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Alpha Signals with Mr.  X.
Jim Curley: Hi, my name is Jim Curley, special Project coordinator with TRS.  Today 

on May 18th, I am sitting here with the mysterious Mr. X., with who I have 
worked with extensively in the past, and who has agreed to share some 
of his research in non-verbal communication skills.  It’ll help you avoid 
physical attacks, in other words, it’s how to get out of a fight  without 
a physical confrontation.  Welcome Mr. X.

Mr. X:  Thank you.  It’s good to be here Jim.

Jim Curley: Tell me, why all the secrecy?  Why do you want to hide your identity?

Mr. X: Well, to tell you the truth, some of the information I’m going to be 
discussing is material that I actually use on everyday life and in 
my businesses.  I’m still active in the business community, and the 
techniques that I have learned and developed are techniques that I’m 
still currently using to my advantage.  So really it’s for selfish reasons, in 
that, I think that if the information got out that I was employing non-verbal 
communication techniques, it would put me at a distinct disadvantage.

Jim Curley: Hmm.  Interesting, when I first approached you for this interview, you 
said that you discussed your research into alpha signals.  First of all, 
what are alpha signals?

Mr. X: Well, alpha signals is one classification sort of speak, of non-verbal 
communication.  When we talk about non-verbal communication, we’re 
talking about everything except the words we use.  So that includes 
our appearance, our gestures, our posture, our facial expressions, our 
eye contact, and actually the tone, tempo and pace of our speech.   So, 
alpha signals is one branch of the non-verbal communication skills that 
signals to others, your status in the pack sort of speak.  In most pack 
animals, that are in large groups, there’s usually an alpha male and an 
alpha female, these tend to be the leaders or the dominant members of 
that pack.  All of the information in animals is transferred non-verbally, 
and we are not much different.  A lot of the communication that goes on 
between individuals is in a sense placing them at certain levels in the 
pack, sort of speak.  Alpha signals are the signals that you transmit to 
other individuals what level of dominance you are.  

Jim Curley: So in other words, words can lie, but your alpha signals cannot? 

Mr. X: That’s how it’s supposed to work.

Jim Curley: What is your background in this area? How did you obtain this information?

Mr. X: Well, it all began about 4 years ago, when I was involved in a research 
project on command presence, which is techniques employed by law 
enforcement agencies, and in fact, a lot of your larger metropolitan 
police forces have actually classes, and what they’ve termed command 
presence, and that’s the ability to go into a highly volatile situation and 
take control immediately.  Because many times officers when they first 
jump into a situation, they’re outnumbered.  There’s one person, family 
disturbances are especially dangerous.  They walk in and they have to 
immediately be able to take control, and to more or less dominate and 
control the area and the individuals.  And, it’s not done by yanking out 
your gun; it’s done by your voice, your posture and so forth.  So they 
have to teach this to individuals.   I was doing research on command 
presence and it intrigued me, I had never really considered the fact that 



� Alpha Signals (Transcript)

most of the influence we have on others it’s not by what we say, but by 
what we do, and our gestures and posture, and that kind of started the 
ball rolling.  And after I was finished with the project, I continued the 
research and brought it to the point that it is today.

Jim Curley: Explain why alpha signals can help a person avoid getting into a fight.  
So, you’re in a situation where your heart starts pumping and you think 
that something could happen.  How can alpha signals avoid the actual 
physical confrontation?

Mr. X: Ok.   First let’s look at the typical causes of fights.  And when I say a 
fight, I’m talking about a violent physical confrontation.  And the majority 
of these fights can fall into five basic categories, one is for material gain; 
one is for anger venting; another is for sadistic pleasure; one is for saving 
face; and the last one is what I call status points.  Let me define this five 
categories of fights, and then we’ll talk about how alpha signals can or 
can help.  The first one.

Jim Curley: Material gain.

Mr. X: Material gain and that is simply someone mugging or stealing from you.  
Could be on a street corner, it could be in your house, it could be in your 
car.  The important thing there is that people who do this are looking for 
a victim, they are not looking for a dominant confident individual, they’re 
looking for a submissive individual.

Jim Curley: An easy target essentially.

Mr. X: Exactly!  So, the choice comes between someone who looks like 
an alpha male, and I’m not talking about , at this point of physical 
characteristics, cause if you’re 6’6 and 300 lbs and you know, built like a 
linebacker, then you know, a lot of this is irrelevant.  But, for the rest of us 
it is important and we’ll discuss a little bit further.  But, it’s important not 
to look like a victim, and you’ve heard that a lot, but what does that really 
mean? I get really impatient and lose interest when things are talked too 
much in the abstract.  When someone says, don’t look like a victim.  I 
want to know, well what a victim looks like.

Jim Curley: Yeah, right! What does that mean right?

Mr. X: The other, anger ventilation.  Let me give you an example of anger 
venting.  A guy’s had a bad day, he’s been dumped by his girlfriend. 
He’s in line at a theater, you walk by and accidently brush his shoulder, 
or knock him in the arm or hit his arm and in turn he spills his coffee. 
He’s already mad.  He wants to vent this anger.  He’s at whatever has 
happened personally and you are his victim.  Now, there’s this whole 
idea of people that have anger issues, you know, they beat their wife’s 
or  you know, they say they can’t help it, it’s something that just happens 
and they need to go through therapy.  I find that really suspect, because 
this same individuals if they get cut off in traffic by a once again.

Jim Curley: A linebacker.  

Mr. X: Yeah.  A 6 foot 5 linebacker with tattoos.  All of a sudden they have some 
kind of ability to control their anger; they don’t flip him off or whatever.  
But, when they get home they go kick their dog, or what have you or find 
someone that they feel they can dominate.  Because, remember, most 
people looking for a fight are not gonna fight somebody they feel can do 
them harm.
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Jim Curley: Right.  So the issue in the second case here.  Somebody who’s just 
gonna go off, the issue of not being able to control your anger is 
actually bogus.

Mr. X: Oh, I believe it is.  And of course there’s gonna be a lot of disagreement 
with that, but from my experience I believe that people don’t attack other 
people that they think could harm them.

Jim Curley: Right.  Ok.

Mr. X: So, again, having alpha signals, sending signals that you are an alpha 
male will decrease the probability that you will be the subject of anger 
venting.  They’re gonna pick on someone else.  The third category, 
sadistic pleasure, and this is a strange one.  But, there are individuals 
out there who just like hurting other people.  So they’re gonna look, 
again for victims, and it can be old men, it could be young men or it 
could be anybody.  But they get, they literally get pleasure out of hurting 
individuals.  They’re the toughest to deal with, but again, they typically 
are looking for victims, they are not looking for a challenge.

Jim Curley: Right!

Mr. X: So they’re not gonna pick on an alpha male, as quickly as they will 
someone who’s gonna be an easy prey.

Jim Curley: Right.  So far we’re talking about these three different types of individuals 
are all interested in taking advantage of a victim without any interest in 
getting hurt themselves obviously.

Mr. X: Correct.  Now the fourth one, saving face is gonna be a little bit different.  
And this is where we’re getting into a little bit of gray area.  You have an 
individual who’s with his buddies, he’s with his pals, and again we use 
this scenario.  You walk by, and you accidentally nudge his shoulder and 
he spills his beer.  Now, if he was by himself it would be no problem, he 
would probably just like “Hey! Hey!” you know no problem and move on.  
But now I’m gonna build on this scenario.  His buddy will say “Hey!  Are 
you gonna take that from him? Are you gonna let him do that to you?”  
So now he’s in a situation in his mind, where he has to save face.  If 
there are women present, the ante has just been upped tremendously.  
Most bouncers will tell you, that when they have to eject someone from a 
bar, if there are women in the party of people that they have to eject, that 
there’ll always be a fight, or typically always.

Jim Curley: Right.  That’s because this person feels they must save face.

Mr. X: They must save face.  It’s a very social issue.  So, now you have an 
individual who won’t be as quick, if you are a submissive individual, then 
he would probably would have no problem, he’s been kinda in his mind 
pressured into this, and so, he’s gonna jump right in there and save face.  
If you are an alpha male or project alpha signals, it’s not to say it’s gonna 
guarantee you, because again, there’s a lot of power in social pressure.

Jim Curley: Right.

Mr. X: But, he’s gonna be a lot more hesitant jumping in there.  And, more 
importantly, if you are an alpha male, 
and I mean when I say “If you are.”  I’m simply meaning if you project 
alpha male signals, then you can allow him to save face, while you save 
face also.  And, we get can into that later on if you want, but, there’s 
specific techniques, because basically you don’t want a fight.
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Jim Curley: Right.

