you're clinging 

to being right, rather than pushing forward with clarity, it begins to 

undercut your presence. 

Here are examples of how to do it right: 

• “I said a week ago the public would react strongly. I say it again 

now: the public will react strongly — and our sales will 

skyrocket.” 

• “I warned three months ago the market would tighten. It has. 

And now I warn you again — it will tighten even more.” 
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• “I said he wouldn’t last long. Events now show he won’t — and 

can’t — last long.” 

These aren’t nostalgic nods to your own brilliance. They’re verbal strikes 

— clear, confident, and forward-driving. Use them when the moment 

demands, not when the ego desires. 

Key Point Recap: Only use self-quotes when they reinforce a 

present and urgent assertion. When used with precision, they 

signal clarity and foresight. When overused, they signal 

insecurity and self-congratulation. The difference is everything. 

The "Quote Quash" Technique 

Avoiding self-quoting isn’t just about restraint — it’s about strategic 

redirection. That’s the heart of the quote quashtechnique. It’s simple, but 

powerful, and requires two things: first, don’t let the self-quote out of 

your mouth to begin with. Second, if it slips past your guard, 

immediately turn it into an introductory statement by following it with 

a bold, relevant assertion. 

This is more than etiquette. It’s protection. Self-quotes — especially 

those delivered casually — often come across as insecure attempts to 

reassert importance or “prove” past insight. But when used incorrectly, 

they subtract from your individuality and presence. People don’t admire 

someone who needs to remind others that they were right. They admire 

the person who is right now. 

If you catch yourself saying, “I said yesterday it would rain today,” you’ve 

got a moment to reclaim your ground. Add something — anything — 

that reframes the quote as a preface, not a punchline. For instance: “I said 
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yesterday it would rain today — so I made sure to wash my car.” Or, “—

because that barometer I got for Christmas hasn’t been wrong yet.” 

Whether you play it serious or lighthearted, the goal is the same: turn 

the quote into a vehicle, not a trophy. By treating it as the start of 

something — not the proof of something — you keep your verbal 

momentum intact and prevent others from perceiving it as an ego 

display. 

If you practice the first part of the quote quash technique — stopping 

the self-quote before it starts — your habit will quickly diminish. But it’s 

the second part that protects you when slips happen. And make no 

mistake, they will happen. Just like every other technique of self power, 

this one depends on alertness. If you're not speaking from a place of 

present awareness, you shouldn't be speaking at all. 

Key Point Recap: Never let self-quotes stand alone. Quash 

them by turning them into springboards for a present-focused 

statement. This habit keeps you from sounding self-important 

and reinforces your presence in the now — where all self power 

lives. 

Never Engage in the Quoting of Others 
When It Is in Any Way Avoidable 

Even more damaging than quoting yourself is the habit of quoting 

others. While a self-quote might hint at ego, quoting someone else — 

especially when uncalled for — instantly frames you as secondary, 

reactive, and dependent on someone else’s authority to make your point. 

If you aim to project true self power, you must be the source, not the 

amplifier. Never traffic in the words of others unless it is absolutely 
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unavoidable — and even then, only when you must directly contradict 

or dismantle the quote itself. That’s the only time a borrowed line has 

any real use: as a setup for your refutation. Outside of that rare case, it’s 

not worth the cost. 

And don’t fall into the trap of thinking you’re paying homage or “adding 

value” by inserting a quote. Most people don’t see it that way. What they 

hear is someone relying on another person’s insight to validate their own 

— and that weakens your individuality in real time. Worse, even quoting 

a well-respected figure can backfire by subconsciously placing that 

person above you in the minds of your listeners. 

Here’s the hard rule: If you can say it in your own words, say it in your 

own words. And if you feel tempted to quote because the original 

author “said it better,” ask yourself — is it really better to be right, or to 

be received as powerful? 

Because unless the quote exists solely to be contradicted or dismantled, 

it does nothing but shine the spotlight on someone else. 

Key Point Recap: Quoting others weakens your individuality 

and undermines your authority. Unless you're refuting the 

quote directly — and doing so is necessary — avoid it entirely. 

Speak as a source, not as a mouthpiece. 

Never Bother to Contradict or Refute a 
Falsity or Error Unless Attack on It Is 
Necessary 

It’s tempting to want to correct every falsehood you hear — especially 

when you know the truth. But for someone building and exercising self 

power, that impulse must be disciplined. Because whenever you 
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contradict or refute what someone else has said, you’re doing more than 

just disagreeing — you’re quoting them. And if you want to avoid 

quoting others, you must avoid these refutations unless absolutely 

necessary. 

Truth alone does not justify response. Even when a statement is 

obviously false or clearly misguided, your effort to contradict it can 

backfire. The moment you respond, you give it legitimacy. You plant in 

the minds of your listeners the possibility that it had merit — otherwise, 

why would you bother addressing it? 

Consider this: if someone accuses you of being a charlatan and you argue 

back, you’ve validated the claim as something worthy of rebuttal. Even 

if your refutation is airtight, the mere act of acknowledging the charge 

leaves a trace of doubt — and lowers your stature. Ironically, you lose 

power by trying to defend it. 

The same principle applies to smaller, less offensive errors. If someone 

casually says, “the bus was about a half hour late,” and you jump in with, 

“Actually, it was only ten minutes,” you shrink yourself. You appear 

petty. Nitpicky. A correction that doesn’t serve a purpose just signals 

insecurity or need for control — not strength. 

But there are situations where a falsehood cannot be ignored. If the 

stakes are high — such as rival interests spreading lies to undermine your 

leadership — you may need to respond. In those cases, don’t defend 

yourself. Attack the falsehood. 

The offensive must be maintained at all times. Your response should not 

be a plea for belief — it should be a dismantling. Quote the false claim 

directly if needed, but only to expose its flaw, its motive, or its absurdity. 

Never to “clear your name.” Your name doesn’t need clearing. Your 

presence and your offense are the proof of your power. 
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Key Point Recap: Never refute a falsehood unless an attack is 

absolutely necessary. If a correction doesn't serve your power, let 

it pass. If it does, strike it down with offense — never with 

defense. 

When You Quote Another, You Add to 
His Power and Deplete Your Own 

Except for the one narrow exception we’ve already covered — the rare, 

necessary attack — you must avoid quoting others at all costs. The 

reasons for this go deeper than stylistic choice or rhetorical preference. 

Quoting others, even casually, slowly erodes the very foundation of self 

power. If you still doubt it, examine your own reactions when you hear 

someone quoting others in conversation or speech. The truth becomes 

self-evident. 

Let’s break it down. When you quote another: 

First, you signal that someone else’s words carry more weight than your 

own — that you believe their phrasing or opinion will influence your 

listeners better than anything you could say directly. 

Second, you suggest that the idea matters because it came from someone 

else — not because the idea itself is worth considering. That undercuts 

your authority as a thinker and elevates the quoted source above you. 

Third, it communicates fear of responsibility. You’re not willing to own 

the idea, so you attribute it to someone else — subtly hiding behind their 

name. 

Fourth, you position yourself beneath the person you’re quoting. Even 

if unconsciously, your audience will see you as lower in rank, mentally or 

socially. 



 

1 7 4 |  S E L F  P O W E R  R U L E S  

Fifth, and perhaps most damaging of all, you broadcast yourself as a 

repeater — not a source. Instead of being a generator of original thought, 

you show yourself as merely an amplifier of someone else’s. 

For a self power, this is fatal. 

Every time you quote another, you surrender a piece of your strength. 

You elevate their image at the expense of your own. The audience may 

respect the person you quote, but they will never see you as a source — 

and that’s the very thing you must be seen as. 

If you’ve become dependent on quoting others — whether in speeches, 

business meetings, or casual conversation — it’s time to break the habit. 

Eliminate it entirely or relegate it so far into the background that it 

ceases to matter. You cannot be seen as a self power and a parrot at the 

same time. 

Key Point Recap: Quoting others always costs you power. It 

puts someone else in the spotlight and casts you in the shadow. 

Speak your own mind. Be the source. 

The Source Technique 

To break the quote habit and establish yourself as the originator of ideas 

— not their courier — you must live by what we’ll call the Source 

Technique. Unlike the other speech-focused techniques we’ve covered, 

this one is more than a strategy. It’s a decision. A resolve. A commitment 

to becoming a source of thought, rather than an echo of someone else’s. 

The Source Technique is not about phrasing. It’s about ownership. It 

requires you to run a simple but demanding check every time you open 

your mouth — whether you’re giving a keynote address or making an 

offhand comment in line at the coffee shop. 
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Here’s the principle: Before you attribute any statement to anyone 

else — no matter how casual or insignificant it seems — pause. 

Examine it. Ask yourself if it’s even necessary to mention the source at 

all. Most of the time, it isn’t. And if it isn’t, you shouldn’t. 

This rule applies as much to offhand “shunt” quotes as it does to overt 

attributions. You hear them all the time — and likely use them yourself: 

• “They say…” 

• “I’ve heard that…” 

• “People are saying…” 

• “It’s been reported…” 

• “They tell me…” 

Phrases like these seem harmless. But when you speak this way as a self 

power, you don’t just dilute your individuality — you undercut it 

completely. 

These vague attributions do more than rob you of credit. They damage 

your self power in all five of the ways we’ve already discussed. And worse 

— they expose you as a careless or even dangerous communicator. When 

people hear you say “they say,” they don’t think “insightful.” They think 

“rumor mill.” Whether you intend to or not, you appear unspecific, 

unreliable, and unoriginal. 

That’s not how a self power speaks. 

The Source Technique isn’t complex, but it is rigorous. You must apply 

it to everything you say — especially to the filler phrases and lazy 

attributions that creep into casual speech unnoticed. These are the silent 

killers of individuality. 
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Speak with clarity. Speak with ownership. And if you truly need to cite 

a source, do it deliberately — not as a crutch, but as a conscious decision. 

Key Point Recap: You can’t be seen as a source if you constantly 

point to others. Use the Source Technique to eliminate vague 

attributions and speak with originality. Let every thought sound 

like it came from you — because it did. 

Weigh Whether You Yourself Know, 
Believe, Feel, or Accept What You Are 
About to Quote 

The first requirement of the Source Technique — the cornerstone of it 

— is simple in theory, but rarely practiced. You must examine every 

statement you’re tempted to quote, reference, or repeat. Not glance at it, 

not vaguely agree with it — examine it. And more than that, weigh it. 

Ask yourself: 

• Do I know this to be a fact — from my own direct knowledge 

or experience? 

• Do I personally believe this to be true — by reasoning or 

conviction? 

• Do I feel this to be true — at a level deeper than opinion? 

• Do I accept this — by conscious choice, not by default or 

hearsay? 

This may sound overly meticulous, especially in casual conversations. 

But here’s the truth: If you can’t say yes to at least one of those 

questions, then you have no business quoting it. 
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That might seem rigid. It’s meant to be. Because unless you develop this 

habit, your voice will always carry a subtle watermark — borrowed. Even 

when the thought is sound, it won't land with the same impact if people 

sense you didn’t generate it yourself. 

But once you begin this weighing process — truly engage in it — 

something shifts. You’ll start to notice how many times you’ve repeated 

something without scrutiny. You’ll see how easily “they say” becomes a 

shield. And you’ll realize how much stronger your presence becomes 

when everything you say is something you stand behind. 

If you want to be seen as a source, then you must be willing to put your 

name — your voice — on the line. 

Key Point Recap: Before quoting anything, ask yourself: Do I 

know it? Believe it? Feel it? Accept it? If not, don’t say it. If you 

do, don’t quote it — own it. 

Drop the Rejects — Don’t Hand Over the 
Ball 

As you weigh what you’re about to repeat or quote, you’ll often find that 

what you were about to say doesn’t pass the test. It isn’t something you 

truly know. It isn’t something you personally believe. You don’t feel it, 

and you don’t accept it as true. And when that’s the case — the decision 

is clear: drop it. Say nothing. Don’t repeat it, don’t comment on it, don’t 

dignify it with acknowledgment. 

That is rejection — not passive, but deliberate. Rejecting a statement 

doesn’t mean arguing with it or challenging it. It means you don’t give 

it airtime. To quote it, even casually, is to validate it. To engage with it 
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is to lift it. When you repeat something you don’t stand behind, you’ve 

already handed over control. You’ve surrendered the ball. 

Now consider the more charged version: you hear a claim or assertion 

that directly contradicts what you believe, feel, or know. It’s not neutral 

— it’s opposed to your stance. The natural impulse may be to respond. 

To challenge. To dismantle it logically or emotionally. 

Don’t. 

Unless the situation demands it — as described earlier — your best move 

is the same: deny it notice. Stay silent. Not because you’re avoiding the 

subject, but because you’re asserting control. Because some statements 

are better suffocated by silence than strengthened by rebuttal. 

Here’s what you must avoid: questioning tone, hesitant doubt, or vague 

disagreement. Never ask, “Where did you hear that?” or “Do you really 

think that’s true?” Those don’t challenge — they empower. They offer 

the other person a platform and an invitation. And now it’s you playing 

defense, reacting to what they say instead of directing the conversation. 

You’ve handed them the ball. 

And as you’ve learned by now: a self power never gives up the ball. 

Key Point Recap: If a statement doesn’t align with what you 

know, believe, feel, or accept — drop it. Don’t quote it, don’t 

respond to it, don’t fight it. Unless a direct attack is necessary, 

deny it all notice and hold your ground in silence. 
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The Source Technique Merely Makes You 
Do What You Should Have Been Doing 
All Along 

Once you’ve examined what you’re about to say — and it holds up — 

then it’s yours. Not borrowed, not cited, not passed along. Owned. 

That’s the final step of the source technique: speak the thought as your 

own. Put it in your words, from your voice, and stand behind it as 

something you personally know, believe, feel, or accept. 

This isn’t some rhetorical trick or linguistic sleight of hand. This is 

accountability. If the thought truly resonates with you, if it reflects your 

view of the world, then there’s no valid reason to defer to someone else 

as the authority. Quoting them when it’s really your belief? That’s 

weakness. That’s hedging. That’s fear of taking the shot. 

But when you state the same thing boldly, in your own words, from your 

own stance — you become the source. You don’t echo power. You 

generate it. 

This is how true individuality is solidified. Not by parroting brilliant 

thoughts, but by expressing ideas you’ve vetted and validated in your 

own mind. Even if those thoughts aren’t revolutionary or profound, if 

they’re yours, they land with force. People recognize when they’re 

hearing something authentic. They also notice when someone ducks 

behind a quote, hoping it’ll do the heavy lifting. 

You may be tempted to think of this as an advanced skill, something 

you’ll “grow into” with more time or practice. Don’t. The truth is, this 

is something you should have been doing all along. That’s the only 

“trick” here — reclaiming the basic responsibility of being your own 

source. 
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So let’s distill the source technique clearly: 

1. Resist the urge to quote. 

2. If the urge persists, examine what you’re about to quote. 

3. If it’s not something you know, believe, feel, or accept — reject 

it. 

4. If it is something you know, believe, feel, or accept — take full 

responsibility. 

5. Put it in your own words. Attribute it to yourself. 

6. If you’re not willing to do that — don’t say it. 

Do that consistently, and something rare happens: people begin to see 

you as an origin point. Not an interpreter. Not an echo chamber. A 

source. 

Key Point Recap: Being a source doesn’t require brilliance — it 

requires ownership. If you truly believe it, don’t quote it. Speak 

it as your own, or don’t speak it at all. This one habit will do 

more to cement your individuality than any borrowed wisdom 

ever could. 

Key Points Recap  

• You must now be heard as well as seen. Individuality begins 

with how you appear, but it is solidified in how you think and 

speak. 

• Be a source, not an amplifier. Don’t interpret, rephrase, or 

echo others. Speak your own mind. 
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• Natural, unconscious mannerisms strengthen individuality 

— so long as you remain unaware of them. The moment you 

become self-conscious, they lose their charm and begin to 

interfere. 

• Avoid artificial affectations. Any copied mannerism, speech 

habit, or vocal trick betrays your authenticity. Observers see you 

as a mimic, not an originator. 

• People don’t expect you to be profound — only original. If 

they’ve seen power in you, they expect that power to extend to 

your thinking. 

• Always speak your thoughts first. Don’t echo someone else’s 

idea and then tag yours on the end. Lead with your position. 

Others can agree with you — not the other way around. 

• Eliminate “me-tooism.” Stop using other people’s names, 

opinions, or credibility as a crutch. Assert your position, then 

mention theirs only if relevant. 

• Avoid quoting yourself unless for strong emphasis and 

reassertion. Even casual self-quotes signal insecurity and 

approval-seeking. 

• Avoid quoting others entirely, unless it’s to launch an 

offensive contradiction. Quoting, even when valid, usually 

detracts from your self power. 

• Don’t contradict or refute errors unless it’s absolutely 

necessary. Even then, never defend — attack. Stay on the 

offensive. 

• The Source Technique makes you examine every thought 

before you speak it. If you don’t know, believe, feel, or accept it 

— drop it. If you do — take full ownership. 
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Implementation Assignment 

For the next 48 hours, make this your directive: 

• Speak only thoughts you genuinely own. 

• Eliminate all casual quoting — including “they say,” “I read,” 

“everyone thinks.” 

• Use the me-tooism excluder technique by always stating your 

thought first and fully owning it. 

• Stop self-quoting, even in casual remarks. If one slips out, 

immediately apply the Quote Quash technique. 

• Anytime you feel the urge to cite or defer to another’s voice, 

pause. Ask: “Do I accept this as my own?” If yes, say it as your 

own. If no, don’t say it at all. 

By the end of this short exercise, you’ll sound different. Stronger. 

Cleaner. More original. You’ll not only speak with self power — you’ll 
project the full weight of your individuality. 
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C H A P T E R  1 2  

How to Project 
Individualism 

Now that you are making people both see and hear you as an individual, 

you must push on with your individuality and make it a more living 

thing. You have made your thoughts “stand on their own feet,” but that 

isn’t enough—you need to make them themselves bespeak an 

individuality too. When you can make them do that, you’ll project a true 

and unmistakable individualism. 

Conventional Greetings and Responses 
Are Devoid of Individuality 

When you begin to really observe how people greet one another, you 

become instantly aware of something unsettling: it's all the same. A 

recycled loop of lifeless, habitual phrases. “How are you?” “What’s up?” 

“Nice day, isn’t it?” We repeat these without thought, without meaning 

— and without even realizing we’ve surrendered the first few seconds of 

every human exchange to a social script that could be delivered just as 

well by a robot. These are not greetings. They are static. They are 

automation posing as interaction. 

If you're committed to self power, you must recognize this early moment 

— the first words — as a crucial opportunity. This is your first audible 
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impression. And yet, when you default to stock phrases, you bury your 

individuality before it even has a chance to breathe. These greetings 

reveal nothing about you except that you're on autopilot. Even when 

someone else initiates the greeting, your response often mimics theirs, 

pulling from the same dead pile of expressions. And so, the exchange 

passes — forgettable and generic. 

The task in front of you, then, is simple, but not easy: eliminate 

conventional greetings and replace them with remarks that immediately 

distinguish you. Drop the pre-fab. Supplant the phrases. You need 

something that reveals a spark of your actual self — your individuality. 

This is not about sounding unusual for the sake of attention, but about 

staying alive and present in your interactions, even in the first few words. 

