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Discover ruthless strategies and dark hypnosis— 
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A Personal Word Before You Begin 

This book explores the hidden layers of influence—some bright, 

some cloaked in shadow. Along the way, you’ll encounter ideas 

that may challenge your beliefs about fairness, persuasion, and 

the pursuit of success.  

It’s true: not everything you’re about to read sounds gentle. But 

that does not make it immoral. The techniques shared here were 

never meant to deceive for the sake of deception, or to win at 

the cost of another’s loss. In my own life, I’ve used many of them 

to build trust, guide decisions, and create outcomes where both 

sides walked away satisfied. 

Still, power is power. In the wrong hands, it can manipulate 

unfairly. Even the most harmless-seeming approaches, when 

misused, can lead to harm. That is why I offer this word of 

caution before you begin: 

Use what you learn responsibly. 

This book is a mirror—it reflects what’s already inside you. It’s a 

toolbox—you decide how and when to reach for what’s within. 

And it’s a path—not a prescription. 

Read with discernment. Apply with intention. Let your ambition 

rise, but keep your ethics anchored. This knowledge has weight. 

Handle it with care. 

— The Author 
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Introduction 

Being good in business is the 

most fascinating kind of art. 

Making money is art, and 

working is art, and good 

business is the best art. 

— Andy Warhol 

et me take you back to my childhood, to the days 

when there were three friends who grew up 

together, shared the same classrooms, played on the 

same streets, and dreamed under the same Arizona 

sky. From elementary school through high school, they were 

inseparable, and when it came time for college, they each set 

out on different paths; their choices shaped the men they would 

become. 

The first of my friends was Jake. He was the son of a wealthy 

father. He had a passion for sports and was a talented rugby 

player. But outside of sports, he had a fascination with the stock 

market. After college, he put his energy into investments. He 

took bold risks to multiply his fortune. At first, he saw quick 

gains, which only fueled his appetite for risk. But the market can 

be ruthless, and soon he found himself on the wrong side of the 

numbers. His fortune dwindled, his confidence shaken, and he 

was forced to rethink his life. 

L 
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The second friend, Liam, was academically brilliant. He excelled 

in every subject. However, he had a major weakness—he was 

painfully shy when it came to public speaking. No matter how 

much knowledge he had, expressing himself in front of an 

audience was his biggest hurdle. But he was determined to 

overcome his fears and tried his best to improve his 

communication skills. After years of effort and persistence, he 

landed a role as a manager in a mid-sized company. He wasn’t 

the loudest voice in the room, but his dedication earned him 

respect. His journey wasn’t easy, but he built a stable career. 

And then, there was me. Unlike my two friends, I wasn’t 

particularly exceptional at anything. I was an average student—

decent at studies but not outstanding. My real passion was 

understanding the human mind. I wanted to be a psychologist 

to understand human behavior and help people with their 

struggles. I earned a degree in psychology and dedicated myself 

to practicing in the field. For years, I worked with people, 

learning firsthand how minds function under pressure, how 

emotions dictate actions, and how small changes can lead to 

massive transformations. I also worked as an industrial 

psychologist and helped people enhance their performance, 

guided leaders to build stronger teams, and assisted companies 

to develop productive work environments. 

But somewhere along the way, I realized something: while I 

loved psychology, I also had an entrepreneurial spirit burning 

inside me. I didn’t just want to help people one-on-one; I 

wanted to create something bigger. 
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I took the leap into entrepreneurship, using everything I had 

learned about human behavior to build a business. The 

transition was tough. I faced failures, setbacks, and moments 

where I questioned whether I had made the right choice. But I 

kept going, applying the same psychological principles I had 

once used to guide others to guide myself. 

Over time, I found success. My business thrived, and my 

understanding of human nature gave me an edge in decision-

making, leadership, and innovation. Unlike my first friend, I 

didn’t take reckless financial risks. Unlike my second friend, I 

wasn’t held back by fear. I had found a balance between 

ambition and strategy, risk and reward, knowledge and action. 

The three of us took drastically different paths, yet we remained 

close. We still talked, still shared our experiences, and still 

learned from one another. And, as I reflected on our journeys, I 

realized something profound: any of us could have ended up in 

the other’s shoes. 

I could have been the rugby player who lost everything in the 

stock market. I could have been the brilliant but hesitant thinker 

who struggled to find his voice. Instead, I found my own path—

one that blended psychology with entrepreneurship, passion 

with perseverance, and learning with action. 

And here’s what might surprise you: I never really changed. 

Despite the countless self-help gurus and motivational speakers 

who insist that transformation is the key to success, I don't 

believe we can fundamentally change who we are. At my core, I 

am still the same person I was when I was a student, dreaming 
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of a career in psychology. I didn’t wake up one day as someone 

new. There was no sudden enlightenment, no life-altering 

revelation. I didn’t stand on a mountaintop and unlock the 

secrets of the universe. 

What I did discover, however, was a tiny edge—a small but 

crucial advantage that shifted everything. It wasn’t a radical 

transformation but a series of adjustments that altered the 

trajectory of my life. It was the difference between struggling in 

the shadows and thriving in the spotlight. 

After years of mastering the most powerful psychological and 

money-making skills, I like to believe that if I were dropped onto 

a deserted street in any English-speaking country with 

nothing—no money, no connections—I would still find my way 

back to wealth within five or ten years, not because of luck, but 

because of a skill set that anyone can learn. 

The truth is, effort alone isn’t the key. You may spend endless 

hours working tirelessly in a restaurant, day after day, but no 

matter how hard you push yourself, you’ll never become 

wealthy. Wealth isn’t just about working hard—it’s about 

knowing when, where, and with whom to take action. 

Hard work matters, but without the right strategy, it’s like 

running on a treadmill—exhausting but getting you nowhere. 

The real secret isn’t just grinding away; it’s knowing how to 

channel your effort in the right direction. 

In my previous book, I revealed the dark psychology techniques 

that helped me succeed—not just as a manager and 

psychologist but also as a husband and father. Now, in this 
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book, I’m taking it a step further. I’ll show you how to harness 

the power of dark psychology and hypnosis to build wealth, 

influence, and success as an entrepreneur. No fluff, no vague 

advice—just the raw, unfiltered strategies I’ve used, along with 

every business secret I’ve learned along the way. 

This book isn’t about some overnight success story because my 

journey was anything but instant. There were, of course, failures. 

Sometimes, I made mistakes, wandered blindly, and learned 

lessons the hard way. I didn’t have a guide. I didn’t have a secret 

formula. But you do. 

This book holds the key I didn’t have—the edge that makes the 

difference. And if an average student like me, a boy who once 

dreamed of being a psychologist, could figure it out, then so can 

you.
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Part 1: The Psychology 

of Wealth & Influence 

  



 

12 

Millionaire Money Psychology 

 
 

Chapter 1 
You Deserve to Be Rich: 

Overcoming 
the Undeserving Attitude 

About Wealth 

A personal transformation—how I overcame 

My Own Financial Limits Through a Mindset Shift. 

n 2004, by most measures, I was a successful man. I 

traveled across the country—and beyond—advising 

companies on how to boost their productivity and 

become more profitable. Money flowed in. I spent and 

saved. By conventional standards, I had achieved financial 

freedom. 

My wife was also a successful psychologist. She often reminded 

me how fortunate we were. And yet, something gnawed at me. 

Despite my achievements, despite mastering the art of 

persuasion and using dark psychology to maneuver my way 

through career and business challenges, I couldn't shake the 

feeling that I wasn’t truly rich. 

I was financially comfortable, yes. But I hadn’t reached the level 

of wealth I envisioned for myself. The kind of wealth that exudes 

I 
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absolute security and limitless possibilities. I wanted more. And 

that desire, once it took root, became impossible to ignore. 

So, I made a decision: I would shift gears and become an 

entrepreneur. 

When I shared my plan with my wife, she was amused. 

"Entrepreneurship?" she repeated with a skeptical smile. "You’re 

a psychologist. You counsel, you lecture—you talk. That’s your 

strength. How exactly do you plan to run a business?" 

Her doubt didn’t deter me. In fact, it fueled me. I had never been 

afraid of challenges—I thrived on them. And I had won most of 

them, wielding my skills of manipulation like a master strategist. 

Now, I was determined to test my abilities on a new battlefield—

the world of wealth. 

But before I embarked on this journey, I did what I always did: I 

looked inward. I wanted to be sure I had what it took to win this 

game. 

And that’s when I found it. The flaw. The hidden crack in my 

foundation. 

Somewhere deep within me, beneath the ambition and the 

drive, there was a quiet but stubborn belief: I didn’t deserve to 

be rich. 

The realization hit me like a punch to the gut. It explained 

everything—the invisible ceiling I could never seem to break 

through, the financial plateau I had unconsciously accepted. 

I had read about this before. Our beliefs about money begin to 

form as early as childhood. By the time we reach 21, they solidify 
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into an unconscious financial thermostat—an internal limit on 

how much wealth we believe we deserve. If your thermostat is 

set to thousands, you’ll never make millions, no matter how hard 

you work. And if you somehow do make millions, you’ll self-

sabotage until you’re back where your mind believes you 

belong. 

And that was my problem. 

I had the intelligence, the skills, and the strategies. But I was 

battling an invisible force—my own subconscious belief that 

wealth beyond a certain point wasn’t for me. 

Throughout my career as a psychologist and a manager, I have 

helped countless individuals break free from their own limiting 

beliefs. The employee who thought they didn’t deserve a 

promotion—I made them look inward and recognize their 

worth. The struggling salesman who believed he could never hit 

a certain target—I helped instill the confidence that transformed 

his sales numbers. The team that doubted they could reach peak 

productivity—I motivated them to surpass their own 

expectations. Even entire companies on the brink of collapse, 

where management had lost all hope—I showed them what was 

holding them back and helped them regain momentum. 

But now, I was the one stuck in that same cycle of doubt. Fixing 

myself seemed infinitely harder than fixing others. 

So, I asked myself: If someone came to me with the same 

problem, what would I tell them? What advice would I give? 

What tools would I offer to shift their mindset? 

That question changed everything. 
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I began to treat myself as a valuable client. In this case, the client 

didn’t primarily need a business plan. He needed to rewire his 

mind. Now, I had to pick the right tools to help him do that. To 

win this challenge, he had to start from within. 

I knew if I didn’t fix myself, it wouldn’t matter what business I 

started, what investments I made, or how much effort I put in—

my mind would always find a way to keep me at the level it 

believed I deserved. 

I started by identifying the messages I had absorbed about 

wealth. I dissected the fears, the doubts, and the quiet voice in 

my head that whispered, That’s not for you. 

I challenged every thought that told me wealth was for other 

people, not me. 

Remember, if you don’t believe you deserve wealth, you’ll never 

have it. 

Not because you’re not capable. Not because the world is 

against you. 

But because you won’t allow yourself to have it. 

And that is the greatest form of self-sabotage. 

So, before you chase millions, ask yourself this: 

Do you truly believe you deserve them? 

Because that answer will determine everything. 

And I? 

I finally knew mine. 
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Applying Cognitive Reprogramming Techniques 

to Break Limiting Beliefs About Money and 

Achieve Financial Breakthroughs 

A limiting belief is a thought, stereotype, or generalization about 

yourself, others, or the world that you adopt, often 

unconsciously, which ultimately restricts your potential. These 

beliefs can be as confining as anchors, which hold you in place 

and prevent you from venturing into life's vast possibilities. They 

keep you stuck in narrow, outdated perspectives, trapping you 

in cycles that limit growth and progress. 

Often, these beliefs are deeply rooted in early childhood 

experiences, shaped by our upbringing and the societal 

influences around us. Over time, they become so ingrained in 

our subconscious that we no longer question them. When it 

comes to financial matters, these limiting beliefs can be 

particularly hard to overcome because they shape the very way 

we perceive money and wealth. 

To make real change, the first step is to recognize these beliefs. 

When you acknowledge that these ideas are not set in stone, 

you can choose to challenge and revise them. If you accept that 

your views can evolve, you create the space for a more 

abundant, empowering, and self-affirming financial future. 

It's important to know that experiencing any of these limiting 

beliefs about money is entirely normal. You're not alone in 

grappling with these misconceptions. 
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It’s okay if these beliefs don’t disappear immediately. The 

journey to financial transformation is gradual, and we’re here to 

celebrate your commitment to self-awareness. Here are the 

most common limiting beliefs people have about money.  

Valuation and Ethics 

"It’s better to live with less, to be more humble." 

"People who are wealthy must have compromised their values 

to get there." 

These limiting beliefs associate wealth with moral compromise, 

which prevents you from aspiring to monetary success. But 

money itself isn’t inherently bad; it’s how you choose to use it 

that matters. 

A Perspective on Scarcity 

"Money is always tight." 

"There’s just not enough to go around." 

These thoughts keep you trapped in a constant state of worry, 

fearing that you’ll never have enough money to cover your basic 

needs. A scarcity mindset focuses on what you don’t have, which 

makes abundance feel like an unattainable dream. To overcome 

this, it’s important to shift your focus. Start by recognizing what 

you do have and celebrating your financial achievements, no 

matter how small. 

Valuability 

"I’m not worthy of wealth." 

"Wealthy people are greedy and selfish." 
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Beliefs like these link money with negative qualities and make 

you feel undeserving of financial success. They also reinforce the 

idea that wealth equals bad character. To break free from these 

limiting views, gently explore where these ideas came from. 

When did you first start believing them? Are they based on facts 

or assumptions? 

Opinions on Fixed Income 

"I’ll never earn more than I do now." 

"This is just how things are; I’m stuck in this financial situation." 

Limiting beliefs about earning potential can keep you stagnant, 

convincing you that your current income is as good as it gets. 

To challenge these beliefs, set ambitious financial goals and 

start taking steps toward them. Even achieving small milestones 

can shift your mindset and demonstrate that growth is possible. 

Remember, you’re in control of your financial future. 

Acquiring the Skill 

"Making money is just too hard." 

"You have to give up everything to become wealthy." 

This mindset portrays the pursuit of money as a grueling, self-

sacrificial task. But money doesn’t have to be a constant 

struggle—it’s more about the learning and growth that happens 

along the way. Your financial journey can be empowering and 

exciting if you approach it with intention and curiosity. 
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Skill and Information 

"I just don’t know how to manage money." 

"Understanding finances is too complicated for me." 

Telling yourself that you’re bad with money or that finances are 

beyond your comprehension undermines your confidence and 

limits your ability to make sound financial decisions. The truth is 

that everyone can learn the skills to manage money effectively. 

Start by taking small, actionable steps toward financial literacy—

whether that’s using a budgeting tool, reading a personal 

finance book, or seeking help from a financial coach. You’re 

capable of mastering your finances. 

Prosperity and Fortune 

"Some people are just born into money." 