Mr. X: And, so you don’t want to in your mind sometimes lose face.  There’s 
very easy ways out of that, especially if you’re an alpha male, it’s like 
“Hey buddy, let me buy you a drink. I’m sorry about that.”  Now, that 
comes off two ways, if you’re trembling, you’re not making correct eye 
contact, you’re looking fearful.  Ok.  He may not accept that offer of 
saving face or he may, but then it puts you in a very submissive.  On 
the other hand, you’re making appropriate gestures, like there’s not 
necessarily a lot of fear in your mind, you just want to avoid a fight, 
as much as he does and you’re willing to initiate the save.  It actually 
puts you in a higher social level at that point.  And so, you walk away 
saving face, he walks away more importantly, obviously is more 
important to him saving face, and the situation is neutralized without 
any conflict occurring.

Jim Curley: What is the fifth?

Mr. X: The fifth is really status points.  Now, this is one where alpha male or 
alpha signals can actually get you in trouble.  You have individuals who 
are still trying to or are constantly trying to climb up the pack sort of 
speak, and male dumb for lack of better words, and they are looking 
at achieving dominance.  So let me give you an example, which is not 
gonna be typical of most of us, but you walk into a nightclub and there’s 
a male there that’s known and has a reputation for fighting, and to him 
it’s very important to be the best.  You walk in and let’s say you overly 
project alpha signals, and we’ll talk about how to modulate your signals.  
But, you overt, you make a lot of staring eye contact.

Jim Curley: Which can be perceived as a threat of some sort?

Mr. X: As a challenge.  So now, even though he’s not sure in his mind whether 
he can dominate you or not, he feels that he needs to find out.

Jim Curley: Right.

Mr. X: So, there he’s not necessarily afraid of losing, he just wants to know 
where he stands.  Now, there are ways around that, but that’s the only 
scenario where alpha signals can actually cause some problems.  And 
again, once you understand that, you can moderate  that and you 
can walk away.  What’s interesting in the animal kingdom, it’s that when 
animals move up the pack, there’s a lot of conflict and confrontation.  
But, the alpha male rarely gets into fights, because they have more to 
lose.  You don’t see CEO’s of companies getting into street fights.

Jim Curley: Rarely, Yes.

Mr. X: They can walk away from a challenge, because they have nothing to 
prove and everything to lose.

Jim Curley: Right.

Mr. X: So, you know, rarely are we gonna be, most of us are gonna be in a 
situation where we’re gonna get challenged by that fifth criteria of status.  
Again, unless you are a big, muscular, strapping, tattooed, you know and 
I’m sure that’s not typical of our audience, and those people are typically 
looking for fights anyways also.  So, again, for most of us it’s gonna be a 
non-issue.

Jim Curley: Ok.  Let me ask you.  Which one of these five is the most? And I’m 
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assuming number five isn’t, but which one is the most common scenario 
that our typical listener is going to be facing?

Mr. X: You know It would be a guess, but again, it depends on where you’re at 
and what environment you’ve put yourself into.  I don’t see myself ever 
in an environment where I’m going to be in danger typically of a status 
or even anger venting.  I’m not around those kinda crowds.  But, I would 
say the typical individual is gonna be for gain.

Jim Curley: Ok. You’re gonna be robbed.

Mr. X: You’re gonna be robbed.  The sadistic component is not really that 
common, and…

Jim Curley: Just because there not that many people that get an extreme pleasure 
out of hurting other people?

Mr. X: Correct.  So, it’s just something that is out there, but it’s not that common.  
The media really hypes it up.  The other would be anger venting, you 
know that occurs a lot of time.  A lot of times, you know, I remember back 
in the gas crisis, where everybody had the even and odd license plates, 
and there was fights going on all the time, with people that who would 
never ever consider themselves.

Jim Curley: Right.

Mr. X: In a situation or think that they’ve ever be in a situation where they’d be 
attacked, and all of a sudden they would be in line or cut somebody off or 
what have you.  

Jim Curley: You know, it also struck me that it is quite common to see a scenario that 
you’re at a restaurant and, I’m just thinking of myself for example.  I’m at 
a restaurant with my wife and you know somebody shoves me out of the 
way.  That would be a completely different scenario than if I was standing 
there by myself and somebody shoved me out of the way, the idea, in 
other words, the idea of having to save face seems to be something that 
would cut across all lines of males, the need to save face would be a 
very common thing I would think.

Mr. X: I think it is, and I think that it is ignored and not addressed.  We were 
taught as youngsters that it’s a bigger man to walk away from a fight, 
than to engage in a fight.  And, I think that teaching that in itself shows a 
lack of understanding for the male culture, I mean in the ideal world that 
would be great.  But, let me give you some scenarios where saving face 
may be appropriate.  Now, understand this, this is just my opinion, and 
there’s gonna be lots of other opinions and arguments, but I’ll give you 
my beliefs on that.  That if you are a military person and you have men 
under your command, and you’re at a, after a day of exercises you’re 
in the bar with your buddies, you’re bonding and somebody challenges 
you.  You know, slaps you on the face or what have you.  Now, the logical 
thing to do is to walk.

Jim Curley: Right!  Avoid the fight.

Mr. X: Avoid the fight.

Jim Curley: But here we have.

Mr. X: But, here we have a situation where he has to lead these men.  He has 
to look like he is a leader, and he, in that situation the best choice may be 
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to stand up to the challenge.

Jim Curley: Right!

Mr. X: Not for adolescence reasons or for his lack of self-esteem he has to 
prove anything, but because he is a leader of men, and he has to show 
them that he can stand and fight.

Jim Curley: Right.

Mr. X: That may be a very valid decision at that point.

Jim Curley: As valid as for example, a boss at a place where he’s challenged by a 
subordinate of some sort, you would have to save face in order to be 
able to lead the people underneath him.

Mr. X: Exactly.  Exactly, and we don’t give enough credit for that, but that is 
extremely important.  There are situations in grade school where most 
boys can relate to this, that there are times to stand up to the bully.  And, 
take your licking, it doesn’t matter whether you win or lose the fight.

Jim Curley: Right.  

Mr. X: It’s just standing up, so that you avoid getting picked on in the future.

Jim Curley: Here at TRS we produce instructional videos that will help almost 
anyone, even a very small person fight and win in a physical 
confrontation.  What I find interesting about what you’re bringing up here, 
it’s essentially showing how to avoid a physical confrontation before it 
begins.  So, it is still a win-win situation.

Mr. X: With that comes responsibility.  A person who legally carries a gun, 
let’s say a concealed weapon; he’s a detective or whatever.  He has a 
responsibility to avoid more confrontation than somebody else, because 
he has the ability for lethal force.  So, some kid flips him off and cuts him 
off in line or whatever, he’s gonna have to try everything he can to avoid 
a physical confrontation because he’s carrying a gun.

Jim Curley: Right.  Right.

Mr. X: And by the same token, by having the skills that are taught by the 
instructors at TRS, you have the ability to inflict quite a bit of damage, 
very quickly.  And with that, you’re gonna be, it’s actually gonna make it 
easier for you to walk away from a situation.  And, I’ve observed this with 
trained military and police, and professional fighters.  They tend to on 
the majority and there’s a few people out there that are running without a 
full deck, but, the majority of the time, they are the most stable, and non-
violent individuals in everyday life and they will gladly walk away from 
almost any confrontation, unless it’s, unless they feel the need to end it, 
because they know the damage they can do.

Jim Curley: Right.

Mr. X: And so they, what happens with them is they give off alpha signals, just 
because of their full confidence.  So, when they walk away, and we’re 
gonna talk about this a little bit later, when they walk away from a fight, 
people know that they are walking away, not because of fear of harm, but 
because of fear of doing harm.

Jim Curley: Right.  This so far is fascinating to me.  Let’s get into the meat of it.  
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What are some of the alpha signals?  And let’s get straight into the 
meat of this.

Mr. X: Ok.  Well, let’s first back up and let’s talk a little about non-verbal 
communication and I’m gonna take you all the way down into the 
very specific area called alpha signals.  Non-verbal communications 
is something that we all do by default.  What makes non-verbal 
communication so powerful is number one, it’s extremely information 
rich.  The majority of information that you gain by somebody is all gained 
non-verbally.  Two, it almost always occurs at a subconscious level.  
And, three it is usually the most accurate information that you receive 
from someone.  Now, by understanding this, we can now turn it around 
to our advantage.  Let me give you an example.  Image consulting 
is big business right now.  There’s a whole science in non-verbal 
communication, there are universities that have divisions doing research 
on non-verbal communication.  People are coming out with Ph. D’s in 
that area, and some are going into the field as image consultants, some 
are going into areas of jury profilers.  Many jury profilers will tell you that 
the O.J. case was won at jury selection.  This are individuals that have 
studied the non-verbal signals that people have given off, and they’ve 
been able to predict their behavior in the future based on their signals 
that they’ve given.  And this is again as all occurring at a subconscious 
level.  Most of the research and most of the information that it’s coming 
out and it’s being popularized in books, you know, even way back in the 
70’s of body-language.   Focus on how we, how to read a person and all 
the basics of you know, legs crossed, legs open, and a lot of it is focused 
on dating or flirtation.  That’s he area that has been popularized the most.  
From a more scientific perspective, there are consultants that work with 
police departments and military on interrogation techniques, learning 
how to read a person and to tell if they are telling the truth or not.  In fact, 
they’ve become very accurate in predicting the truthfulness of a person, 
simply by learning to read certain signs.  Again, most of this has all been 
focused on reading and other person’s non-verbal signals.