That wit who once said “automation is the talk in front of conversation” 

was onto something deep. Most of us engage in linguistic small talk just 

to pass through the gateway of human interaction. But as a self power, 

you don’t want to pass through unnoticed. You want your very first 

utterance to tell the world: “This is a thinking individual.” And you can 

do it — not with gimmicks, but with intent. 

Key Point: Stock greetings signal that you’re running on autopilot. 
Replace them with conscious, distinct remarks that make your 
individuality felt from the first word. 

Open Strong with a Teaser, Not a 
Template 

If you want to break free from the robotic cycle of predictable greetings, 

you’ll need more than a minor substitution. Replacing “How are you?” 

with “You look well” may feel like progress, but it still lands as part of the 

same mechanical exchange — and worse, these kinds of phrases have a 

way of becoming just as stale as the ones you’re trying to escape. 
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The truth is, most of the alternative greetings people try aren’t bold 

enough. They still live within the old script, just wearing a new jacket. If 

you're going to project individuality — real, living individuality — you 

need a technique that breaks convention entirely. Not one that tweaks 

the formula, but one that ditches the formula altogether. 

Enter the topic teaser. This is a short, intriguing remark designed to spark 

interest or curiosity before the topic is even revealed. It’s a soft hook, a 

nudge that pulls attention toward you without forcing anything. Think 

of it like the cold open of a great movie or the first scene of a thriller — 

you don’t know what’s coming, but you’re already leaning forward. 

The power of the topic teaser lies in its versatility. It works equally well 

as an opener or a response. And when used in response, it has the added 

bonus of bypassing the dead weight of dull social rituals without 

offending anyone. Instead of returning a “How are you?” with a forced 

“Fine, how about you?” — you simply pivot with a teaser that redirects 

attention. The shift is so natural, people don’t even realize the 

pleasantries were skipped. They’re just suddenly more engaged. 

This technique also eliminates the need for those boring, predictable 

follow-ups like “How’s the wife?” or “How are the kids?” Instead, you 

put something engaging on the table before the other person even has a 

chance to reach for small talk. And best of all? Unlike all those standard 

greetings, the topic teaser never goes stale. It’s always fresh because it’s 

always different. You adapt it to the moment, the person, the 

environment — and that makes it unmistakably you. 

Key Point: Ditch standard greetings. Use the “topic teaser” 

technique to spark curiosity and show individuality from your 

very first words. 
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The “Topic Teaser” Technique 

If you want people leaning in from the start, give them something 

unexpected—something that doesn’t follow the script. Most people 

open conversations with dead phrases like “How are you?” or “Busy 

day?” and it’s no wonder nobody remembers them. You’re not “most 

people.” You’re building a self power presence. So you need something 

that disrupts autopilot. That’s where the topic teaser comes in. 

A topic teaser is a short, interest-sparking opener that ditches routine 

greetings and replaces them with something that demands attention—

but in a playful, disarming way. The teaser hints that something worth 

hearing is coming next. It gets people curious, opens their energy up, and 

gives you full control of the interaction from the very first word. 

One founder I know uses a different teaser every morning, crafted while 

he’s brushing his teeth. On one Monday, after a brutal week prior, his 

teaser was: “I’m in recovery—but not the kind you’re thinking.” It hit 

people with just enough intrigue to spark questions, smiles, and 

immediate engagement. To a client, he followed with: “I spent the 

weekend with spreadsheets and regrets. But I came out stronger.” To his 

team: “Recovery mode means it’s time to win again—let’s kill something 

today.” Casual. Cool. In control. 

Another executive, known for keeping entire rooms hanging on his 

words, opened a boardroom session with: “I’ve made a decision I’m not 

ready to explain yet.” Then he paused. Just long enough. A subtle smirk. 

Silence. Then: “But I will tell you this—it’s going to shift the playing 

field.” Suddenly, everyone in the room leaned forward, alert and 

interested. His authority? Instantly locked in. 

One of my personal favorites: a creative director who walks into 

meetings and greets people with lines like: “You’re not gonna like what 
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I’m about to say… but you’ll respect it.” Or, if he’s in a more playful 

mood: “Okay, who’s about to disagree with me? Let’s make it fun.” 

People love it. It sets the tone. It makes conversation dynamic before it 

even begins. 

The topic teaser works because it skips the polite fluff and replaces it 

with presence. It says: I’m here, I have something to say, and you’re going 

to want to hear it. And because it changes every day, it never gets stale. It 

never becomes “your thing.” It just becomes you. 

Key Point: Ditch the generic greetings. Use daily topic teasers 

to trigger curiosity and take immediate control of the energy in 

every interaction. Let your words strike before your subject even 

begins. 

The Trick of the “Topic Teaser” 
Technique 

The effectiveness of the topic teaser comes down to three things. First, 

it must constantly change — a new one every day. Second, it must sound 

like the beginning of a thought that involves or affects the person you’re 

talking to. Third, and most important, it must feel spontaneous — like 

it was sparked by something about them in that exact moment. 

The reason it works so well is because it doesn't feel like a “line.” It feels 

like a thought you’re letting them in on. That’s what gives it energy. It 

hints that something meaningful or amusing is coming, and that they’re 

the reason for it. 

If you're repeating the same teaser day after day, people will catch on — 

and your individuality will vanish. So don’t. Come up with a fresh one 

daily. That doesn't mean they can’t be reused, but space them out. Wait 



 

1 8 8 |  S E L F  P O W E R  R U L E S  

six weeks or more before repeating anything, and only repeat it with 

someone who hasn’t heard it before. 

And if you’re talking with someone and a second person joins in, don’t 

recycle the same teaser. Pivot. Pull one from your mental archive. Rotate 

them like a jazz player switching riffs — keep it fresh every time. 

Coming up with a new teaser every day might feel like work at first, and 

for the first week or two, it might be. But soon it becomes second nature. 

One good teaser will spark another. And the results — the interest, the 

responses, the elevated energy — will keep you coming back to the well. 

Start tomorrow. Don’t overthink your first one. If nothing comes to 

mind, borrow one you’ve already seen. The point isn’t perfection — it’s 

pattern disruption. Surprise people. Break the rhythm of the everyday, 

and you’ll be remembered. 

Key Point: The success of the topic teaser lies in three things: a 

fresh one each day, a hint of relevance to the person you’re 

talking to, and a spontaneous, unforced delivery. It should never 

sound rehearsed — only alive. 

The Body of Your Talk and 
Conversation Needs to Have a Living 
Individuality Also 

Now that you’ve learned how to break the robotic rhythm of greetings, 

it’s time to turn your attention to the body of your conversation — the 

actual substance of what you say. This is where most people slip right 

back into automatic pilot. And if you’re not careful, you’ll do it too. 
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Everyone has stock phrases. You might not be fully aware of them, but 

they’re there — those go-to expressions that pop out of your mouth over 

and over. They show up in your day-to-day conversation, in your emails, 

your texts, even in your speeches. And while a few of those phrases may 

be uniquely yours, most of them aren’t. Most are worn-out, commonly 

used lines that blend you into the background. 

Your job is to strip those away — not all at once, but consciously and 

deliberately. We’re not talking about clever catchphrases you created 

yourself. If something you say is authentically yours — a turn of phrase 

that naturally belongs to your voice — keep it. It adds to your 

individuality. But if it’s one of those overused expressions that anyone 

could have said, it’s time to retire it. They don’t serve you. They dull your 

presence and make you sound like an echo, not a source. 

Think of it this way: you’ve worked too hard building individuality in 

your presence, your posture, your greetings, and your manner to let your 

actual words betray that effort. Don’t flatten your identity the moment 

you get into the meat of the conversation. Let the body of your talk carry 

the same signature style you’ve been cultivating — fresh, conscious, and 

unmistakably yours. 

Key Point: Avoid overused, generic phrases in your speech and 

conversation. Replace them with language that feels alive, 

personal, and true to you — the kind that reinforces your 

individuality instead of erasing it. 

Eliminate Set Phrases, Especially the 
Ones That Drag You Down 

Now that you’re projecting individuality through your voice, you’ve got 

to purge the filler — the autopilot language that dulls your presence. 
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These are the stock phrases, casual throwaways, and social media slang 

that people use without thinking. If it sounds like everyone else, it makes 

you invisible. That’s the opposite of self power. 

Start by catching your go-to fillers — the phrases that show up on loop. 

It might be things like: “It is what it is,” “At the end of the day,” “No 

worries,” “I feel like,” “Kinda sorta,” “Literally,” “My bad,” “All good,” 

“Just saying,” or “You know what I mean?” These phrases aren’t 

offensive — they’re just lazy. They soften your edge and make your 

thoughts sound like they were pre-approved by a group chat. 

Then watch out for the trend-driven slang that’s been recycled to death. 

Phrases like: 

“ I’m dead,” 

“That’s so cringe,” 

“Big mood,” 

“It’s giving…” 

“Period,” 

“Main character energy,” 

“Slay,” 

“No cap,” 

“Facts,” 

“Sus,” 

“Vibe check,” 

“Let them cook,” 

“This ain’t it,” 

“She ate,” 

...and anything else you’d find in a TikTok comment section. 

These might be popular, but they’re also temporary — and they signal 

trend-following, not thought leadership. If your expression sounds like 

a meme, don’t expect to be taken seriously. 
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None of this means your language needs to be dry or formal. Use words 

with flavor. Bring your personality. Just make sure it’s yours. There’s a 

difference between sounding current and sounding common. 

The quickest way to dilute your power is to sound like you’re sampling 

everyone else’s voice but your own. If the way you speak feels mass-

produced, then people will treat you like a product — easy to forget, easy 

to replace. 

Key Point: Ditch the default. Avoid tired slang, recycled social 

media language, and overused filler. Speak with intention — like 

someone who edits their thoughts before they hit send. 

Set Phrases Are Used More from Laziness 
Than Precision 

You don’t need to catalog every worn-out phrase you use — but you do 

need to spot them. Some may slip past your awareness because they’ve 

become habitual. The easiest way to root them out is to listen to yourself. 

Not in public, but in private — emails, voice notes, text messages, 

offhand conversations. When a phrase pops out and feels hollow, lazy, 

or automated, it’s worth inspecting. 

Once you’ve flagged a phrase, your next step is to find at least one 

alternate way to express the same idea — not to permanently replace the 

phrase, but to prove to yourself that your mind has more than one move. 

The moment you “swap one stock phrase for another,” you’ve just 

updated your habit, not broken it. The goal isn’t to install a new script 

— it’s to build an inventory of ways to say what you mean, and mean 

what you say. 
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For example, take the old corporate phrase “in the interim.” It sounds 

official, but it often ends up as a verbal placeholder — meaning nothing 

at all. One executive used it so often that his staff nicknamed him “Mr. 

Interim.” When he tried to swap it out, he realized it rarely had any 

purpose. He’d say things like: 

• “Let’s push the meeting to tomorrow. In the interim, shoot 

them a note.” 

• “Get HR on the phone. In the interim, I’ll grab coffee.” 

• “Take the day off — and in the interim, see if you can clear your 

head.” 

Each time, the phrase was filler. It didn’t sharpen the instruction. It just 

took up space. When he paused to find more intentional language, the 

quality of his speech — and the precision of his leadership — rose 

dramatically. 

You’ll discover the same thing. The moment you try to build a better 

sentence, you’ll realize the stock phrase never really fit. You weren’t 

using it for clarity — you were using it to coast. That stops now. 

There’s no special “technique” for using a fluid inventory of phrases. You 

don’t need one. The act of eliminating your default phrases is the 

technique. It forces you to slow down, clarify what you mean, and say it 

with precision. That clarity is power. That uniqueness is your 

individuality. And that discipline is the corrective habit that separates 

you from everyone else who just talks on autopilot. 

Key Point: Eliminating stock phrases is the technique. It 

compels you to speak more clearly, more consciously, and more 

individually — which is exactly what self power demands. 
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Keep Your Conversation Alive by Adding 
New Material 

The same approach you’ve used to eliminate lazy language can — and 

should — be applied to the content of your conversations. If your 

phrasing is robotic, your subject matter probably is too. Look closely, 

and you’ll find the majority of what you say is simply recycled — not just 

from one conversation to the next, but from one person to the next. 

That’s fine for most people. It’s not fine for you. 

You’re not trying to be just another pleasant voice in the crowd. You’re 

building self power. And that means you need to be seen as someone 

with a mind that’s alive — someone whose thoughts don’t arrive on a 

conveyor belt. 

For the next three days, try this experiment: actively listen to yourself in 

every conversation. Notice which topics you return to. You’ll quickly 

realize that with certain people — your coworker, your neighbor, the 

barista you always chat with — you pull from the same tired material 

every time. With one it’s the weather. With another it’s office politics. 

With someone else it’s the same go-to headline you didn’t really care 

about in the first place. 

Even worse, not only are the subjects routine — your angle on them is 

too. You’re not really engaging. You’re just running the script. 

This isn’t a criticism of small talk. It serves a purpose. It keeps the social 

gears turning. But if you’re committed to self power, that can’t be your 

ceiling. You need to be more than agreeable. You need to be memorable. 

Injecting new material into your conversations is how you breathe life 

back into them. Bring in fresh stories. New curiosities. Something 
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unexpected. The moment you do, people feel it — and they’ll lean in, 

not just to the topic, but to you. 

Key Point: If your conversation feels stale, it probably is. Break 

the pattern. Add new material regularly to keep your 

individuality alive — and keep others leaning in. 

The Conversation Catalyst Technique 

One of the fastest ways to revitalize your presence in everyday 

conversation is simple: come prepared with something worth saying. 

Most people recycle the same topics because they don’t have anything 

better on hand. You’re not most people. You’re building self power — 

and that requires a constant stream of original, thought-provoking 

material. 

Here’s how you stay sharp: each day, pull two to three compelling stories 

from the world around you. Don’t aim for the flashy headlines — go a 

level deeper. Look for the offbeat, underreported, or unexpectedly 

insightful stories buried in your news feed, podcasts, or niche 

newsletters. Think of them as “conversation catalysts” — fresh sparks to 

ignite new dialogue and avoid the traps of repetition and surface talk. 

One self power made it a daily ritual: scan the morning feed while 

drinking coffee and select three punchy pieces. On a recent day, his 

personal stash looked like this: 

1. A new study showing how deep sleep may reverse early-stage 

cognitive decline. 

2. A city council quietly legalizing backyard guest houses in an 

affordable housing experiment. 
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3. An entrepreneur who created a biodegradable phone case that 

sprouts into wildflowers after disposal. 

He wasn’t trying to impress anyone — but he knew those topics were 

more engaging than “Did you catch the game?” or “Work’s been crazy.” 

Each one led to meaningful, memorable exchanges. 

Whether you share one idea or five, it doesn’t matter. What matters is 

that you come equipped — and that you deliver your ideas in a way that 

shows curiosity, insight, and range. When you make a habit of 

introducing fresh material into your conversations, people start to see 

you differently. They listen harder. They remember you longer. They 

talk about you when you’re not in the room. 

Not because you’re chasing attention, but because your voice carries 

value. 

Key Point: Prepare yourself with 2–3 fresh, thought-provoking 

conversation starters each day. Done consistently, this simple 

technique turns you into a source — not just of information, but 

of intrigue, presence, and power. 

Key Points Recap 

• Projecting individualism requires more than just being seen 

and heard — it demands that your presence and voice feel alive, 

original, and distinct. 

• The “Topic Teaser” technique helps you open conversations 

with intrigue instead of cliché. Replace “How are you?” with 

something unexpected that draws people in. 
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• Avoid stock phrases and commonly abused language that dulls 

your individuality. Stay conscious of your word choice, and 

retire the verbal autopilot. 

• Don’t just eliminate stale language — replace it. Train 

yourself to express thoughts in new ways by devising alternate 

phrasing that’s more precise and personal. 

• Revive your conversations by avoiding worn-out topics. Don’t 

be the person everyone can predict. Instead, become a fresh 

source of insight and curiosity. 

• Use the Conversation Catalyst technique. Bring 2–3 original, 

interesting bits of material into your daily interactions. Let 

people associate you with freshness, relevance, and meaningful 

talk. 

When your words stop sounding like everyone else’s, you stop being seen 

like everyone else. And when people begin to expect value every time you 

speak, you’ve crossed into the rare class of influence reserved for those 

who stand apart. 

Your individuality is no longer a trait. It’s become your signature. 

Implementation Assignment 

For the next seven days: 

1. Create a new “Topic Teaser” each morning — a brief, 

intriguing opening line that replaces routine greetings like “How 

was your weekend?” or “Busy day?” Use it with at least three 

different people each day. Write them down and keep a log of 

how people respond. 

2. Identify five stock phrases you regularly use in conversation, 

email, or texting. Write them out, then next to each, devise two 
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alternate ways to express the same thought — one casual, one 

more elevated. Practice using these new phrases in real 

conversation. 

3. Bring one new “conversation catalyst” each day into your 

talks. This could be a surprising article, a strange news story, a 

philosophical question, or a funny observation — anything that 

isn’t routine. See what kinds of discussions it sparks. 

Optional Stretch Exercise: 

At the end of each day, rate yourself on a scale of 1 to 10 for how much 

individualism you projected in your interactions. Not just what you said 

— but how original and compelling your presence felt. Write one 

sentence explaining what you did well or what you could have done 

better. 

By week’s end, you’ll notice a shift. Not just in how people respond to 

you — but in how naturally and powerfully you speak. Keep going. 
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C H A P T E R  1 3  

How to Make Your 
Thinking Win 

Through building and expanding your individuality, you are 

constantly increasing your self power. And you have been lifted by 

it. Showing people that you speak your own mind, and that neither what 

you say nor how you say it is commonplace, has put you at a new 

elevation in everyone’s regard. People are seeing you as a distinctive 

thinker and a source of original thoughts. They’re interested. They’re 

watching. 

But they have thoughts too. 

Whether they express them or not, and whether they originate them or 

merely absorb them from others, people carry around thoughts of their 

own. And in any moment — especially when you speak — their 

thoughts will either align with yours, compete with yours, or silently 

resist what you’ve said. 

This is where the next phase of self power begins. 

Now that you’re seen as a source, you must also be seen as a persuader. A 

position-holder. Someone whose thinking wins. Because if your ideas 

don’t carry weight — if they’re simply “heard” but not adopted — your 

voice becomes decoration instead of direction. 
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In this chapter, you’ll begin learning how to move minds without force. 

How to create agreement without argument. And how to make your 

thinking land with such unmistakable truth and resonance that others 

not only agree with it — they carry it forward as if it were their own. 

This is the subtle but critical shift: from being heard to being followed. 

Don’t Flex When You Don’t Need To: Use 
Power Only When It Matters 

You’re now projecting the kind of individualism that draws people in — 

the kind that makes them lean forward when you speak. The more of it 

you show, the more self power you emanate. And as your power grows, 

so does the attention on your words. 

But attention comes with scrutiny. The more people see you as a source, 

the more critically they’ll evaluate what you say. That’s the trade-off of 

becoming a voice that matters. 

Sometimes, their thoughts won’t match yours. And that’s fine — not 

every difference needs to be challenged. But there will be moments when 

alignment is essential. When your goals, your leadership, or your 

influence depend on others adopting your way of thinking. 

