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Introduction 

 

Greetings, and thanks for purchasing this eBook. What you 
learn in this manual will give you tremendous insight into 

human behavior. This will give you incredible skills as a 
persuader, and incredible resistance to those who would like 

to persuade you. 
 

You'll also gain deep insights into why we humans are 
almost always "winging it" when it comes to making 

decisions.  
 

Contrary to popular belief, as you'll soon find out, most of 
our decisions are unconscious and emotional. Most of the 

reasons that we "think" we make decisions are actually 
made up after the fact. Only it happens so quickly that we 

"think" that our logical thought process precedes our 
decision making process.  

 
In actuality, the opposite happens. Our emotional triggers 

are hit, either on purpose or on accident, and we make a 
decision. Then, after the fact, (usually less than a second) we 

quickly make up a "story" to tell ourselves why we did what 
we did. 

 
Scientists that study this sort of thing are beginning to 

suspect that our conscious minds function largely as an 
"after the fact" story telling device. 

 
There are several hot buttons, or triggers, that we've evolved 

over human history. This has helped us to survive in the 
dangerous and unforgiving environment from which we 

came. 

 



 

 

Once you understand what these hot buttons, or influence 

triggers are, you will have enormous power. Both to 
persuade others, if you so choose, or to take a step back and 

take a new look at some of your decisions.  
 

It will help you to choose better, so you don't get taken 
advantage of.  

 
You'll also learn how to construct incredibly persuasive 

arguments that will hit these hot buttons on a deep level, so 
taking your suggested course of action is an easy thing to do. 

 
I'm sure you can think of plenty of ways to use your new 

skills! 
 

How People Evolved Over Time 
 

It's essential to understand why the way we are. This can 
strip away some of the mystery, and make it much easier to 

understand why our brains operate the way they do. 
 

Humans have been on this planet, in our current form, for 
about 100,000 years. Before that, we were slowly evolving, 

from an offshoot of the same ancestor of the Chimpanzee, for 
about 4 million years. 

 
That's a long, long time. 

 
Now, we all know that chimps have limited intelligence. 

Sure, they can learn tools and do some pretty cool stuff, but 
they don't use language, they can't build computers, and 

they wouldn't know an iPod from an ice cream cone. (Except 
they'd figure out the ice cream cone tastes pretty good, while 

the iPod doesn't.) 



 

 

 

Now, over the past four million years, we went from 
something like that, to something like the way we are now. 

 
That means that any changes to our brains, our language, 

our ability to think happened very, very slowly. 
 

It also means that new "additions" to our thinking process 
were layered on top of previously existing functions. 

 
Deep within our brains, at the base, where it connects to the 

spine, is our reptilian brain. This is responsible for anger, 
fear, fight or flight responses. This is our most basic, raw 

instincts. When you react in fear, or experience sudden and 
unexpected trauma, this is the part of the brain that takes 

over.  
 

When the ONLY thing that matters is physical safety. 
 

On top of that, as it was layered on by evolution, is the 
mammalian brain. This is the part of our brain that makes 

us social creatures. The part that makes us feel comfortable 
when we're in groups of people that are similar to ourselves. 

The kind that makes us feel like pack animals. 
 

When you get off a plane in a strange place, and you aren't 
sure where to go, your mammalian brain kicks in. You stop 

thinking consciously, and you kind of just "go with the flow."  
Even if you're in a foreign country, and can't read all the 

signs, you'll still be able to follow the crowd and find the 
luggage carousal. 

 
On top of the mammalian brain is the most recent 

development. The cerebral neo cortex. This is the most 



 

 

recent step in evolution, which allows for language, complex 

thinking, planning ahead, and coming up with wicked 
insults at your buddies in the bar. 

 
Collectively, this is referred to as the "Triune Brain," which of 

course means "three part brain." 
 

The most important thing to remember is that the cerebral 
neo cortex is a very recent development.  

 
The two other parts, the mammalian part the reptilian part, 

are always active and are actually calling the shots more 
often than we'd like to admit. 