"I’m just not lucky enough when it comes to wealth." 

Beliefs like these make financial success feel completely out of 

your hands. While luck and circumstances do play a role, they 

are by no means the only factors in determining your financial 

destiny. What you can control is how you manage your 

resources, make decisions, and take actions that align with your 

goals. The more you focus on what’s in your control, the more 

empowered you’ll feel in your financial journey. 

Loss Aversion 

"If I get money, I’ll probably lose it." 

"It’s better not to have too much money, so I don’t become a 

target." 
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These limiting beliefs stem from fear and insecurity about losing 

what you’ve gained. They may even prevent you from 

embracing financial growth in the first place. Instead of viewing 

money as something to be feared or hoarded, think of it as a 

resource that you can learn to manage and grow. 

Social and Cultural Beliefs 

"In my community, people like me don’t get rich." 

"Money is the root of all evil." 

Cultural and societal influences can shape our beliefs about 

money, often linking wealth with moral failings or suggesting 

that it’s unattainable for people in our social group. To challenge 

these beliefs, seek out stories of individuals who defied these 

societal limits. How did they achieve financial success? What 

beliefs empowered them to break free? Use their experiences as 

inspiration to rewrite your own narrative. 

Loser-Take-All Game 

"For me to win, someone else has to lose." 

"If others are rich, there’s less for me." 

This mindset is rooted in competition and scarcity, suggesting 

that wealth is a zero-sum game. But in reality, the world is 

abundant, and one person’s success does not detract from 

another’s. Adopting a collaborative, win-win mindset allows you 

to see how your success can positively impact others, creating a 

thriving, interconnected community of abundance. 
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Relying on Outside Funds 

"I need someone else to handle my finances." 

"I’ll never be financially independent." 

These beliefs create a dependency on others for managing your 

money, keeping you from taking full control of your financial 

future. The truth is, anyone can learn to manage their finances 

independently. It starts with small steps—taking ownership, 

asking for guidance when needed, and gradually becoming 

more confident in your financial decisions. 

Resistance to Change 

"If I become wealthy, I’ll change, and so will my relationships." 

"People will only like me for my money." 

Fears about how wealth will affect your identity and 

relationships can hold you back from pursuing financial success. 

But gaining wealth doesn’t have to change who you are or 

compromise your values. With the right mindset, you can 

maintain your integrity and build relationships based on mutual 

respect. 

Perspectives on Time 

"I can’t worry about saving or investing right now." 

"Enjoying life today is more important than securing my future." 

Living for the moment at the expense of your future can limit 

your financial success. While it’s important to enjoy the present, 

it’s also essential to plan for the future. Starting small—like 

setting aside a small percentage of your income each month—
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can make a big difference in the long run. Over time, these 

habits will help you build a secure financial future. 

Each limiting belief you hold about money falls into one of the 

categories mentioned above. Cognitive reprogramming is 

about identifying these thoughts as soon as they arise, 

challenging their validity, and then replacing them with 

empowering, positive thoughts. Do it consistently, and you’ll be 

able to shift your mindset and break free from those limiting 

beliefs. 
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Chapter 2 
The Power of Habit 

& The 5 Types of Wealth – 

How to Build Financial 
Leverage 

The Habit Shift: How Changing My Financial 

and Business Habits Turned Failure into Success 

ne evening in 2008, I was sitting at my desk 

in my New York office, utterly drained. It was 

both the best and worst year of my life. 

That year, my world was falling apart. I had 

just welcomed a new baby into my life, but at the same time, I 

was on the brink of losing everything I had built. The business I 

had poured my soul into was on life support. 

In a desperate move to save it, I uprooted my family and 

relocated from New York to Arizona. My wife was on maternity 

leave, and I had to let her go from the business, along with 

nearly half of my staff. My co-founder and I went our separate 

ways, and the anxiety that followed was unlike anything I had 

ever experienced. 

O 
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My self-worth was completely shattered. The trauma of that 

time lingered for years, a haunting reminder of how close I had 

come to total collapse. Even now, I still don’t fully understand 

how I kept going. 

When I launched Apex Digital, I was a 40-year-old entrepreneur, 

driven by ambition but blind to the dangers ahead. Our 

founding team was fearless, and our first office felt like the 

launchpad of something truly groundbreaking. As we secured 

major clients and became one of the top strategic partners for 

emerging tech giants, I felt unstoppable. 

We had the backing of some of the most well-known venture 

capital firms in the U.S. Our team grew to nearly 100 people, and 

we expanded across the country with pride. We even received 

industry accolades and were recognized by major media outlets 

as rising stars in the field. 

Then, in an instant, everything started unraveling. 

We faced challenges I hadn’t foreseen: a rapidly shifting market, 

technology that couldn’t scale fast enough, reckless expansion 

into too many regions at once, and capital that burned through 

quicker than expected. Just as all of this was unfolding, my wife 

gave birth to our daughter, Charlotte. The following year would 

prove to be the hardest of my life. 

I fought relentlessly with the board to defend my strategy for a 

comeback. I had to make the painful decision to let go of 

talented employees and publicly admit my failures to investors 

and staff. Every week, I flew back and forth between New York 

and Phoenix, leaving my wife and newborn daughter behind. 
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The weight of laying off employees crushed my soul. I met with 

each one personally, explaining the situation and apologizing. 

The night before those conversations, I barely slept. I kept 

repeating to myself, “If you’re going through hell, keep going.” 

More times than I can count, I locked myself in the bathroom 

just to break down in private. 

Then came the emergency financing round. Early investors—

friends, family, and angels—watched as their equity vanished. 

The funding terms were suffocating, doled out in small 

increments, each requiring another round of approval. My 

inexperience was glaring. Instead of standing firm in my vision, 

I allowed myself to be consumed by guilt and indecision when I 

should have pushed for more decisive action. 

We managed to stabilize the company, and in early 2005, we 

were acquired. Over the next two years, we tripled our 

organization’s growth. I excelled in my new role, leading 

expansion efforts and solidifying our market position. 

Despite the financial success, the toll on my health, 

relationships, and self-worth was devastating. I withdrew from 

my closest friends, keeping up a facade of normalcy while 

privately unraveling. I numbed my pain with unhealthy habits—

excessive drinking, sleepless nights, and constant distraction. 

My anxiety was debilitating; my self-esteem, nonexistent. I 

became distant from my family, irritable, and emotionally 

unavailable. Healing took years. Even now, when I reflect on that 

time, I feel a strange mix of shame, sadness, and pride for having 

survived it. 
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But my real turning point came from changing some business 

habits and financial habits. 

When I finally changed those negative money habits, everything 

changed. Within three months, I saw tangible results. Deals were 

closed faster. Investment opportunities surfaced effortlessly. My 

leadership decisions became sharper and more confident. And 

then came the breakthrough. 

One day, a major deal landed on my desk. In the past, I might 

have hesitated, second-guessed my worth, or played it safe. But 

this time, I walked into that negotiation with a sense of clarity 

and confidence I had never felt before. I knew my value. I knew 

the worth of what I was offering. And for the first time, I didn’t 

just hope for success—I expected it. 

Here are the new habits I adopted that transformed my 

approach to business: 

From Reactive to Proactive Management 

New Habit: I prioritized a strong management structure to 

create accountability and spot problems before they escalated. 

Instead of constantly putting out fires, I built systems to prevent 

them. 

From Chasing Every Opportunity to Strategic Growth 

New Habit: I stopped pursuing every opportunity and instead 

focused on operational stability first. Growth at all costs had 
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been my downfall—this time, I made sure the foundation was 

strong before scaling. 

From Avoiding Difficult Decisions to Facing Them Head-On 

New Habit: I forced myself to confront tough decisions early. 

Delaying or avoiding them had cost me dearly in the past. Now, 

I saw them as an essential part of progress rather than 

something to fear. 

From Sticking with the Same Team to Evolving with Growth 

New Habit: I learned that the right team for one stage of 

business isn’t always the right team for the next. I let go of the 

belief that everyone had to grow with the company. Instead, I 

started hiring based on the specific needs of each phase of 

growth. 

From Dodging Tough Conversations to Mastering Them 

New Habit: I leaned into difficult conversations instead of 

avoiding them. Whether it was with employees, investors, or 

partners, I recognized that clear, direct communication was 

critical for strong leadership and business success. 

The failures of Apex Digital stayed with me for a long time, but 

I used that pain to fuel my transformation. After selling the 

company, I shifted my focus to new ventures—mentoring early-

stage entrepreneurs, helping them scale their businesses, and 

launching Horizon Wellness, a brand dedicated to stress 

management and mental clarity. 

Today, I coach CEOs and leadership teams, guiding them 

through the same struggles I once faced. I’ve committed to 
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confronting my own blind spots so that when I step into a CEO 

role again, I’ll be a stronger, wiser leader. 

If I could go back and advise my younger self, I would say: 

• Clearly define your vision, goals, and strategy. Without a 

structured plan, even the best ideas fail. 

• Slow down to speed up. A team is only as strong as its 

weakest link—pushing too hard without stability leads to 

collapse. 

• Recognize when a team member isn’t the right fit. The 

people who help you launch may not be the ones to take 

you to the next level. 

• Don’t avoid tough conversations. Problems don’t 

disappear when ignored—they multiply. 

• Ultimately, the biggest lesson I learned was this: financial 

success isn’t just about external strategy—it starts with 

internal transformation. Once I changed my financial and 

business habits, I finally learned how to build success—

and sustain it. 
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Using Psychological Persuasion, Framing, 

and Strategic Influence to Control Narratives 

in Business and Negotiations 

By the time I started rebuilding my career, I realized that success 

in business isn’t just about numbers, strategies, or even talent—

it’s about influence. The ability to control the narrative, to shape 

how people perceive you and your business, can mean the 

difference between winning and losing. 

In the early years of Apex Digital, I underestimated the power of 

perception. I thought that a solid product and hard work were 

enough. But when I saw less capable competitors securing 

better deals and noticed how investors responded differently to 

the same information based on how it was framed, I knew I had 

to learn a new skill: strategic influence. 

As I moved into my next ventures, I leaned into the psychology 

of persuasion, framing, and negotiation. Here’s what I learned. 

Framing is all about how you present the information that 

influences people’s perceptions. People don’t just react to 

facts—they react to how those facts are presented. 

I once negotiated a partnership deal where my company was at 

a financial disadvantage. Instead of framing the conversation 

around what we lacked, I positioned us as a high-value, fast-

growing business that needed a strategic partner to fuel 

expansion. I emphasized our agility and innovation and almost 

avoided discussing our revenue gaps. That shift in framing 
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turned what could have been a weakness into an opportunity. 

Finally, we managed to secure the deal on favorable terms. 

Here is how you’ll use framing in your business: 

• Turn weaknesses into strengths: If you’re a small 

company, highlight your flexibility and personalized 

service instead of your size. 

• Control the comparison: If an offer seems expensive, 

contrast it with something even costlier to make it appear 

reasonable. 

• Use scarcity: Position your business as an exclusive 

opportunity to create urgency. 

People’s reaction depends on how you present a situation. If you 

control the frame, you’ll control the conversation. 

Psychological Persuasion: Winning People Over 

Without Force 

Persuasion isn’t manipulation—it’s more about understanding 

how decisions are made and structuring your message to align 

with the way people think. 

The Reciprocity Principle: Give Before You Ask 

People naturally want to return favors. When you provide value 

first, others feel inclined to reciprocate. Here is how I used it: 
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Before pitching an investor, I’d offer insights on market trends 

and potential risks. Instead of immediately asking for funding, I 

made them feel like I was giving them valuable information—so 

when I did ask, they were more receptive. 

The Contrast Effect: Making Offers More Appealing 

People evaluate options based on what they’re compared to. 

When I sold Apex Digital, I learned how investment firms use 

this principle—showing an unfavorable offer first makes the 

next one seem like a win. Here is how I use it: 

When pricing services, I always present a premium option first. 

It makes the standard offer seem like a bargain, increasing 

conversions. 

Social Proof: The Power of Third-Party Validation 

People trust what others already trust. Early in my career, I 

struggled to land big clients—until I started showcasing 

testimonials from smaller successes. The moment I displayed 

that others had faith in me, larger clients followed. Here is how 

I use it: 

If you don’t have big-name clients yet, use any positive 

testimonials or media features to establish credibility. 
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Strategic Influence: Controlling the Narrative Over 

Time 

Business isn’t just about winning individual deals. You also have 

to focus on building long-term influence. Here’s how I shifted 

my approach to create lasting credibility. 

Positioning as an Authority 

Before, I relied solely on direct networking. But once I started 

writing about my experiences and sharing industry insights, I 

saw a shift—opportunities started coming to me instead of me 

chasing them. 

To do this effectively, create content, speak at events, or share 

insights publicly to establish yourself as a leader in your field. 

Mastering Difficult Conversations 

In my early years, I avoided tough discussions because I tried to 

avoid conflict at any cost. But true influence comes from owning 

the conversation. Now, I don’t wait for issues to arise—I address 

them first and ensure I’m leading the discussion rather than 

reacting to it. 

To do this effectively, anticipate objections in negotiations and 

bring them up before the other side does. This makes you 

appear confident and in control. 
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Shaping the Market’s Perception 

Perception often dictates reality. When I positioned my 

businesses as premium brands, I attracted high-value clients 

from the start, even when we were still growing. 

Therefore, align your branding, pricing, and messaging with how 

you want to be perceived—not necessarily where you are today. 

I’ve said it before, and I’ll say it again: Hard work alone isn’t 

enough. 

I’ve said it before, and I’ll say it again: Hard work alone isn’t 

enough. 

My mastery of persuasion, framing, and strategic influence 

made all the difference. These skills helped me recover from 

failure, though I had to refine my technique through trial and 

error along the way. 

So, control the narrative, and you’ll control the outcome. 
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Atomic Habits 

for Financial Persuasion – 
How to Make People 

Say Yes 

A personal experience of closing a high-stakes 

deal using persuasion 

ne mid-July morning at 10:30 a.m. in 2006, I 

sat in the sleek conference room of a 

towering Manhattan office, waiting for Daniel 

Whitmore, the CFO of a Fortune 500 

company, to arrive. He was running a bit late. 

I tapped my fingers lightly on the polished table, my face calm, 

my posture relaxed—but inside, my mind was a battlefield of 

strategy. 

What questions would he throw at me? How would I counter? 

How could I make my pitch not just persuasive but irresistible? 

I mapped out possible objections and rehearsed my responses. 

If he questioned the valuation, I’d steer the conversation toward 

long-term scalability. If he doubted our ability to execute, I’d 

reinforce our track record. If he played hardball, I’d make him 

believe that walking away would be his loss, not mine. 

O 
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A thousand possibilities swirled in my head, but I reminded 

myself: Stay composed. Control the frame. Make him say yes. 