In those moments, your thoughts need to win. 

But here’s where many strong personalities go wrong: they try to make 

their thinking win all the time. They treat every disagreement as a battle. 

And in doing so, they stop being respected and start being resented. 

That’s not power — that’s tyranny. 
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This chapter is about discernment. About knowing when to press, how 

to persuade, and why people follow the thinking of someone they see as 

both confident and calibrated. 

Right now, you’re at a new crossroads. Earlier in your journey, you chose 

between being liked and being powerful. Now, you face a subtler choice: 

how to make your thinking win. 

You have three strategies available to you: 

• You can push your thoughts forward, with force and assertion. 

• You can pull others in, using insight and presence to magnetize 

agreement. 

• Or you can coast and glide, letting your thinking move beneath 

the surface and gently replace theirs. 

Each method has its time. The key is choosing the right one — and never 

trying to “win” when it doesn’t serve your greater goal. 

Key Point: Power isn’t just knowing what to say — it’s knowing 

when to make your thinking win. Don’t push for agreement 

when sympathy or silence would serve better. 

Don’t Sell Your Thinking — Lead It 
Where It Needs to Go 

When it’s time for your thinking to win, you’ve got three options. You 

can push it. You can pull it. Or you can lay it down and let it rise on its 

own. 

In the language of sales and persuasion, these are called the hard sell, the 

indirect sell, and the soft sell. But you’re not here to be a salesperson. 

You’re here to be a self power. And that means your standard isn’t 
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persuasion for its own sake — it’s strategic influence with purpose and 

presence. 

Here’s how the three paths break down: 

1. Push — You drive the thinking forward. You assert. You lead 

with force. This is the power move, the hard sell. It has its place 

— but only when the stakes justify the pressure. 

2. Pull — You don’t press. You invite. You create a gravitational 

force around your idea that draws others in. This is the indirect 

sell — it feels effortless, but it’s calculated. 

3. Place — You speak your thought clearly and walk away from the 

outcome. This is the soft sell — the idea stands alone, and people 

have the space to adopt it as their own. 

Chances are, you already use all three — at home, in business, in casual 

conversations. But from now on, you must stop measuring their 

effectiveness by how often they “work” in the moment. That’s the sales 

world’s trap. You're not selling a product. You're shaping reality. 

So measure each approach by a different standard — the self power 

standard. That means asking: Does this move me closer to control, clarity, 

and respect? Not just right now, but long-term. 

Key Point: Don’t fall into the sales mindset. When you make 

your thinking win, do it with self power. Choose the method 

that serves your control — not just your argument. 
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The Push Path Works — But Only On 
Certain Minds 

Most people default to the push. It’s the easiest road. Why? Because 

telling people what to think is faster than convincing them. Because 

some people actually want to be told. And because — let’s be honest — 

it feels powerful. 

Advertisers use it constantly: 

"Buy now!" 

"Act fast!" 

"You deserve better!" 

So do politicians: 

"You’re not asking for a handout — you’re asking for what’s fair." 

And it shows up in everyday conversation too: 

"You don’t want to get there early and end up waiting." 

"Trust me, you’ll regret not going." 

The push road always gets results — on a certain segment of people. 

There’s a percentage of the population that doesn’t want to think 

deeply. They want to be led. Some even feel relief when someone 

stronger decides for them. 

That’s why the push road is so tempting once you gain self power. When 

people start to listen closely to your words, it becomes easy to press your 

views and win. And truthfully, if you choose to go this route, it will work 

— at least on those who are built to follow. 

But the push isn’t without its consequences. When you rely on it, your 

ideas win not because they’re valuable or sharp — but because you’re 

louder, stronger, more commanding in the moment. 
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If that’s all you want — momentary obedience — then the push road 

may suffice. 

But if you’re building lasting influence… if you want your thinking to 

take root in minds that matter… then you’ll need to weigh the cost. 

Because the push road is narrow. And the minds it works on are often 

the weakest ones in the room. 

Key Point: The push approach gets quick results — but mostly 

from weak minds. Use it sparingly, and only when temporary 

control matters more than long-term influence. 

The More You Push, The More You 
Weaken Your Self Power 

The moment you start pushing, something happens. People stop 

listening passively — and start reacting. Your push draws a line, and 

everyone you’re speaking to falls into one of three camps: 

• The Acceptors: These are the ones who go along with your 

push. They may not fully agree, but your strength and certainty 

make them yield. As a self power, you’ll gather a decent number 

here. 

• The Resisters: These people don’t like being pushed — even 

when they agree with you. They’re independent by nature. Push 

them, and they’ll dig in, just to prove they can’t be moved. 

• The Adversaries: This group may have been with you, until you 

pushed. Now, they’ve turned. The pressure you applied flipped 

a switch — and made them into opponents. 

That’s the real risk of the push path. 
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Yes, it works on some. But every time you use it, you’re also creating 

resistance — people who might’ve followed you if you had used a lighter 

touch. 

If your goal is to build real, lasting influence, you can’t afford to create 

enemies. You can’t afford to trigger pushback just because the push is 

easy. As a self power, your strength lies in commanding respect, not 

forcing submission. 

That’s why — even if you’ve lived by the hard sell — you need to rethink 

your approach. Before you double down on pressure, take a look at the 

two alternative roads. You may find they lead further, faster — and with 

far fewer casualties. 

Key Point: Every time you push, you divide your audience. 

Some will follow — but others will resist or turn against you. 

Real self power avoids creating adversaries when other paths can 

win minds without a fight. 

The Flat Road Avoids Friction — But 
Doesn’t Win Loyalty 

The flat road is the neutral lane. You don’t push. You don’t pull. You 

just… put your thoughts out there and let people decide what to do with 

them. 

And day to day, it’s incredibly common. You hear it in casual 

conversation, in most advertising, in lukewarm meetings and undecided 

emails. It’s the path of no resistance — but also, often, no impact. 

Let’s look at the pros and cons. 
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On the upside, the flat road doesn’t provoke anyone. You avoid the 

combative reactions that come from pressure. You won’t turn allies into 

enemies or challenge independent thinkers to a duel. In that way, it’s 

safer than the push. 

But safety isn’t the same as influence. 

The downside is that you also don’t compel action. You don’t make 

people move. You don’t engage the minds that want to be led. And when 

the moment calls for momentum, the flat road falls short. 

Still, the flat road has its place. It’s helpful when your message doesn’t 

need to land forcefully. When you’re simply laying out a thought and 

seeing where it goes. Or when the stakes are low and the goal is 

conversation, not persuasion. 

But if your thinking needs to win — if minds need to shift, decisions 

need to be made, or action must be taken — the flat road alone won’t get 

it done. 

Key Point: The flat road keeps the peace but rarely wins the 

game. Use it when neutrality serves your purpose — but don’t 

expect it to change minds or drive outcomes. 

The Flat Road Wins Quietly — But 
Depends on Who You Are 

The flat road might not command minds, but it can still influence them 

— especially when people respect the one doing the talking. 

You’re not telling people what to think. You’re simply offering your 

thinking, stating your reasons, and letting them come to their own 
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conclusions… with a nudge. It’s subtle, but it works — on a certain type 

of listener. 

Advertising lives here: 

“I use this app every day. It’s just simpler. Maybe it’ll work for you too.” 

So do politicians: 

“I don’t believe in handouts. I believe in fairness — and fairness means 

compensation, not charity.” 

And you’ll hear it in everyday conversation: 

“I’d wait until Friday — traffic’s brutal before then.” “Personally, I 

wouldn’t go. It sounds like a waste of time.” 

It’s suggestive, not direct. You’re leading, but gently. And because of 

that, it avoids resistance — and still pulls some minds along with you. 

But here’s the key distinction: the flat road only works if you carry 

weight. That is, if the person you’re speaking to sees you as credible, 

interesting, or worth listening to. If they do, your ideas get through. If 

they don’t… your thoughts disappear in the background noise. 

That’s why it works especially well for self powers. People already pay 

closer attention to your words. Your stance carries more gravity. So even 

your suggestions — when spoken with calm confidence — tend to stick. 

Still, don’t mistake the flat road for persuasion. You’re not shifting 

minds so much as offering an idea and hoping people follow. Sometimes 

that’s enough. Sometimes it isn’t. 

Key Point: The flat road relies on your perceived credibility. 

When people already respect you, even your quiet opinions can 
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win. But the moment calls for more, don’t rely on neutrality to 

seal the deal. 

Even the Flat Road Has Its Limits 

Choosing the flat road might seem like the safer move — you're not 

pushing, just suggesting. But that suggestion still draws a line. And the 

moment you put your thoughts out there, people start choosing sides. 

Some nod and follow your lead. These are the default followers — 

people who prefer someone else to set the tone so they don’t have to. 

The second group is trickier. They don't necessarily disagree — they just 

don’t want to agree too easily. These are the stand-firms. People who like 

to resist persuasion just for the feeling of independence. Some of them 

haven’t even formed a counter-view; they just don’t want to feel “sold.” 

The third group — often the smallest — includes the true contrarians. 

These are the people who actually think differently and have their own 

direction. A few in this group simply didn’t grasp your reasoning. Either 

way, they’re not following. 

Now here’s the important part: every time your idea is merely resisted, 

even gently, your influence takes a hit. Not because your thinking is 

wrong, but because your suggestion didn't land — and resistance creates 

drag. It slows your momentum and weakens your frame. 

As a self power, you can't afford that kind of friction. Even passive 

resistance chips away at the control you're building. So while the flat 

road might seem respectful and reasonable, it still fragments your 

listeners — and it still costs you power. 
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Key Point: Even subtle suggestions divide people. If your idea 

can be resisted, your influence weakens. When it matters, don’t 

push, don’t suggest — pull them in. 

Pulling Minds, Not Pushing Buttons 

The pull road is the least used — and the most effective. While most 

people push their thinking or float it out as a gentle suggestion, few 

understand the quiet power of the pull. 

Instead of commanding people to agree or asking them to consider your 

ideas, the pull road draws their own thinking forward. You make them 

feel like the thought was already theirs — you’re just helping it take 

shape. 

This is why master persuaders, politicians, and a few subtle marketers use 

the pull. Not because it's flashy — but because it works without 

resistance. 

A politician might say, “Is it that you’re looking for a handout… or are you 

asking for compensation and security?” That question doesn’t tell anyone 

what to think. It guides them toward a conclusion they’ll feel they 

reached on their own. 

In conversation, it might sound like: “So you’re thinking of heading out 

early — is that to be on time or to beat the chaos?” Again, you’re not 

challenging. You’re simply shaping a path that the other person naturally 

walks. 

Here’s why the pull road is so powerful: 

It still brings along the “followers” — the people who don’t want to 

think for themselves — just like the push or flat road. 
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But it doesn’t create resistance. There’s no one digging in. No one 

pushing back. No one quietly deciding you’re too much. You get the 

benefits of persuasion without the backlash. 

When you use the pull road, your thinking wins — but the other person 

feels like it was always theirs to begin with. 

And that’s the trick: people never argue with their own ideas. 

Key Point: The pull road makes people feel like they arrived at 

your idea on their own. It persuades without resistance, wins 

without loss, and keeps your self power intact. 

The “Think Puller” Technique 

The pull road isn’t the easiest — and that’s why so few use it well. It 

requires more than confidence. It requires control. Pushers blast their 

thoughts like fire hoses. Pullers guide thoughts like sculptors. That 

difference is what makes the pull road powerful — and also what makes 

it less instinctive at first. 

But here’s your method: the Think Puller Technique. It lets you lead 

minds where you want them to go without ever appearing to lead. 

Here’s how it works. 

1. Frame the idea as theirs. 

Put your thinking into the air, but never own it outright. Instead, speak 

as if it already belongs to them. 

Say, “It seems like most people are starting to feel…” or “I get the sense you 

might be leaning toward…” 

You're not forcing anything. You’re holding a mirror up to their own 

unspoken beliefs — even if those beliefs originated with you. 
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2. Present it as something that can be accepted or rejected — not 

attacked. 

You’re not inviting debate. You’re not laying a trap. You’re offering a 

thought like it’s already floating in the room. You don’t challenge them 

to agree. You assume they already do. 

3. Signal merit. 

Slip in cues that the thinking is grounded. Respectable. Smart. Say 

things like, “A lot of sharp people have been seeing it this way…” or “The 

logic of that kind of approach is hard to miss…” 

You’re building an aura of obviousness around your thought — and 

giving them credit for seeing it too. 

And finally: 

4. Never position yourself as the source. 

Let the idea win. Let them walk away thinking it was their own. In fact, 

the more you disappear from the source of the thought, the more 

influential it becomes. 

Even if someone rejects your thought in the moment, you’ve planted it. 

And because you never argued, never owned it outright, and never 

made them feel pushed, they’re free to revisit it later — with zero 

resistance. 

This is how minds are moved in high-level rooms. Not with shouting. 

Not with arguments. But with invisible guidance that feels like 

autonomy. 

And that’s the real advantage: people fight against thoughts imposed 

on them. But they defend the thoughts they believe they came up with. 
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Key Point: Use the Think Puller Technique to put your ideas 

into others ’minds without ever appearing to push. When 

people believe the thought was theirs, they’ll protect it — and 

you never lose power in the process. 

Use the Think Puller to Invent Thinking 
— Or Flip It Entirely 

The power of the Think Puller Technique isn’t just in guiding 

conversations forward. It also lets you pivot ideas backward — without 

ever triggering resistance. 

You’ll face two kinds of moments: 

(a) when the other person hasn’t yet formed a position, and 

(b) when they’ve already taken a stance that doesn’t serve your 

outcome. 

You need to be ready for both. 

When No Position Has Been Taken 

In these moments, your job is to pre-seed the direction of their thinking 

— without ever making it seem like your idea. You don’t push. You 

don’t suggest. You speak their thoughts for them — before they’ve even 

formed them. 

Here’s how: 

“Since you don’t buy into political talking points, I assume you’re someone 

who thinks taxes should be managed like a business — spend less, earn 

more, keep it balanced.” 

Or: 
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“Is your view that government can’t operate like a business, or do you believe 

it should follow the same accountability rules as everyone else?” 

In both examples, you make the idea feel like it was already living in their 

mind — you’ve just given it language. 

When a Position Has Already Been Taken 

This one’s trickier. You’re not planting a thought — you’re turning one 

around. 

Let’s say someone says: 

“I think our new product should be priced lower.” 

You already know why they’re saying it: fear of competition, pressure to 

move units, maybe a scarcity mindset. But if you confront it, you create 

conflict. If you challenge it, you risk ego. And if you argue… you lose 

control. 

So instead, you pivot: 

“Right. So if I’m hearing you right, you’re not saying we should ignore our 

higher material and production costs — but that if we could somehow 

position our new model lower than the competition and still break even, we 

might offset that margin with volume. Is that it?” 

In one smooth move, you’ve redefined their position while letting them 

keep face. You didn’t correct them — you completed them. And if they 

nod in agreement, the thought is now yours and theirs. That’s how you 

win. 
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Key Point: Use the Think Puller to plant ideas before they form 

— or to redirect them after they’ve been spoken. Either way, it’s 

never a confrontation. It’s collaboration — engineered by you. 

Master the "This, Not That" Move — And 
Your Ideas Win Silently 

By now, the core move behind the Think Puller should be second 

nature: you don’t argue ideas, you plant them. But the most potent 

version of this pull? It’s the “this, not that” trick — and it’s how you 

make your thinking win without ever being seen as the one who started 

the debate. 

Here’s how it works: 

You present two contrasting ideas — one that clearly feels intelligent, 

rational, and aligned with the other person’s identity… and one that 

feels weak, shortsighted, or off-brand for them. Then, with subtle 

wording, you assign the right one to them. 

“I assume you see this as an opportunity to lead by example, not just follow 

what others have done.” 

“You’re probably someone who believes in long-term gains over quick wins, 

right?” 

“So your thinking isn’t that we cut corners here… it’s that we tighten the 

plan until it’s unbreakable.” 

Each time you do this, you don’t just redirect the conversation. You 

reframe the person’s self-perception. You offer them a smarter version 

of themselves — and they almost always step into it. 
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Why? Because everyone wants to be seen as the sharper thinker in the 

room. You simply give them that role — and in doing so, your thinking 

quietly becomes their thinking. 

Key Points Recap 

• Don’t “hog” the thinking — most of the time, your self power 

is enough to let your thinking carry itself. Only push when it 

truly matters. 

• The push road works — but only on weak minds. It gets quick 

results, but often leaves resentment, resistance, or silent 

rebellion in its wake. 

• The flat road is softer, but still flawed. By merely suggesting 

your ideas, you still trigger mental resistance — especially in 

people who pride themselves on “independent thinking.” 

• The pull road is the only method that wins without loss. It 

makes your thinking feel like their idea. That’s power without 

offense — influence without visibility. 

• The “Think Puller” technique reframes the entire 

conversation. You never argue. You never impose. Instead, you 

gently lead by assigning people intelligent thoughts they’re 

proud to claim as their own. 

• The secret is the “This, Not That” trick. Position two 

opposing views, and subtly credit your listener with the stronger 

one. Their identity does the rest of the work. 

Implementation Assignment 

For the next 48 hours, eliminate all push and flat approaches from your 

thinking. No debating. No hint-dropping. No trying to “win” a point. 
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Instead: 

1. Pick one person whose thinking you’d like to influence — a 

colleague, a friend, or even someone online. 

2. Craft two opposing ideas on your topic — one strong, one 

weak. 

3. Use the “This, Not That” structure in a casual conversation, 

email, or message. Credit them with the stronger idea. 

4. Watch what happens. 

Repeat this with at least two more people before the week is over. 

If done well, you’ll notice something surprising: people start defending 

your thoughts as if they were their own. That’s the mark of true self 

power at work. 
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The Hidden Magnetism 
— How to Pull Maximum 

Cooperativeness 

Every step you’ve taken up to now has sharpened your individuality, 

solidified your authority, and given your words and presence weight. 

And with that growth comes a deeper clarity: Self power is not a title. 

It’s not a role. It’s not granted to you by anyone. It is built, reinforced, 

and tested through everything you do. 

Along the way, you’ve probably noticed something else: The kind of 

power you’re developing is different. It doesn’t come from a badge or a 

job description. It’s not agency power — it’s not something someone else 

could give or take away. It’s yours. It walks into every room with you. It 

influences silently before you speak. 

And now, as your presence and voice carry more weight, you’ve arrived 

at the next phase — turning respect into active alliance. It’s time to 

get more than agreement. It’s time to pull maximum cooperativeness. 
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You Need More Than Agreement — You 
Need Alliance 

The further your self power grows, the more people lean in. They’re 

listening. They’re responding. They’re offering help, favors, flexibility — 

even enthusiasm. You’re seeing doors open and faces light up that used 

to be indifferent. It’s a new feeling — and a powerful one. 

But don’t mistake this rising attention for full cooperation. Because 

there’s a crucial difference between people who comply and people who 

cooperate. One follows along. The other joins in. 

That difference matters. A compliant person might execute your ideas. 

A cooperative person improves them. A compliant person waits for 

instructions. A cooperative person anticipates needs. A compliant 

person watches you lead. A cooperative person helps you win. 

You already have momentum. You already have influence. Now you 

need to go after every remaining crumb of support still within reach — 

not through pressure, but through intelligent pull. 