 
The Environment in Which People Evolved 

 

All three of these brain parts evolved in an environment, 
much, much different than we live in now. Societies were 

formed upon the invention of agriculture, which only started 
about 10,000 years ago. 

 
So the brain you have in your head right now, as you're 

reading this, was developed to live not in an agricultural 
environment, but in a hunter gather environment. 

Understanding how life was in that environment will help us 
understand why we've got the triggers that we do. 

 
First of all, we lived in groups of about 200 people. You 

generally stayed with your group your entire life. And this 
group was always on the move. Food was scarce, and it 

usually had four legs and could run pretty fast. 
 

Humans were pretty nomadic. We never stayed around in 
the same place. The environment was also very harsh. Cold 



 

 

winters, blazing hot summers, unexpected storms.  

 
Our brains, as they exist right, evolved to live in a small, 

close knit society that was always on the move, and always 
one step away from starving to death. 

 
What Was Important In the Primitive Culture 

 
To help us understand our triggers, it can help understand 

what was important in that environment.  
 

Storing wealth was impossible. You killed something, and 
you ate it. However, in order to kill something, you needed 

some kind of organization. You couldn't just have a bunch of 
caveman out running around on their own hoping to get 

lucky. 
 

This meant having a leader, somebody who could plan 
ahead, come up with a strategy to get close enough to a big 

animal to bring it down. 
 

A bunch of chattering brutes walking up to a herd of zebras 
would quickly scare it away. They had to be quiet, they had 

to be organized, and they had to be efficient. 
 

In order to have a leader, you need followers. As we'll see 
later, the tendency of groups of any size and any type, even 

in modern times, will almost always organize itself this way, 
without any needed instruction. There will always be 

somebody who's comfortable being "Alpha," and there will 
always be folks who are comfortable following orders. 

 
 

  



 

 

Why Social Status, Acceptance and Recognition Are 

Absolutely Critical 
 

You may have heard the famous saying by Napoleon, often 

used by business managers: 
 

"Men will die for ribbons," meaning that if somebody is going 
to get some public recognition; they'll be willing to risk their 

life in order to get it. 
 

Why do we crave public recognition so much? Why do these 
things, seemingly associated with our "ego" often times get 

the better of us? Why do we really care what others think 
about us, especially if they have no bearing whatsoever on 

our social or financial lives? 
 

It all boils down to life as cavemen and women. We lived 
within the same group of 200 or so people our entire lives. It 

was impossible to store wealth, since wealth was basically 
food. 

 
In that environment, cooperation was essential. But so was a 

highly regulated social hierarchy. Those who had the highest 
social status generally got more food, and more sex than 

anybody else. 
 

An interesting study was done with primitive people's still 
living the life of hunter gatherers. When they went out 

hunting, they had two choices. They could go for a high 
probability, low yield kill, meaning they could go after small 

animals that were easy to catch but didn't yield much meat. 
 

Or they could go after big kills, that yielded more meat, but 
were dangerous to hunt, as well as not being nearly a sure 



 

 

thing, meaning they would often times come back empty 

handed. 
 

At first, the anthropologists studying these people didn't 
understand. After observing them for a while, and 

measuring how often they caught big game vs. small game, it 
didn't make much sense. 

 
If they only hunted small game, they'd come back with an 

average amount of meat. If they only hunted large game, 
they would also end up with an average over time. 

 
What puzzled the researchers was that going after small 

game, all the time, would not only give them an average 
higher amount of meat per day, but it would also be a lot 

safer, and a lot less time consuming. 
 

But that's not what they did. They usually went after big 
game. It didn't seem logical. 

 
So why did these guys always go hunting for big game, when 

it was more dangerous, more time consuming, and gave 
them a smaller average return? 

 
Because the guys that did bring back a big kill were the town 

heroes. They got tons of admiration and respect, and plenty 
of extra sex.  

 
In fact, even though plenty of couples had "paired off," there 

was plenty of behind the scenes action, whereby the alpha 
male would exchange meat for sex, on the sly. 

 
This has been observed in chimp societies as well. 

 



 

 

So when they went hunting, every day, they weren't thinking 

only in terms of how much meat they could get. 
 