The room was lined with glass windows, the skyline of New York 

City stretching behind us. My company, Apex Digital, had been 

through a turbulent few years, but we had stabilized. Now, we 

were on the cusp of landing the biggest deal in our history—a 

multi-million-dollar strategic partnership that would give us the 

cash flow and credibility to scale. 

But we weren’t the only company vying for this contract. The 

CFO had made it clear we were up against two other well-

established competitors, both of whom had deeper pockets, 

larger teams, and longer track records. Logically, the safer 

choice wasn’t me—it was them. 

Yet, I knew something they didn’t. 

For years, I had honed my understanding of dark psychology—

the art of influence and manipulation that had fascinated me 

since childhood. Over time, this fascination grew into a skill, and 

that skill became my edge. I wasn’t just good at reading 

people—I was a master at guiding them, shaping their 

perceptions, and making them believe that the decision I 

wanted was the one they’d already arrived at on their own. I had 

tested this skill in countless situations and had met both success 

and failure along the way. But today? Today, I wasn’t going to 

fail. Not a chance. 

The sound of the door opening snapped me from my thoughts. 

In walked Daniel Whitmore, a slender man in his 60s, his salt-

and-pepper hair neatly combed. A smile creased his face as his 
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eyes met mine, and we exchanged a firm handshake. He sat 

down, the air between us thick with anticipation, and I knew this 

was my moment. 

Most CEOs walk into a high-stakes negotiation armed with data, 

pitch decks, and financial projections. I had all that, of course, 

but I also had a different strategy: storytelling. 

Rather than opening with a slideshow of Apex Digital’s 

capabilities, I started with a question. 

“What would you say is the biggest regret you’ve had in 

business?” I asked the CFO, leaning forward slightly. 

He hesitated, then smirked. “Not buying Apple stock in the ‘90s.” 

The room chuckled, but I pressed on. “Seriously. What’s one deal 

you passed on that you wish you had taken?” 

His expression shifted. He glanced at his colleagues before 

answering. “A technology partnership, actually. Years ago, we 

went with the bigger name instead of the more innovative 

company. The big name underdelivered, and the other 

company—well, they became a market leader.” 

I nodded. “That’s why we’re here today.” 

The energy in the room changed. This was no longer a typical 

pitch. Now, it was a conversation about them—not me. 

Instead of competing on size, I framed Apex Digital as the more 

strategic, more adaptive choice. I didn’t try to prove we were 

bigger—I proved that bigger didn’t mean better. 
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“Your competitors will offer you the safe choice,” I said. “But safe 

doesn’t always win markets. The companies that dominate 

industries aren’t the ones that follow the status quo. They’re the 

ones that make the smarter bet.” 

I let that sink in before continuing. 

“Our approach isn’t just about delivering what you need today—

it’s about anticipating what you’ll need five years from now. 

We’re more agile, more invested, and more innovative than the 

firms you’re considering. And the reason why? Because to us, 

you won’t be just another client. You’ll be our most important 

partner.” 

At this point, I could see them shifting. Their body language had 

changed. They were engaged. But then, the CFO dropped the 

real test. 

“This all sounds great,” he said, “but we’re looking for financial 

security. Your competitors can afford to take losses. If 

something goes wrong, they have deeper pockets. How do we 

know Apex Digital will be around five years from now?” 

I had anticipated this. But instead of countering with numbers, I 

countered with emotion. 

“That’s exactly why you want us,” I said. “Because our survival 

depends on making you wildly successful. For them, you’re a 

fraction of their portfolio. For us, you’re a defining partnership. 

If they fail you, it’s a write-off. If we fail you, we cease to exist. 

Which means we’ll do whatever it takes to make this a success. 

And if you look at every great partnership in business, that’s the 

common thread—skin in the game.” 
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Silence. Then, slow nods. 

I didn’t push. I didn’t fill the silence with nervous chatter. I let 

them sit with the weight of what I’d just said. 

After a moment, the CFO leaned back. “I have to admit,” he said, 

“I didn’t expect this conversation to go this way.” 

He turned to his team. “Let’s move forward with Apex Digital.” 

Just like that, we had won the deal. 

Persuasion isn’t about talking people into something—it’s 

about making them feel like the right decision was theirs all 

along. 

The biggest mistake people make in negotiations is thinking it’s 

about overpowering the other side with logic. But business 

decisions, especially high-stakes ones, are made emotionally 

and then justified logically. 

I didn’t just sell them on Apex Digital’s services. I sold them on 

a vision, on a feeling, on a narrative where choosing us wasn’t 

just a good decision—it was the only decision. 

Elements of Persuasion: Framing, Mirroring, and 

Subconscious Influence 

Persuasion is not about forcing someone to agree with you. Is is 

more about creating an environment where saying yes feels like 

the natural, inevitable choice. Every negotiation, every pitch, 

every high-stakes conversation follows a pattern. When you 
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understand that pattern, you can subtly guide it to the outcome 

you desire. That’s exactly what I did with Daniel Whitmore. I 

didn’t overpower him with logic or dazzle him with numbers. 

Instead, I used three fundamental psychological techniques: 

framing, mirroring, and subconscious persuasion. 

Framing: Controlling the Narrative 

Framing is about positioning your argument in such a way that 

it shifts the other person’s perception before they even realize 

it. The way a problem is presented determines how it will be 

interpreted and, ultimately, how it will be solved. If you let 

someone else define the frame, you’re playing by their rules. But 

if you control the frame, you dictate the rules of engagement. 

When I walked into that room, I knew that Apex Digital was not 

the logical choice. On paper, we were the underdog. But I 

refused to accept that frame. Instead, I reframed the 

competition. I made it about strategy and vision rather than 

financial security. Instead of fighting to prove we were big 

enough, I positioned our size as an advantage. I framed us as 

the innovative risk-takers, the smarter bet—the company that 

would give them an edge, not just a service. 

I also framed the decision around Whitmore’s own experiences. 

When I asked him about his biggest business regret, I wasn’t just 

making small talk. I was leading him into a frame that made 

Apex Digital the obvious choice. By guiding him into the 

realization that playing it safe had cost him in the past, I set up 
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the perfect contrast. When I followed up with, “That’s why we’re 

here today,” the frame was locked in. Choosing us wasn’t just 

about making a decision—it was about not repeating a mistake. 

Mirroring: The Silent Bond Builder 

People naturally trust those who are like them. Mirroring—

subtly reflecting someone’s body language, tone, and even 

speech patterns—creates an unconscious sense of connection 

and trust. Done right, it makes people feel understood and 

aligned with you, even when they don’t realize why. 

The moment Daniel Whitmore sat down, I adapted to his 

energy. He was calm, measured, analytical—so I mirrored that. 

My speech slowed slightly to match his pace. When he leaned 

back, I gave it a few seconds before leaning back as well. When 

he gestured, I subtly incorporated similar gestures into my own 

communication. This wasn’t imitation; it was synchronization. 

The goal was to create a subconscious sense of familiarity. 

Beyond body language, I also mirrored his concerns. When he 

voiced his hesitation about our financial security, I didn’t dismiss 

it or rush to defend myself. Instead, I acknowledged and 

reinforced his concern before shifting the perspective. “That’s 

exactly why you want us,” I said. By reflecting his worry back at 

him and turning it into a reason to choose us, I aligned myself 

with his thought process rather than opposing it. 
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Subconscious Persuasion: The Invisible Pull 

The human mind is driven more by emotion and subconscious 

cues than we like to admit. Most decisions are made on a gut 

level and then justified with logic after the fact. That’s why pure 

data rarely wins negotiations. People don’t buy products, 

services, or even partnerships—they buy stories, feelings, and 

perceived outcomes. 

One of the key ways I subtly influenced Whitmore’s 

subconscious was through priming—the psychological 

technique of planting ideas before a decision is made. I seeded 

key phrases throughout the conversation: “Safe doesn’t always 

win markets.” “The companies that dominate industries are the 

ones that make the smarter bet.” By repeating the concept of 

smart risk-taking in different ways, I subtly conditioned him to 

associate our offer with success. 

Another technique I employed was scarcity and exclusivity. 

When I told him, “For us, you’re not just another client—you’ll 

be our most important partner,” I made Apex Digital feel like a 

rare opportunity. People value what feels exclusive. If I had 

positioned us as just another option, we would have been 

evaluated purely on logic. But by making our partnership feel 

like a special, high-stakes opportunity, I engaged his emotions. 
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Orchestrating the Yes 

When the conversation reached its climax—when Whitmore 

raised the objection about financial security—I didn’t fight him 

with data. I gave him certainty wrapped in emotion. I made him 

feel the weight of our commitment, the necessity of our success. 

By the time I finished speaking, the logic of the decision was still 

there, but more importantly, the feeling of making the right 

choice had settled in. That’s why he leaned back, glanced at his 

team, and said, “Let’s move forward with Apex Digital.” 

The decision felt like his own, but I had guided him every step 

of the way. 

So, master these above three techniques, and you won’t just win 

negotiations—you’ll make people want to say yes, believing it 

was their decision all along.
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The Art of the Deal 

& The Dark Side 

of Negotiation – 

Using Psychological 
Manipulation 

to Close Deals 

How top entrepreneurs use manipulation 

to secure financial gain. 

ne late autumn afternoon in 2012, I found 

myself seated across from Mark Halverson in 

his expansive corner office. The skyline of 

Chicago stretched out behind him, a 

testament to the power and success he had 

built over the past two decades. He was the founder and CEO of 

Halverson Holdings, a conglomerate with interests spanning 

real estate, logistics, and tech investments. I had been invited to 

his headquarters to consult on employee motivation and 

productivity—a service I had provided to many high-powered 

executives before transitioning into full-time entrepreneurship. 

O 
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But the conversation that afternoon took a different turn. Mark 

leaned back in his leather chair, steepling his fingers, his sharp 

blue eyes studying me before he spoke. 

"You study human behavior, right?" he asked. "Tell me, how do 

you think the biggest deals in business really get closed?" 

I smiled, recognizing the setup. "Not with logic alone. There’s 

always an emotional pull, a psychological edge." 

He smirked. "Exactly. Let me tell you a story—one that most 

wouldn’t admit to. It’s about how I closed the deal that made 

me a multimillionaire. And let’s just say, it had little to do with 

the numbers." 

I leaned in. This, I knew, would be a lesson in the darker side of 

business negotiations. 

Mark’s story began in 2005, when he was just another ambitious 

entrepreneur trying to break into commercial real estate. He had 

identified a distressed property—a massive but outdated office 

building in the heart of the city—that he knew could be 

transformed into a high-end corporate space. The owner, a 

seasoned real estate mogul named Victor Langley, was open to 

selling but had multiple bidders, all of whom had deeper 

pockets than Mark. 

On paper, he shouldn’t have stood a chance. But Mark 

understood something about human nature that most didn’t—

deals aren’t made on spreadsheets; they’re made in the minds 

of the people sitting at the table. 



 

45 

Chapter 4 

"The first thing I did was redefine the negotiation before it even 

started," Mark said. "Most people walk into a deal trying to 

prove why they’re the best option. I walked in making Langley 

feel like he had already lost something by not choosing me." 

Before their first formal meeting, Mark had carefully spread 

rumors—through mutual contacts and industry circles—that he 

was in talks with one of Langley’s biggest rivals. He made sure it 

reached Langley’s ears that his competitor was very interested 

in his vision for the property. 

"By the time I sat down in front of him, he was already 

wondering if he was missing out on something," Mark 

continued. "That’s the power of perception. People hate losing 

more than they love winning." 

 

At their first meeting, Mark employed another classic tactic: 

mirroring. Langley was an old-school businessman, a man who 

valued tradition and loyalty. So Mark subtly reflected those 

values back at him. He dressed conservatively, spoke about the 

long-term legacy of the property, and positioned himself as 

someone who wasn’t just there for a quick flip—but as someone 

who wanted to preserve and enhance the building’s history. 

"By the end of the first meeting, he didn’t see me as just another 

buyer," Mark said. "He saw me as an extension of his own legacy. 

That’s when I knew I had him." 

But Langley wasn’t going to make it easy. He still had bigger 

offers on the table. So Mark went deeper into the psychology of 

negotiation. 
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Instead of countering with a higher bid, Mark did something 

counterintuitive: he made it seem like he was the one with 

limited availability. 

"I told him I was considering another project that was moving 

faster, but that I wanted to give him the chance to work with me 

first." 

It was a subtle shift—one that made Langley feel like he was 

being courted, rather than the other way around. 

Then Mark made his final move. He introduced a decoy offer. 

He had a friend pose as an interested buyer—one who was 

willing to pay even less than Mark but had a reputation for 

gutting historic properties. Mark made sure Langley knew about 

this other buyer, emphasizing how unfortunate it would be if the 

building fell into the wrong hands. 

"I planted the idea that selling to me wasn’t just a good financial 

decision—it was a moral one. If he didn’t choose me, his beloved 

building might be ruined by someone who didn’t care." 

The next morning, Langley called. 

"I don’t usually do this, but I’m going with you, Mark," he had 

said. "I just have a good feeling about this." 

Mark leaned back in his chair, grinning. "And just like that, I had 

secured a multi-million dollar property for far less than what my 

competitors were offering. Not because I had more money, but 

because I controlled the frame." 

Mark’s story was a masterclass in psychological manipulation in 

business. He hadn’t lied. He hadn’t cheated. But he had used 
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every cognitive bias and emotional trigger at his disposal to 

make Langley believe that selling to him was the only logical 

choice. 

He controlled perception before the negotiation even began. He 

mirrored the seller’s values to build subconscious trust. He used 

scarcity to make himself appear more desirable. And he 

leveraged loss aversion to make the alternative seem too costly 

to consider. 

As I sat there, listening, I knew this was a perfect example of the 

dark side of negotiation. It wasn’t about force—it was about 

guiding someone’s thoughts so subtly that, in the end, they 

believed the decision was entirely their own. 

Mark’s voice pulled me back. "So, tell me, doc," he said, a smirk 

playing on his lips. "How do you improve employee motivation 

again?" 

I chuckled. "By making them believe it was their idea all along." 

We both laughed, but deep down, we both knew the truth. The 

art of the deal wasn’t just about numbers—it was about 

mastering the human mind. 

The High-Stakes Game: Scarcity, Gaslighting, 

and Strategic Deception 

Now, you already know that manipulation in business 

negotiations isn’t about blatant dishonesty—it’s about 

controlling perception. The most successful entrepreneurs don’t 
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win the deals by simply presenting facts and figures. They win it 

by shaping the reality of the person sitting across the table. This 

requires a deep understanding of human psychology, 

specifically how people react to scarcity, urgency, pressure, and 

even self-doubt. 

The Scarcity Principle: “This Deal Won’t Last” 

Scarcity is one of the most powerful psychological triggers in 

business. When people believe something is limited—whether 

it’s a product, an opportunity, or even your time—they value it 

more. 