You’re not just after passive agreement anymore. You’re after active 

alliance. 

Key Point: True cooperation is more than compliance — it’s 

committed alignment. The more active cooperation you pull 

from people, the more unstoppable your momentum becomes. 

There Are Four Ways You Can Go After 
Cooperation 

Now that people are responsive to your presence, you’re ready to pursue 

the kind of cooperation that transforms momentum into mastery. But 
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to do that — you need clarity. Because not all cooperation is equal, and 

not all of it is worth having. 

You must be sharp enough to tell the difference between what’s real and 

what’s pretend. Between loyalty and leverage. Some people will smile and 

nod while secretly withholding. Others will “go along” for their own 

motives — not yours. And as a self power, you cannot afford to be fooled 

by feigned cooperation or seduced by the comfort of surface-level 

support. 

But even among honest cooperation — the kind that’s real and sincere 

— there are different shades and sources. And each requires a different 

approach. 

There are four core ways you can pull cooperation from others: 

1. By compelling it. Sometimes your position, presence, or 

pressure alone secures the response you need. 

2. By enticing it. Sometimes people lean in because what you offer 

excites or rewards them. 

3. By obliging it. Sometimes cooperation flows from the 

unspoken weight of past favors or loyalty. 

4. By opening a path. Sometimes people don’t need to be pushed 

or pulled — just led. You show the way, and they choose to 

follow. 

Each of these will be explored. But before you employ any of them, the 

essential task is this: filter. Filter for honesty. Filter for intent. Filter for 

people who aren’t just compliant — but aligned. 
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Key Point: Real cooperation comes in four forms: compelled, 

enticed, obliged, or inspired. Learn to recognize each — and 

reject any help that’s fake, feigned, or driven by hidden motives. 

The Value of Cooperation Depends on 
What Fuels It 

Not all cooperation is created equal. And not all of it is worth having. 

Before you can pull the kind of willful, lasting cooperation that 

strengthens your self power, you have to separate the real from the 

conditional. To do that, draw a sharp line between four types — and 

eliminate three of them from your personal arsenal. 

Let’s deal with the ones you don’t want: 

Compelled cooperation is when someone complies only because they 

fear consequences if they don’t. It might look voluntary, but it’s not. If 

someone says yes just because you’re the boss, or because you hold the 

leverage, their cooperation is based on your agency power — not your 

self power. And that means it disappears the moment the external force 

disappears. 

Enticed cooperation is another trap. It happens when people say yes 

because they expect a reward. Maybe they want a favor back. Maybe they 

hope to land your business, your endorsement, or a “tip” of some kind 

— even if it's never said out loud. They’re not cooperating with you — 

they’re gambling on a payout. That’s not self power, that’s “buying” 

behavior. 

Obliged cooperation is more subtle, but just as dangerous. It often 

shows up as politeness, guilt, or a sense of social debt. Maybe you 

flattered someone, and now they feel like they should go along with your 
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idea. Maybe they feel pressured because you did something for them last 

week. This too is cooperation that’s been bought — just on a different 

emotional currency. 

Here’s the problem with all three: none of them are rooted in the other 

person’s genuine will. They aren’t showing up for you — they’re showing 

up for the perks, the pressure, or the guilt. And when any of those 

disappear, so does their cooperation. 

That’s why you must always question what motivates the yes. Because 

only one kind of cooperation truly counts — the kind that’s freely and 

willfully given. 

Key Point: Compelled, enticed, or obliged cooperation may 

look like a win — but it’s temporary, fragile, and not rooted in 

real respect. True self power only attracts cooperation that’s 

given willingly, not bought or forced. 

Be Smart About Where Cooperation 
Comes From 

Just because cooperation isn’t perfectly pure doesn’t mean you should 

reject it. That would be naive. What matters is that you stay realistic 

about where the cooperation comes from — and how much you can 

count on it. 

Yes, compelled, enticed, and obliged cooperation are unreliable long-

term. But that doesn’t mean you can’t use them when they serve a short-

term purpose. You just have to see them for what they are — fragile 

forms of agreement that could vanish the moment your leverage, charm, 

or incentive is removed. 
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The same goes for cooperation that comes “from the heart.” These are 

the favors given out of goodwill — the neighborly help, the sympathy 

gestures, the kindness offered when you’re in a tight spot. 

This type of cooperation is often genuine and well-intentioned. But it’s 

also whimsical. It depends on how the person feels in the moment, not 

on any enduring alignment with your aims. 

That means you should accept it when it shows up. Appreciate it. Put it 

to good use. But don’t build your plans around it, and don’t overvalue it. 

Self power is about strength and clarity — not wishful thinking. 

Be smart. Be practical. And never confuse emotional generosity with 

strategic alignment. 

Key Point: Don’t reject help that isn’t purely willful — but 

don’t depend on it either. Recognize each kind of cooperation 

for what it is, and value it accordingly. 

Build Common Interest Cooperation 
Wherever You Can 

The cooperation you want — the kind that actually sticks — doesn’t 

come from favors, bribes, pressure, or pity. It comes from shared 

interest. 

We call it common interest cooperation because that’s exactly what it is: 

people working with you, not for you… because they care about the 

outcome. Because your mission overlaps with theirs. Because helping 

you helps them — and they know it. 

This kind of cooperation is gold. It’s sincere, it’s reliable, and it’s strong. 

People who cooperate from shared interest don’t burn out, flake, or 
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ghost. They lean in. They show up. They bring their own energy to the 

table — not because they have to, or because they owe you, but because 

they want to. 

You won’t find this kind of cooperation lying around. It’s not the 

default. But the good news is, it’s not hard to build — if you’re 

intentional about it. 

Start by treating people like partisans, not pawns. Let them see the bigger 

picture and the role they can play in it. Open the door for real alignment. 

Show them how your goals can also be theirs. 

When people start to feel like co-creators instead of bystanders, that’s 

when you start pulling maximum cooperativeness. 

Key Point: The strongest cooperation is built on shared 

interest. Don’t just ask for help — create alignment, and make 

others feel like stakeholders in your success. 

Pull Cooperation, Don’t Crush It With 
Commands 

If you want true cooperation, you have to earn it with your tone, your 

words, and your respect for the person in front of you. Even the smallest 

misstep — a barked order, a condescending tone, a “do this” phrased the 

wrong way — can instantly trigger resistance. 

Most people want to be helpful. They want to feel aligned. But no one 

wants to feel ordered around. 

Think about the moments where you pulled back your own willingness 

to cooperate — not because you disagreed, but because the delivery 

rubbed you the wrong way. That standoffishness you’ve felt before? It’s 
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exactly what others will feel if your language carries even a whiff of 

dominance or superiority. 

Self power isn’t about barking orders. It’s about keeping people aligned 

with you because they want to be. And that means stripping any foot-

off-the-neck energy from your tone — no matter how light or polite you 

think you’re being. 

So here’s the rule: 

• Never give orders unless they’re absolutely necessary. 

• And when they are necessary, don’t word them like 

commands. Instead, express joint interest in the outcome or 

phrase it as a question that draws participation. 

For example: 

• Instead of “Print this out for me,” say “Let’s get this printed so 

we can finalize it.” 

• Instead of “Send that email,” say “Do you think we should go 

ahead and send that out?” 

It’s not about being soft. It’s about being strategic. That’s the difference 

between a bossy tone and a powerful presence. 

Key Point: People resist what feels like a command — even 

when they agree with it. So pull cooperation by removing the 

tone of control. Don’t order, align. Don’t push, pull. 

The “Let’s” Technique — Turning Orders 
into Alignment 

Even if you hold executive authority, you don’t need to sound like a drill 

sergeant to get things done. In fact, unless there’s an actual emergency 
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unfolding, most tasks don’t need to be delivered as commands at all. 

They just need to be communicated clearly — and in a way that keeps 

others on your side. 

Here’s the fix: add one simple word — “let’s.” 

Most orders are short and direct: 

• “Close the door.” 

• “Change that to red.” 

• “Put this in the mail.” 

But when you add “let’s” at the front, you transform that instruction into 

a shared mission: 

• “Let’s close the door.” 

• “Let’s change that to red.” 

• “Let’s get this in the mail today.” 

The message stays the same — but the tone shifts dramatically. That one 

word flips the dynamic from top-down authority to aligned 

collaboration. It softens your delivery without weakening your 

direction. 

Even when giving multi-step instructions, the “let’s” technique keeps the 

energy cooperative: 

• Instead of: “Finish the paint job and get the floor cleaned up.” 

• Say: “Let’s finish the paint job, and then let’s get the floor 

cleaned up.” 

It’s a small tweak. But it works like magic. 
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People want to feel like they’re part of a team — not under a thumb. The 

“let’s” technique honors that while still keeping everything moving 

forward. 

Key Point: Add “let’s” to your language and you turn orders 

into alignment. You’ll get the same results — but with more 

goodwill, more cooperation, and more lasting influence. 

Use “Would You” When You Can’t Show 
Joint Interest 

The “let’s” technique works wonders — but it doesn’t fit every situation. 

Sometimes, what you’re asking can’t be framed as a shared mission. In 

those cases, your best move is to switch from alignment to courtesy. 

Use “Would you…” instead. 

This works especially well when the action you’re requesting involves: 

• Personal correction: 

Instead of “Take your feet off the desk,” say, 

“Would you take your feet off the desk?” 

• Individual tasks: 
“Would you see if you can find their file?” 
“Would you print another copy of the report?” 

It’s respectful. It softens the command. And it gives the other person a 

sense of autonomy, even while you're clearly leading. 

You’ll also run into cases where your request ends with “for me”: 

• “Get Jones on the phone for me.” 

• “Put this away for me.” 
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In these moments, you have a choice: 

• You can turn it into a joint task: 

“Let’s get Jones on the phone.” 

 

• Or you can make it a polite ask: 

“Would you get Jones on the phone for me?” 

Both approaches work — choose based on your relationship with the 

person and the tone you want to set. 

The rule is simple: 

If you can’t easily frame the request as a shared goal, switch to 

courtesy.“ Would you…” gets things done without sounding bossy. 

Key Point: When “let’s” won’t land right, lead with “Would 

you…” instead. It keeps your requests respectful, and your 

influence intact. 

The “You–We” Technique 

Sometimes what you’re asking for is obvious. 

• “Shut it down and repair it.” 

• “Give them a break.” 

• “Make the lids fit better.” 

These aren’t complicated calls. They’re the kind of things that should’ve 

already happened. And that’s exactly why tacking “let’s” onto them can 

backfire. 
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When you say “Let’s shut it down and repair it,” your tone can come 

across like a subtle scolding — as if you’re saying, “Why didn’t you already 

do this?” 

Even when your intent is teamwork, it can feel like blame. 

That’s where the “You–We” technique comes in. 

Instead of issuing a command or using “let’s,” you pull them into the 

decision: 

“Don’t you think we should shut it down and repair it?” 
“Don’t you think we should give them a rest?” 
“Don’t you think we should make the lids fit better?” 

This structure shifts the dynamic: 

• It honors their perspective. 

• It invites agreement instead of forcing action. 

• And it subtly communicates that you both see the same problem 

— and the same solution. 

It’s still a directive. But it lands as collaboration, not critique. 

Use the “You–We” approach whenever the next step is obvious — but 

unspoken. You’ll come across as a clear thinker and a respectful leader. 

Key Point: When stating the obvious, don’t command — 

collaborate. “Don’t you think we should…” turns direction into 

shared decision. 



 

2 2 8 |  S E L F  P O W E R  R U L E S  

Use Equivalents for Variety — But 
Choose Them With Care 

The “let’s”, “you–we,” and “would you” techniques are your go-to tools 

for pulling cooperation without resistance. They’re effective, natural, 

and easy to apply across situations. But you don’t have to use them 

exclusively. 

For variety — and to avoid sounding repetitive — you can swap in softer 

equivalents, such as: 

• “Suppose we...” 

• “Shall we...” 

• “Wonder if we should...” 

• “Couldn’t we...” 

• “Perhaps we could...” 

Used wisely, these still communicate direction — but with a lighter, 

more thoughtful touch. 

Just be mindful of fit. 

“Suppose we close the door” might work. 

“Suppose we put this in the mail today”... doesn’t hit the same. 

Some phrasings lose clarity or sound awkward when used outside of 

more reflective, exploratory contexts. If it feels clunky or ambiguous, 

revert back to what works: a crisp “let’s” or a direct “would you.” 

 A Quick Word on “Please” 

“Please” is not a magic softener. 

In fact, it often does the opposite. 
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Tacking “please” onto a command — either at the beginning or end — 

can make your words sound more controlling, not less: 

• “Please close the door.” 

• “Put this in the mail, please.” 

It rarely sounds warm or considerate in that structure. It sounds passive-

aggressive at best, manipulative at worst. 

Use “please” sparingly, and only with specific, respectful requests — not 

as a bandage over a blunt order. 

Key Point: Use softening phrases like “suppose we” or “couldn’t 

we” to create variety — but only where they fit naturally. And 

never use “please” to disguise a command. 

Break the Thoughtless Habit — And Pull 
Real Cooperation 

We’ve said it before, but it’s worth repeating: the techniques like “let’s,” 

“you–we,” and their strategic equivalents may seem like small details — 

but when you leave them out, the effect is anything but small. 

Most of the time, when people give orders, it isn’t out of urgency or 

authority. It’s out of thoughtlessness — a reflex, a shortcut, or old habit. 

They’re not trying to dominate, but they still come across as dominant. 

That kind of careless tone silently shuts down the very thing you want 

most: cooperation driven by shared interest. 

When you start shifting your language — even subtly — from 

commands to collaborative phrasing, you’ll immediately feel the change 
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in how people respond to you. You’re no longer just issuing 

instructions… you’re pulling people into shared ownership of the task. 

And that, more than anything, pulls common interest cooperation — 

the highest, most valuable form of support a self power can receive. 

Key Point: Most orders are given out of habit, not necessity. 

Replace that thoughtlessness with inclusive phrasing — and 

watch how quickly people begin to cooperate because they want 

to, not because they have to. 

Key Points Recap 

Key Point: The most valuable cooperation you can earn is willful, 

motivated by common interest — not by obligation, fear, or reward. 

Key Point: Cooperation that’s compelled, enticed, or obliged may look 

useful, but it’s unreliable. Don’t depend on it — and don’t confuse it 

with true support. 

Key Point: Be practical. Accept help when it comes, even if the motives 

aren’t pure — but always evaluate it for what it is. 

Key Point: The gold standard is common interest cooperation. When 

people see themselves as part of what you're doing, they lean in without 

being asked. 

Key Point: Never give orders unnecessarily. The moment you issue a 

command, you shrink the sense of shared purpose and risk triggering 

resistance. 

Key Point: Use simple phrasing shifts to invite cooperation instead of 

demanding compliance. The “Let’s”, “Would you”, and “Don’t you 
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think we should…” techniques make people feel like partners, not 

subordinates. 

Key Point: Avoid "please" when trying to soften an order — it often 

backfires and comes across as more commanding, not less. 

Key Point: The real enemy is thoughtlessness. When you break the 

habit of careless commands, you naturally pull in more cooperation — 

and more power. 

Implementation Assignment 

For the next 48 hours, make this your mission: 

1. Catch yourself giving commands. Any time you’re about to 

tell someone what to do — pause. Ask: Can I reframe this as a 

joint action or request? 

2. Apply the “Let’s” or “Would you” shift at least 10 times. Keep 

a mental or physical tally. If it feels unnatural at first, that’s okay. 

It means you’re rewiring habit. 

3. Observe the response. Notice how people react differently 

when you change your phrasing. Do they move faster? Smile 

more? Contribute their own ideas? 

4. Create a list of your personal “default commands.” These are 

orders you give regularly — to coworkers, your kids, your 

partner, your team. Write down how you’ll reword each one 

using the techniques in this chapter. 

5. One time, go out of your way to pull cooperation by inviting 

someone into a decision. Use the “Don’t you think we should…” 

approach to turn the obvious into an opportunity for buy-in. 
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Do these steps — and you’ll feel the shift. Cooperation will stop being 

something you force, and start being something that shows up for you, 

naturally. 
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How to Build the Vigor 
of Your Self Power 

Little by little, you’ve assembled it. Brick by brick, you’ve forged it. A 

dozen different techniques and subtle shifts — now fused into 

something greater than the sum of its parts: Self Power. 

You used to have to see yourself as the kind of person others notice. Now 

they do. You once had to act like your words mattered. Now they carry 

weight. At one point, power was something you were rehearsing. Now 

it’s something you possess. 

But don’t make the mistake so many make here: thinking you’ve 

arrived. 

You’re not at the top — you’re at the landing. The pause between levels. 

The place where the small self powers stall out. Where those who 

“almost made it” stay stuck. But not you. 

From here, one more flight remains. And these last steps aren’t for show. 

They’re for building what very few ever build: 

Vigor. Depth. Longevity. 
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This chapter is about making your self power permanent. Self-

replenishing. Alive. Because charisma burns fast. Clever tactics fade. But 

the vigor of self power? That’s what makes it sustainable. 

You’re not just becoming someone who wins attention. 

You’re becoming someone who holds it — without trying. 

Keep Building the Vigor of Your Self 
Power So It Can’t Stagnate or 
Deteriorate 

Your self power is gaining ground every day. With each interaction, your 

skill sharpens. You’ve become more aware of the little things — the 

posture, the phrasing, the frame control — and as a result, your influence 

is expanding. 

People who once overlooked you now lean in. People who once led now 

follow your lead. You feel the momentum. You know it’s stronger today 

than it was yesterday… and you trust it’ll be stronger tomorrow than it 

is today. 

But what happens when it plateaus? 

Here’s the truth: it will — unless you do something about it. 

Every power has a limit… until you refuse to let it. The moment you 

accept a “maximum” level of influence is the moment your power stops 

growing. And anything that stops growing starts dying. 

Self power is no different. 

If you allow your current level of impact to feel like enough, it begins to 

harden into routine. It loses its edge. You start recycling your phrases. 
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You walk into a room and expect presence to do the work for you — 

instead of rebuilding it in real-time. 

So what do you do? 

You go further. You elevate. You keep pressing against your own limits 

— until the people who once saw you as powerful are suddenly seeing 

you again… but this time with awe. 

Key Point: Self power never stays still. It either expands or 

erodes. Keep building its vigor — or watch it quietly dissolve 

into memory. 

To Stay Powerful, You Have to Keep 
Expanding Your Reach 

The vigor of your self power doesn’t just come from how much power 

you project — it comes from who it reaches. 

Your technique is sharpening every day. You’re moving with more 

control. Speaking with more gravity. People feel your presence. But 

here’s the issue: most of the time, it’s the same people. You move through 

the same circles, talk to the same clients, show up in the same rooms. 

And that’s the danger. 

Once your current circle has fully experienced your power, something 

subtle starts to happen. They stop responding with the same awe. They 

stop being impacted as deeply. Not because your self power is weaker — 

but because it’s become familiar. 

And self power can’t afford to become familiar. 
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If you want your influence to stay sharp, you have to push past the limits 

of your regular contacts. It doesn’t matter whether that circle is ten 

people or ten thousand — the moment they sense that your influence 

ends with them, your power begins to decay. 