Jim Curley: Which is the majority of the communication that you are actually giving? 
What percentage would you say is non-verbal as opposed to verbal?

Mr. X: It varies between 65 to 93% depending on what study you look 
at.  But, it’s safe to say that two-thirds of all the information that it’s 
gathered by an individual it’s gathered non-verbally.  And again, that 
person is sending it at a subconscious level and you’re receiving it at 
a subconscious level.  Now, I believe that it’s actually hard-wired, now 
whether it’s a learned, socially learned or it’s hard-wired into our nervous 
system is up to speculation and really it’s irrelevant.  But, we all have that 
ability to read somebody at one level or another.  We call it intuition, my 
gut feeling about this person or he’s sending off, or he or she is sending 
off vibes by you.   Image consultants have taken this to a new level, 
where they have said “Hey, let’s teach politicians.  Let’s teach attorneys.”

Jim Curley: I recall Al Gore had a woman teaching him to become an alpha male.  
Was that?

Mr. X: Oh! There in politics and in law, it’s a big business.  This people making 
a lot of money, teaching people basic non-verbal techniques to influence.  
The next level, the area that I’m most interested in and have been 
developing for the last three years, is what I’m terming power signals and 
this is the ability to control and be extremely flexible in the categories of 
signals that you send.  We don’t always wanna send alpha signals, we 
may wanna send.  There’s basically three categories, there’s credibility 
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signals, friendly signals and alpha signals.  And the mixture of the three 
will give us the results that we want.  The focus is being able to get 
people to do what you want them to do.  What if you had the power to 
make a person think a certain way about you?

Jim Curley: Right.  So, what I was just thinking about was that earlier I had said that 
your, you can lie with your words, but you really can’t lie through your 
non-verbal alpha signals and it almost sounds like you’re saying “Well, 
you can at least manipulate your, what would typically be a subconscious 
thing, you can consciously manipulate your alpha signals to get what you 
want or to have people perceive you a certain way.”  Is that correct?

Mr. X: Exactly.  And what makes them powerful is covertness.  If, we’ve all seen 
examples or many of us heard examples of in sales seminars where they 
teach you how to shake hands, and the little tricks of you know, you grab 
their hand and then you twist it so your palm is facing down, their palm 
is facing up.  And, that’s the power of a handshake or the two–handed 
handshake.  But, the problem with that is, it’s too overt.

Jim Curley: Right.   It’s almost obvious.

Mr. X: It’s obvious, and the other person knows what you are doing.  And 
so what happens is, it’s no longer a non-verbal communication skill, 
because now it’s on the table.  Everybody knows what the other guy is 
trying to do and it actually backfires.  Remind me later in the interview 
and I’ll show you a very, when someone tries to do that to you a very 
quick way to cut that person off at the knees.  And, without him even 
knowing what you did, when he tried to do one of this silly power 
handshakes.  No.  Power signals is much more subtle than that.  And it 
has to; you are going to take conscious control of the communication that 
you are giving out, which I think it’s important.  I think that the first step in 
power signals is to say, that “I am going to take complete responsibility 
for all of my communication.  So that if the other person misunderstands 
me, I must take responsibility for that.  That’s gotta be the first step.  The 
second step is saying, “Alright.  Since two-thirds of my communication 
is non-verbal.  I must take conscious control of that.”  The third is I need 
to know what my goal or objective is.  In this case, we’re covering a lot, 
you know there’s a lot of material to cover and it’s too information rich to 
present in one interview.  I’m going to focus specifically on alpha signals 
or signals that you can give out to keep you or reduce the probability of 
getting into a physical altercation.

Jim Curley: What would you respond to somebody who said that it sounds like you’re 
trying to tell people how to be manipulators?

Mr. X: My response would be that they are absolutely correct.  Most all 
communication is at some level or another manipulation.  You’re trying 
to get the other individual or audience to see your particular point of 
view.  To judge you in a certain way.  Whether it’s a first date, a first 
social interaction.  You want them to perceive you a certain way.  Can 
this be misused? Of course it can.  If you are an individual that feels 
like everyone else has an absolute right to know, at any given time, 
your innermost thoughts and feelings, then this program is not for you.  
If on the other hand, you feel there are times that you do not want to 
communicate your innermost feelings, then you have to learn how to 
cover them up.

Jim Curley: In light of what you just said there.  It sounds like there’s absolutely 
nothing unethical about this.
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Mr. X: It’s like any powerful tool.  It can be used unethically or it can be 
used ethically.  If I’m in a, going into a negotiation and I’m at a distinct 
disadvantage and in that case maybe even desperate for a specific 
outcome.  Do I want to communicate that or do I want to communicate 
something else?

Jim Curley: Ok, Mr. X.  Maybe we can get straight into some real specifics of alpha 
signals.  Some actual specific examples.

Mr. X: We can look at any non-verbal communication and we can break them 
up into channels, and these are modes of communication.  The first 
channel being physical presence; the second being expressions; the 
third being gestures; and the fourth being sounds.  Now, what I’ll do is, I’ll 
go through each of these channels and give you examples of what alpha 
signals are in each of these channels, in other words how to project this 
signals.  And, I’ll also try to give you examples of submissive signals, 
because the opposite of alpha signals would be submissive signals.  
Let’s first talk about physical presence.  First of all, let’s talk about 
appearance, what you wear.  It’s amazing to me how many individuals 
feel that they can wear whatever they want, and that’s not gonna have 
any effect on how people judge them.  Because, we’ve all been told that 
you shouldn’t judge a book by its cover, and yet all of us judge a book by 
its cover.

Jim Curley: Very true.

Mr. X: So, what we first have to look at is how are we perceived? How are we 
dressed? If you are dressed in game style clothes, and yet you want to 
be looked upon as an intelligent, responsible individual, you’re gonna 
have problems, if you’re dressed like a rockstar, and yet you want to get 
a job as an accountant.  You’re gonna have problems. So, for those of 
you who want to be an individual and have your own individual identity, 
and go against the grain.  Good for you.   Do that, but don’t expect 
people to judge the way you feel you should be judged.  They’re gonna 
judge you the way you’re dressed, that’s the first impression they get.  
So this sounds like an endorsement for your Dress for Success books, 
and in a sense it is.  Learn how to dress to get the effect you want.  For a 
person who wants to project dominance, you want to dress slightly above 
expectations, not too far above.  If you’re working in a shop, an auto 
shop, you don’t come to work in a three-piece suit.

Jim Curley: Ok.  Right.

Mr. X: But, you want to dress just a little bit, a cut-above everyone else.  Not 
enough to be, to stand out too far, but enough.  Typically, you want to 
wear darker clothing.  Darker clothing, navy blue’s of course; any dark 
color will give more of an appearance of dominance, than light colors.  
And in your mind think of opposites, think of the yellow polyester leisure 
suit and how much weight that carries compared to a three-piece 
pinstripe.  Use extremes in your own mind to kinda figure, “Oh yeah! 
That makes sense to me.”  You know. Check your own reality and see 
how you perceive a person, because again this are signals that you’re 
gonna be sending out and other people are going to be perceiving and 
we have to be sensitive to that.   The next step is accessories and when 
I say accessories for, and we’re talking men here.  Watch.  If you want 
to portray power, you’re gonna need to wear a power watch.   Now that 
doesn’t mean that you’re going to need to buy a six-thousand Rolex, in 
fact that may be too obvious.  But, you need accessories, depending 
on the situation if you’re an attorney or an accountant.   Now, you’re 
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probably looking at me and seeing that I’m wearing a Timex.  I can 
assure you it’s not a Timex knockoff, it’s the real thing.  The point here is 
that I’m not in a situation at this point, where I need to project dominance 
or power.  But, if I was going into a heavy negotiation, I would put on my 
power costume.  Again, that’s showing flexibility, and that’s what I teach 
in power signals.  It’s to have the flexibility to use, it is a tool, and not as a 
way of always beating something to death.  

Jim Curley: Right.  