Top negotiators use this principle to create a sense of urgency 

and exclusivity. Instead of begging for a deal, they make the 

other party feel like they might lose out on something 

exceptional. 

How is this done in negotiations? 

Limited-time offers: Making the deal seem like a rare 

opportunity that won’t be available for long. 

Competitor pressure: Suggesting that others are interested, so 

hesitation could mean losing the opportunity. 

Playing hard to get: Acting indifferent, signaling that you don’t 

need the deal, making the other party feel like they need to win 

you over. 

In the case of my client, he made the investors believe that 

others were lined up, ready to take the deal if they didn’t act 
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fast. This shifted the power dynamic—suddenly, they weren’t 

evaluating him. They were competing for him. 

Urgency Creation: “Act Now or Regret It Later” 

Scarcity and urgency go hand in hand, but urgency is about time 

sensitivity. It’s the difference between knowing a product is rare 

and feeling pressured to act right now. 

This is especially useful in negotiations where hesitation can kill 

a deal. Creating urgency forces the other party to make a 

decision before they have time to second-guess. 

Techniques for urgency creation: 

Deadlines: “This offer is only valid until the end of the week.” 

Immediate consequences: “If we don’t finalize this today, we’ll 

have to move forward with another option.” 

Time-sensitive bonuses: “Sign today, and we’ll include an 

additional service at no extra cost.” 

My client made use of this by subtly indicating that his company 

was on the verge of closing with another firm. “I can’t guarantee 

this will still be an option next week,” he said casually, knowing 

that doubt alone would push them toward action. 
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Gaslighting in Negotiation: Shaping Perception 

Gaslighting is often associated with personal relationships, but 

in high-stakes business, it’s a tactic that can be weaponized to 

control the narrative. It involves making the other party question 

their own assumptions, beliefs, or even memories—leading 

them toward a conclusion that benefits you. 

Here’s how top negotiators use gaslighting tactics: 

• They Make the other party doubt their previous 

judgments. “You thought this was risky, but when you 

really look at the numbers, you’ll see that it’s actually the 

safer choice.” 

• They undermine confidence in competitors by 

highlighting weaknesses they hadn’t considered. “I 

understand why you’d consider Company X, but have you 

looked at their recent financials? I heard they’re 

struggling.” 

• They convince them that their peers would make the 

same choice. “Everyone I’ve worked with in your industry 

has made this decision—because it just makes sense.” 

My client masterfully used gaslighting to reshape how his target 

viewed the deal. By the end of the conversation, the investors 

weren’t just convinced they should invest—they were convinced 

that they had always believed in it. 
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Strategic Deception: The Illusion of Options 

In business, deception is about controlling information. The best 

negotiators strategically reveal and conceal information to 

guide decisions without ever technically being dishonest. 

Here are some common methods of strategic deception: 

The Illusion of Alternatives: Making the other party believe 

they have options when, in reality, all paths lead to the same 

outcome. 

Withholding Key Information: Giving just enough to spark 

interest but keeping certain details vague until commitment is 

secured. 

Overstating Demand: Implying that a deal is in higher demand 

than it actually is. 

My client used this brilliantly. He never lied about competitors 

being interested, but he strategically hinted at it. “I can’t say 

names, but we’ve had serious conversations with other firms this 

week.” That was enough to make the investors believe they had 

limited time to act. 

The entrepreneurs who consistently close the biggest deals 

understand one fundamental truth—negotiation is about 

framing. When you control the frame of the conversation, you 

control how the other party perceives their choices.
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The Lords of Easy Money 

& Financial Predators 

A Case Study of How Elites Manipulate Markets 

and Financial Opportunities 

hroughout my career as an industrial psychologist, 

I had the opportunity to work closely with top 

business elites—CEOs, hedge fund managers, real 

estate moguls, and high-level executives. These 

weren’t just successful people; they were masters 

of influence, individuals who understood that the key to 

financial power wasn’t just about making money—it was about 

controlling how money moved. 

Over time, I absorbed their strategies, their methods, their 

mindset. And in many ways, this knowledge paved the way for 

my own journey as an entrepreneur. I learned that manipulating 

markets and financial opportunities isn’t just an advantage—it’s 

the heart of the game. 

Among the many stories I’ve encountered, there’s one that has 

always stood out. 

It’s the story of Victor Langley. 

Victor Langley was a name I had heard before. A private equity 

tycoon with a reputation for making high-stakes financial plays, 

T 
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his influence stretched across multiple industries. Some admired 

him, others feared him, but everyone agreed on one thing—

Victor didn’t just play the money game. He controlled it. 

I met him purely by chance. 

Both of us had taken short vacations with our families at Blue 

Horizon Resort, an exclusive retreat in the Cayman Islands. I had 

come to escape the relentless pace of business, to disconnect 

from the world of corporate strategy and psychological 

manipulation. But fate had other plans. 

We met on the second evening in the hotel’s cigar lounge. At 

first, our conversation was casual—business, travel, family. But 

over the course of four days, as our friendship progressed, Victor 

shared something far more valuable: his playbook. 

And, what he told me changed the way I saw financial power 

forever. 

Victor had spent decades perfecting his craft. He wasn’t just 

investing in companies—he was orchestrating market 

movements. His real talent lay in spotting opportunities before 

they existed, shaping narratives, and using his influence to 

ensure things played out in his favor. 

“Most people think wealth is about working harder or investing 

smarter,” he told me as he swirled a glass of Scotch in his hand. 

“But the real money? It’s made in perception management. If 

you can control how people feel about an asset—whether it’s a 

stock, a business, or an entire industry—you control its value.” 
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He leaned in slightly. “And once you control its value, you 

control who profits from it.” 

Victor wasn’t talking about insider trading. He was talking about 

something much bigger—the systematic engineering of 

financial opportunity through influence, misdirection, and 

strategic deception. 

Victor shared one of his biggest wins: a luxury real estate play in 

Miami. A few years back, the market had been struggling. Prices 

were stagnant, and developers were sitting on unsold inventory. 

That’s when he and his team made their move. 

They began quietly acquiring distressed properties at rock-

bottom prices, knowing that fear had driven investors away. But 

buying cheap wasn’t enough—if they wanted a real return, they 

needed to create demand. And that meant shaping public 

perception. 

Victor tapped into his media connections, placing subtle stories 

about Miami’s ‘upcoming real estate boom.’ Financial news sites 

started reporting on how international investors were pouring 

money into the city and how tech entrepreneurs were calling 

Miami the next Silicon Valley of real estate. The narrative took 

hold, and the market started to stir. 

But a few headlines weren’t enough. Victor needed more. So, he 

hosted a series of high-profile, ‘exclusive’ events at luxury 

properties. The guest lists were carefully curated—celebrities, 

social media influencers, and business elites. These weren’t just 

parties; they were strategic illusions, designed to make the 
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world believe that Miami’s real estate was the only place to 

invest. 

The results were immediate. Prices skyrocketed. Investors, afraid 

of missing out, started pouring in. Within a year, Miami’s real 

estate market was booming—not because of natural demand, 

but because of a carefully engineered illusion. 

Victor and his team watched the frenzy unfold, and when they 

sensed the peak approaching, they began offloading their 

properties at record-high valuations. Investors scrambled to 

buy, convinced that the market would keep rising. But markets 

correct, and when Miami’s bubble inevitably burst, those same 

investors found themselves holding overpriced assets. Victor, on 

the other hand, had already walked away with massive profits. 

“What happened to the people who bought in at the top?” I 

asked. 

Victor shrugged. “That’s the game.” 

As our conversation continued, I asked him if he ever felt guilty 

about these strategies. 

He laughed. “Daniel, let me ask you something. If you were 

walking through a casino, and you saw someone leave a winning 

hand on the table, would you take it? Or would you walk away 

and let someone else grab it?” 

I didn’t answer. 

Victor continued, “Business and finance aren’t about fairness. 

They’re about control. The people who lose are the ones who 

don’t know how the game is played.” 
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His words stuck with me. Not because I fully agreed with them, 

but because they exposed a harsh reality—markets aren’t 

neutral. They are shaped, manipulated, and controlled by those 

who understand human psychology better than anyone else. 

And most people never even realize it’s happening. 

Before we left Blue Horizon Resort, Victor gave me one final 

piece of advice. 

“If you want to build real wealth, stop playing by the rules that 

were made for you. Start learning the rules that were made by 

them.” 

That conversation stayed with me long after I left the resort. It 

was a glimpse into the world of financial power—where wealth 

isn’t just earned but engineered. 

And in the money game, the real winners aren’t just the ones 

who work hard or invest wisely. 

They’re the ones who control the perception of value itself. 

Identifying Manipulative Tactics Used in Finance, 

Sales, and Investments 

Victor Langley’s success wasn’t about isolated deals. It was more 

about systemic influence. He didn’t just manipulate individual 

investors or firms; he built narratives that rippled through entire 

industries, affecting thousands of players at once. To 

understand how financial predators like Victor operate, you 
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must recognize that their game is not about tricking a single 

target—it’s about shaping reality itself. 

Engineering Market Cycles: The Boom-and-Bust Strategy 

Victor didn’t just profit from a good investment; he created the 

conditions that made his investments succeed. His Miami real 

estate move was a textbook example of a boom-and-bust 

cycle—an artificially inflated market followed by a planned 

collapse. 

This is how elites manipulate market cycles: 

Phase 1: Acquisition in the Dark – They quietly acquire assets 

when prices are low, taking advantage of market downturns, 

financial crises, or temporary industry disruptions. They do this 

before any major public movement happens. 

Phase 2: Narrative Control & Public Hype – Using media, 

influencers, and “experts,” they create a positive buzz around 

the market, convincing the public that demand is surging. This 

isn't just about ads—it’s about shaping what appears in financial 

reports, investment blogs, and even regulatory discussions. 

Phase 3: Flooding the Market with Optimism – As retail 

investors and institutional money pour in, prices surge. At this 

stage, insiders (like Victor) begin selling off their holdings while 

the public rushes in. 

Phase 4: The Crash—But Not for Them – Once the market is 

saturated, a downturn is inevitable. Prices fall, late investors 

panic, and the cycle resets. The elites, however, have already 

exited with their profits. 
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Victor’s real estate manipulation wasn’t an isolated event—it’s a 

replica of how hedge funds, banks, and even governments 

influence broader financial markets. Here are some historial 

parallels to understand them better. 

The 2008 Financial Crisis: Investment banks pushed subprime 

mortgages, pumped up real estate values, and cashed out 

before the inevitable collapse. 

Cryptocurrency Booms: Early insiders drive up demand with 

hype, then exit while late investors take the fall. 

Victor simply applied the same big-bank strategy at a more 

contained level. 

Controlling the Supply Chain: How Wealthy Investors Limit Your 

Choices 

One of the less obvious yet more powerful manipulations elites 

use is controlling the supply of opportunities before the public 

even knows they exist. 

Victor understood this well. In Miami, his firm didn’t just buy 

undervalued properties—they also bought key players in the 

market: 

They brought Real estate brokers to ensure that high-value 

properties were only shown to insiders first. 

They brought property developers to control which projects got 

funded and which didn’t. Then, they brought zoning and legal 

experts to influence what new developments could be 

approved, shaping demand artificially. 
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This meant that by the time the public became aware of 

“opportunities,” the best ones were already gone. 

We see this in: 

Stock IPOs where retail investors buy at inflated prices while 

insiders get in early. 

In land development, billionaire investors control zoning laws to 

artificially limit new housing, keeping prices high. 

In corporate buyouts, where large firms quietly purchase 

competitors before they can disrupt the market. 

The lesson? By the time you hear about a "golden opportunity," 

the real profits have already been made. 

Psychological Warfare: How They Keep You Playing the 

Game 

Victor once told me, "People need to believe in the game, or 

they won’t play. And if they stop playing, we stop winning." 

To ensure the masses stay invested, hopeful, and blind to 

manipulation, financial predators use psychological tactics not 

just in individual deals, but in shaping economic optimism. 

Here’s how: 

The Promise of the Next Big Opportunity: Even when markets 

collapse, new opportunities are immediately dangled in front of 

investors. 

Tech bubbles, housing booms, AI stocks—there is always a new 

“must-invest” narrative. 
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The Reassurance of Experts: The same financial institutions that 

caused the last crisis are the ones telling you everything will be 

fine. 

After the 2008 crash, big banks told people to reinvest in the 

market—while they were hoarding cash. 

Fear of Missing Out (FOMO): Hype cycles ensure people feel left 

out if they don’t participate. 

Victor’s Miami play worked because no one wanted to be the 

last one in. 

In essence, markets are not free-moving—they are 

psychological battlegrounds. And Victor was simply one of the 

elite players who understood how to shape them.
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Designing Your Life 
Through High-Value 

Networking – Building 
Wealth Through Powerful 

Connections 

How An Elite Network Transformed My Financial 

Opportunities. 

n 2009, Apex Digital was still in its infancy—growing but 

at a slow, deliberate pace. It wasn’t yet the powerhouse 

it would later become. I was juggling two worlds: 

running a company and pursuing my passion as an 

industrial psychologist. The latter had taken me into 

boardrooms across the country, where I advised Fortune 500 

executives on how to enhance productivity, increase employee 

retention, and restructure their leadership teams for long-term 

success. I didn’t know it at the time, but those meetings would 

become the foundation of something far more valuable than a 

consulting paycheck—they would become my gateway into an 

elite network that would ultimately transform my financial 

future. 

To solidify Apex Digital’s position, I made a calculated move—I 

appointed my wife, as the Chief Operating Officer. She had a 

I 
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sharp mind for operations, but more importantly, this move 

allowed me to travel freely, embed myself within powerful 

circles, and plant the seeds of a network that would later prove 

to be my most valuable asset. 

One of the first major corporate gigs I landed that year was with 

Titan Logistics, a multi-millon-dollar freight company struggling 

with internal inefficiencies. Its CEO, Richard Vaughn, was a hard-

nosed businessman. 

My job was to diagnose and fix their productivity issues, but I 

had a different agenda. 

I knew if I could get close to Vaughn—not just as a consultant, 

but as a trusted advisor—I could gain access to his world, his 

network, and the decision-makers who controlled vast financial 

opportunities. 

I started by mirroring him. Vaughn was a believer in discipline 

and efficiency, so I tailored my recommendations to reflect his 

existing beliefs. When he ranted about inefficiency, I doubled 

down, agreeing and offering even stricter solutions. People like 

Vaughn didn’t want to be challenged; they wanted to be 

validated. By reinforcing his own worldview, I became 

indispensable. 