But when they sense that your presence extends beyond them… that 

people outside this circle are being drawn to you, influenced by you, 

watching you rise — they look at you with fresh eyes. You become more 

than just impressive… you become influential. 

Key Point: The same people can only be impressed so many 

times. To maintain your power, expand your reach — and let 

those around you see your influence growing beyond them. 

To Grow Your Power, You Need More 
Eyes on You 

Every ambitious person eventually hits a wall — a limit to how far they 

can rise within the same circle. In business, in politics, in life. And when 

they do, they know it’s time to reach beyond that circle. 

But for you, the stakes are higher. It’s not enough to be known beyond 

your circle. It’s not enough to be liked or appreciated. You don’t just want 

people to know who you are — you want them to feel your presence. You 

want your self power to strike them. 

Publicity might be enough for someone selling a brand or a product. But 

you’re not selling a product — you are the product. And power can’t be 

advertised; it must be experienced. 

So what’s the solution? 
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Exposure. Real exposure. That means putting yourself in front of new 

people — not with gimmicks, not with noise, but with presence. 

There are countless ways to do that, and some will depend on your 

industry or lifestyle. But three exposure principles work universally — 

no matter who you are or where you are. 

They are: 

• Circulate – Move through new rooms. Put yourself where new 

eyes can meet you. 

• Travel – Change your scenery. Nothing builds power like being 

known in places where no one expected you. 

• Vary – Shift your role. Don’t just repeat what you’re known for. 

Be versatile. Show new dimensions of yourself in new settings. 

And what about social media? Use it, but don’t mistake it for exposure. 

A thousand likes isn’t the same as a room full of eyes locking on you. A 

post isn’t presence. If you use social media, use it strategically — to open 

doors, spark curiosity, and draw people toward real-world experiences of 

you. But never rely on it to be the experience. Your power is built in 

person, not in pixels. 

Master these, and you’ll never have to worry about stagnation. Your 

influence will always be expanding — and so will your power. 

Key Point: You can’t build lasting power in a vacuum. 

Circulate. Travel. Vary. Put your self power in front of more 

people — and let it strike them fresh. 
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Vary the Habits That Shape Your Circle 

Whether you're in business, politics, or a profession, you have a circle of 

regular contact—people you see daily: family, colleagues, clients, 

customers. These are your constants. You can't—and shouldn’t—

change them. But there’s another set of contacts that you can change. 

These aren’t fixed by necessity. They’re fixed by habit. 

Think about your day-to-day. You probably eat at the same handful of 

spots. You sit in the same section. You prefer certain servers. If you 

drink, it’s the same bar, same bartender. When you shop, you return to 

the same stores. Same cashier. Same dry cleaner. Same gas station. Even 

your haircut is on autopilot. 

These routines feel efficient. Familiar. Comfortable. But they shrink 

your circle. They turn your exposure into a loop—and loops don’t grow. 

If you want your self power to keep building, you have to break the 

repetition. 

Routines that can be varied, must be varied. Otherwise, your sphere stays 

capped. And capped power is dying power. 

Key Point: Habitual routines create habitual contact—and 

habitual contact limits your influence. If your self power is going 

to keep expanding, you must consciously vary the places, 

patterns, and people you expose it to. 

Circulate Beyond Your Sphere — But 
Don’t Chase Attention 

Once you've started varying your habitual routines to widen exposure, 

your next move is to expand the boundaries of your fixed contact areas 

— those people you interact with through work, home, or neighborhood 
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life. These contacts may seem permanent, but your exposure to them 

doesn’t have to remain static. 

The key is to circulate wider within the broader field of your existing 

life. The goal isn’t to become a social butterfly or a professional 

networker — the goal is to let your self power be seen. 

How you do this depends on your situation: 

• If you're in a supervisory role, begin circulating in other 

departments or teams. Show your face. Be visible. 

• If you run a business, visit kindred companies. Attend trade 

events. Introduce your presence to those in your orbit. 

• If you're an entrepreneur building a startup, attend local 

meetups or tour shared workspaces and incubators. Be 

recognized, not for glad-handing — but for presence. 

The same applies outside of work. Don’t just wave to your immediate 

neighbors. Begin exchanging nods or greetings with those down the 

street. Broaden your radius of recognition. 

But remember: you’re on the path of self power, not social approval. 

That means no desperate entertaining, no begging for belonging, and no 

over-accepting invitations just to be liked. Let others notice you. Let 

them initiate. As we established early in the book: your frame doesn’t 

chase — it attracts. 

The wider you circulate, the more people who witness and register your 

self power — and the more power you project even within your 

“unchangeable” contact circle. Every new pair of eyes expands your 

range. Every new recognition boosts your vitality. 
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Key Point: The more you circulate, the more presence you build 

— but let them come to you. You’re not chasing validation. 

You’re expanding visibility. 

Travel With Purpose — To Expand Your 
Radius 

Travel always brings variety. It refreshes the mind, resets 
perspective, and offers new terrain to explore. But in this context, 
you’re not traveling to relax — you’re traveling to expand your 
presence. 

Let others vacation for leisure. You’re traveling for exposure. 

Alfred E. Smith, former Governor of New York and Presidential 

Candidate, said this years after his loss: 

“Though prejudice and a lot of other things had a lot to do with it, the 

big thing was lack of exposure.” 

He was right. And he wasn’t alone in the realization. A former CEO of 

a major U.S. industry admitted that his career had plateaued because, 

“I never became a power because I didn’t use the same common sense 

with myself that I did with our marketing.” 

Whether it’s a product or a person, one truth always holds: no exposure, 

no power. 

So travel. But not to escape. Travel to expand the awareness of your 

presence. Get seen outside your regular orbit. Don’t just pass through 

— stop. Linger. Let people look. Let the air around you register your 

weight. 
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That new restaurant in a different part of town? Go eat there. The coffee 

shop by the train station you never visit? Stop in. The hotel lobby in 

another city? Sit there for a while. Every time you expose yourself to a 

new population — even briefly — your self power leaves a trace. 

Most people live their lives inside one tight little loop. Same commute, 

same lunch spots, same local events. You’re not most people. Power isn’t 

built by habit. It’s built by conscious extension of your reach. 

And as those little travel-based exposures build, the question will start to 

circulate: "Who is that?”  That’s when you know it’s working. 

Key Point: Use travel not for escape, but for exposure. Let new 

people feel your presence — and widen the range of your self 

power. 

Key Points Recap 

• Your self power can’t be allowed to peak. If it stagnates, it 

deteriorates — and you lose your influence. 

• The effectiveness of your power depends not just on how 

much you emanate, but on how many people experience it. 

• You must push beyond your current circle. Exposure to new 

people is the only antidote to fading power. 

• Social media can amplify your presence, but physical-world 

exposure has a different weight. When possible, lead with 

presence. 

• Vary your daily habits to increase your exposure. Change 

where you eat, shop, and engage. Let new people see you. 

• Circulate more widely within your existing roles and 

spheres. Not to be social, but to make your presence known. 
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• Travel beyond your usual radius. Don’t just move — pause, 

engage, and leave an impression. You’re not sightseeing. You’re 

signal casting. 

Implementation Assignment 

Over the next seven days: 

1. Change your habits in three small but noticeable ways. 

Eat lunch somewhere new. Use a different coffee shop. Stop at 

a new gas station or convenience store. Let your presence be 

registered in new places. 

2. Circulate in your existing space. 

Whether you work remotely or in an office, make a move 

outside your normal area. Introduce yourself in a new Slack 

channel. Drop by a different department. Walk the longer 

route through your building or neighborhood and make eye 

contact. 

3. Choose one deliberate micro-travel opportunity. 

Go to a different district, town, or nearby city. Spend an hour 

just walking, sitting, or casually shopping. You don’t need an 

excuse — the purpose is exposure. Let people notice you. 

4. Optional social media extension: 

Post once this week in a way that asserts your presence. A 

comment. A thought. A bold line. Don't overthink it — just let 

the signal beam out. 
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How to Expand Your Power 
Without Losing Control 

Climbing the ranks — in business, influence, or life — doesn’t make 

things easier. It multiplies the pressure. Each new level you reach brings 

broader visibility, greater expectation, and more moving pieces 

demanding your oversight. That’s the tradeoff for growth. 

At lower levels, effectiveness comes from force of effort. You do the 

thing. You control the moment. But as your power spreads and your 

influence touches more people, direct control becomes impossible. 

Effectiveness can no longer be maintained through hustle alone. It must 

evolve. 

Your challenge now is not just to project self power — it’s to sustain it. 

To make your influence reach wider without growing thinner. To keep 

every action aligned with your core power image, even when others are 

executing on your behalf. 

Maximum power effectiveness is about reach without dilution. It’s the 

art of expansion without erosion. 

It starts with recognizing that as your visibility grows, so does the 

scrutiny. Every decision, every mistake, every inconsistency multiplies in 

impact. You must become more precise, not less. More selective in what 
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you touch personally — and even more intentional about what you 

delegate. 

To Maintain Maximum Self Power 
Effectiveness, You Must Use Different 
Standards When You Delegate 

As your self power expands, so does the demand for broader reach and 

sharper results. At some point, you will no longer be able to handle every 

action, every decision, or every execution personally — and that’s exactly 

how it should be. Power grows when it multiplies through others. But 

that only works if your standards stay pure. 

You’ve already seen that the self power path cannot be blended with the 

fellowship path, or with agency power, influence-by-status, or 

transactional dominance. Those are shortcuts. Disguises. They pollute 

the clarity of real self power. Now you’re facing the same hard truth again 

— only this time, in your delegation. 

When you start to pass responsibility to others, you can’t follow 

conventional rules. You don’t delegate like a corporate manager. You 

don’t assign like a bureaucrat. You’re not handing out chores — you’re 

extending your influence. That means the method, tone, and 

expectations must all reflect your self power identity. 

Self power doesn’t mean doing everything yourself — it means nothing 

happens around you that doesn’t reflect your standards. You’re not 

building a team. You’re building a presence. And your presence, by 

definition, does not dilute. 
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Key Point: Self power delegation isn’t about offloading tasks — 

it’s about expanding your presence without diluting your 

standards. 

You Need Helpers, But You Can’t Afford 
to Buy Them Like Everyone Else 

As your self power grows, so does your need for support. Even the most 

formidable force of presence and persuasion has limits in time and 

energy. You cannot — and should not — try to do it all alone. True 

power scales. And to scale, you need people. 

But here’s the crucial difference: you’re not building a payroll, you’re 

building a power structure. That changes everything. 

The average leader can afford to buy help. They lure assistants with 

salaries, titles, and incentives — and once the transaction is made, that’s 

the end of the deal. Their standard is simple: Who is most skilled to do 

the task? What will it cost to bring them in? 

But for a self power, that equation is deadly. 

You can buy skills. You can’t buy loyalty. And you absolutely cannot buy 

alignment. 

Your assistants must carry your standard. Not just follow instructions. 

You don’t need employees — you need extensions of your power. That 

means the old hiring playbook no longer applies. You’re not acquiring 

labor — you’re cultivating lieutenants. You’re not trading money for 

time — you’re entrusting people with pieces of your presence. 
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Key Point: You can buy skills, but not loyalty. As a self power, 

your helpers must be aligned with your standard — not just 

enticed with incentives. 

Your Only Job Is to Open the Door — Not 
Dangle a Reward 

When you need a lieutenant, you don’t scan résumés. You scan loyalties. 

Skills matter — but only after alignment is proven. Your first question 

isn’t “Who’s the most qualified?” but “Who has already shown they’re 

moved by my presence, my mission, my direction?” 

That distinction is everything. 

You’re not looking for opportunists trying to hitch their wagon to your 

rise — those who hope to ride your power to serve their own ambitions. 

You’re not even trying to persuade people to believe in your vision. 

That’s what politicians do. 

You’re looking for partisans. People already drawn into your orbit. 

People who feel their future is tied to yours — not out of desperation, 

but because they believe in your trajectory. People whose interests and 

identity are genuinely linked to your momentum. 

Once you identify these individuals, the only thing left is to open the 

opportunity. Not offer it as a bribe, not pitch it like a salesman. Simply 

make it visible — then observe who steps forward. 

That’s the only test that matters. Who takes the initiative when the door 

opens? Who is ready to carry the banner without being begged? 

Those are your real lieutenants. 



 

S E L F  P O W E R  R U L E S  | 2 4 7  

Key Point: Don’t offer opportunity as a bribe. Simply open the 

door — and watch who steps through with conviction. 

Make Them Feel Honored — Not Hired 

There’s a right way and a wrong way to open the door to someone 

becoming your assistant. 

The wrong way is the one most people use — they pitch the opportunity 

like it’s a transaction. Something along the lines of: 

• “I could use someone like you. Want to be my assistant?” 

• “You’ve earned a shot at something better. How about working 

with me?” 

• “I’m looking for someone and you might fit.” 

Sounds flattering? It’s not. Not to someone with discernment. 

Those approaches come off like you’re offering the job because you need 

help — not because they’ve earned trust. It puts you in the position of the 

employer and them in the position of a paid helper. That dynamic 

immediately cheapens what could be a genuine alliance. 

They might accept the offer. They might even thank you for it. But 

underneath, they’ll feel like they’re doing you a favor — and you’ll never 

get full loyalty from that position. 

Instead, what you’re offering must feel rare. Not a job. Not even an 

opportunity. A recognition. 

They should feel chosen — not for their resume or “know-how” — but 

because of something deeper: their alignment with your mission, their 

loyalty, their shared belief in your direction. 
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Which brings us to your best tool: the “Show Me” technique — a way to 

position the opportunity as something earned through allegiance, not 

asked for. 

Key Point: Don’t offer the opportunity like a job. Make it feel 

like an honor — reserved only for those whose loyalty speaks 

louder than their résumé. 

The “Show Me” Technique 

When it’s time to open the door for someone to become your assistant, 

don’t hand them the opportunity. Simply open the door — and see who 

walks through. 

For example: 

“I’ll be needing an assistant soon. Someone who can follow my thinking 

and speak and act exactly as I would myself. That’s not easy — most 

people can’t set aside their own way of thinking to carry out someone 

else’s vision exactly. But I’ve been wondering… do you think you might 

be able to?” 

Those words — or a variation true to your style — create a powerful 

effect. In just a few lines, you: 

• Reveal that an opportunity is opening 

• Frame the role as something rare and challenging 

• Set the expectation: loyalty to your thinking above their own 

• Make the opportunity feel like an honor, not a task 

• Signal consideration of them, without fully offering the role 

• Let them self-select — if they want it, they must ask 
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• And most importantly: you’re saying, without saying it… “Show 

me.” 

This technique does what no “hiring” conversation ever could. It honors 

the other person while preserving your frame. You’re not shopping for 

help — you’re evaluating for trust. 

It also gives you two major advantages: 

1. No formal offer is made — so if they back off, they haven’t 

“turned you down.” Instead, they’ve subtly admitted they’re not 

ready to rise to the level. That saves you future problems. 

2. It installs a clear expectation — the only qualification that 

matters is their ability to think and act exactly as you would. If 

they want to express individuality, they can do that elsewhere. 

Here, they operate as your right hand — not as a free agent. 

Key Point: Open the door to opportunity without stepping 

down from power. Let them rise to it. Those who are worthy will 

ask — and prove it. 

The Trick of the “Show Me” Technique 

The power of the “show me” technique lies in its subtle tension — the 

opportunity is open, but only to someone exceptional. The trick is in the 

delivery: you issue a challenge as a compliment. 

“Not many people can… but I was wondering if you might be able to…” 

That single line does more than most job offers ever will. It frames the 

role as a test of character and alignment — not just capability. It makes 
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the other person feel seen, special… but not selected. Not yet. They must 

step forward and prove themselves worthy. 

The second part of the trick is brevity. Don’t over-explain. Don’t make 

a speech. If you choose to use your own variation of the line, make sure 

it’s just as sharp and just as clean. 

Your words must do seven things: 

1. Name the opportunity 

2. Clarify that it’s for someone extra special 

3. Show the level of commitment required 

4. Present the role as an honor, not a handout 

5. Compliment the person by even considering them 

6. Leave the opportunity open — not handed to them 

7. Imply the challenge: “If you want it… show me.” 

Key Point: Challenge them with honor. Say less — and let the 

weight of the opportunity do the heavy lifting. If they’re ready, 

they’ll rise. If they’re not, you’ve lost nothing. 

The “Show Me” Technique Is Your Only 
Sure Means of Maintaining Maximum Self 
Power Effectiveness 

When you apply the “show me” technique in every situation where you 

delegate real authority — where someone will act or speak in your name 

— you never dilute your power. Instead, you concentrate it. 
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You don’t select candidates based on skills alone. You start with one 

standard: only choose those who are already deeply aligned with you 

— those who respect your power, who believe in your direction, and who 

willingly prioritize your interests because they trust that doing so serves 

their own. 

That allegiance must already exist. You don’t try to sell them the role. 

You don’t hand it to them like a favor. You simply open the door… and 

see if they step through. The role must be earned. Publicly and internally. 

If you adhere to this standard — if you consistently filter for loyalty and 

invite only through the “show me” approach — then as your power grows 

and spreads, your effectiveness will never thin. You’ll never have to 

surrender control to others in order to maintain it. You’ll keep your 

frame. You’ll keep your edge. And your influence will remain 

unmistakably yours, even when delegated. 

But remember: at this stage, expansion isn’t your only challenge. 

Elevation is. 

As you rise to new levels — with more visibility, more complexity, and 

more opportunity — the person you were at the lower level can no 

longer carry the full load. The next challenge isn’t just building more 

reach — it’s becoming more yourself. That is the subject of the next 

chapter. 

Key Point: Never assign responsibility without loyalty. The “show me” 

technique ensures your influence stays undiluted, no matter how far you 

spread — but it only works if you keep rising to meet the weight of your 

growing power. 
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Key Points Recap 

• To maintain maximum self power effectiveness, you must 

delegate differently than others. Your standards must be 

higher — and more selective — than traditional hiring or 

management practices. 

• Skills alone aren’t enough. When choosing assistants or 

lieutenants, loyalty and alignment to your self power must come 

before qualifications. 

• You cannot "buy" true assistance. Enticed or obliged 

cooperation will always be fragile. Only partisanship — sincere 

alignment with your mission — produces dependable support. 

• The “show me” technique is your most powerful filter. It 

turns the delegation process into a challenge and a compliment, 

placing the opportunity just out of reach to invite only the 

worthy to claim it. 

• Never offer roles as favors. Keep the posture of power. You 

aren’t granting opportunity to curry favor — you’re observing 

to see who steps forward and proves themselves. 

• Delegation doesn’t mean dilution. Used properly, the “show 

me” approach ensures that spreading your influence doesn’t 

weaken it. 

• As your power expands, you must expand with it. Higher 

levels require a higher version of you. You must grow stronger, 

clearer, and more resolved to maintain control as your 

responsibilities scale. 
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Assignment 

Over the next week, examine every situation where you delegate or rely 

on others — in your business, your team, your household, or your 

network. 

Step 1: Audit your current helpers. Who truly aligns with your values 

and direction? Who serves out of convenience or obligation? Make an 

honest list. 

Step 2: Practice the “show me” technique. Don’t grant responsibility 

or status to anyone. Instead, describe the opportunity as something rare 

and demanding, and leave space for them to prove themselves worthy. 