Mr. X: The next part of physical presence is posture.  This is extremely 
important.  Your posture sends a tremendous amount of information to 
another individual.  Picture in your mind, the individual who’s slumped 
over, head is forward, shuffling gait, shoulders forward in a kinda tense 
position.  And, then think of the individual you know that was a career-
military man.

Jim Curley: Right.

Mr. X: Who has the erect posture, head up, eyes forward.  Which one of 
those portrays power and confidence? It’s a very powerful and often 
overlooked.  Most people, it’s amazing to me, are not aware or aren’t 
conscious of the signal that they are portraying.  And then they wonder 
why they are not treated with the respect that they think they deserve.  
They think that they should be judged by what’s on their inside.  And, 
that may be how it should be, but that’s not how it is.  You see, it’s not 
what you say that counts, and it’s not what you do that counts.  It’s how 
you are perceived that counts.  That’s the way it really is.  Many, many 
research projects have proven the fact that if you take an incompetent 
person and he portrays competence, that they will always give him the 
benefit of the doubt.  If he does something that’s incompetent, they will 
say “Well, he just messed up.  He slipped.”  If you take a competent 
person and he sends signals of incompetence, they will not give him 
any breaks.  The minute he does something that could be construed as 
incompetent; they will say “See.  I knew it.”  

Jim Curley: Hmm.  Interesting.

Mr. X: We initially make a judgment about an individual, and once we initially 
make that judgment it takes a lot of energy on our part to change that 
judgment.  So, instead of changing our judgment of people, we look for 
evidence to back up our initial proof, our initial judgment.  We look for 
proof.  And, so that whole saying about, you know “the first impression is 
the most important” is absolutely true.  

Jim Curley: So, basically and what everybody is doing, is they are prejudging people 
by their appearance, because really that’s all we got to go off of is what, 
you know, what do you see.

Mr. X: Yes.  Absolutely.  Our initial judgments are the most powerful.  And think 
of it from the point of view that thousands of years ago, we had to make 
very quick, very rapid assessments of danger, a friend and foe.  And, 
before we had verbal language, we had non-verbal communication.   
And, we had to rapidly assess the situation for survival, and that’s still 
hardwired with us.

Jim Curley: That’s interesting.

Mr. X: So, posture is extremely important, physical orientation, position how 
you position yourself with, to other people, and the use of space, which 
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is called proxemics.  Now let me get into all of that, and give you some 
general guidelines.  First of all posture, always try to maintain an erect, 
relaxed posture.  The counter to that is a slumped, tense posture.  
Looking relaxed, it’s an alpha trait.  So you can be when I say relaxed I 
mean shoulders down, not shoulders raised.  Look at somebody who’s 
erect but stiff, rigid.  That is a sign of fear.  Whether this person is fearful 
or not is irrelevant, this is how it’s interpreted.  So, practicing standing 
straight, sitting straight, but keeping a relaxed posture will send out 
alpha signals.  Which means, you’re in a potentially volatile situation, 
you have to consciously take control of your posture and say “I’m not 
gonna look tense.  I’m not gonna have a downcast head.  I’m going 
to keep my head up and I’m gonna keep my shoulders relaxed.”  And 
that’s difficult, but with practice you can do that.  And that’s gonna send 
signals of confidence to the potential perpetrator.  Proxemics is the use 
of space, that means, from an alpha point of view is being willing to take 
up space.  So anytime, think of expansive, when you’re sitting.  Think of 
the opposite, think of the person who sits down in the corner of the room, 
knees together, hands folded on lap, just kinda tight and compact.  Does 
that send signals of confidence and power?

Jim Curley: No.

Mr. X: Think of the person who sits back, relaxes, crosses his leg, clasps his 
hands behind the back of his neck, has his hands out as he’s talking and 
moving.  What does that portray?  That portrays that he’s very relaxed 
and comfortable in his environment.  From an alpha point of view, 
you don’t want to maintain any one posture very long.  Again, fearful 
submissive signals are afraid to move, afraid to initiate movement.  So, 
wherever you are, you just kinda stay there.  You go into a party or 
you go into a lounge, you find a chair, you sit down and you are afraid 
to even get up and move as opposed to standing, you know, putting 
your foot in the chair as you’re talking.  Being willing to move, always 
keeping a relaxed posture, but never keeping a submissive posture as 
you’re constantly communicating and talking. Now, how is this important 
in avoiding a fight?  Because these are the signals that are sent to 
individuals that you may not even be observing.  So if you’re in a social 
situation, you want to continually give out alpha signals, so that if there 
is an individual looking for a victim, they’re not gonna see you.  I worked 
with a police officer that was doing, involved in a research project on 
mugging, and he’d become very good at getting mugged.  And, I asked 
him how he did that, and he said he learned that by changing the way he 
walked and moved, and his posture while he was walking down a certain 
area in the city that he worked.  He could dramatically increase the odds 
of him getting mugged.  Whereas putting change to his gait, meaning the 
way he walked, to moderately fast, purposeful gait, head up, shoulders 
relaxed and down, posture straight, rarely would he ever get mugged, 
to the point he could almost guarantee  he was not gonna get mugged.  
And, then he could actually change to a shuffling gait, downcast eyes, 
slumped posture and it was almost like he could pull the predators 
out of the woodwork to mug him.  And to their dismay, even though he 
looked very small and fragile, he was a well-trained fighter.  And these 
individuals that tried to attack him were in for a real surprise.

Jim Curley: Wow.

Mr. X: Posture is important.  One of the most important factors is being willing 
to take up space with your body.  So, if you are in doubt what is an alpha 
move or alpha signal, always keep that in mind, expansive, taking up 
space, staying relaxed.
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Jim Curley: Let’s talk about the next channel and that would be expressions.  Tell me 
a little bit about some of the different kinds of expressions and how I can 
turn those into my own benefit in terms of alpha signals.

Mr. X: When we talk about expressions, we are specifically talking about 
your face.

Jim Curley: Ok.

Mr. X: And, your face can easily give away your true emotions.  When we talk to 
somebody and try to get in touch with how they are feeling, we don’t look 
at the shoes, do we?

Jim Curley: No.

Mr. X: We look directly in their face and their eyes.  And in fact, people who 
teach interrogation techniques really focus on the face and there’s very 
specific things they look for, that are highly consistent with lying.  But, 
what we are talking about here are really how not to give away your true 
emotions, let’s say you’re in a situation and you’re fearful.

Jim Curley: Uh huh.

Mr. X: You know, many times the last thing you wanna do is show fear, because 
that’s going to.

Jim Curley: Give him the confidence to attack you in some way.

Mr. X: Correct.  So let’s talk about the two types of facial expressions.  One 
is called, representational.  Representational expressions accurately 
represent your true emotion. We need no practice at that, you know, 
that’s something that most of us do naturally.  We feel sad, people can 
tell, we look sad.  We look worried, we look happy, whatever.  Those 
are all representational emotions or expression.  What I’m gonna focus 
on is presentational expressions, now that is to present an impression 
that you choose through your facial expression.  Now the easiest one to 
do is what I call the neutral expression or the poker face, and that’s the 
one I would recommend most of the time.  Present a neutral expression, 
where they cannot read you one way or another, you simply have no 
expression, because now they have to rely on other information, which 
could be your posture or your verbal content or other things.  In other 
words, the best, the second best thing you can do is just not give away 
your emotions.  

Jim Curley: Right.

Mr. X: Now, for, if you’re very skilled, and we’ve talked about this in my 
program, Power Signals, you can actually do what is called Masked 
Presentations, where you’re actually creating an emotion that does not 
exist.  That takes a little more work and it’s beyond the scope of this 
program, but really all you need to do is present a poker face.

Jim Curley: Mr. X.  Could you tell me a situation where you would actually need to 
have a false face or a mask?

Mr. X: Well, from a business point of view, let’s say you’re in negotiation with 
somebody and they’re telling you something, trying to convince you of 
a certain position that you may feel is valid, but you don’t want them to 
know that you feel it’s valid.  
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Jim Curley: Uh huh.

Mr. X: So you may want to put on a skeptical face.

Jim Curley: Oh. Ok.  I see.

Mr. X: ‘Cause you’re showing skepticism, which, what happens when you 
do that is, you draw them to keep talking.  And the more they talk, the 
more information they give you.  This is used a lot with attorneys in 
depositions, gather information.  They will create, if they’re good, they’ll 
create expressions that keep the person who’s being deposed talking, 
and the more they talk, the more chance and probability that they’re 
gonna say something, that they had initially didn’t want to say, you know, 
they give more  information.  So, a skeptical face is a very powerful tool 
to use and to learn in the business world.  Let’s say, you’re potentially 
being challenged by someone, maybe a bemused smirk.  Not a 
sarcastic, not like a smart alec, but just a slight, almost like a Bruce Willis 
kinda half-smile.  