They were thinking in terms of meat, fame, recognition, and 
extra sex on the side. 

 
And we are the by-products of that. Thousands of 

generations of people where the guy who got the biggest kill, 
also had the most sex, and subsequently the most children, 

who carried his same genes for seeking massive public 
approval and recognition. 

 
Everything that we consider an aspect of our "ego," is really 

an aspect of the early hunter gatherer societies. 
 

Another easy to understand aspect of those days is hunger. 
Since they didn't always have ready supply of food, having 

an irresistible desire to eat something, anything, kept them 
focused. 

 
Of course, that doesn't help us much today, when there are 

fast food joints on every corner. But it can help us to realize 
that just as we can hardly ignore our desire for food, it's also 

nearly impossible to ignore our desire for fame, recognition, 
approval, and validation by our peers. 

 
It also explains why we are overly sensitive to what others 

say and may think about us. Just like having higher social 
status, back in the hunter gatherer days, afforded more sex 

and food, having less gave you less. 
 

In the days of hunters and gathers, if people started saying 
things behind your back, it was pretty much game over for 

having a happy and fulfilling life. 



 

 

 

These ancient "triggers" are still alive and well in our brains 
today. You can use them to persuade others with incredible 

effectiveness. But others can also use them to persuade you, 
almost against your knowledge or agreement. 

 
Later on, we'll learn how to use these triggers effectively and 

ethically, and also how to make yourself immune from them, 
so you don't end up buying any snake oil or bridges in 

Florida. 
 

Why Our Instincts Developed 
 

The time between being a barely alive slime mold and a 
rational, forward thinking human is a long slow process, 

with a lot of steps in between.  
 

Robots and computer programs are automatic. Basic life 
functions are also pretty much automatic. They don't have 

much choice, they just respond to stimuli. 
 

As we move higher up the food change, these automatic 
responses kind of morph into instincts, which aren't the 

same as a robot automatically responding in the same way 
every time. 

 
Instincts can be thought of as a very strong urge to do 

something. For example, if you shine a light into your eye, 
your body will have an unconscious and automatic 

response, whereby your pupil shrinks. You don't have much 
choice in the matter (unless of course you are some kind of 

monk who's mastered the art of absolute mind control 
through meditation). 

 



 

 

On the other hand, if you haven't eaten in a while, and you 

pass by your favorite burger joint, you're going to have an 
"instinctive response" to eat. You can avoid this, or give into 

this based on the circumstances. 
 

If you're intending to win a bet at work, and you imagine all 
the social recognition that comes with losing weight, you 

might be able to resist. 
 

On the other hand, if you're in a group and all of your 
buddies have decided to eat, it's going to be pretty hard to 

resist the "peer pressure, " or "social proof." 
 

It can help to understand how and why our instincts 
developed. Basically, the instincts we have today helped us 

to stay alive in the days of cave people. Obeying our 
instincts, more often than not, either kept us out of trouble, 

or helped us to find food and have sex, so we'd make more 
copies of ourselves. 

 
Those who were the best at this, made more copies. Those 

that weren't, didn't. 
 

Because we live in a world that is much, much different than 
the one in which our instincts were created, often there's a 

mismatch between what our instincts are telling us, and 
what our logical brain is telling us. 

 
Blindly obeying our instincts can get us into trouble. As we'll 

see later on, the main success of advertising campaigns is to 
hit us in the instincts over and over again, until we can't 

resist taking action. 
 

 



 

 

More Information 

 

If you enjoyed reading this, please purchase the full version 

for only $2.99 

Buy on Amazon 

 

 

For other Mind Persuasion Kindle Books, Please Visit Our 

Kindle Page: 

Mind Persuasion Kindle Books 

 

 

For Powerful Subliminal Programing To Help Accelerate 

Your Persuasion Skills, Please Visit: 

Natural Influence 

 

To Join Our Email List, Please Visit Here: 

http://mindpersuasion.com 

 

To discuss these patterns, their uses, and any other ideas 

regarding human development and communication, please 

visit our forum: 

http://mindpersuasion.net 
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