Three months into my work with Titan Logistics, Vaughn invited 

me to an exclusive CEO retreat—a weekend gathering of 

industry titans. This was the moment I had been engineering 

from the start. 
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The CEO Retreat 

The retreat was held at a secluded resort in Colorado. The 

attendees were a who’s who of business—real estate moguls, 

venture capitalists, tech pioneers. I was an outsider, but I knew 

how to play my role. 

Instead of trying to impress them with my business acumen, I 

positioned myself as the person who could solve their internal 

company problems—their secret weapon. At the dinner table, I 

listened more than I spoke. When I did contribute, it was with 

precise, psychologically engineered comments that made each 

executive feel understood. 

One night, as the wine flowed, a real estate tycoon named 

Charles Whitmore leaned in and said, “You know, Daniel, I wish 

my company had someone like you. My people are a damn 

mess.” 

I smiled. “You don’t need someone like me—you need me.” 

It was a bold statement, but it worked. By the end of that retreat, 

I had lined up two more consulting gigs with CEOs I had just 

met, expanding my influence further. 

Building My Own Network 

By 2010, I had built a high-value network of CEOs, investors, and 

decision-makers, but I understood a crucial principle—

exclusivity breeds demand. 

Instead of flaunting my connections, I leveraged them quietly. 

When I introduced two CEOs to each other, I ensured they knew 

it was a rare privilege. If an executive wanted an introduction to 



 

65 

Chapter 6 

one of my contacts, I made them work for it, subtly positioning 

myself as a gatekeeper to power. 

I started hosting private gatherings—invitation-only dinner 

parties where business deals were brokered behind closed 

doors. These weren’t networking events; they were curated 

experiences designed to reinforce my role as a central figure in 

my industry. 

Meanwhile, back at Apex Digital, my wife was handling the day-

to-day operations, allowing me to focus entirely on networking. 

This dual strategy—her running the business, me expanding our 

access to capital and opportunities—became the blueprint for 

our success. 

The Big Break 

In 2011, everything changed. One of my connections, a private 

equity investor named Greg Hollister, approached me with an 

opportunity. 

“I have a group looking to invest in digital companies, but they 

don’t just throw money around. They need someone they trust 

in the space.” 

He wasn’t offering money outright—he was offering access. But 

in my world, access was more valuable than capital. 

Over the next three months, I played the long game. I arranged 

meetings, made introductions, and demonstrated that Apex 

Digital wasn’t just another startup—it was the result of a 

carefully cultivated network of power players. When the time 

was right, I made my pitch, and within weeks, we secured a 
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multi-million-dollar investment that catapulted Apex Digital 

into its next phase of growth. 

Most people think networking is about attending events, 

shaking hands, and exchanging business cards. That’s amateur 

hour. 

Real networking is about engineering relationships, controlling 

access, and positioning yourself as a valuable asset. It’s about 

understanding that people with power don’t respect those who 

need them—they respect those who offer something they can’t 

easily obtain. 

By the time Apex Digital became a major player, it wasn’t 

because we had the best technology or the most innovative 

product. It was because we had positioned ourselves within an 

elite network where opportunities flowed like currency. 

 

Social Engineering, Power Dynamics, 

and Positioning Yourself Among Money Power 

Players for Success 

The elite don’t rise by accident. They design their environment, 

engineer their social circles, and position themselves in ways 

that create exponential opportunities. If you want to build 

wealth through powerful connections, you need to understand 

the invisible mechanics of influence—how networks are built, 
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how power is structured, and how to make yourself 

indispensable to the right people. 

Crafting Your Entry into High-Value Circles 

Social engineering isn’t just a hacker’s trick—it’s a method of 

controlling interactions to achieve a desired outcome. In the 

world of business, it’s about strategically placing yourself in the 

right conversations, earning trust, and ensuring that influential 

people see you as an asset, not a threat. 

Find the ‘Gatekeepers’ – The most influential people are often 

surrounded by advisors, assistants, and close friends who filter 

their interactions. Instead of directly chasing the top figure, 

build relationships with their inner circle. Gain their trust, and 

you’ll earn a shortcut to the decision-makers. 

Mirror the Tribe – Every high-level group has unspoken rules, 

values, and behaviors. Observe how they dress, how they speak, 

what they value. Match their energy, and you’ll be seen as one 

of them before you even say a word. 

Leverage Shared Interests – Power players aren’t just 

interested in business. They have hobbies, causes, and personal 

pursuits. Whether it’s philanthropy, high-stakes investing, or 

exclusive social clubs, aligning yourself with their interests 

creates a natural entry point. 

Power Dynamics: Understanding Who Holds the Cards 

In every elite network, there’s a hierarchy. To navigate it 

effectively, you need to know who holds real power, who just 

appears powerful, and how influence flows within the group. 
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The Rule of Proximity – Power isn’t always about money—it’s 

about access. The closer you are to decision-makers, the more 

influence you hold. Even if you’re not the wealthiest person in 

the room, being the one who controls introductions and 

information gives you leverage. 

The Scarcity Effect – People chase what they can’t easily have. 

If you’re too available, you become ordinary. Maintain an air of 

exclusivity—be seen, but not always accessible. This forces 

people to value your time and attention. 

The Law of Social Proof – People follow those who others 

respect. If you want credibility in elite circles, get high-status 

individuals to endorse you, mention your name, or be seen 

alongside you. Perception is reality. 

Becoming a High-Value Player 

It’s not enough to be in the room—you need to be someone 

people want to align with. Your positioning determines whether 

you’re perceived as a peer, a subordinate, or a key player. 

Be the Connector – The most valuable person in any network 

isn’t necessarily the richest—it’s the one who can make things 

happen. If you consistently introduce people to the right 

opportunities, they will view you as indispensable. 

Control the Frame – The person who frames the conversation 

controls the outcome. Whether you’re negotiating a deal or just 

building a relationship, set the narrative. Make others see the 

world through your perspective. 
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Offer Unique Value – Power players don’t need more fans or 

followers—they need solutions. Position yourself as someone 

who can solve their pain points, whether in business, 

investments, or strategic connections. 

The key to elite networking is deliberate positioning, calculated 

influence, and an understanding of human psychology. The 

most successful people don’t chase opportunities. They create 

environments where opportunities chase them.
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The Intelligent Investor’s 
Guide to Hypnotic Sales – 
How to Make People Buy 

Without Resistance 

A Real-World Example Of Using Hypnotic 

Suggestions In Sales 

n the summer of 2013, I received a call that would 

challenge everything I knew about persuasion. The CEO 

of Sterling Lux Properties, a luxury real estate firm with 

high-end listings across Miami, Los Angeles, and New 

York, reached out to me. 

"Daniel, we've got a problem," he said. "Our agents are skilled, 

they know the market, but they just can't close the way they 

should. These are million-dollar properties, yet potential buyers 

hesitate, delay, or walk away. We need an edge, something 

beyond traditional sales techniques." 

I ran through every persuasion technique I knew, but this 

problem required more than better scripts or high-pressure 

tactics. This wasn't about logic or even price—it was about 

I 
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something deeper. That’s when it hit me. It was hypnosis, a 

technique I never directly applied to close sales. 

I had spent years fascinated by hypnosis as a tool for self-

improvement and a method to influence others. I had trained 

intensively at the Milton Erickson Institute in Phoenix, Arizona, 

where I learned the art of conversational hypnosis, the power of 

voice modulation, and how environmental cues could prime the 

human mind for decision-making. Now, I decided to pass that 

knowledge to a sales team. 

A week later, I boarded a flight from JFK to Miami, where Sterling 

Lux's headquarters was located. The CEO, Richard Vaughn, had 

assembled a group of 15 of his top agents for a private training 

session. These were not ordinary salespeople; they were 

polished professionals used to dealing with ultra-wealthy 

clients. Yet, they struggled with a common issue: logical 

objections that masked emotional uncertainty. 

The Training 

I started with a simple demonstration. 

"Close your eyes," I instructed them. "Imagine walking into a 

home you’ve always dreamed of. The air smells like fresh-cut 

roses; the wood floors are warm beneath your feet. You hear the 

faint sound of waves crashing beyond the terrace. You feel at 

peace like you belong here. This house isn’t just a building—it’s 

a part of your story. It’s waiting for you." 

When they opened their eyes, I asked, "How many of you felt 

that house? Saw it? Smelled it?" Almost all hands went up. 
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"That," I said, "is what your buyers need to experience. Selling 

isn’t about features. It’s about guiding someone into the belief 

that they are already home." 

Over the next ten days, I trained them in the subtle yet powerful 

techniques of hypnotic salesmanship. 

The first lesson was voice modulation. I had them practice 

speaking in a rhythmic, soothing tone—not robotic, but 

intentional. The goal was to lull the listener into a state where 

resistance lowered naturally. 

"High-ticket buyers don’t respond well to pressure," I explained. 

"But if your voice is steady, smooth, and calming, their 

subconscious begins to trust you without them realizing why." 

We recorded their sales pitches before and after training, and 

the difference was striking. In the new recordings, they sounded 

more authoritative yet inviting, confident but non-threatening. 

Next, we focused on controlling the sales environment. 

"You don’t just sell a house," I told them. "You sell a moment, 

an experience. Your surroundings should reinforce the emotions 

you want the buyer to feel." 

We redesigned the way they presented homes: 

• Soft instrumental music in the background to slow 

breathing and relax the mind. 

• Aromatherapy—subtle hints of vanilla or lavender to 

create a feeling of warmth and comfort. 
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• Adjusting lighting to mimic the golden hour, when 

everything looks its most beautiful. 

• Having buyers remove their shoes upon entering, subtly 

making them feel like they already belong in the space. 

One of the most advanced techniques I taught them was the use 

of embedded commands. These are hypnotic suggestions 

hidden within normal conversation. 

Instead of saying, "Imagine living here," they learned to say: 

"As you walk through this space, you might start to feel how 

easily your life would fit here." 

"Many of my clients, when they first step onto this balcony, find 

themselves picturing their morning coffee here, feeling that 

sense of peace." 

The key was subtlety. The human brain responds to suggestion 

when it doesn’t feel forced. 

Another technique was mirroring—not just body language, but 

breathing patterns, tone, and energy levels. 

"People like people who feel familiar to them," I explained. "If 

you match their speech rhythm and posture, they 

subconsciously feel more connected to you." 

I had them practice mirroring in real-time conversations. Within 

days, they noticed clients opening up more, trusting them faster, 

and engaging in deeper conversations. 

After ten days of training, I left Miami and returned to New York, 

but the real test had just begun. Sterling Lux Properties 



 

74 

Millionaire Money Psychology 

 
monitored the performance of the trained agents for two 

months. 

The results were staggering: 

• The closing rate increased by 42%. 

• Buyers made decisions 30% faster than before. 

• Agents reported clients being "mysteriously" drawn to 

properties without the usual back-and-forth negotiation. 

Richard called me with an update. "Daniel, I don’t know what 

kind of magic you worked, but our agents are selling like never 

before. Clients are leaning in instead of pulling away. It's like 

they feel the home belongs to them before they even make an 

offer." 

I smiled. "That’s because, in their minds, they already own it." 

Hypnosis is Selling Without Selling 

What I taught those agents wasn’t manipulation in the unethical 

sense. It was about using the natural mechanisms of the human 

mind to eliminate resistance and enhance desire. 

Hypnosis isn’t about making someone do something against 

their will. It’s about guiding their subconscious toward what they 

already want—and removing the doubt that holds them back. 

In high-ticket sales, logic alone won’t close the deal. People 

need to feel, to believe, to see themselves in the home before 

they sign the papers. When you master hypnotic selling, you’re 

no longer a salesperson. You become a guide.



 

75 

 

Chapter 8 
The Simple Path to Wealth 

& Financial Seduction – 
How the Wealthy Influence 

Without Force 

A Psychological Breakdown of How Elite Figures 

Attract Opportunities 

t was a chilly afternoon in early November 2017 when I 

arrived at a private townhouse in the West Village of 

Manhattan. The host was Raymond Pierce, CEO of 

HelixTech Solutions—a man whose billion-dollar AI firm 

had somehow avoided the media circus yet managed 

to land government contracts and quietly acquire three of its 

competitors in the span of eighteen months. 

Raymond wasn’t just a client; over the years, I had become a 

trusted advisor, helping him navigate thorny internal dynamics, 

restructure incentives, and realign his leadership team when 

morale tanked. He often said I was his “organizational 

whisperer.” I saw myself as a ghost in the machine—present but 

invisible, tweaking levers until everything ran smoother. 

I 
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That night, the townhouse was softly lit with warm chandeliers, 

and the air was filled with jazz and something floral I couldn’t 

quite place. Guests moved effortlessly from room to room: 

venture capitalists, designers, crypto founders, and three best-

selling authors I’d seen on TV just weeks earlier. Everyone 

looked relaxed, but I knew this wasn’t just a party—it was a deal-

flow engine disguised as a social gathering. 

What fascinated me wasn’t just who was there—it was how 

Raymond operated in the middle of it all. 

At first glance, he didn’t seem to be doing anything particularly 

noteworthy. He wasn't pitching, he wasn’t name-dropping, and 

he wasn’t boasting about HelixTech’s last-quarter profits. But 

slowly, I began noticing the how. 

He Practiced Deliberate Mystery 

Raymond never offered up too much about himself. Instead, he 

asked questions—deep, provocative ones that made people feel 

like they were being seen. “What’s the question you’re secretly 

trying to answer with your work?” he asked a VR startup founder. 

That founder ended up spending half an hour sharing his 

personal origin story. By the end, he was asking Raymond for 

advice. Not the other way around. 

I realized then Raymond was a master at revealing just enough. 

He created a psychological vacuum, and people rushed in to fill 

it with attention, praise, and, eventually, opportunity. 
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He Orchestrated “Accidental Influence” 

I later saw him “casually” mention to a group that one of his side 

projects was working on satellite-based mesh networks to 

provide internet access in war zones. The word satellite got 

repeated three times by others in the next five minutes. One 

woman—a geopolitical analyst—asked to follow up the next 

day. He nodded, almost disinterestedly, and handed her a card. 

That was no accident. 

Raymond was embedding keywords into casual conversation 

that were irresistible to certain minds. He wasn’t trying to attract 

everyone—he was targeting only the right people, using 

language as a filter. 

He Was a Master of Status Matching 

One of the most fascinating moments came when he introduced 

me to a powerful hedge fund manager. As we spoke, I noticed 

Raymond subtly mirroring the man’s energy—not in a forced 

way, but in rhythm, tone, even pauses. The hedge fund manager 

began to open up in ways I hadn’t expected, even joking that 

Raymond “got him like a brother.” 

Later, I realized what he was doing was a form of status 

calibration—never dominating the room but never yielding it 

either. His confidence wasn’t loud; it was grounded. 

He Used Hypnotic Storytelling—Without the Trance Voice 

When we ended up on the balcony for a quiet moment, I finally 

asked, “How do you do it? How do you attract so many deals 

without ever pitching anything?” 
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He smiled. “Simple. I don’t sell. I narrate.” 