Watch who leans in and who backs away. 

Step 3: Begin filtering all key relationships through this lens. From 

now on, loyalty must be earned through action, not claimed through 

words. Write down the top three roles in your life or work where you 

need stronger alignment — and decide how you’ll open the door for the 

right person to step up. 

Next chapter: How to Rise With Your Power. Because if your identity 

doesn't rise with your influence, you'll eventually collapse under the 

weight of it. 
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Rise With Your Power 
or Be Dwarfed by It 

Your self power has been pulling you up — but power itself is neutral 

until the person behind it grows into it. 

It’s one thing to gain power. It’s another to inhabit it fully. 

What’s ahead of you isn’t just higher altitude — it’s thinner air. The 

language, habits, and social frames you’ve grown up with may no longer 

work. Worse, if you cling to them out of sentiment or familiarity, they 

will drag you down. 

This is why so many people sabotage their own ascent: they climb, but 

never transform. They outgrow their surroundings but never update 

their identity. Eventually, the power they’ve built dwarfs them, exposes 

them, and collapses around them. 

You can’t let that happen. Every time your self power lifts you into new 

territory, you must take deliberate steps to rise with it — mentally, 

emotionally, and behaviorally. 

You must evolve with your influence. 

You must show, in every way, that you belong where your power is taking 

you. 
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You Must Rise to Meet the Power You’ve 
Built 

If you will take time out now and assess yourself and your self power very 

critically, three things will stand out. 

One thing you should have seen by now is that the elevation your self 

power brings you comes very little from the mere having of self power; 

not your self power, but the constant redoing of those things you do to 

acquire and maintain self power, is what lifts you to higher levels. It lifts 

you there—quickly, easily and exhilaratingly—but it alone is never 

enough to keep you there. 

And there is one thing more you should be seeing by now. Your self 

power, no matter how great it is, and though it is noticed by all people, 

has a controlling effect only on those who see you at or beyond their own 

levels. 

These first two things make you see the third one: The more you 

progress with your self power, the more it demands that you elevate your 

personal self in every possible way. In other words, as your self power 

carries you to higher levels, you must make your personal self rise with it 

to those levels or your self power melts away. 

Thus, in addition to all other things the effectiveness of your self power 

is dependent on, it also is dependent on your ability to adjust and fit into 

new environments. 

Key Point: Your self power can elevate you, but only your 

personal development can keep you elevated. Each new level 

demands a new adjustment, or your power begins to fade. 
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The Higher You Climb, The More You 
Must Adapt 

When you began building your self power, the people around you 

belonged to a specific circle. They shared your business level, language 

habits, social customs, and general view of the world. You were fluent in 

that environment — it was yours, and you were comfortable in it. 

But as your self power increased, even slightly, you found yourself 

entering new rooms. And with each new level, those rooms became less 

familiar. You noticed that the way people talked, carried themselves, or 

reacted was different from what you were used to. You weren’t on home 

turf anymore — not socially, not emotionally, and not mentally. You 

had entered someone else’s domain. 

To keep from being a stranger in these elevated spaces, you began to 

adjust. Even if you didn’t think of it that way, you altered your tone, your 

posture, or your word choices to match the people around you. And 

that’s not weakness — it’s awareness. But those instinctive changes, 

small as they were, were just a beginning. 

To fully be and belong at higher levels, the changes can’t be accidental or 

minimal. You must deliberately shape yourself to match the increasing 

demands of power. The expectations are unspoken, but they are strict. If 

you don't adjust upward with your rise, your self power begins to feel out 

of place — and eventually, it will fade in effectiveness. 

Key Point: As your power rises, your environment changes. To 

keep your influence sharp and effective, you must consciously 

evolve to fit — and command — every new level. 



 

S E L F  P O W E R  R U L E S  | 2 5 7  

“Just Be Yourself” Is a Trap — Especially 
at Higher Levels 

Some people who begin building self power push back hard against the 

idea that they need to change themselves as they rise. They bristle at the 

thought that self-improvement might mean adjusting their style, speech, 

or behavior. To them, any suggestion that they must evolve feels like an 

insult — as if they’re being told they aren’t good enough as they are. 

If that’s your mindset, now’s the time to break it. If you cling to the 

comfort of who you used to be, your influence will stay small. You’ll 
become one of those limited self powers — powerful only in small circles, 

influential only at the level where you started. That’s not what we’re here 

to build. 

I once sat in on a two-hour coaching session for a newly famous singer. 

A couple of leaked tracks had catapulted him to national fame, and his 

team was scrambling to prepare him for public appearances, high-society 

events, and media tours. I heard him protest twice, “Why can’t I just be 

myself?” Each time, his manager gave the same response: “Because being 

yourself would send you right back to where you came from.” 

Here’s the truth: The problem is not whether you’re “good enough.” It’s 

that every level — personal, social, professional — has its own customs, 

standards, and expectations. Just as you wouldn’t tolerate a coworker 

speaking in street slang at a board meeting, the higher levels you’re 

entering won’t accept habits, language, or behavior that doesn’t match 

the environment. It’s not about who’s better. It’s about who fits. 

And if you want to rise, you must fit without ever submitting. That’s the 

art: evolving upward while remaining sovereign. 
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Key Point: Unacceptability at higher levels rarely stems from 

lack of worth — it comes from failing to match the customs, 

tone, and expectations of the room you’ve entered. Rise with 

your self power, or it won’t rise with you. 

Watch First, Move Second: The Common-
Sense Rule for New Levels 

Once you’ve dropped the chip from your shoulder and accepted that 

rising requires evolution, the next step is simple: observe before you act. 

If you want to operate powerfully in a new environment — whether 

social, professional, or political — you have to understand its codes. That 

means observing what’s normal, what’s respected, and what gets quietly 

dismissed. These aren’t things you guess at. You watch. You scan. You 

adjust accordingly. 

Think of it like traveling to a new country. You don’t land and start 

barking your native language at strangers and ignoring all local customs 

— unless you want to be dismissed as arrogant or clueless. The same 

principle applies as you move up through levels of power. New rooms 

have new rhythms. New circles have different cues. Your job is to see 

them before you make your first move. 

One tech executive I know shared a powerful story. As a kid, his family 

frequently moved — always to better neighborhoods. His mother had a 

rule: for the first few days, they weren’t allowed to go out and play. She 

made them watch from the window. How did the other kids talk? What 

games did they play? What kind of boundaries did they set? 

“She even made us sit in the back pew when we went to a new church,” 

he said. “She’d say, ‘We don’t move forward until we know how things 
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work here.’” The result? That man grew up never being out of sync in a 

new room. He had internalized a simple but elite habit: observe first, 

engage second. 

Some call this the “dry run” approach. Others call it scouting. But at its 

core, it’s just common sense. Look before you leap. Read the room 

before you speak. Learn the game before you play it. 

Key Point: Before you can command a new level, you must 

understand its rules. Observation is the first act of power in any 

unfamiliar environment. 

The “Dry Run” Technique: Scouting Like a 
Power Player 

That last story captured the essence of a technique many self powers use 

instinctively — one that’s as subtle as it is powerful: the “dry run.” 

At its core, the dry run is just a scouting mission. Whenever you step into 

a new environment — whether it’s a social circle, a boardroom, a 

political gathering, or even just a new gym — your first move is not to 

move at all. You observe. You absorb. You scan for every custom, nuance, 

and unspoken rule that defines how power flows in that space. 

Even if you're the guest of honor or the keynote speaker, the rule still 

holds: smile, nod, stay alert — and hold back from doing anything 

definitive until you've clocked what’s normal. Consider it a recon 

mission for the sake of your reputation. 

The obvious things won’t trip you up. Everyone notices those. What 

separates the self-powered from the socially tone-deaf are the small 

things. The way hands are shaken. How jokes are told. What kind of 
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shoes signal you “belong” versus “don’t get it.” Who speaks up at a table 

— and when they stay silent. 

No book of etiquette can prepare you for every group or level. What’s 

sophisticated in one setting might look laughably try-hard in another. 

The only way to avoid missteps is to stay still long enough to read the 

room completely — and then move with precision. 

Key Point: Never rush to assert yourself in unfamiliar territory. 

Observe first. Scout the environment. Let every new space begin 

as a dry run — and you’ll never find yourself out of place or out 

of step. 

The Two Rules That Make the “Dry Run” 
Work 

The dry run isn’t just about slowing down. It’s governed by two 

deceptively simple rules — rules that feel unnatural for most people, 

especially those used to leading. But if you want to rise with your self 

power intact, these aren’t optional. 

Rule One: Say and do less than necessary. 

On your first entry into any new environment, do the bare minimum. 

Speak only if you must. Keep gestures small, reactions neutral. Think of 

yourself as an observer dropped behind enemy lines — your mission is 

to absorb everything. You’re not here to impress yet. You’re here to 

understand what impresses them. 

What are the rules of decorum in this space? What do they laugh at? 

Who speaks with authority — and who gets ignored? How formal is the 

language, the dress, the posture? You won’t know unless you make your 

first pass a true scouting mission. 
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Rule Two: Let them move first. Always. 

This one’s even harder: hang back on everything. Let others sit first, 

greet first, sip first, smoke first, toast first, joke first. Don’t be the first 

to initiate a handshake, open a conversation, or even unfold a napkin. 

Every move you hold back gives you another data point — and every 

move they make reveals how to match the rhythm of the room without 

disrupting it. 

This isn’t submission. It’s calibration. And it gives you a long-term edge 

that the impulsive, overeager, or insecure will never access. 

Key Point: The dry run works only if you hold your instincts in 

check. Say less. Do less. Let others lead the dance — so when it’s 

your turn to move, you move with unmistakable presence. 

You Can’t Command a Room That Doesn’t 
Accept You 

None of this means you abandon your self power or soften your 

presence. You remain a self power at all times. But when you enter new 

levels, especially as the “main attraction” or center of attention, you 

adopt the stance of a spectator self power — not a performer. 

Why? Because when all eyes are on you, those eyes become more critical. 

If you move too fast — before understanding the rules of the room — 

even small missteps are amplified. The slightest mismatch in language, 

manners, humor, or tone can mark you as “not one of us.” 

That’s not about inferiority. It’s about harmony. You’re not adjusting 

to “be good enough.” You’re adapting so your power is judged for what 

it is — not filtered through someone else’s discomfort or alienation. 
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Your self power can elevate you to any room, table, or title. But once it 

gets you there, it’s your awareness and adaptability that determine 

whether you stay — and whether people yield to your influence or 

quietly shut down. 

The dry run technique isn’t about hiding who you are. It’s about 
protecting what you’ve built — and making sure it lands in the 
most powerful way possible. 

Key Point: Your power only works where you are genuinely 

accepted. Until you rise to a level where there are no rooms 

beyond your experience, observe first — or risk being seen as an 

outsider, no matter how powerful you are. 

Key Points Recap 

• Your self power elevates you quickly, but staying at the new 

levels it unlocks requires personal adjustment. Power alone 

doesn’t guarantee belonging. 

• Every new level brings different standards in behavior, speech, 

dress, humor, and presence. If you don’t rise with them, you’ll 
feel like an outsider — and others will feel it too. 

• Your influence only works where you're accepted. You can’t 

effectively lead or command a group that sees you as misaligned 

with their standards or customs. 

• Acceptance is not about pretending. It’s about fitting 

harmoniously into an environment so that your self power is 

judged on its merit — not rejected due to surface-level 

disconnects. 

• The “dry run” technique is your safeguard. Each time you 

enter a new space, observe before you act. Let others move first. 
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Pay close attention to the little things — posture, tone, cadence, 

etiquette, attitude. 

• You don’t need to change who you are — only how you 

present. Your self power remains intact, but its impact is 

multiplied when you understand and match the expectations of 

the level you’re stepping into. 

Assignment 

For the next week, treat each new space — whether it’s a social function, 

business event, or even a new café — as a “dry run.” 

• Don’t lead with your usual approach. Instead, observe the 

tone, rhythm, and behavior of the environment. Take mental 

notes. 

• Hold back on initiating conversation or asserting yourself 

until you’ve seen how others speak, move, and interact. Let your 

awareness lead. 

• List three small social habits or default behaviors you tend to 

carry from one setting to the next (e.g., casual language, loud 

tone, posture, humor). Ask yourself if they serve or sabotage 

your presence in higher-level settings. 

• Adjust one of them deliberately this week in a new setting — 

not to “fit in,” but to expand your range and ensure your self 

power is landing with maximum effect. 
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How to Handle a Clash of 
Power Without  
Losing Ground 

You aren't the only one building power. As your self power grows, so 

does your visibility — and that visibility attracts others who are also 

climbing, posturing, or trying to dominate. 

You’ll start to encounter them more and more: other ambitious 

individuals who are consciously or unconsciously testing your strength. 

Some will mask it in friendly competition, others will come at you 

sideways with passive resistance, and a few will come at you directly. 

Whether you like it or not, power draws power. And when two people 

with power collide — or when one tries to assert superiority over the 

other — you're in a power duel. 

Sometimes it’s subtle: a correction in public, a withheld invitation, a 

loaded comment meant to throw you off. Other times it’s open: a 

confrontation, a power grab, a challenge to your authority or influence. 

You can’t shrink from these moments, and you can’t afford to lose them. 

Once a power duel begins, you must either hold your ground or rise 

above it. There is no middle outcome that preserves your dominance. 
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Hold Frame. Never Force It. 

In most cases, the people who challenge your power won't be real self 

powers. They’ll be false powers — people who rely on external status, 

titles, money, connections, or performance to hold influence. These are 

the ones who try to assert dominance over others, especially when 

someone like you walks in the room. 

Despite any display of confidence, deep down these people know their 

power is borrowed or bought — not built. That insecurity makes them 

see a true self power as a threat. Even if you're not doing anything 

aggressive, they’ll feel the need to prove themselves, to outshine you, or 

to cut you down in order to preserve their standing. These are the types 

you need to be prepared for. 

Ironically, you’ll rarely encounter this kind of behavior from a fully 

developed self power. Those individuals have no interest in posturing. 

They don't need to prove anything. They recognize your presence — and 

often, without a word, the mutual respect is silently established. 

But once in a while, you may meet a half-built self power — someone 

still trying to find their footing. They may challenge you, not out of true 

dominance, but out of envy or uncertainty. Their attempt to “out-alpha” 

you will be visible to everyone, and it only exposes their lack of 

composure. 

In all these cases, your job is simple: 

Let your self power assert itself. Don’t try to wield it. 

You don’t need to defend your status. You don’t need to posture. And 

you certainly don’t need to prove anything. The moment you feel like 

you have to force power, you’ve already stepped out of alignment. 
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Key Point: True self power holds steady. It doesn’t compete. 

The more you try to prove you’re powerful, the more you 

reveal that you’re not. 

The Standoff–Standout Technique 

The first rule of winning in a power duel is simple: Never try to display 

your superiority. Let your self power speak for itself. If it’s real, it 

doesn’t need to shout. 

False powers always make a show. They brag, they posture, they flaunt 

whatever influence they’ve borrowed or bought. But their displays only 

expose what they lack — the calm authority that true self power radiates. 

You don’t need to play their game. In fact, the moment you do, you’ve 

already lost. Every time someone brags about the service they demand, 

the obedience they get, or the fear they command, they’re baiting you 

into a duel. Don’t take it. 

The move is silence. Presence. Hold your frame. Be the standoff — and 

you’ll always be the standout. Spectators will feel the contrast. So will 

your opponent. 

Key Point: The strongest move in a power duel is no move at 

all. Stand off. Let your presence speak. That alone will make you 

stand out — and win. 
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Self Power Is the Only Power People 
Truly Respect 

Power duels aren’t new. They’ve been at the heart of every myth, 

scripture, and biography for centuries — from ancient religious texts to 

modern-day leadership stories. 

Whether it’s the Bible, the Vedas, the Koran, or the legends of kings and 

warriors, one theme keeps showing up: the self-powered individual 

standing toe-to-toe with some force of false authority — and 

prevailing. 

It’s not the kings or generals people admire. It’s the man who holds his 

ground, who wins without needing a crown, a title, or a cheering crowd. 

It’s the one who leads not because he’s appointed, but because he radiates 

something undeniable. 

That’s what history remembers. Even if the details are embellished, the 

reverence is real. The figure who acts from personal conviction, who 

moves with calm authority — that's the person who gets etched into 

collective memory. 

This matters for one reason: because people, across all time and 

culture, instinctively know the difference. They may comply with 

agency power, but they don’t respect it. Deep down, they honor the man 

who moves with Self Power. 

Key Point: Through every age and culture, people have 

recognized and revered one type of power above all others — the 

kind that comes from within. Self Power is the only kind that 

commands real respect. 
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Power Duels Reveal the Winning Pattern 
— If You Pay Attention 

Throughout history and legend, a single pattern repeats itself. The false 

power strikes first. It provokes. It threatens. It tries to bait the self power 

into a reaction — into displaying or wielding power just to prove itself. 

But the real ones never take the bait. 

Over and over, the self-powered figure wins not by overpowering his 

opponent — but by refusing to descend into a contest of force. He 

holds frame. He doesn’t stoop. And by doing so, he exposes the false 

power for what it is: a show with no substance. 

That’s not just myth. That’s strategy. 

The agency-powered rival hopes you'll try to prove your strength. 

Because the moment you do, you're playing their game — and forfeiting 

your position. You’ve gone from source to seller, from leader to 

combatant. And in that instant, you lose the power that made you 

formidable to begin with. 

If you stay unmoved, you stay unshaken. And if you stay unshaken, you 

win. 

From now on, treat every power duel you come across — whether in 

fiction, history, or real life — as a study guide. These stories aren’t just 

inspiration. They’re tactical. They offer real, strategic insight into how 

to stand calm when someone tries to knock you off center. 

Key Point: The self power never wins by reacting. He wins by 

refusing to engage in the performance. Every attempt to provoke 

you is an invitation to forfeit your power. Decline it. 
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False Powers Are Desperate Powers 

Power duels don’t happen because you go looking for them. They 

happen because someone else sees you as a threat — and realizes they’ve 

reached their limit. They can’t rise above you, so their only option is to 

pull you down. 

That’s the false power mindset. And it always comes from below. 

Psychologists offer different explanations for this kind of behavior — 

envy, insecurity, status panic — but Kaiser Wilhelm II once gave a 

clearer picture. He compared false power to an armless man on a narrow 

ledge. He didn’t climb to that height on his own. Some agency, 

institution, or connection put him there. And he knows he can’t go any 

higher. 

When someone with real ability starts climbing toward his level, he 

panics. He stomps on the climber’s fingers. He kicks at them. If that 

doesn’t work, he bites at their heels as they pass. And if he can’t stop 

them, he tries to discredit them, block them, or drag them back down — 

because the moment they rise beyond him, it becomes obvious he was 

never a power to begin with. 

That’s the desperation you’re dealing with when you face off with a false 

power. They don’t want to lead. They want to protect their position. 

And they’re most dangerous when they realize they’ve peaked. 

The solution isn’t to fight. It’s to stay armored. But not in the way most 

people think. 

Your self power isn’t a shell to hide in. It’s a shell to move in. Like the 

armored shell of a lobster, it protects you without slowing you down. 