Jim Curley: So, even if you’re feeling fearful, you give this little bit of a smirk, you 
could really throw the person of like, “Oh my God! This guy must know 
something to be.”

Mr. X: Exactly.

Jim Curley: Ok.

Mr. X: And the unknown is very disconcerting.

Jim Curley:  Yeah.  A little unnerving.  

Mr. X: Yes.  So, but this takes practice, the easiest thing to do is a poker face, 
which is neutral. In other words, you’re not giving away any information.  
They don’t know how to read you.  That in itself can be very disorienting 
to a person, a bully, a person who’s looking for a certain response, a 
fearful response.  And you have a total poker face.  Yeah, they have no 
idea, “how do I read this guy?”

Jim Curley: Right.

Mr. X: And the unknown can be very destabilizing, so it’s a very powerful, and 
it’s a very way to practice that.  I am a big proponent of just putting a 
mirror, wherever you have your telephone.  And just put a mirror there 
and always look in the mirror as you’re talking on the phone.  And just 
practice different expressions, and over time they became natural to 
you, where you can create the expression you want.  One of the more 
advance techniques we use is where you watch a real scary movie for 
the first time, and you have a mirror on the TV or close by, and at the real 
intense scenes, because again you need to have emotionally charged 
situations, ‘cause typically where you’re gonna to put this poker face is in 
emotionally charged situations, so you have to duplicate that, don’t you?

Jim Curley: Uh huh.

Mr. X: So, you create a movie, they even had it where teams would get together 
and one person would be yelling at the other person right in his face.  
And you have to practice maintaining a poker face under this emotionally 
charged situation, and it is very easy to learn you just have to set the 
right environment.
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Jim Curley: What about the eyes?

Mr. X: Good question.  The eyes are one of the most effective.  I would say, 
more powerful than even posture, as far as signaling dominance, 
submission and even challenge.  An interesting story, when I was in 
college.  I was slowly losing my visual acuity, meaning I was on the verge 
of needing glasses.  And like many people that are nearsighted, meaning 
that they have poor far vision, and they get that in their adult life, it 
happens very gradually.  Well, I wasn’t aware that I needed glasses at 
the time, but I did notice that I was being challenged, not a lot, but much 
more than I typically was challenged when I was in high school.  It was 
very disturbing to me, it’s like “What’s wrong with me?”  Every once in a 
while someone would try to challenge me or you know, stare me down or 
bump my shoulder.  We are in college for crying out loud!  What’s going 
on here?  It wasn’t until years later when I was doing this research that 
I figured out what was happening.  You see, I was losing my far vision 
and I didn’t realize I needed glasses or corrective lenses.  So as people 
would approach me, I was maintaining eye contact longer than socially 
acceptable, I was trying to figure out who they were, because, they 
were a blur.  Anybody who’s lost their, who’s, you know, their vision has 
become poor over time can relate.  You just linger a little bit longer trying 
to bring them into focus.  Well they were seeing this, especially alpha 
men, were seeing this as a challenge, when you maintain eye contact 
with a male for too long, especially if the male is between 16 and 28, they 
look on that as a direct challenge.

Jim Curley: Right!

Mr. X: If you want to get into a fight real quick, just go in any bar and look at 
somebody who’s, looks physically dominating, and just stare at them.

Jim Curley: Stare at them.

Mr. X: I guarantee you within 5 or 6 minutes you’re gonna be in a fight.

Jim Curley: Right. 

Mr. X: So, once I figured out that I had, I never did figure out until long 
afterwards what the problem was.  But, once I got contact lenses, 
then all of a sudden for some reason people were not, males were 
not perceiving me as a treat anymore.  That shows the power or one 
of the aspects of gaze or eye contact.  Now, what’s interesting is that 
we always hear that “look somebody in the eye”.  Well, that’s not 
necessarily an alpha trait; it’s when you look them in the eye.  There’s 
a ratio called the VDR ration, and that’s the visual dominance ratio, and 
here’s what it is.  When you’re talking to somebody, you spend a large 
majority of the time making eye contact.

Jim Curley: Uh huh.

Mr. X: When you’re listening to them, if you want to maintain a dominance, you 
break eye contact.  So the ideal alpha ratio is 55% looking while speaking, 
and 45% looking while listening.  This was the research that was being 
valid several times in very clear, dominant submissive environments.   
Military, employee-employer relationship, that when they’re talking, a 
person who feels that they’re a dominant position does not feel the need to 
look at that person when that person is talking to them.

Jim Curley: Uh huh.
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Mr. X: So picture this.  The boss is talking to his subordinate, the boss is 
sitting at his desk and he’s looking at the subordinate giving him 
instructions.  He’s looking at that subordinate, that subordinate is 
looking at him as he’s giving him instructions.  How’s that boss feel 
as the employer is given instructions, the employee is, takes out his 
nail clippers and starts clipping his nails.  You know, imagine the 
consequences or you can put that in a military scenario.   But, the same 
doesn’t hold when the subordinate starts talking to the superior, and 
again we’re talking perceived subordinate-superior, the superior does 
not feel the need to maintain eye contact while listening.   So, now, this 
does not work in let’s say sales, or in counseling or relationships.   We 
are not talking that when your wife is trying to talk to you, that there is 
no need to maintain dominance.

Jim Curley: Right.

Mr. X: Ok.  I need to really clarify this, I mean when I’m talking alpha signals; 
I’m talking for very specific reasons.  That’s why when I’m talking power 
signals, I’m talking about knowing when to use which signal intelligently.  
Credibility and likeability, you want to maintain high levels of eye contact, 
when they’re talking to you.  Because you’re communicating that I really 
care about what you’re saying.

Jim Curley: Right.  And in fact, I was just gonna bring that up.  It seems like almost 
disrespectful to be looking down or away when somebody who’s 
important to you is talking to you, and so, it struck me immediately that, 
that would be something that you’d wanna use wisely.

Mr. X: Oh! Of course, just like eye contact.

Jim Curley: Right.

Jim Curley: Why don’t you give me some other examples of facial expressions?

Mr. X: Let’s talk about greetings, when you greet someone, very simple thing.  
If you want to send like ability friendship signals to the other person, 
you give them an eyebrow flash.  Now, what that is it’s simply raising 
both eyebrows.  In most encounters you will witness when you watch 
two people that know each other to some extent, when they cross paths 
and their eyes make contact, they’ll both give eyebrow flashes.  They’re 
very fast, very quick.  Both eyebrows will raise and lower very quickly.  
It happens at such an unconscious level that you don’t even think.  
You don’t even know you are doing it.  Again, that’s what makes it so 
powerfully.  If you want to project dominance, you do not give back or 
initiate the eyebrow flash.  You can smile.  In fact, you should smile. In 
other words, you are acknowledging that you know them and that they 
are there, but you are not giving them an eyebrow flash.  That seems 
real simple, but it takes a lot of conscious effort to practice, because you 
do it and you don’t even know you did it.  Very quick, very subtle.  

Jim Curley: So something that you are picking up at such a subconscious level, 
but if you actually did, let’s just say for example that you did not give 
somebody an eyebrow flash, you consciously stopped yourself from 
doing it.  They would pick up on that.  

Mr. X: They would pick up on it at an unconscious level.

Jim Curley: Wow

Mr. X: So, they are not gonna begin, because they are not any more aware of 
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the eyebrow flash, than you are.  So, they are not gonna know anything 
other than the perception of you just changes, just a little bit.

Jim Curley: Ahhh.

Mr. X: The real stanch has just been turned up one notch.  And that’s what 
makes it so powerful.  It happens and only you know what’s happening.  
All of a sudden they look at you with a slightly different light.  Does 
that mean that you now wanna give the eyebrow flash to anybody? 
Absolutely not!

Jim Curley: Right!

Mr. X: Again, it’s a tool.  You do not want to send the alpha signals to your 
employer, and at least not strong ones. You do not want to over 
dominate.  If you want the position of leadership in your company, you 
need to moderate and give out a few signals, but you certainly do not 
want to over dominate him.  

Jim Curley: Right.  In the environment.

Mr. X: Because he will at an unconscious level, he will not like you. “I don’t like 
this guy? I’ve got bad feelings about him.  He’s a troublemaker and you 
know, yet on the other side you don’t want to be so submissive that he 
doesn’t consider you for a leadership position.

Jim Curley: Right! Ahhhh…

Mr. X: The other thing is always avoid again, to avoid submissive signals.  
Always avoid during greetings, the open mouth expression.  

Jim Curley:  I’m sorry, what is that?