“What do you mean?” 

“Most people talk in bullet points. I talk in arcs. I make them see 

themselves inside a better future—and I place myself in that 

vision as a guide, not a gatekeeper. That’s the difference.” 

Raymond had used hypnotic storytelling—weaving narratives 

that weren’t about him, but allowed others to see themselves 

more clearly, more powerfully. People didn’t just like him—they 

felt understood by him. And when people feel understood, they 

trust. When they trust, they invest. 

That night, I left the party without a single business card in my 

pocket. But I left with something far more valuable: a blueprint. 

Since then, I’ve modeled those same techniques—deliberate 

mystery, conversational filters, status calibration, and narrative 

influence—in my own interactions. And without fail, the 

opportunities started coming to me. 

Raymond didn’t teach me how to sell. He taught me how to 

seduce opportunity—not through force or effort but through 

elegance, awareness, and strategic psychology. 

That’s the secret: the elite don’t chase. 

They attract—by design. 
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The Method: Charisma Amplification, 

Subconscious Persuasion, and Hypnotic 

Storytelling 

After that unforgettable party in 2017, I didn’t just walk away 

with champagne bubbles in my blood—I walked away with a 

playbook. A blueprint. 

Elite individuals don’t wait for opportunities to come to them—

they attract them. They engineer influence without making it 

look engineered. And once I saw it clearly, I couldn’t unsee it. 

What looked effortless was, in fact, deliberate and deeply 

psychological. 

Let me break down what I learned that night—and what I’ve 

been practicing (and refining) ever since. 

Charisma Amplification 

Most people think charisma is something you’re either born 

with or not. But that’s just not true. Charisma is a repeatable 

formula, and elite figures amplify it through three dimensions: 

Certainty of Self: Elite individuals don’t speak quickly. They 

don’t rush to fill the silence. They pause, breathe, and deliver 

thoughts with conviction—even if they’re still figuring things 

out. This gives others the subconscious cue: “This person leads.” 

The key? Practice being calm in uncertainty. The person who is 

most grounded in the room gains the gravitational pull. 
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Strategic Vulnerability: Raymond—the man I mentioned from 

the party—told a story about losing a $10M investment in his 

twenties. But he didn’t share it with self-pity. He framed it as a 

turning point, as fuel. That vulnerability made him human—but 

the frame made him powerful. 

Elite figures use vulnerability, not to bond, but to build depth. It 

creates trust, quickly. It makes people lean in. 

Energetic Calibration: Most people unconsciously mirror 

others. But charismatic individuals lead the energetic rhythm. 

They slow the tempo. They make you feel like you’re the only 

one in the room. 

One trick I picked up from Raymond: he would slightly lower his 

voice in important moments, forcing the listener to lean forward. 

It wasn’t loudness that gave him power—it was control. 

Subconscious Persuasion – The Silent Language of Influence 

Much of what we register about someone happens beneath 

conscious awareness. Elite persuaders speak to the 

subconscious first, and the logical brain second. Here’s how: 

Status Framing: Within the first five minutes of talking to 

someone, an elite figure will frame themselves as already being 

in the winner’s circle. They don’t “pitch” themselves—they speak 

as if the partnership or opportunity is a natural alignment 

between two successful players. 

Example: Instead of saying, “We’d love to work with you,” they 

say, “Here’s how our most successful collaborations usually 

look.” 
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Future Pacing: Future pacing is the subtle habit of planting 

images of a successful future into the conversation. It activates 

the imagination, and the imagination—once triggered—seeks 

to make itself real. 

For instance: “Picture this—you walk into your Monday team 

huddle, and everyone’s already on fire because the rollout went 

so smoothly. That’s what we want to create together.” 

That “picture this” moment isn’t just fluff. It’s a powerful tool. It 

lets the other person step into a positive future that involves 

you. 

Emotional Priming: Before a pitch or negotiation, elite 

influencers will often use light humor, shared struggles, or small 

wins to emotionally prime the room. When people are in a good 

emotional state, they say yes more easily. 

I saw this in real-time at the party—Raymond spent ten minutes 

talking to a billionaire investor about their shared love of early 

2000s jazz clubs in Chicago. That wasn’t accidental—it was 

priming. And the deal they discussed later? Practically sealed by 

the time they got to the serious part. 

Hypnotic Storytelling – The Trojan Horse of Belief 

This, to me, is the most advanced—and misunderstood—tool of 

the elite. 
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Hypnotic storytelling isn’t about telling grand, dramatic tales. 

It’s about embedding key beliefs inside a story so the listener 

adopts those beliefs without resistance. It’s influence in disguise. 

Start in the Middle: Start your story in motion. Don’t say, “Let 

me tell you a story about how I closed a deal.” Say, “So I’m sitting 

in this old elevator in Boston, sweating through my shirt, 

wondering if the guy on the 14th floor is going to laugh me out 

of the room…” 

That pulls people in. It skips the warm-up and hits their 

imagination instantly. 

Embed Lessons, Don’t Preach: Instead of saying, “You need to 

be calm in negotiations,” tell a story where calmness won the 

day. Let the listener absorb the principle by watching it unfold. 

People are resistant to advice, but open to stories. 

Loop the Message: Hypnotic storytelling often loops back to 

the beginning. If you start the story with a metaphor—say, 

comparing a business deal to a game of chess—circle back to 

that at the end. 

For example: “And in the end, just like in chess, it wasn’t the 

flashiest move that won—it was the quiet one no one saw 

coming.” 

Remember, you don’t need a perfect pitch. You need a powerful 

presence. 

Master this method, and opportunities won’t just show up at 

your door—they’ll bring a suitcase and ask if they can move in.



 

83 

 

Part 3: Hypnotic 

Control & Manipulation 

for Success
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Chapter 9 
Total Money Makeover 
& Wealth Hypnosis – 

Programming Yourself for 
Automatic Success 

A Personal Transformation Using Self-Hypnosis 

for Financial Breakthroughs 

ack in 2008, Apex Digital was gasping for air. 

The global financial crash had sunk deep teeth 

into our revenue stream, and by spring, we were 

bleeding clients faster than we could close new 

deals. Debt collectors began circling. Our once-

bustling Manhattan office on 37th Street had grown quiet, the 

kind of quiet you only hear in places on the edge of collapse. 

Normally, I’m the one people come to when things go wrong. 

I’m known for being composed—strategic. I’ve handled 

boardroom mutinies and brutal negotiations without flinching. 

But this time was different. 

This time, I felt something I hadn’t felt in years. 

Drained. 

B 
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There was a heaviness in my chest each time I entered the office. 

Watching my team lose faith. Watching numbers plummet. 

Watching my vision for Apex dissolve right before my eyes. 

One evening, I stayed late at the office. Everyone had gone 

home. I stood by the window, looking down at the blurry grid of 

headlights along 7th Avenue. I was tired of fighting. That’s when 

a strange thought broke through the noise in my head. 

Go inward. 

It was a memory. A muscle twitch from another lifetime. 

As a teenager, I used to shut my room door, turn off all 

distractions, sit cross-legged on the floor—and disappear into 

silence. I wouldn’t think. I wouldn’t speak. I’d just enter a kind of 

calm emptiness. And once everything inside me went quiet, I’d 

place a problem in front of my unconscious mind. I wouldn’t 

analyze it consciously. I’d just let it sit there… and wait. 

More often than not, the answer came. Quietly, elegantly. 

That’s how I won my first debate competition. That’s how I found 

the courage to ask for a scholarship interview at NYU. That’s 

even how I wrote the original business plan for Apex. 

But somewhere along the line—somewhere between winning 

contracts and hiring lawyers—I stopped going inward. I forgot 

the secret weapon that had carried me through so many 

challenges. 

That night in 2008, I went home and locked myself in my 

apartment. 

No phone. No laptop. No noise. 
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I lay down on the floor in total darkness. My breathing slowed. 

I let every piece of noise—every “what if,” every “I can’t”—melt 

away. It took almost thirty minutes of inner stillness before I 

reached the threshold I remembered from my teenage years. 

Then, I placed the problem before me: 

How do I save Apex? 

I didn’t force it. I didn’t brainstorm. I simply asked—and let the 

question sink beneath the surface. 

And that’s when it happened. 

A sentence bubbled up from my unconscious, strange and 

unexpected: 

“You’re building forward while bleeding backward.” 

I sat up. 

The words weren’t mine—not in the conscious sense. But they 

carried weight. 

It hit me: I’d been focused on securing new business, growing 

fast, launching partnerships. But I hadn’t plugged the leaks. Our 

backend operations were hemorrhaging money. We had 

recurring service contracts that no longer made sense post-

crash. A few key suppliers were quietly draining us with auto-

renew clauses and deadweight fees. 

I spent the next week combing through every contract, every 

supplier relationship, every invoice. By the end of the second 

week, we’d cut over $700,000 in annual overhead. Not by firing 

people—but by plugging holes. 
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That was the first breakthrough. 

But more was coming. 

I returned to that self-hypnosis practice every night for the next 

three weeks. Each session brought new insight. Sometimes an 

idea. Sometimes a mindset shift. Sometimes just emotional 

clarity. 

One night, I visualized Apex three years in the future—lean, 

powerful, global. I imagined the logo glowing in Dubai. I saw us 

partnering with tech firms in Singapore. I didn’t know where the 

images came from, but I knew they weren’t fiction. 

They were blueprints. 

From that point, I combined the silence ritual with hypnotic 

affirmations—spoken gently, but consistently. “Every day, new 

opportunities find me.” “The right people arrive at the right 

time.” “Solutions rise through calm.” They weren’t magic 

spells—they were calibrators—reminding my mind of what 

direction to face. 

Three months later, a breakthrough deal came in from a 

Canadian telecom startup. I didn’t pitch them—they found us 

through a blog post I wrote months earlier. Two weeks later, a 

former client we hadn’t heard from in over a year returned with 

a five-figure project. The same month, we were invited to 

consult for a company in Munich. 

Apex didn’t just survive. We rebounded. 
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And here’s the twist I never expected: that low point—those 

nights on my apartment floor—became my wealth anchor. The 

moment I remembered who I really was. 

I mentioned back in Chapter Two that things really started 

shifting when I changed some of my business and money habits. 

That played a huge part. But when I combined those changes 

with the self-hypnosis work I started doing again… that’s when 

things really took off. It was like adding fuel to an already 

growing fire. 

Looking back, I realize self-hypnosis didn’t just fix a business 

problem. 

It restored my inner compass. It gave me back the internal 

edge—the silent power most people forget exists. The one we 

all had as children, before the noise of the world made us forget. 

The lesson? Sometimes, the next level of wealth doesn’t come 

from chasing more. 

It comes from listening deeper. 

Using self-hypnosis, hypnotic affirmations, 

and visualization techniques for wealth attraction 

and long-term wealth. 

If there’s one truth I’ve learned the hard way, it’s that your 

external life is often just a reflection of your internal dialogue. 

And when that inner script is filled with scarcity, doubt, or even 
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quiet resentment toward money, no amount of hustle can 

override it—not for long, anyway. 

After my breakthrough with self-hypnosis during the darkest 

financial phase of my career, I didn’t just stop at that one 

session. I turned inward regularly. I stopped looking for fixes in 

the external world alone. 

Let’s talk about what that actually looks like. 

Start by Creating a Mental Environment Where Wealth Can 

Thrive 

I often say: find a quiet corner of your house, not just for peace, 

but for power. A place where no one interrupts you, not because 

you’re hiding, but because you’re about to meet the version of 

yourself that doesn’t flinch when opportunity knocks. 

It’s not about dimming the lights or lighting incense. It’s about 

stepping away from the noise—emails, notifications, the 

constant digital chatter—and giving your nervous system a 

break. Let your breath slow down. Not because someone told 

you to, but because your body knows it’s time to tune in. 

In that space, something interesting happens. Your brain stops 

reacting and starts listening. And once you’re in that receptive 

state, that’s when the real reprogramming begins. 

Designing Your Own Affirmations (Instead of Reciting 

Someone Else’s) 

I never liked cookie-cutter affirmations. They felt like putting 

someone else’s shoes on and pretending they fit. What I 
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discovered instead was this: your subconscious responds best 

to language that feels deeply personal. 

So here’s how I built my own affirmations—and how you can 

too. 

Start with where it hurts. 

Think about a money belief that’s been holding you back. 

Maybe it’s: “I’m bad with money,” or “I always mess up big 

opportunities.” Now flip it—not just to the positive, but to 

something believable enough that your unconscious mind 

doesn’t reject it outright. 

Instead of “I am a money magnet,” try: 

“I’m learning to attract the kind of opportunities that grow my 

wealth effortlessly.” 

Or instead of “I’m rich,” maybe it’s: 

“Every day, I’m building habits that lead to financial freedom.” 

If your affirmation feels like a stretch, soften it. You’re not trying 

to trick yourself. You’re trying to train yourself. 

I wrote mine down in a leather notebook, the same one I used 

to draft strategy notes and investor pitches. Why? Because I 

wanted to treat this inner work with the same respect I gave to 

external work. I called it “mental board meetings”—except in 

these, the agenda was my belief system. 
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Visualization: See It Until You Believe It 

Here’s a strange but true thing I noticed: before any major deal 

I ever closed before any big client ever said yes—I had already 

lived it in my mind. 

The office I visualized. The tone of the conversation. The 

handshake, the closing call, even the way the email looked in my 

inbox. And when it happened in real life, it almost felt like déjà 

vu. 

I didn’t do this by following a YouTube visualization script. I just 

started imagining, in detail, what success looked like. Not 

abstract success—my success. I visualized walking into meetings 

feeling grounded and unshakable. I saw wire transfers landing 

in the business account. I imagined signing term sheets, not 

from a place of hope, but expectation. 

And here’s where it got interesting—my body started reacting 

as if it was real. The nervousness I used to feel before high-

stakes moments slowly turned into calm anticipation. I had 

trained my nervous system to expect the win. 

The brain, as research shows, doesn’t know the difference 

between vividly imagined experiences and real ones. That’s why 

visualization works—not as magic, but as neurological rehearsal. 

You see it often enough, you start behaving like it’s already 

yours. And that behavior, repeated over time, becomes 

alignment. 
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Hypnotic Language: Talk to Yourself Differently 

There’s a subtle trick I began using during self-hypnosis sessions 

that made a big difference. Instead of barking orders at myself—

“Be confident!” or “Don’t screw this up!”—I started asking 

gentle, open-ended questions. 

Things like: 

• What would it feel like to walk into this negotiation 

completely grounded? 

• How does a wealthy, powerful version of me respond in 

this moment? 

• What do I already know that makes me uniquely capable 

of handling this? 