You don’t withdraw. You don’t flinch. You stay visible, poised, and 

completely yourself — and you keep moving. 
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Key Point: False powers don’t fear strength — they fear 

elevation. Let your self power protect you as you rise. Don’t fight 

to stay. Climb to be seen. 

There Are No Bounds To The Viciousness 
Of Desperate Powers 

There’s a big difference between someone trying to outshine you — and 

someone trying to eliminate you. 

Some power duels are just showmanship. But when a desperate false 

power sees you climbing toward their ledge, they shift from performance 

to full-scale attack. These duels aren’t sparked by ego or competition. 

They’re sparked by fear. 

The most dangerous duelist you’ll face is the one who’s still above you 

— someone who’s reached their limit and knows it. They can’t go any 

higher, and they’re terrified of being passed. 

This person could be an executive above you who’s lost faith in their 

ability to lead. A political figure whose influence is waning. A fading 

social personality. A creative or educator who once had status but now 

fears obsolescence. 

These people don’t challenge you directly. They sabotage. They twist 

your actions, distort your intent, and quietly undermine your 

reputation. They may smile in meetings, but they file false reports 

behind closed doors. They contradict your ideas publicly, then steal 

them privately. They don’t want a fair contest — they want you gone. 
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And when you react with outrage, when you fight back emotionally, they 

win. Because now they can claim you were the aggressor. They turn your 

power into a weapon against you. 

This is why you can’t fight them head-on. You also can’t run. 

You need something stronger: resilience with presence. And for that, 

there’s only one move — the The Silent Armor technique. 

Key Point: Desperate powers don’t duel fair — they attack 

from above and behind. You can’t match their tactics. You have 

to absorb the hit, rise anyway, and let their fear expose itself. 

The Silent Armor Technique 

Where a power duelist is baiting you—bragging, boasting, or bluffing—

the Standoff-Standout Technique is all you need. You simply don’t 

enter the game. You let your presence do what their performance can’t. 

But when the duel escalates—when a false power starts cutting and 

slashing at your name, your status, your work—you don’t have the luxury 

of standing off. You have to stand your ground. Not passively. Not with 

appeasement. But with armor. Silent armor. 

Silent armor doesn’t absorb the blow. It bounces it. It doesn’t ignore 

the attacker. It reflects them—cleanly, without noise, without reaction. 

Here's how to wear it: 

• When you’re wrongly criticized, don’t get rattled. No 

aggression. No denial. Just let it ricochet: 

“As you wish—but we both know you're wrong.” 
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• When your instructions are undercut after they were 

requested: 

“You're losing face by countermanding yourself.” 

• When rumors surface and your name is being chipped at 

behind your back, you don't whisper, you don’t plot—you 

confront directly: 

“This person tells me you're calling me a liar. Look them in 

the eye and confirm it.” 

There’s no rage. No apology. No retreat. 

You let them hit metal—and hear the sound of their own weakness 

ringing back at them. 

That is Silent Armor. Cold. Controlled. And undefeated. 

Key Point: When a false power escalates to open attacks, don't 

retreat and don’t engage emotionally. Wear silent armor. Let 

your posture remain calm, but your words cut with clean truth. 

This shows strength without showmanship—and it’s how self 

power stays untouchable. 

Don’t Fight Fire With Fire — Let It Burn 
Itself Out 

If you're equipped with Silent Armor — that is, a core strong enough to 

stay firmly rooted in self power — then you already have everything you 

need to win any power duel. But there’s one trap you must never fall 

into: 

Don’t let yourself be tricked into using the other person’s tactics. 
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When you’re dealing with a false power, remember what people 

naturally feel: agency power is heavy. It weighs on people, corners them 

into compliance, pressures them into submission. It blankets the room 

like smoke. 

Self power, on the other hand, relieves the pressure. It feels like clarity — 

a lifting force, not a crushing one. And because people instinctively move 

toward where they feel the least weight, they will gravitate toward you… 

if you let your self power breathe freely. 

The false power will always try to bait you into using his tactics — to 

throw your weight around, to apply pressure, to make people feel the 

heat. Don’t take the bait. Let him overplay his hand. 

Every time he throws his weight, he reveals his desperation. And the 

more he tries to force people, the more they lean toward you — toward 

the one who doesn’t need to force anything. 

Don’t fight fire with fire. Let it burn itself out while you remain cool, 

composed, and quietly ascending. 

Key Point: Never respond to pressure with pressure. In power 

duels, the one who stays light while the other grows heavy always 

wins in the eyes of everyone watching. 

Make Your Self Power the Only Weapon 
You Ever Need 

Here’s the final move in a power duel — and it’s the one false powers can 

never match: hold steady. Let your self power do all the talking. 

This is exactly why true self powers are so rare in politics. Most 

politicians feel like they have to respond to everything. They can’t ignore 
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a jab, a rumor, a challenge. They reflexively counter, defend, retaliate. 

And every time they do, they slip out of self power and into desperation. 

The moment you feel the need to respond, you’ve already lost ground. 

In a power duel, your win condition is simple: don’t move. Let the other 

side show their need to push, to prove, to press. Let their aggression draw 

attention to itself. All you do is bounce their thrusts — no panic, no 

defense, no counter-charges. Just stand there in full strength, letting your 

self power radiate. 

That’s what breaks them. 

Here are the four rules to remember — your playbook for power duels: 

1. Stay alert. Don’t ignore the player or the play — watch 

carefully. 

2. Ignore all pressure. Don’t react to attempts to bait, provoke, or 

force you. 

3. Stay centered. Never deviate from your identity and behavior 

as a self power. 

4. Use your presence. Make your self power your only weapon — 

they have no defense against it. 

Key Point: In a power duel, silence isn’t weakness. It’s the 

strength they can’t match. Let your self power be your offense, 

and let them exhaust themselves trying to match what can’t be 

faked. 
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Handle Jealousy Like You Handle Power 
Duels 

Power duels happen when someone at your level — or slightly above — 

feels threatened by your rise and tries to knock you down to preserve 

their own status. But there’s another kind of attack you’ll face that’s just 

as common and often more petty: pure jealousy. 

Jealousy isn’t tactical. It doesn’t come from strategy or logic. It comes 

from a deep emotional resentment toward your self power. You’ll find it 

in people who have no stake in your world, no reason to compete with 

you, and no actual power to threaten you — but they’ll still lash out, 

undermine, gossip, and attack because your presence exposes their lack 

of self. 

Sometimes they’re in different fields entirely — a political figure jealous 

of your business clout, or a teacher jealous of your commanding 

presence. Sometimes it’s someone with more title or authority than you, 

but less internal force. Like the general who outranks the soldier but 

resents the way everyone instinctively looks to the soldier for leadership. 

You can’t prevent it. But you can handle it the same way you handle a 

power duel: with unshakable presence, no counterattacks, and no 

flinching. Let the jealousy bounce off your frame. And never stoop to 

explain or defend. 

Key Point: Jealousy is a compliment in disguise. Treat it like a 

low-grade power duel — don’t respond, don’t explain, don’t 

react. Just keep rising. 
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The Power Diffuser 

When you encounter jealousy that escalates beyond petty jabs — when 

it turns vicious — you don’t just stand your ground. You diffuse it. And 

one of the most effective tools in your arsenal is what we’ll now call The 

Power Diffuser — a technique used by seasoned self powers to 

neutralize escalating resentment with disarming precision. 

The concept is simple: you throw a gesture of inclusion — like a dinner 

invite or a one-on-one conversation — directly to the person creating 

friction. But not just any gesture. This has to feel personal, specific, and 

exclusive. That’s what makes it effective. 

You’re not flattering them. You’re not groveling. You’re giving them just 

enough validation to calm their attack impulse without feeding their 

ego. Think of it like tossing a raw steak to a barking dog — not because 

the dog deserves it, but because the distraction keeps you moving. 

This is not about appeasement. It’s strategic. And the key lies in two 

subtle but crucial elements: 

1. Be direct. Extend the invitation or gesture confidently and 

without pretense. 

2. Keep it small and private. Don’t throw a party. Don’t post it 

online. Keep the moment personal. An open gesture is seen as a 

crumb. A private one feels like a seat at the table — and that’s 

the “bone” they’ll grab without complaint. 

Used properly, The Power Diffuser doesn’t just silence jealousy. It wins 

people to your side, or at the very least, disarms them enough to stop the 

nonsense. 
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Key Point: Don’t ignore hostile jealousy — diffuse it. Offer a 

private gesture of inclusion that quiets the ego without 

sacrificing your power. 

Your Shell and Your Self Power Are All 
You Need 

Once your self power is fully developed, nothing and no one can truly 

threaten you. Until then, the techniques in this chapter are your armor 

— not just for survival, but for dominance in the face of challenges. 

The truth is, most of what’s covered here only matters while you’re still 

solidifying your frame. Once you’ve built yourself into a full self power 

— calm, grounded, commanding — you’ll find yourself naturally 

repelling attacks without even reacting. You won’t flinch. You won’t 

chase approval. Your emotional shell will be as much a part of your 

presence as your words, your walk, or your will. 

When others lash out in jealousy… 

When they try to bait you into a power play… 

When they spread lies or try to humiliate you to pull you down… 

You don’t need clever tricks, manipulation, or PR spin. All of those are 

tactics for the insecure — not tools of the self power. You need only 

three things: 

• Your unshakeable shell 

• Your grounded self power 

• And your mastery of the techniques in this chapter 
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That’s all. With those weapons, you don’t just survive the duel — you 

walk away the undeniable winner, without raising your voice or lifting a 

finger. 

Key Points Recap 

• Power duels are unavoidable. The higher you rise, the more 

false powers will try to pull you down. 

• Never display your superiority. Let your self power assert itself. 

The more they posture, the more your silence dominates. 

• The Standoff-Standout Technique is your default weapon. 

Refuse to engage — and by doing so, you win. 

• The Self Power Shell protects you from vicious duelists trying 

to slash or sabotage you. Stay emotionally armored. 

• Never fight with their tactics. Don’t press back. Don’t argue. 

Let your strength remain effortless. 

• Use the Power Diffuser for jealous types trying to sabotage 

from the sidelines. A private gesture of inclusion can silence 

resentment. 

• Self power is the only power that people honor. Maintain it 

at all costs. Never wield, only embody. 

Assignment:  Observe the next interaction in your life that feels like a 

subtle (or overt) power duel. Don’t react. Don’t try to win. Just observe. 

Watch how others press their weight — and refuse to carry it. Practice 

being the standoff who stands out. 
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How to Handle People 
Who Enjoy  

Being Difficult 

The more your self power grows, the more people will orbit around 

you. Some admire you. Some envy you. Most will at least attempt to 

posture as your equal — and you’ve already learned how to handle 

them. 

But there’s a darker type you’ll face as your presence rises: 

The genuinely difficult person. 

These people don’t just resist your influence. They resent it. 

They aren’t competitors. They aren’t skeptics. They’re wreckers. 

Saboteurs. 

People who get off on disruption, discomfort, and demeaning others — 

especially those with power or presence. 

They’ll try to belittle you. Not because they have any reason to. 

But because seeing you rise threatens the sad, hollow dominance 

they’ve built over the weak. 
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And make no mistake — they’ll target you harder because people 

admire you. They want the satisfaction of tearing you down in front of 

your admirers. 

These aren’t ordinary challengers. These are difficult people — and 

dealing with them is a test of your self power like no other. 

The Steamrollers, the Leeches, and the 
Whisper Jackals 

Some people don’t just enjoy conflict — they feed off it. They get a 

twisted, brutish satisfaction from demeaning others, especially anyone 

with real presence, popularity, or self power. And they come in three 

forms. 

First are the Steamrollers — people who barrel through boundaries and 

overstep their rights to assert dominance. They interrupt, override, and 

treat others like props in their own performance. 

Then you’ve got the Leeches — the people who weaponize politeness, 

kindness, or social norms to drain you. These are the ones who say, “Hey 

buddy, grab me a coffee while you’re up. And hey, get one for yourself 

too,” pretending it’s a favor while publicly posturing like you’re their 

errand boy. 

And finally, the most cowardly: the Whisper Jackals — individuals and 

even organizations that operate in the shadows, spreading subtle gossip, 

backchannel rumors, and strategic half-truths. Their goal? Tarnish your 

reputation just enough to pull you down without ever being called out. 

No matter how low your opinion is of these types — and however much 

you’d prefer to avoid them — you can’t. Not in today’s world. You’ll 
encounter at least one in every professional setting, friend group, or 
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social circle, whether it’s business, politics, church, or casual dinner 

parties. 

That’s why, as a self power, you don’t hide from them — you handle 

them. Directly. Calmly. Publicly when necessary. And always with full 

control of your presence and frame. 

Key Point: You’ll encounter difficult people in every 

environment — not because you’ve done anything wrong, but 

because your self power threatens them. Whether they 

steamroll, leech, or whisper behind your back, your job is not to 

avoid them — it’s to expose them without ever stepping out of 

frame. 

How to Stop the Steamrollers Without 
Losing Your Cool 

Steamrollers don’t trample — they bulldoze. They charge into 

conversations, meetings, and interactions with one goal: dominate the 

space and flatten anyone who dares challenge their importance. Unlike 

tramplers, who rely on subtle power plays, steamrollers try to silence you 

outright. 

You’ve met them: 

• The executive who steamrolls into your meeting, takes over, and 

says, “I’ll handle this part — it’s getting too complicated.” 

• The senior partner who interrupts your presentation with, 

“What they’re trying to say is—” and then rewrites your point in 

front of everyone. 
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• The big personality at a group dinner who talks at people, not 

with them, then jokes about how “quiet” you are as if they left 

any air in the room. 

These aren’t extroverts with bad manners — they’re power players who 

see dominance as a zero-sum game. And their tactic is simple: take up so 

much space that everyone else disappears. 

Most people do one of two things: they either fight for airtime (which 

just feeds the chaos), or they pull back and let the steamroller have the 

floor. 

But here’s the Self Power move: neither. You hold frame. You wait. And 

when the moment breaks — because it always does — you re-enter with 

deliberate calm, cutting clarity, and full presence. 

Here’s how that looks in practice: 

• When interrupted mid-sentence: stop. Wait until they finish, 

then say quietly but firmly, “I wasn’t finished. Let me complete 

my thought — and then I’d love to hear your take.” 

• When a steamroller reframes your idea: don’t scramble. Say, 

“That’s actually what I said a few moments ago — I think we’re 

aligned on that.” 

• If they dominate a meeting: stay composed, and when the pause 

comes, lean in with something like, “Let me pull us back to the 

original point — here’s what matters.” 

You don’t raise your voice. You don’t fight for scraps. You let the room 

feel the imbalance — and then you bring it back into alignment. 

The steamroller’s power depends on others flinching. When you don’t 

flinch, their noise collapses into nothing. 
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Key Point:  Steamrollers dominate through disruption. Don’t 

compete. Stay grounded, wait for the silence, and reclaim the 

space with calm clarity. That’s self power — immovable and 

undeniable. 

The Smiling Leech 

Smiling leeches don’t trample or bulldoze. They don’t bark or snap. 

Instead, they cling — with a grin. 

They latch onto your presence with excessive friendliness, false charm, 

or exaggerated courtesy. But it’s not real camaraderie. It’s a tactic. Their 

entire aim is to drain your time, energy, or resources under the guise of 

kindness — and in doing so, subtly reposition you beneath them. 

You’ve met them: 

• The “buddy” at work who always drops by your office with, “Hey 

friend, you mind helping me out real quick?”—three times a day. 

• The social leech who insists, “Oh don’t worry, you’re good at 

this stuff — I’d only mess it up!” while dumping a tedious task 

in your lap. 

• The slick manipulator who’s “so inspired” by your ambition and 

just wants to “collab on something,” while offering nothing but 

distraction and flattery. 

These aren’t harmless annoyances. They are covert power plays. Their 

tactic is guilt-coated imposition — designed to make refusal feel rude. 

If tramplers test your boundaries by stomping over them, smiling leeches 

test your self power by coating those boundary crossings in sugar. 

The way to win? Stay courteous, but cold. 
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Say no — kindly, clearly, and without explanation. Offer options that 

protect your time. And never reward the grin that hides the grab. 

Here’s how to do it: 

• “I can’t do that, but I hope it works out for you.” 

• “That’s not a fit for me right now.” 

• “Appreciate you asking, but I’ve got to stay focused on my 

priorities.” 

Don’t argue. Don’t apologize. And most of all, don’t explain. Every time 

you give a reason, the leech tries to poke a hole in it. When you withhold 

explanation, you withhold the leverage they feed on. 

Key Point: Smiling leeches weaponize politeness to drain your 

self power. Disengage with firm courtesy. No guilt. No apology. 

Just boundaries — held with strength and a smile of your own. 

Squelching the Smiling Leeches 

If the Smiling Leech is harmless enough to ignore — ignore them. That’s 

often all it takes. These people feed on attention, especially from 

someone they see as powerful. The less you give them, the faster they 

shrivel. 

But what if ignoring them isn’t an option? What if they corner you in a 

way that demands a response? 

That’s when you use the squelch — a cold, casual remark that doesn’t 

fight them… it flattens them. 

Let’s look at how Self Power handles it: 
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• A woman fumbles her designer handbag in front of a man at a 

hotel lobby, trying to draw his attention with the oldest trick in 

the book. Without skipping a beat, he says to the clerk, “She 

needs a porter and more practice.” 

• A man pretends to “lose” a cufflink in a waiting room just as a 

high-level exec is finishing an interview. The exec walks past and 

says, “Janitorial runs our lost and found — my assistant will 

connect you.” 

• At a street curb, a female leech sidles up to a political figure, 

feigns helplessness at hailing a cab, and says, “I just can’t get one. 

If you won’t whistle for me, I’ll never get a taxi.” 

The man, without turning his head, replies, “Raise your skirt 

high enough and you’ll get taxis and whistles both.” 

Cold? Sure. But that’s the point. These remarks aren’t fueled by anger. 

They’re delivered with deadpan composure — no heat, no reaction, just 

precision. That’s why they land like a knockout punch. 

If you don’t squelch a leech the first time, they will try again. The only 

thing they understand is a firm boundary wrapped in casual clarity. 

Key Point: Smiling leeches test your kindness to find 

weakness. Don’t argue. Don’t explain. Squelch them — once, 

cleanly, and with zero emotional charge. 

Face the Jackals, Don’t Flinch 

Jackals aren’t loud or direct like tramplers or steamrollers. They lurk in 

the shadows. When they smile at you in person, it’s only to buy time 

before they run your name through the dirt behind closed doors. 
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They won’t challenge you head-on. That’s not their style. Jackals spread 

whispers. They tarnish reputations. They plant seeds of doubt and let 

gossip do the rest. 

Their attacks often come through secondhand remarks — “I heard 

someone say you were difficult to work with.” “Word going around is 

you’re just lucky, not talented.” The goal? To make others question you 

without ever stepping into the arena themselves. 

The mistake most people make is trying to defend themselves. But the 

more you defend, the more the rumors stick. You look rattled. You give 

weight to lies that don’t deserve it. 

The Self Power response? Don’t flinch. 

You don’t avoid them. You wade through them. When you enter the 

same room or space, you don’t shift away. You stand tall. You make 

direct eye contact. You nod, maybe even offer a cool, cordial greeting. 