Mr. X: That’s just a big smile with your mouth open.  Think of it this way.  When 
you greet somebody, you’re going to greet them and acknowledge 
and usually a mutual friendly smile when you glance at somebody 
is enough to say “Hey, I know you.  I acknowledge you.”  And that’s 
what’s important, that’s what the whole thing of saying “Hi.”  You’re just 
acknowledging that individual.  But, if you don’t want to yield power, then 
don’t things to try to coerce acceptance.  An eyebrow flash is like saying, 
“Ok.  Well, you eyebrow flashed me.  Are you safe?”  Or an open smile 
or a wink is like saying “Is everything Ok?” and hopefully they’ll wink or 
smile back and they are saying that everything is Ok.  Think of that in the 
Alpha that it isn’t necessary important to you whether they think you’re 
Ok or not.  

Jim Curley: Uh Huh.  Ok.

Mr. X: In other words you don’t have to be liked.  Many of us really have 
become really good at sending likeability signals, because that’s what 
gets us points in social interactions.  You want everybody.  You want 
people to like you.  The problem is if you end up sending too strong of 
likeability signals without any credibility signals or alpha signals.  Then 
it turns from being likeable to being submissive.  He’s a nice guy, but 
I don’t think he’s good for this position.  You have to moderate your 
likeability signals.  It always isn’t the most important thing to be liked.  
Sometimes it’s more important to be respected.

Jim Curley: Why don’t we talk a little bit about gestures?
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Mr. X: Gestures are the third channel in non-verbal communication and we can 
look at gestures and divide them into three categories.  One is emblems, 
which are simply gestures that have a direct translation.  A sample of an 
emblem would be an “Ok” sign, everything is A-Ok.  Or a thumbs-up.  It’s 
sign language. Or you’re pointing to a certain direction.  Or you’re you 
know, flipping somebody off.

Jim Curley: Right.  That’s a pretty strong gesture.

Mr. X: Very strong gesture, and another way of getting yourself into a fight.  And 
then you have illustrators.  Illustrators are hand gestures that you use to 
augment verbal communication.

Jim Curley: To help basically draw a picture.

Mr. X: Draw a picture, so you’re using your hands and that’s typically when 
think of gesturing.  You’re using your hands to kinda emphasize points.  
It’s not sign language, but you know you are putting one hand; you 
are pounding one hand into a fist or into the palm of another hand 
or whatever.  You’re emphasizing points and those are all conscious 
gestures, emblems and illustrators.  The third kind is always a negative 
kind, and this are called adapters or I call them tension leaks.  This are 
nervous fidgets and movements, nervous gestures that signal tension, 
distress, fear, uncertainty, this are used a lot to interpret whether a 
person is lying or not.  And you want to totally eliminate adapters from 
your non-verbal vocabulary.  Let me give you the most common, hand 
to face adapters, which you see a lot are signals of tension and internal 
distress.  Watch someone walk by a group of individuals that he doesn’t 
know and he may be a little nervous.  You know, he’s walking down the 
street by himself and there’s a large group of young males standing 
around.  Watch what that individual does with his hands, he will typically 
maybe brush his hands to his hair, he will scratch his nose, he will stroke 
his mustache, he will rub his chin.  He will do some hand to face gesture, 
and this is a tension leak.  He’s under some tension.  But, this is to the 
other person a signal that way and again Jim, he may be thinking “Well, 
I never knew about hand to face gesture.  I certainly would not interpret 
it that way.”  Well, not on a conscious level, but on a unconscious level 
you are assessing that individual, and your just internal judgment of that 
individual it’s influenced by that.  So, think of a confident individual that 
walks into a room of people walks by a group of individual that could be 
threatening and looks straight ahead, glances at them to acknowledge 
that he does sees them.  Again, he’s an alpha male, he’s not afraid of 
movement, he’s not afraid of taking space, he’s not afraid of making 
initial eye contact, communicating to these individuals that “Yes, I see 
you there.  I’m perfectly fine with that.”  And then look back straight 
ahead and keep walking without putting his hands to his face.  

Jim Curley: And they subconsciously pick up on that and say “There’s something 
about this guy, that he doesn’t fear us in any kind of way.  

Mr. X: This guy is not a victim.  

Jim Curley: Alright!  Ok.  

Mr. X: So, let’s not mug this guy, let’s find somebody else.”  So now, emblems 
and illustrators on the other hand are things that alpha males then to use 
a lot.  They tend to use their hands to communicate.  Remember, they 
are not afraid of taking up space.  You know, with the use of space, what 
we refer to as proxemics, is something they are very comfortable with.  
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You know, all the space that they are around they own.  So, they have no 
problem using it, so their hands go as they talk.

Jim Curley: Yeah, that’s very true.  I’ve noticed Bob Pierce, president of TRS, is a 
very big arm gesturing, takes up a lot of space type of guy.  When he 
enters a room, you notice that immediately the space around him is his.  

Mr. X: He would be a good model for the typical alpha male and a lot of the 
TRS crew are good models I would think for, because they are either 
from their own environment, or own background or just being around all 
this alpha individuals it’s rubbed off.  But, yes, you know the idea of using 
your hands to gesture sends a strong signal that again, you are relaxed, 
you’re not stiff or rigid, you’re not maintaining one posture, one position, 
and you are animated.  When you’re under a lot of tension, there’s a 
strong desire.  And you are going to find this as you become more aware 
of it, to want to rub, all of a sudden your nose will itch.  You know, you 
need to rub your chin, or you feel like you need to straighten up your hair.  
Now, we’re again we are talking male, because on females this is, could 
be the total opposite.  They’re sending different signals when they prim 
their hair, but for a male it’s definitely a release of tension.  So instead of 
doing that, practice all of a sudden becoming more expressive with your 
hands, you can relieve tension by doing that and at the same time you 
are signaling something totally different than what you may be feeling 
internally.  This would be a good exercise to do with a mirror in front of 
your phone.  I’m a big proponent, one of my.  I’ll give away one of my 
little tricks is, I’ll have clients put on headphones when they are talking 
on the phone to people and look in front of a mirror and pretend they are 
talking to that individual, even though they are on the phone and practice 
using hand gestures.

Jim Curley: Very interesting.

Mr. X: Until they become natural.

Jim Curley: Yeah.  I can see how that technique would work.

Mr. X: And it works very quickly.  Doesn’t take long to learn how to use 
illustrators and also just becoming aware of the fact of what adaptors are, 
again, hand to face movements.  It’s very easy to eliminate those.

Jim Curley: Are there any other gestures we should know about?

Mr. X: Well, the only other one I can think about right now would be the use 
of touch.  The dominant male has no problem making physical contact, 
appropriate physical contact with another male.  And what I mean 
appropriate, unless you are a professional football player, you never 
wanna pat another male on the butt.

Jim Curley: Yeah.

Mr. X: There’s very few times when that’s appropriate touching, but, to grab 
another male on the shoulder, pat them on the shoulder is a very dominant 
gesture and in a situation where two males are interacting, preferable 
friends, because it will otherwise be interpreted as a challenge.

Jim Curley: Right.

Mr. X: If you want to dominate that individual, non-verbally, what you do is 
pat’em on the shoulder.  Now, when you do that, understand that there 
is no counter to that.  The first person who initiates contact, by grabbing 
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the shoulder wins.  So, I would not recommend doing that to your boss, 
unless you are really close and have good relationship.  So, I’m not 
saying that, don’t get me wrong, there’s many times when consoling 
or comforting or what have you.  A good, strong friendship, all bets are 
off as far as what’s appropriate, not appropriate at that time.  Hugging 
is fine.  And then, if you’ve never met that individual before and you 
hug him, it’s a totally different scenario.  It could be misinterpreted or 
interpreted appropriately.  But, remember that I mentioned before about 
this silly thing that they teach in sales conferences about hand shaking.  
Someone does this little trick, you know, where they grab your hand and 
try to squeeze until your knuckles turn white.

Jim Curley: Right.

Mr. X: You find that pretty commonly, and it’s very obnoxious.

Jim Curley: Yes.

Mr. X: They are not proving anything other than.

Jim Curley: Busting up your pinkie finger or whatever. 

Mr. X: They are not proving anything, other than they are an obnoxious 
individual.  Because again, it’s overt, it’s not clever, it’s not strategic.

Jim Curley: Or the other power handshake, where he’s coming across on top of your 
hand and.

Mr. X: Right!  Exactly!

Jim Curley: His palms are down towards the ground and yours are almost twisted 
towards the sky.

Mr. X: Yeah! Towards the sky is the other dominant one or they say how to 
counter or what some people do is simply called the two-handed shake, 
where he grabs your hand and then he grabs his other hand over the top 
of your other hand.  Like he’s really happy to see you, or I’ve even seen 
where they do tricks, where as you reach out your hand to shake his 
hand, they quickly grab your fingers and so that there’s not.

Jim Curley: A crunch to the top of your hands.