These questions softened the inner tension. They created space 

for answers to rise up, instead of forcing them. I began to think 

less like a man trying to win and more like a man who already 

knew how. 

That, to me, is hypnotic language. It’s cooperation—between 

your conscious ambition and your unconscious wisdom.
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Chapter 10 
The Subconscious 

Blueprint of Millionaires: 
How to Implant Wealth 

Thinking in Others 

 

Coaching a Reluctant Heir into a Millionaire 

Mindset 

t was early spring, 2003. The streets of San Diego were 

buzzing with their usual rhythm—sun-kissed joggers, 

espresso-sipping techies, and the quiet roar of ocean 

wind curling around the glass towers downtown. But 

inside the 14th-floor corner office of Crawford Global 

Holdings, the air was thick with anxiety. 

Six months had passed since George Crawford, the founder and 

CEO of one of California’s fastest-growing logistics empires, had 

died of a sudden heart attack. His son, Liam Crawford, a recent 

Yale economics graduate, had stepped into the spotlight he 

never wanted. 

I’d known George for almost a decade. I was first brought in as 

an organizational psychologist to untangle a toxic leadership 

I 
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chain that was slowing down operations. Over the years, I 

became his confidant, helping him implement reward-based 

performance systems, strategic hiring protocols, and later, even 

advising on mergers. When he passed, Liam didn’t think twice 

before calling me. 

“This isn’t my world,” Liam admitted during our first meeting 

after his father’s death. His voice had that classic Ivy League 

polish, but his eyes betrayed something else—doubt. 

“I know numbers. I understand theory. But this… it feels like I’m 

wearing my father’s suit and pretending to be him.” 

The numbers confirmed his feelings. In just six months, profits 

were slipping. Three top executives had resigned. Employee 

morale was shaky. Liam wasn’t lacking intelligence. What he 

lacked was psychological posture. 

He didn’t need another MBA crash course. He needed a 

blueprint of belief—a rich mindset etched into the architecture 

of his subconscious. And that’s where I stepped in. 

No Classrooms. No Seminars. Only Real-Time Rewiring. 

Unlike traditional business coaching, I didn’t come with a binder 

of PowerPoints or a self-help curriculum. I shadowed Liam 

through his day, sat in on meetings, debriefed in elevators, 

whispered mindset corrections before he walked into investor 

rooms. My method was simple: correct the mindset at the 

moment it misfires. 

One morning, for example, we were about to enter a high-stakes 

vendor negotiation. Liam rehearsed his points aloud while 
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pacing. He ended with: “...but if they don’t budge, we may have 

to settle.” 

I stopped him mid-step. 

“Don’t ever negotiate from ‘settle.’ Billionaires negotiate from 

leverage. Say it again, but from power.” 

He stared at me. I repeated: 

“You’re not asking them to save your business. You’re offering 

them the privilege of working with Crawford Global.” 

He nodded, exhaled, then repeated the entire pitch—but this 

time with controlled cadence, a lifted chin, and words that 

owned the room. It wasn’t just the language. It was the neuro-

linguistic reframe. 

Installing Wealth Thinking Through Story 

Some of our best sessions didn’t happen in boardrooms. They 

happened at dinner. 

One evening, I told Liam the story of another client of mine who 

turned around a $3M loss into a $10M exit simply by adopting 

what I called the “One Degree Rule.” 

“If a ship changes course by just one degree,” I explained, “it 

ends up on an entirely different continent over time. Wealthy 

minds don’t chase big, dramatic changes. They shift beliefs 

subtly but consistently.” 

I wasn’t just telling a story. I was using a hypnotic device—

layering metaphor, pacing, and embedded commands. Liam’s 

unconscious absorbed the lesson long before his intellect did. 



 

96 

Millionaire Money Psychology 

 
Over the weeks, I noticed subtle shifts. 

• He stopped asking, “Do you think this will work?” and 

started saying, “Let’s see how this plays out.” 

• He delegated more effectively, letting go of 

micromanagement. 

• He started dressing like a CEO—not because it made him 

look the part, but because it made him feel the part. 

I embedded identity cues in our daily talks. 

“Liam, how would someone who’s led a $100M company for five 

years respond to this situation?” 

And without realizing it, he began answering as that person. 

Around week seven, Liam asked me to stay after a staff meeting. 

“I’ve been dreaming about my dad,” he said. “In the dreams, he 

doesn’t speak. He just watches. At first, it felt like pressure. But 

now it feels like… permission.” 

That night, we talked not about profits, but grief. Unprocessed 

grief was the silent weight anchoring his confidence. For all his 

logic, he hadn’t mourned the loss of his father—he’d simply 

tried to replace him. 

“That business doesn’t need your father back,” I told him. “It 

needs someone willing to lead it with his own voice.” 

That conversation was the true turning point. 

By the end of our 90-day work together, Liam had: 

• Increased quarterly revenue by 12% 
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• Rehired one of the executives who had quit 

• Rolled out a new internal communication strategy that 

unified teams across departments 

• And perhaps most importantly, fully stepped into the role 

of CEO, not as a shadow of his father, but as himself. 

• Today, Crawford Global continues to expand, and Liam’s 

leadership style has earned him media attention for his 

calm decisiveness and innovation inside the company. 

Whenever people ask him how he made such a rapid 

transformation, he smiles and says, “It wasn’t about learning 

business. It was about learning how to think.” 

Neuro-Linguistic Programming (NLP) 

and Hypnotic Storytelling to Shape Financial 

Behavior 

To change how someone behaves with money, you must 

change how they think about money—and more importantly, 

how they experience themselves in relation to it. 

This transformation rarely comes from logic alone. It comes 

from subtle shifts in language, attention, and the stories we 

believe about wealth. This is where NLP (Neuro-Linguistic 

Programming) and hypnotic storytelling become invaluable 

tools. 
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NLP: Rewiring Financial Identity Through Language 

At its core, NLP is about identifying mental patterns and using 

language to redirect them. Most financial blocks aren’t 

practical—they’re emotional. They stem from early experiences, 

cultural programming, or personal failures that calcify into 

limiting beliefs. 

Here’s how to start reshaping those beliefs using NLP: 

1. Identify Limiting Language Patterns 

People reveal their mindset through the words they use. Phrases 

like: 

• “I’m not good with money.” 

• “I always mess this up.” 

• “We didn’t grow up rich, so…” 

These phrases don’t just describe a reality—they create it. 

Mirror their phrasing to build rapport, then gradually introduce 

subtle rewordings. If someone says, “I’m terrible at saving,” you 

might reflect back, “You haven’t yet developed the system that 

works for how your mind handles money.” 

The keyword there is “yet.” It plants the seed of possibility 

without direct confrontation. 

Use Future-Pacing to Build a New Identity 

Future-pacing is a powerful NLP tool where you speak as though 

a desired future is already unfolding. 



 

99 

Chapter 10 

For example: “Once you begin seeing your accounts grow 

consistently, you’ll find it natural to start making decisions like 

someone who’s financially free.” 

You're not telling them what to do—you’re implying that these 

behaviors are already on the horizon. The subconscious begins 

to fill in the gaps. 

Anchor Resourceful States to Physical Triggers 

Everyone has moments when they feel powerful—whether it’s 

after closing a deal, winning a game, or completing a project. 

You can anchor that state to a gesture, word, or movement. 

Ask the person to recall a vivid moment of confidence. While 

they’re fully in that state, have them make a small gesture (like 

pressing thumb and middle finger together). 

Repeat it a few times. Over time, that gesture can summon the 

same emotional state when performed consciously. 

Reframe Scarcity into Strategic Focus 

Many financial behaviors come from scarcity thinking. Instead 

of arguing with it, you can reframe it. 

Instead of “I don’t have enough,” reframe it as: “This constraint 

is helping you focus your energy on high-leverage actions.” 

You’re not denying the scarcity. You’re shifting its meaning. 

When I worked with Liam (from the earlier story), much of our 

work involved reframing his role, not as a replacement for his 

father, but as the next evolution of the company. This new frame 
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allowed him to step into leadership without the weight of 

comparison. 

Hypnotic Storytelling: Shaping Belief Without 

Resistance 

Where NLP focuses on conscious language, hypnotic 

storytelling goes deeper, straight to the subconscious, where 

behavior is truly rooted. 

Stories work because they don’t confront the ego directly. 

Instead, they invite the listener into a safe mental space where 

they can imagine change without fear of judgment. 

Here’s how to use hypnotic storytelling to shape financial 

behavior: 

Use Symbolic Metaphors That Parallel the 

Listener’s Journey 

The subconscious mind understands symbols far more fluently 

than facts. A metaphorical story about a farmer, an architect, or 

even a lost traveler can reflect someone’s financial situation in a 

disarming way. 

Method: Choose metaphors related to natural growth (like a 

seed becoming a tree), or structure (like building a bridge, 
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clearing a forest path). These metaphors subtly mirror the 

internal work your listener needs to do. 

Pacing and Leading 

Start with statements your listener already agrees with. This 

builds unconscious rapport and opens their mind to follow your 

lead. 

Example: “You’ve worked hard for years. You’ve made sacrifices. 

And now, you’re at a point where something new is asking to 

emerge. You might already feel it—that quiet sense that things 

can’t stay the same forever.” 

This structure (known in NLP as pacing and leading) moves from 

the known to the unknown, building emotional momentum. 

Embed Commands 

These are subtle suggestions hidden within longer phrases. They 

aren’t direct instructions, but cues that the subconscious can 

latch onto. 

Phrases like: 

• “You may begin to wonder how much easier things can 

become.” 

• “A part of you might already be preparing to let go of 

those old habits.” 

These don’t provoke resistance because they don’t demand 

change—they imply that it’s already happening. 
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Use Vague Language to Invite Personal Meaning 

Hypnotic language often uses vagueness strategically. Instead 

of telling someone what they should see, you say: 

“As you reflect on what’s been holding you back, you may begin 

to notice… something.” 

“And that something might surprise you. It could be subtle. Or 

it might hit you all at once.” 

Vagueness allows the listener to fill in the details with their own 

emotional experiences—making the story feel deeply personal. 

NLP gives us the tools to detect and redirect self-sabotaging 

language patterns. Hypnotic storytelling builds a new 

subconscious map—one where wealth, opportunity, and smart 

decision-making feel natural, inevitable, and safe.
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The Manipulative Mind – 

How to Subtly Control 
Financial & Business 

Environment 

A Real Case of Strategic Workplace Manipulation 

for Financial Gain 

 don’t remember the exact year, but it was sometime in 

the late 1990s. That was my first job as an industrial 

psychologist. To get it wasn’t easy—dozens of 

interviews, weeks of tests, and more importantly, the 

kind of old-school gatekeeping that made you feel like 

you weren’t being hired, but initiated. 

For me, that job was a litmus test. I had to prove myself to the 

world, and maybe more importantly, to myself. Prove that I 

wasn’t just book-smart, but someone who could walk into a 

dysfunctional environment and quietly turn the gears behind 

the scenes. Without noise. Without warning. 

The company was called Dunwell Manufacturing, based in 

Jersey City. About 140 employees. Mid-sized, family-run, and 

bleeding from the inside. Sales were flat, turnover was high, and 

I 
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the internal hierarchy had turned into a cold war—silent power 

plays, subtle sabotage, and passive-aggressive retaliation. 

Everyone smiled in meetings and whispered after hours. 

But the problem wasn’t the war. It was the absence of a king. 

The founder, Mr. Dunwell, had taken a back seat after his stroke. 

The CEO title went to his son-in-law, Ken Walters, a man with 

zero leadership charisma and even less respect from the old 

guard. 

The board brought me in under the label of team cohesion and 

culture improvement. But the CFO, a woman named Monica 

Yates, quietly told me the truth: 

“We don’t need therapy, we need strategy. Fix the internal 

politics so that we can take control of the company’s direction… 

and make money doing it.” 

So that’s what I did. 

But not in the way most consultants would. I didn’t give them a 

motivational speech or a team-building weekend. I engineered 

the power architecture of the company from within. Subtly. 

Invisibly. Deliberately. 

How I Did It (And What You Can Learn From It) 

Emotional Trigger Mapping 

The first step was listening—not to what people said, but how 

they emotionally reacted when certain names, tasks, or ideas 

were mentioned. 
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I mapped out emotional triggers in the workplace. One senior 

manager, Greg, would flare up every time Ken mentioned 

process changes, because he saw Ken as an outsider. Another 

team leader, Sharla, was terrified of being exposed for faking 

quarterly reports. 

These weren’t behavioral flaws. These were pressure points. 

Once you find someone’s emotional weak spots, you can build 

influence around them. You don’t push directly—you apply heat 

near the wound and let them react predictably. 

Lesson: If you want control, don’t attack people’s 

logic—target their emotional reflexes. They don’t even 

realize they’re playing your game. 

Subtle Gaslighting for Positioning 

To shift control, I needed the department heads to question 

their own instincts—especially their loyalty to Ken. 

So I did something subtle. During coaching sessions, I’d ask: 

• “Have you noticed how Ken delays every decision just a 

little too long?” 

• “Is it just me, or does he seem unsure when numbers 

come up in meetings?” 

I didn’t need them to agree. I just needed them to wonder. 

Within three weeks, their confidence in Ken began to erode. Not 

because of facts, but because of subliminal narrative shifts I 

implanted during side conversations, coffee breaks, and casual 



 

106 

Millionaire Money Psychology 

 
check-ins. Even Monica began referring to him as “a 

placeholder, not a visionary.” 

Lesson: Gaslighting isn’t always overt. The most powerful form 

is social seeding—planting small doubts into conversations until 

they grow roots in a person’s perception. 

Create Dependency Through Micro-Validation 

To consolidate control, I began to validate Monica’s small wins 

in front of others: 

• “That change in the vendor contract—brilliant move.” 

• “Your instincts are sharp. The team notices.” 

These weren’t compliments. They were micro-validations—

rewards designed to trigger dopamine associations between her 

decisions and her rising influence. 

Over time, other managers started seeking her input before 

Ken’s. She became the silent center of gravity. The office slowly 

reoriented itself around her. Even Ken began deferring to her in 

meetings. 

By month four, Monica was effectively running the company—

without a title change, without conflict, and without forcing 

anyone to “pick a side.” 

Lesson: Control isn’t seized. It’s invited. If you validate 

someone’s power subtly and consistently, people 

begin to orbit around it—because it feels like their 

idea. 
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Twist in the Tale 

Three months after the shift, Ken officially “stepped back” due 

to “personal reasons.” 

The board offered Monica the CEO role. She declined. 

Why? Because she didn’t want the title. She already had the 

influence. She kept the CFO role and installed her protégé as 

CEO—a soft-spoken finance guy who would never challenge her 

authority. 

She didn’t want the crown. She wanted the puppet strings. 

To control an organization—or a room—you don’t shout. You 

whisper in the right ear. 