Jackals thrive on knowing they’ve gotten under your skin. The moment 

they realize their stink hasn’t touched you — that it hasn’t altered your 

walk, your presence, your command of the room — they start to shrink. 

Let them be the ones to avoid you. Let them squirm in their discomfort. 

Key Point: Jackals attack from the shadows. Don’t give them 

power by defending yourself. Stay above it, move through it, and 

let your calm confidence expose their cowardice. 

The Real Secret to Handling Difficult 
People 

The higher you climb, the more difficult people you’ll attract. That’s just 

how it goes. Power draws challengers. Self power draws critics. But once 
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your confidence hardens and your clarity sharpens, these people stop 

being problems — they become noise. Background static. 

You’ll deal with tramplers who want to push you down, smiling leeches 

who try to rope you into serving them, and jackals who spread your name 

with a stink on it. Each one tests your frame in a different way. But once 

you’ve internalized what this chapter lays out, none of them will knock 

you off-center again. 

One self power put it best. When asked how he managed to stay 

composed and in control, no matter who came at him, he said one word: 

“Guts.” 

That’s the whole play. Guts. 

Have the guts to hold your ground when tramplers try to belittle you. 

Have the guts to squelch a smiling leech, even if they cloak their 

manipulation in charm. Have the guts to walk through a jackal's stench 

without flinching — and let them be the ones squirming when you show 

up anyway. 

This isn’t about ego. It’s about center. The more power you want, the 

more power you’ll need to hold. And nothing says self power like calm 

guts under fire. 

That’s the real secret to handling people. All people. The tough ones. 

The shady ones. The petty ones. The loud ones. The passive-aggressive 

ones. You don’t need tricks. You need presence. And the guts to back it 

up. 

Key Point: Self power means refusing to be diminished — no 

matter who tries. Handle the difficult with poise, silence, or 

steel… but never submission. 



 

2 8 8 |  S E L F  P O W E R  R U L E S  

Key Points Recap 

• Difficult people become more frequent as your self power 

grows. With more presence comes more envy — and a variety 

of power games aimed at knocking you down a peg. 

• There are three primary archetypes of difficult people: 

o Steamrollers: Loud, controlling, and dominating. 

o Smiling Leeches: Polite imposers who manipulate kindness 

and courtesy to lower your status. 

o Jackals: Cowardly gossip spreaders who work behind the 

scenes to diminish your influence. 

• Steamrollers must be handled with deliberate calm. Never 

compete or retreat. Hold frame, let them overplay their hand, 

then reclaim the space with clarity and composure. 

• Smiling Leeches prey on politeness. If ignored, they escalate. 

Use strong boundaries and calm but firm squelches to expose 

their game without emotional reaction. 

• Jackals thrive on avoidance. The more you dodge them, the 

more power they gain. Walk straight through them with 

indifference. The discomfort you provoke becomes their 

undoing. 

• Never let the demeanor fool you. The more subtle and smiling 

the attacker, the more dangerous they often are. 

• All of them feed off weakness. Show none. That doesn’t mean 

aggression — it means composure, precision, and zero 

submission. 

• The secret is guts. Most people lose power not from lack of 

intelligence, but lack of courage. Handle them boldly, and your 

stature compounds. 

Assignment 
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For the next 24 hours, observe the people in your environment through 

the lens of this chapter. Identify at least one steamroller, one smiling 

leech, and one jackal — even if they're subtle. 

Then do this: 

1. Don’t react. 

Hold frame. Let them reveal themselves fully while you observe 

calmly. 

2. Journal what you see. 

Write down the tactics they use and how others respond to 

them. Notice the patterns. 

3. Mentally rehearse your self power response. 

Practice how you would reclaim the space, shut down the leech, 

or walk straight through the jackal — all without aggression, all 

without apology. 

Optional bonus: Execute a squelch. Just one — clean, clear, and calm. 

A small test of guts. 
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This Step Doesnᾄt Finish 
You — It Sharpens You 

This last step is where most people fall into a trap. They think the climb 

is over. They’ve read the chapters, absorbed the strategies, maybe even 

seen the results. And they quietly crown themselves “done.” 

That’s the mistake. 

This isn’t your finish line — it’s the point where your edges get 

sharpened. Where your frame gets stress-tested. Where all the things 

you’ve built — the presence, the posture, the calm, the control — now 

need to work under pressure, in motion, at scale. 

The same tools that carried you to power must now be retooled to 

handle what power brings: 

More attention. More opportunity. More demand. More 

unpredictability. 

You’re no longer just forging self power — you’re applying it. That’s 

what this step is about. 
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You Set the Ceiling for Your Own 
Success 

One of the wisest pieces of counsel I ever received was this: success and 

perfection are alike and inseparable—and the moment you accept either 

as complete, you abandon their pursuit. That idea carries more than 

poetic weight. It defines everything about what happens next for you. 

At this point in your journey, you've been given more insight, more tools, 

and more direct power techniques than most self powers ever start with. 

If you’ve taken each step seriously, you already stand apart from the 

masses. But how far you go from here—and how fully you embody self 

power—is no longer a matter of learning new material. It’s a matter of 

how much you're willing to demand of yourself. 

There’s no law of nature that determines the ceiling of your influence. 

No external limit that dictates whether your presence ripples through a 

room or transforms an entire environment. The only limit is how much 

you're willing to settle for. Every day you continue to furbish and refine 

your self power, you push that limit further. Every time you stop, accept 

what you have, and shift into comfort, you quietly begin to lose it. 

The truth is simple: self power can be made nearly perfect, but never 

completely so. And it can always be made more effective than it was the 

day before. But no one—not this book, not another person, not even the 

circumstances around you—can decide how far you take it. That 

responsibility, and that privilege, belongs to you alone. 

Key Point: The quality and reach of your self power is never 

fixed. You—and only you—determine its depth, its height, and 

how much success you command from it. 
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Self Power Never Sleeps 

Self power isn’t just how you influence people. It’s how you influence 

the entire arc of your success. Because at the highest levels, success isn’t 

measured by accolades or income—it’s measured by how fully you 

achieve your own aims. And the one thing that determines whether you 

reach those aims, or fall short, is your self power and your skill in 

applying it. 

You began this path because you had goals—clear, personal aims that 

could only be reached through inner strength and mastery. At first, you 

may have seen those goals as an endpoint: something to conquer and 

check off. But as you rise, you start to see what all true self powers 

discover—that each victory is only a stage. The closer you get, the more 

your goals evolve. As long as you remain hungry, there will always be a 

next level. Always a next challenge. Always a next success to command. 

And because of that, your self power can never go dormant. It cannot be 

something you turn on and off like a strategy. It must be a state of 

being—a living force that you sharpen, refine, and wear at all times. 

If you’re conscious of what self power really is—and how much it 

influences not just your impact, but your direction—you’ll never let it 

rest. You’ll stay sharp with it. You’ll remain vigilant in the way you hold 

frame, command space, and carry yourself through every setting. And 

even when you think you’ve mastered it, you’ll revisit these twenty steps 

again—not as a student, but as a craftsman. Each pass will show you 

something deeper. 

Because self power, like success itself, doesn’t retire. It either expands—

or it recedes. 
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Key Point: To stay in command of success, you must stay in 

command of your self power. Never let it rest. Never let it wear 

thin. Revisit, reforge, and refine it constantly. 

If You Don't Already Find Power 
Essential to Your Aims, or Exhilarating, 
Lift Your Eyes Higher 

A few years ago, I asked one of the great self powers in business a simple 

but critical question: “Once someone understands and applies all twenty 

steps of self power, what more can be given to help them reach beyond 

ordinary success?” His answer was immediate and powerful. “Unless you 

can reach a person personally and give them an incentive strong enough 

to pull them forward, there’s nothing more you can give them.” 

That word—incentive—is everything. 

It’s not pressure. Pressure can push someone to work harder, meet a 

quota, or climb a rung or two. But pressure only pushes until the need is 

met. Incentive, on the other hand, pulls. It creates internal movement 

that doesn’t stop when a goal is reached. It keeps pulling forward, higher, 

deeper—without ceiling or endpoint. 

People have all kinds of motivations. Some want to prove others wrong. 

Some want to provide for a family. Some chase legacy, wealth, 

recognition, or personal mastery. Whatever the source, if that 

motivation is strong enough to pull them past comfort, past ordinary, 

past "good enough," it becomes the internal engine of self power. It 

makes them relentless. 

There are also rare individuals who don’t need external incentive at all. 

They create, lead, and strive simply because the act of doing so excites 
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them. Power is exhilarating to them. The pursuit itself is fulfilling. These 

people don’t need to be pushed, bribed, or coaxed. They act because 

action is joy. If you’re one of them, you already know what this book is 

about. 

But if that fire hasn’t been lit yet, the answer isn’t to fake it. It’s to look 

higher. You may not yet have seen something worth burning for. You 

may not have found a vision that feels like it was meant for you and only 

you. But if you keep lifting your gaze, you will. And when you do—when 

you find the aim that demands your full rise—your incentive will arrive. 

And with it, your power will become unstoppable. 

Key Point: Pressure can push you, but only incentive can pull 

you beyond. If you don’t yet feel self power as essential or 

exhilarating, lift your eyes higher—until you find the aim that 

demands your rise. 

Strength, As a Firmness, Is Essential to 
Your Self Power 

You are one of the three types of power seekers described by that 

executive — and if you happen to be the third kind he mentioned, the 

only thing left to offer you now is the same closing advice he gave: lift 

your eyes higher. Look for the aim that pulls you toward greatness. But 

if you're one of the other two types — if power exhilarates you or if a no-

ceiling incentive already lives inside you — then you need no further 

prompting. In fact, you shouldn't take advice from anyone weaker than 

you. That doesn’t mean you stop listening, but you measure every word 

against your own growing calibration of strength and self-command. 

To remind yourself how essential strength is to your self power, revisit 

the four secrets at the very beginning of this book. Every step since then 
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has been a forge — heating, shaping, and refining those secrets into 

strength you can wear. Without that internal strength, none of the outer 

techniques matter. You can’t influence people if you don't radiate the 

presence that makes them want to bend to you, perform for you, and 

connect with you. Strength isn’t the result of technique — it’s what gives 

technique its weight. 

It’s also important to remind yourself what kind of strength this is. If 

you return to Step Two and the power comparisons we laid out, you’ll 
see it clearly: real strength can only come from real power. And real 

power, the only power that doesn’t corrode or require outside fuel, is self 

power — the power that originates from no one but you. 

But don’t confuse strength with force. A self power doesn’t batter or 

bruise. True strength is not hardness. It is firmness. Someone once 

described it like this: when you’re too warm toward people, you're soft 

like melted butter. When you're too cold, you’re hard — brittle, and 

eventually breakable. But when you’re balanced — calm, sure, moderate 

— you’re like butter at room temperature. Spreadable, but with form. 

Adaptable, but holding shape. That’s firmness. And that’s the kind of 

strength people trust, respect, and follow. 

Key Point:  Self power without strength is hollow. But 

strength, when it comes from calm firmness instead of cold 

hardness, becomes irresistible. Hold your form — not too 

warm, not too cold — and your power will never be 

questioned. 
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Keep Your Sense and Feel of Self Power 
Fully Alive 

The five key factors in proper human relations — your foundation 

stones for eminence and influence — are not just a starting point; they 

are the underpinnings of everything your self power stands on. If you’ve 

made it this far, you already know how powerful they are. But don’t 

make the mistake most people do: thinking that because you’ve learned 

something once, you’ve mastered it for life. 

No self power can afford to neglect the ongoing discipline of these 

foundational traits. Whether you’re rising fast or already moving among 

giants, you need to revisit and renew your command over these 

principles regularly. Your continued strength as a self power depends 

first and foremost on how you move through the world — how you 

engage strangers, how you interact with allies, and how you hold 

presence with those already under your influence. These five traits are 

the lifeblood of your interactions. Let them slip into the background and 

your tower of power — no matter how tall — begins to wobble. 

Every day brings new contact. Every encounter is a mirror. Stay aware. 

Watch for any signal — however small — that your power is waning or 

that others aren’t registering you with the same clarity and impact. 

When that happens, don’t flinch. Go right back to your foundation. 

Review the traits. Re-embody the energy that gave you your first true 

taste of self power. In nearly every case, if your influence starts to dim, 

it’s not because the world has changed — it’s because you’ve eased off 

the gas. You’ve lost your feel for what makes you magnetic. 

But the good news is: that feel can be restored instantly. Self power 

doesn’t die — it only dims when you stop feeling it. Keep it alive, and no 

person, pressure, or position can take it from you. 
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Key Point: The five foundation stones of self power must stay 

alive in your daily awareness. The moment your influence 

fades, return to them — they will reset your presence, your 

power, and your ability to command the room. 

Taking Time To Make Your Mastery Of 
The Steps More Complete Will Make Your 
Success Quicker And More Complete 

The twenty steps have been given to you in a form that invites mastery. 

Each chapter has been stripped of fluff, theory, and pretense and instead 

filled with tools forged in clarity, confidence, and real-world power. If 

you’ve engaged with them fully, then you already know: this isn’t a self-

help book — it’s a field manual. The chapter titles serve as your map, and 

the end-of-chapter recaps give you a powerful reference point whenever 

you want to retrain, refine, or reawaken your edge. 

This is why no final summary is needed — the tools are built into the 

format. But there’s power in seeing the whole journey laid bare in one 

place. These twenty steps — these twenty moves — are how you rise. Let 

the list that follows burn into your mind like a blueprint. Keep it close. 

Revisit it often. And remember: every time you re-walk the path, your 

altitude rises. 

The 20 Steps to Self Power 

1. How to Start Generating Self Power 

2. How to Stop Compromising Your Power 

3. How to Build Your Power on a Real Foundation 

4. How to Make People Consciously Notice You 
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5. How to Make People Want to Know You 

6. How to Prime and Warm Up People 

7. How to Pull Forth Friendliness 

8. How to Listen Aggressively 

9. How to Bag and Pocket People 

10. How to Make Your Thinking Win 

11. How to Have Power in Every Encounter 

12. How to Establish a Strong Personal Identity 

13. How to Command Respect Without Demanding It 

14. How to Pull Maximum Cooperativeness 

15. How to Build the Vigor of Your Self Power 

16. How to Achieve and Maintain Maximum Power Effectiveness 

17. How to Rise With Your Power Levels 

18. How to Win in a Power Duel 

19. How to Handle Difficult People 

20. How to Have Power, Influence, and Control Over Success 

The hardest lesson for most power seekers to accept is this: you can’t 

pick and choose the steps that feel convenient or comfortable. Self power 

isn’t built cafeteria-style. You don’t get to cherry-pick a few favorite 

tactics and expect to command real influence. Nor can you lean only on 

the steps that seem relevant to a specific moment. Real power — lasting 
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power — is only possible when you give full, not partial, attention to all 

the steps, all the time. 

This journey is sequential for a reason. You build one layer at a time, each 

step sharpening the edge of the last. But once you’ve mastered them, they 

must no longer remain isolated techniques. They have to fuse. Self power 

isn’t a list — it’s a way of being. Unless the steps are merged into a 

cohesive whole, your influence will always be brittle and incomplete. 

Two things are universally true among those who’ve walked this path. 

First, on your first pass through these twenty steps, you missed details — 

the subtle mechanics, the precise language, the micro-adjustments — 

that give self power its polish. Second, as with most ambitious people, 

you focused more on the techniques than on the deeper purpose behind 

them. 

You’ve done the work. But now, return to the beginning — not because 

you failed, but because you’re ready to see what you couldn’t see the first 

time. Don’t let ego keep you moving forward with unfinished power. 

Loop back. Reinforce. Realign. In doing so, you’ll recover anything that 

slipped through the cracks — and you’ll fast-track your rise to the success 

that matters most. 

Key Point:  Self power isn't a set of tools — it’s a system. If you 

want power that holds, you must master every step, fuse them 

into one identity, and revisit the entire path with clearer eyes. 

That’s how strong power becomes permanent. 
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You Can Only Command Where You 
Belong 

The most overlooked step in the entire journey is the one that governs 

how you rise. Not how you gain power — but how you grow with it. Step 

seventeen, the principle of rising with your levels, is too often ignored by 

ambitious people who are great at moving up but fail to adjust 

themselves along the way. 

Most power seekers easily recognize when others don't fit in. They see it 

instantly when someone lacks polish, confidence, or presence at a higher 

level. But they rarely turn that same scrutiny on themselves. They fail to 

notice — or refuse to admit — when they are the ones out of sync with 

the room, the company, or the new status they've entered. That’s when 

missteps happen. Embarrassments. Reputational slips. And preventable 

defeats. 

The truth is simple: there is no excuse for a self power to suffer a public 

failure. Any setback comes down to one thing — a lapse in discipline. A 

moment of inattention. A loss of presence, polish, or awareness. And the 

most damaging of these are the ones caused by failing to rise with your 

environment. You cannot lead people who don't see you as one of them. 

You cannot belong where you still behave like an outsider. 

As chapter seventeen made clear, this is not about playing pretend or 

losing your identity. It's about smart adjustment. It's about knowing 

how to enter new environments with eyes open, observing before acting, 

learning before speaking. That’s common sense. But it’s also power 

sense. No matter how strong your self power becomes, if you walk into 

the wrong room looking like you don’t belong — you’ve already lost the 

influence you came to wield. 
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Key Point: You can only be a self power where others accept 

you as one. If you fail to rise with your levels — in polish, 

presence, and awareness — you’ll mark yourself as an outsider. 

And power never lives outside the room it’s meant to 

command. 

Key Points Recap 

• Success is not a destination — it’s a degree. You decide how 

much you want, and you alone determine when to stop 

climbing. 

• Self power never takes a holiday. You must remain vigilant in 

its practice, even after the major steps are mastered. 

• Incentive is the engine. Whether it's pride, purpose, or 

exhilaration, something has to pull you higher — not just push 

you. 

• Power without strength is an illusion. Real power comes from 

firmness, not force. From calm, not noise. 

• You can’t control others if you don’t control yourself. The 

five foundation stones of respect, courtesy, manners, deference, 

and politeness must always be alive in you. 

• You have every tool the greats ever had — and more. What 

they learned through pain and setbacks, you now hold in your 

hands. 

Implementation Assignment 

1. Re-travel the Twenty Steps. Now that you've absorbed them once, 

go back again — not just to review, but to refine. Take notes. Compare 

who you are now to who you were when you started. 
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2. Choose a Success Aim. Identify one goal that self power can help you 

achieve in the next 30–90 days. Make it visible. Name it. Pursue it with 

relentless discipline using the tools you've now mastered. 

3. Commit to a Weekly Self Power Audit. At the end of each week, 

ask yourself: 

• Did I practice the foundation stones in every interaction? 

• Did I hold frame when challenged? 

• Did I expand my exposure or influence? 

• Did I act with clarity, calm, and command? 

4. Keep a “Self Power Log.” Track specific wins and power 

interactions. What worked? What didn't? What did you notice others 

respond to? Every log entry strengthens your self-awareness and control. 

Final Word from Castor Wynn: 

You didn’t just read a book. You unlocked a blueprint that most people 

will never see — and now it’s part of you. Use it. Lead with it. And 

never again ask for permission to be powerful. This is Self Power Rules. 

Influence Without Apology. 

Power Without Permission. 
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