Mr. X: Yeah.  So you don’t have a chance to really grab their hand and do a full 
handshake.  And somehow they think that this is somehow dominating 
that individual or you know, sending signals of dominance.  All that this 
is doing for most of us is just irritating us, like “What are you trying to 
prove?”  The easiest way to counter that is not to try to fight it, you know 
face, try to have an arm wrestle with you.  Let’em win, because they are 
not winning anything.  Just simply take your other hand, come around 
and grab him on the shoulder and say “It’s great seeing you.”    

Jim Curley: Ohhh!

Mr. X: You know, by you contacting their shoulder you have trumped them and 
there’s no way out of it.  Now, does this do anything for them? No.  But, 
what we are talking about here is almost along the same lines as saving 
face.  When you’re, a group of people see two men meet, the first one 
who touches the other one, not hand shake, but actually like a hand on 
a shoulder or what have you.  It’s perceived by the group as that person 
must be the dominant individual of those two individuals.
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Jim Curley: Interesting.

Mr. X: So, if you’re just alone with this individual, then there’s nothing, you know.

Jim Curley: You’re not gonna win anything by.

Mr. X: You’re not trying to prove anything.  So just let them do whatever their 
little trick is and then you know, you kinda see where they are playing 
from and just take it from there.  If you are in a group of individuals where 
you need to present a different presentation of what this other individual 
is trying to do, simply grab’em by the shoulder.  In a very friendly warm 
way, not like you’re trying to wrestle him down.  They may not even know 
what you did, but to the group dynamics, people are gonna perceive that 
as you are the dominant individual in that interaction.  

Jim Curley: It almost seems that you are suggesting that most men know when they 
are shaking hands what they are doing.  It strikes me this is new material 
for me.  So, some of the things you’ve been mentioning I’ve actually you 
know, done, you know, without knowing what I was doing.  Do you think 
most guys who like grab the top of your knuckles, the tips of your fingers, 
squeeze your pinkie a little too hard?  Do you think they know what they 
are doing or you think this is some subconscious level as well?

Mr. X: Well, it’s hard to say.  My assumption is that when they do something real 
drastic like grabbing your fingers, before you have a chance to really.

Jim Curley: Right!

Mr. X: Grasp them.  Or when they extend their hand to you, for you to shake 
their hand, and their palm is already down so the only way for you to 
grab their hand is to have your palm up.  That most of the time I think 
they know what they are trying to do, but remember that all of this signals 
sort of speak, all started at an unconscious level.  In other words, at 
some point, someone analyzed handshakes and said “Ok.  What do 
dominant individuals have? How do they shake hands?”  And they came 
up with these, rules, you know.  The dominant ones tend to have palm 
down, tends to grab a little bit harder or squeeze slightly harder, will 
typically sometimes put the other hand over the other person’s hand, so 
it’s a two handed handshake.  All of this were, at first unconscious things.  
Now, the problem is that once it’s brought up to a conscious level, then 
it’s no longer effective.  And, it’s no longer useful, and there has been so 
many seminars years ago, and that teach mainly salesperson personnel 
how to do the power handshake, that now is not effective anymore, 
in most cases.  That doesn’t mean that you should just totally ignore 
the handshake, you should always give a firm handshake if, and try to 
keep it squared up, so the palm is on its face to the side.  If that other 
person tries to roll his wrist to roll you underneath, I would let him.  But 
immediately when he rolls your palm up, then just do the shoulder grab 
and if he is doing it at an unconscious level, you said at an unconscious 
level by grabbing the shoulder, that “Hey, we are not, we are equals.” 

Jim Curley: Now, just to square as an example.  Why would it be a benefit for like 
let’s say a salesman, trying to walking into someone’s office trying to 
sell, you know, toner or whatever?  Why would it be to his advantage 
to pull a power handshake to a person he’s trying to sell something 
to?  Or would it be just the opposite or shouldn’t he be allow the other 
person to be more dominant? Would that help him or hurt him to be in a 
power situation?

Mr. X: Well, I’m glad you brought that up.  You’re absolutely right.  I think 
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where you are going with it is, I think the seminars or the classes 
that salesmen take that try to teach dominance techniques are totally 
wrong.  They don’t understand the usefulness of non-verbal skills.  If you 
want to sell somebody something, then you have two main signals or 
categories of signals that you want to send out.  Credibility, which means 
trustworthiness.  Honesty, credible, you know your material and friendly 
signals.  You don’t want to send dominant signals.  They are not useful 
at that point, and in fact they are detrimental.  Because this person has 
the power to buy, or not buy your product.  So in that sense, he’s the 
dominant individual.  You are not going to change the dynamics of that.  
You need him more than he needs you.  Now, you may not tell him that, 
but the reality is that’s the case.  So, you want him to feel that you are 
credible, you’re trustworthy, you’re honest and you are friendly.  In other 
words, you want him to like you.  

Jim Curley: So, for example, an eyebrow flash to show you are friendly.   Then what 
sort of a gesture would lend Itself to credibility?

Mr. X: First of all, the thing that destroys credibility are adaptors.  Meaning any 
hands to the face, anything like that it can be perceived very quickly, 
perceived either as nervousness and tension or dishonesty.

Jim Curley: Right!

Mr. X: So you want to maintain eye contact without staring, and when you 
break eye contact with this individual, you want to break with downcast 
eyes.  In other words, when you break this other plan, you bring up 
earlier.  When you do break eye contact with the individual, because 
never get trapped into an eye-stare.  That is not a dominant trait.  When 
somebody is trying to stare at you and the minute you realize that, again 
if you stare back, what’s happening? He’s controlling your behavior.  So, 
you’re becoming submissive, just by staring back.  So, you simply break 
the stare, but you break it by a lateral or sideways eye movement, never 
a, and then you can come down.  But, never ever break eye contact 
down, because the minute you do, downward break of an eye contact 
is immediate submission at that time.  Now on a sales situation, where 
you are trying to sell this person, you want him to like you, and believe 
you and trust you and buy from you.  Then, sending submissive traits is 
fine; in fact I would encourage it.  Let them have the power hand shaken, 
in fact I go as far as to teach roll your hand so that their hand is on top.  
So, in other words you want to tell them at a subconscious level, “Yes, I 
know you are in control, I want you to like me, and I want you to buy from 
me.”  When you break eye contact, break it down. Now, your posture is 
something you don’t want to have overbearing posture, you don’t want 
to take up more space than the person you’re trying to sell.  So if he’s 
sitting rigid at his desk, don’t lean back in the chair and clasp your hands 
behind your head and cross your legs and.

Jim Curley: You are the big shot.

Mr. X: Because you are going to lose the sale.  You know.  What have you gained?  

Jim Curley: Yeah.  Exactly!

Mr. X: You want the sale, because that’s your win.  And never initiate a shoulder 
touch let him initiate the shoulder touch.

Jim Curley: Why don’t you tell me a little about voice?

Mr. X: Well, voice is the last channel of non-verbal signals, and let’s talks real 
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quickly about what alpha voices are about.  You don’t have to have the 
deepest voice, to have an alpha voice.  But, what you want to do is you 
want to raise your volume.  When a person is under tension and stress, 
their volume goes down, but having a slight raised volume means again, 
what are you saying? “I have no problem filling the space either with 
my body, my gestures or my voice.”  The pace of the voice should be 
moderate to fast, you don’t want it too slow, you don’t want it really quick, 
because really quick means you are a little bit nervous.

Jim Curley: Projects nervousness, right!?

Mr. X: The enunciation, the pronunciation of the words should be clear and 
crisp.  When we are under stress we tend to roll over words.  Think 
of your talking now as being almost commence, so you really wanna 
clearly and crisply define your words.  Think of a… the other point is 
eliminating what’s called non-fluencies, Uhm, and Uhh’s, Ok’s.  A really 
poor one when you are talking and you say “Ok.” You make a point and 
then in reply you say “Ok”.  What are you really doing at that point?  I 
was working with a physician once who was having a problem with 
patients complying with his instructions, but I noticed that he was ending 
every sentence with “Ok.  I want you to do this, Ok?”  You’re asking for 
permission.  You’re not giving an order, you’re asking.  And even when 
you give an order, then you turn around and saying “Ok?”

Jim Curley: Almost gives them the choice, of whether they are going to do it or not.

Mr. X: Right.  You’re taking the power out of your statement.  Non-fluencies, 
like I just did.  Now, the point here is not trying to be a TV spokesman.  
It’s just eliminating the majority of them, and that’s a never- ending 
task.  I have a little deal with my kids, that when I say a non-fluency I 
gotta pay them a nickel when they catch it.  And they gotta pay me a 
nickel.  Typically I lose, most of the time because I have a real issue with 
“Uhh’s”, yeah, when I’m trying to fill space in thinking.  But, when I’m in 
a situation, a business situation or a communication situation or I need 
to have command of the subject.  I’m very cognizant and aware of my 
speech, and I can at that point totally eliminate my non-fluencies, and 
that has a huge impact on how the other person is perceiving you.  Non-
fluencies increase not only the sense of nervousness, but also the sense 
of credibility.