You don’t attack a system. You rewire the emotional circuitry 

underneath it. 

And if done well… no one even notices it was you. 

Emotional Triggers, Gaslighting Tactics, 

and Creating Dependency to Maintain Control 

Strategic Emotional Tagging 

Most people think emotions just happen—they don’t realize 

they can be installed. Every time you want someone to act a 

certain way—support your proposal, follow your lead, avoid 

questioning your decisions—you attach an emotion to the act. 

This is called emotional tagging. 
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Example: 

When I wanted department heads to support Monica’s ideas, I 

made sure they experienced a positive emotional state—light 

laughter, shared memories, or casual praise—immediately 

before she pitched her ideas in meetings. 

Over time, the brain links that feeling of ease to her leadership. 

They think they support her because she’s capable. In truth, they 

support her because they feel good when she talks. Here is how 

to use it: 

Before delivering an idea, create a micro-moment of warmth. 

Smile. Recall a shared win. Add lightness. That positive anchor 

makes your audience far more suggestible. 

Controlled Forgetting (Soft Gaslighting) 

Gaslighting isn’t always about convincing people they’re wrong. 

Sometimes it’s about making them forget what they once 

believed. 

This tactic is what I call Controlled Forgetting. 

Rather than denying someone’s memory or perception directly, 

you subtly replace it with a new narrative—slowly, over time. 

Example: 

Ken once had the support of senior managers. Instead of 

arguing with them about his competence, I’d casually say things 

like: 

• “I’m surprised he didn’t include that in the Q4 meeting. 

He used to be so thorough.” 
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• “I thought he’d follow up faster. That used to be his 

strength.” 

By acknowledging a past strength and implying its absence, I 

made people forget what they once admired. They began re-

editing their memories on their own. Here is how to use it: 

When shifting opinions, avoid confrontation. Instead, introduce 

soft comparisons to a better version of the past, and let people 

feel the decline themselves. 

Dependency via Information Withholding 

This one’s subtle and powerful: create dependence by making 

others believe you have access to “insider” insight. 

I never told Monica everything at once. I shared strategic 

information in small, well-timed portions. That made her feel 

that: 

• I had more to offer 

• She needed to check with me before acting 

• Acting without my insight would be risky 

This dependency isn’t forced—it’s engineered through 

controlled access. Here is how to use it: 

Share insights in layers. Always leave the impression there’s 

more you haven’t said. It positions you as indispensable. 
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The Mirror Trap 

One method I used repeatedly with managers was the Mirror 

Trap—a conversational technique where you reflect someone’s 

doubts as if they were your own, so they don’t feel judged. 

Example: 

Instead of saying, “Ken’s a weak leader,” I’d say: 

“I’ve been wondering whether Ken’s taking on too 

much too fast. I may be overthinking it, though…” 

That’s a trap. Because now they’re free to say what they think—

without fear. 

Nine times out of ten, they agreed. And once someone vocalizes 

doubt, they become psychologically committed to it. Here is 

how to use it: 

Voice the insecurity you want others to have—as if it’s your own. 

Let them latch on. People adopt doubts more quickly when they 

don’t feel ownership. 

Build “Soft Hierarchies” 

Finally, one of the most underused tactics in workplace 

manipulation is creating soft hierarchies—an invisible chain of 

influence that doesn’t reflect the org chart, but shapes how 

decisions flow. 

I built one inside Dunwell by coaching junior employees to feed 

ideas upward, not directly to Ken, but to Monica. Over time, the 

natural flow of decisions bypassed the official leader. 
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Ken still had the title. Monica had the power. Here is how to use 

it: 

Influence the informal structure. Identify who trusts whom. 

Coach your allies on how to present ideas and to whom. You’ll 

redirect decision-making under the radar. 

These methods aren’t ethical in every context, but they’re real, 

and they work. If you’re playing at a high-stakes table, you need 

to know what’s possible—even if you choose not to use it.
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Chapter 12 
The Mastermind’s 

Playbook: Combining Dark 
Psychology, Manipulation 

& Hypnosis for Wealth 
Domination 

 

The Final Transformation—How I Integrated 

All Techniques To Reach Financial Success. 

t first glance, it may seem as though all the 

methods I’ve shared are exclusively for the rich, 

the elite, those already at the top. But that’s far 

from the truth. These techniques aren’t just for 

the fortunate few; they are for anyone who has 

the ambition to build their own business, craft their own wealth, 

and unlock the doors to financial success. Whether you're 

dreaming of independence or already taking the first steps, 

these methods are not just tools—they are the keys to your 

journey. 

A 
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You might have read these strategies applied in organizational 

settings, where their impact is undeniably powerful. But the real 

beauty of these methods lies in their versatility. If you 

understand the essence of each one, you’ll see they are not 

confined to any one environment. They can be adapted, 

molded, and applied in a variety of settings—from the 

boardroom to the startup garage, from a solo endeavor to a 

thriving company. For those of you just beginning your 

entrepreneurial journey, you will discover which of these 

methods resonate the most with your own unique path. It’s a 

personal exploration, one where the right tool will reveal itself 

when the time is right. 

I have tested these methods time and again, in every situation 

imaginable, and with each challenge, the results have proven 

their power. So much so that I no longer have to consciously 

choose the right method—it’s instinctive. They’ve become 

woven into my thinking, automatic responses to the ebb and 

flow of life and business. Of course, there are moments when I 

face obstacles, and in those times, I retreat behind closed doors, 

just as I’ve shared in these pages. I take a step back, reflect, and 

allow myself the space to contemplate. More often than not, the 

solution that emerges comes from the very techniques I’ve 

honed over the years. 

Now, as you reflect on the wealth of methods I’ve presented, 

consider how they apply to your own ambitions. How can you 

leverage these powerful tools to carve your own path to 

success? The answers are within you, waiting to be discovered. 

As you move forward, trust that these methods will serve you—
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whether you’re navigating the uncertainty of a startup, scaling 

your business, or mastering the art of wealth creation. The 

journey has only just begun. 

Methods Recap and How They Apply 

Let’s take a moment to review the methods we’ve covered so far 

and explore how you can apply them whether you’re an 

entrepreneur or a new business owner. 

Chapter One Methods 

• Reframing Wealth as Ethically Neutral 

This method is critical for anyone who’s grappling with 

beliefs that money is tied to moral compromise. If you’re 

just starting out, you’ll want to approach financial success 

with an open, unbiased mindset. This way, you can freely 

explore opportunities and attract wealth without 

hesitation. 

• Shifting to an Abundance Mindset 

When you're just beginning, your greatest asset will be 

shifting away from the limiting beliefs of scarcity. An 

abundance mindset opens up endless possibilities for 

growth, and it ensures you’ll be receptive to 

opportunities you might have overlooked otherwise. 

• Building Self-Worth Around Wealth 

If you’ve struggled with self-doubt or feeling 

undeserving of success, this method will help you 
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reshape your belief system. As a new business owner, 

building your self-worth around your ability to create 

wealth ensures you’ll stay grounded and confident in the 

face of challenges. 

• Expanding Earning Potential 

Breaking free from fixed-income beliefs is a game-

changer for entrepreneurs. Setting clear financial goals 

and taking consistent steps toward them can transform 

your earnings potential. 

• Empowering Financial Literacy 

Starting from scratch means you’ll need to be well-versed 

in financial concepts. This method will help you feel 

confident as you build small wins, creating a foundation 

of financial literacy that you can keep building on. 

Chapter Two Methods 

• Reciprocity Principle & Contrast Effect 

Whether you’re negotiating with suppliers or clients, 

giving value upfront and creating offers that stand out 

next to less appealing options will make you an attractive 

business partner. Use this technique early on to establish 

goodwill and boost your credibility. 

• Social Proof & Positioning as an Authority 

As a new entrepreneur, you must immediately begin 

positioning yourself as a leader in your industry. 
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Displaying success stories and testimonials will build 

credibility and attract more clients. Think about what 

value you can offer to the market and make sure it’s 

visible. 

Chapter Three Methods 

• Framing, Mirroring, & Priming 

Use these techniques to create rapport with potential 

clients, investors, or employees. Framing your offer in a 

way that aligns with others’ values, while mirroring their 

language and energy, helps to build trust from the start. 

• Scarcity & Exclusivity 

Creating a sense of urgency in your offers or positioning 

your product as exclusive is a powerful tool for making 

your brand more desirable. Don’t give away everything 

for free—maintain some exclusivity, so others feel they 

need to act quickly. 

Chapter Four Methods 

• Gaslighting, Strategic Deception, & Illusion 

of Alternatives 

While you should always maintain integrity, these 

methods can be useful for subtly influencing perceptions 

and guiding decisions. Whether it’s guiding clients to a 

decision or managing negotiations, you can gently 

nudge things in your favor without being overt. 



 

117 

Chapter 12 

Chapter Five Methods 

• Boom-and-Bust Strategy, Acquisition in the Dark, 

& Narrative Control 

These methods can be particularly useful when scaling 

your business. Understanding market cycles, knowing 

when to acquire resources, and controlling the narrative 

about your product or service allows you to stay ahead 

of competitors. 

Chapter Six Methods 

• Find the Gatekeepers & Leverage Shared Interests 

Building relationships with those who control access to 

key decision-makers is a powerful tool for any 

entrepreneur. Know the people who can connect you to 

opportunities and begin cultivating those connections 

now. 

Chapter Seven Methods 

• Voice Modulation & Hypnotic Selling 

When selling your product, how you communicate is just 

as important as what you’re selling. Learn to modulate 

your tone and use hypnotic storytelling techniques to 

guide potential buyers toward making decisions they’re 

happy with. 
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Chapter Eight Methods 

• Charisma Amplification & Subconscious Persuasion 

Every entrepreneur must learn how to amplify their own 

charisma and presence. Whether you're leading a team, 

meeting investors, or pitching to clients, these methods 

will help you establish a magnetic presence that attracts 

opportunities. 

Chapter Nine Methods 

• Self-Hypnosis & Visualization 

Use these techniques to prepare mentally for success. 

Start each day with a clear vision of what you want to 

achieve, and use self-hypnosis to overcome limiting 

beliefs. It’s all about conditioning your mind for financial 

breakthroughs. 

Chapter Ten Methods 

• NLP for Financial Behavior 

Reframing negative self-talk and future-pacing your 

success ensures you’re building a mindset for lasting 

wealth. Use NLP techniques to create lasting, positive 

behavioral shifts that will keep you on track to achieve 

your goals. 
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Chapter Eleven Methods 

• Emotional Trigger Mapping & Gaslighting 

for Positioning 

These are advanced techniques for navigating complex 

business environments. Use them when you need to 

subtly shift the energy and perception around key players 

or when managing high-stakes negotiations. 

How to Get Started: A Roadmap for New 

Entrepreneurs 

Now that you have a thorough understanding of these methods, 

it’s time to start using them. Here’s a simple roadmap to guide 

you as you apply these strategies: 

Start with Mindset: Reframe your beliefs about 

money. Shift to an abundance mindset and dismantle 

any limiting beliefs about success. Begin small by 

building financial literacy and understanding the 

basics of business. 

 

Set Clear Goals: Establish financial goals and use 

techniques like the Reciprocity Principle and Contrast 

Effect to make your offers compelling. Don’t hesitate 

to introduce scarcity and exclusivity to make your 

product or service more desirable. 
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Build Relationships: Start networking and building 

rapport. Use methods like Mirroring and Social Proof 

to align yourself with the right people. Surround 

yourself with those who can help elevate your 

business. 

 

Learn to Influence: Use NLP techniques to guide 

financial decisions and reinforce positive behaviors. 

Begin framing your offers in a way that resonates with 

your potential clients, and use hypnotic selling to close 

deals effortlessly. 

 

Continue to Evolve: As you grow your business, keep 

refining your skills. Use techniques like Emotional 

Tagging and Gaslighting for Positioning to maintain 

control of your environment and ensure long-term 

success.
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Final Words: Power, 
Intention, and 
Responsibility 

 

The path to manifesting your millionaire dream is neither simple 

nor linear. It’s not a game of luck or talent alone—but a test of 

courage, strategy, and most importantly, ethics. Along this road, 

you will sometimes face choices that blur the line between 

what’s smart and what’s right. You may be tempted to choose 

immediate gain at the cost of long-term integrity. In those 

moments, your character—not your tactics—will define the 

trajectory of your success. 

Throughout my journey, I’ve often been placed in high-stakes 

scenarios where influence, manipulation, and persuasion were 

my most valuable tools. Yes, I’ve used techniques that might be 

labeled “dark.” I’ve influenced decisions, shaped perceptions, 

and guided people toward a particular choice. But here’s the 

truth—I always ensured that the outcome was mutually 

beneficial. My clients got what they needed, not just what I 

wanted to sell. They left satisfied, not deceived. They returned, 

not because they were fooled, but because they found value. 

That’s the line I want you to understand and never cross blindly. 

This book is filled with powerful psychological strategies—75 of 

them. And power, in the wrong hands or guided by selfish 

intent, can become a weapon. Techniques like gaslighting, 
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illusion of alternatives, or narrative control can easily be abused 

to manipulate and disorient others if you lose sight of ethical 

boundaries. Even subtle tools like mirroring or scarcity can 

create false realities that push people into uncomfortable 

choices if used recklessly. 

And then there are techniques that appear harmless—framing, 

contrast effect, anchoring. But used without emotional 

intelligence or genuine intent, they can also backfire. You might 

close a deal but lose trust. You might win the moment, but lose 

the relationship. So always ask yourself: “Does this benefit both 

sides in the long run? Am I guiding, or am I deceiving? Am I 

solving a problem, or just pushing a sale?” 

The truth is, influence is neither dark nor light—it’s neutral. It’s 

the intent that adds color. If your purpose is honest, if your aim 

is to grow without exploiting, if you are driven by a desire to 

serve while succeeding, then even the most complex tools of 

persuasion can lead to ethical prosperity. 

This book was never written to encourage harm or promote 

selfish power. It was written to show you how influence really 

works—how the elite think, how masters of business shape their 

outcomes. But it was also written with trust, in the hope that you 

would use these techniques responsibly, with discernment and 

maturity. You are not meant to become a puppet master—you 

are meant to become a master of outcomes, a shaper of your 

destiny, while still leaving others whole. 

So as you finish this journey, remember this: Every method in 

this book is a tool, not a command. It is your responsibility to 
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choose which tool fits the moment. Let your ambition be fierce, 

but let your ethics be fiercer. Use these methods to rise, but 

never to trample. Influence is a gift—wield it wisely. 
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By reading this document, the reader agrees that under no 

circumstances is the author responsible for any losses, direct or 

indirect, that are incurred as a result of the use of the 

information contained within this document, including, but not 

limited to, errors, omissions, or inaccuracies. 