Jim Curley: Right!  So you start being perceived as almost dishonest the more your 
“Uhhh…Uhhh”

Mr. X: Exactly!  You don’t know what you just did.  So, again, higher volume 
when you’re trying to send alpha signals, moderately fast pace, 
elimination of most or all of your non-fluencies, and clear crisp 
pronunciations of the words.

Jim Curley: Is there anything else about voice that you can tell me?

Mr. X: A couple things, one is clearing your throat or coughing.  Real strong 
signal of nervousness, so if you’re in that potential encounter where you 
fear that there may be physical violence.  One of the things you need to 
control is the clearing of the throat, which is real difficult because you’ll 
have a very strong; or sometimes have a very strong desire to clear 
your throat.  Things get tight in there, do the best you can not to, cause 
that’s a clear signal.  The other one is not necessarily voice, but part 
of the voice box; it’s the swallow reflex, the “gulp”.  And, picture that, 
being in a real confrontational situation, there’s a, any moment violence 
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may break out and you have this “gulp” you know, and they see that 
Adam’s apple drop up and down, again at an either conscious or most 
typically unconscious level, that’s a signal that this person is not wanting 
to be here.  You know, you may lose your bluff at that point.  The only 
other thing is and this is gonna a little bit off of the idea of non-verbal 
communication.  It’s actually your verbal strategy, it’s suffice to say that 
a person who asks the questions, controls the conversation, and if you 
are in a situation where they may be a physical challenge that may be 
imminent.  The first thing that happens typically is a question is asked 
of you, that’s a verbal strategy of who’s in control.  Meaning, who you 
looking at?  What are you looking at? What’s your problem?  What are 
these? They are all questions. How do you respond to that? You need 
to respond with another question.  Because if you answer that question, 
that’s a dominant submissive interaction that’s occurring here.  He has 
told you that he wants you to respond to his inquiry and you are saying,  
“Ok.  I will respond to your inquiry.”  Think of this on another level, but 
think of when Jesus was challenged by the Pharisees, how did he 
respond to all of their attacks? With more questions.

Jim Curley: So let’s just say for example somebody asks you.  What are you looking 
at?  How could you possibly respond to that with another question?  
What’d be a typical response?

Mr. X: Well, an easy response.  A real easy one for all of those is why do you 
ask?  Because, again in a real life situation, we are not gonna have the 
benefit of writers that can help us with very witty comebacks, and I for 
one, when I’m in a highly emotionally charged situation, many parts of 
my brain tend to shut down.

Jim Curley: Sure.

Mr. X: So I definitely need some definite fallback techniques.

Jim Curley: So even just a simple, why?  Would?

Mr. X: Exactly!  Why are you asking?  And again, when you do that, not in a 
challenging way, but just simply of looking to make eye contact, squaring 
with them, in other words facing them, you’re not, because that’s part 
of proxemics.  You’re not afraid to close your position, but to open 
your position to them.  Which I know, I understand is not probably the 
best position to be in for a fight.  But, again, I’m talking from a level of 
non-verbal communication.  Squaring up and asking them, with proper 
volume, proper eye contact, why do you ask?  That puts them on the 
defense sort of speak, or at least neutralizes their challenge.   That 
doesn’t mean that you’re gonna stop a fight, and I wanna make this clear.  
All of this techniques that we are talking about, that send off what I call 
dominant or alpha signals, is in no way guarantying that you’re going to 
avoid a confrontation, but what it does do is it increases the probability of 
not confronting.  

Jim Curley: It sounds to me like it decreases your chances of people viewing you as 
an easy target.

Mr. X: Exactly! And that’s all it does.  But, again, if you have someone who’s in 
desperate need of money and cash.  No matter how dangerous you may 
or may not look.  If you’re wearing a Rolex watch and you have a diamond 
pinkie ring and the chance of reward is much higher than the risk or the 
desperation is such grade, there’s nothing you can do and nothing you can 
say; if you have an individual who’s just looking for a fight.
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Jim Curley: Right!  Hells bend, on coming after you.

Mr. X: He’s chosen you.  There’s no technique that I know of, that can keep 
that from happening, and that’s why you guys at TRS are developing this 
state of the art techniques, which I have personally seen work very well 
on action, on how to handle It at that level.

Jim Curley: Right!  When it comes to a physical confrontation we have that covered, 
but at a non-verbal level you’ve just presented some very valuable tips 
here.  Why don’t you give me a quick overview of some of the materials 
we’ve covered?

Mr. X: Great!  I’ll give you a fast rundown.  First, always dress slightly above 
expectations.  Wear darker clothing; maintain a relaxed tension-free, 
but erect posture, whether sitting or standing.  Vary your posture 
dramatically, and frequently avoid static or frozen positions.  Use 
expansive postures and gestures.  Remember, you wanna take up 
space, not confine space.  Exercise the option to touch, appropriate 
touch.   In other words, be the first to tap on the shoulder in a friendly 
way, extend your hand for a handshake.  One that we didn’t really cover 
in detail, but, be willing to close space, which I know from some of the 
TRS tapes is that probably a real effective tool to get in close to take out 
this person’s long range fighting.

Jim Curley: Right!  It’s a pretty good technique for again, up close and personal.

Mr. X: And that’s a very dominant characteristic.  And, from a non-verbal 
situation, when somebody closes space in with you, the best thing you 
can do is either hold your position or close up space even further, make 
them uncomfortable.  Maintain a fairly steady and direct gaze when 
speaking, the break the gaze laterally when listening.  Exercise the 
option for direct eye contact without staring, and again, always break eye 
contact by first breaking to the side.  That doesn’t mean that you never 
have a downcast eye, but when you initial break, you break to the side.  
If you want to totally disorient them, interesting experiment, when you 
break the gaze, break by looking up.  That’s one they don’t know how to 
read, so you can have fun with that and see what your results are.  Use 
dynamic and purposeful gestures that occupy space and emphasize 
your point. Observe individuals on TV, commentators, that have lots of 
training on hand gestures, and what I do is a simple technique and this is 
another free pointer here, is that when you find a commentator that you 
like, that you like his style, it may fit your style.   Turn off the volume and 
just watch him.  Put a mirror in front of the TV, so that you are watching 
TV and try to mirror his gestures, until they become engrained in your 
behavior repertoire.  Vary your rate of speaking.  Speak moderately fast, 
but again, you’re not afraid of changing positions.  You’re not afraid of 
varying the rate and the pace of your speech.  Use inflection.  Exercise 
the option to interrupt, but be clear and give clear signals to avoid being 
interrupted.  This is something we didn’t cover, but it makes sense, 
doesn’t it!  Because I’m not afraid of taking up the verbal space.  If I 
need to take command of the situation, I’m not going to be use the social 
etiquette of waiting ‘till this person is through speaking before I jump 
in.  If you are corrections, you know a police officer, and you’re breaking 
up a family disturbance, sometimes maybe it’s not the most appropriate 
thing to do, to let everybody like vent.  Sometimes you need to interrupt 
and basically say “I’m in charge.  I’m in command.  I’m in control.  Let’s 
move forward with this and get this thing resolved.”  And not allow 
interruptions to take place when you’re speaking, by simple use of hand 
gestures.  You know, it’s almost like a hold up your hand to “Stop.  I’m not 
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finished talking.”  Eliminate all adapters, which are nervous, twitching, 
fiddling with a pencil on your hand, fiddling with your coffee, hand to face 
specially.  All of this adapters that are nervous behaviors, that.

Jim Curley: So you eliminate them completely?

Mr. X: Completely!

Jim Curley: Wow!

Mr. X: Completely.  Because not only is that good for alpha signals, but it’s also 
good for credibility signals as well.   And eliminate or reduce as many 
non-fluencies as possible, Mhm’s, ahh’s, you know’s, Ok’s.  That pretty 
much sums up, probably the main points of what a person can rapidly do 
to change the way they are perceived by other individuals.

Jim Curley: And it sounds like these things can be easily be accomplished almost 
overnight?

Mr. X: Exactly!  In fact, I specifically picked I believe easy things that can 
be changed from this point on in individuals without taking a lot of 
vested energy and time.  The program that I have been developing 
called Power Signals, goes much more into depth and it’s a bit more 
time consuming, but then our goal is not necessarily to avoid physical 
confrontation it’s simply more appropriately to get people to do and 
respond to the way you want them to respond on all situations, not just 
in a potential physical altercation.

Jim Curley: Well, I appreciate your time Mr. X and hopefully we can speak on this 
again.

Mr. X: Jim, it’s been my pleasure.  Thank you.


