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Introduction 

 
Congratulations on purchasing this course. By doing so 
you have demonstrated a commitment to your continuous 
improvement. Everybody would like more social confidence, 
but few people ever take action or do anything significant 
toward that goal. By making the choice to get this, you 
have demonstrated to yourself that your success in life is 
too important to be left up to chance. 
 
In this guide, you will have a full understanding of what 
social confidence really means. You'll understand that 
everybody has a certain comfort point beyond which few 
dare to tread. You'll learn why nobody is as confident as 
they'd like to be. You'll also learn exactly why that the more 
social confidence you gain, the more success in life you'll 
have. It will be easier to make money, it will be easier to 
create friendships and it will be easier to create and 
maintain romantic relationships. 
 
First we'll take a look at what social confidence really 
means, and why it's not an instinctive trait. It is something 
that needs to be learned, or more accurately, relearned. 
You'll learn some of the common misconceptions as well as 
some effective strategies to keep increasing your social 
confidence as you gain more success. 
 
You'll learn what it means to be a "Social Entrepreneur," 
and how to continuously create more and more "social 
profit." 
 
  



How to Use This Guide 
 
The first time reading this, simply go through at your own 
pace. Take your time to understand the concepts, and take 
a break every now and then and imagine how this new 
understanding will play out in your daily life. 
 
Once you've gone through it completely, go through it 
again, taking notes as needed. The final section is filled 
with useful exercises that will help you build up your social 
confidence from the inside out. 
 
The accompanying hypnosis sessions will dramatically 
accelerate your social confidence, however, don't make the 
common mistake of only skimming this guide and going 
straight to the sessions. Certainly start with the hypnosis 
sessions as soon as you can. But when you combine the 
three separate and equally important areas of conscious 
understanding, self-driven mental exercises as well as the 
hypnosis sessions, you will significantly increase your 
social confidence in the shortest amount of time possible. 
 
Now, the big problem, what is the implications of having 
less than desired social confidence? 
 
  



Problem State 

 
Job Interview 
 
Imagine you've been practicing for an important interview. 
You've spent several hours going over the potential 
questions you might have to answer. You have come up 
with several examples from your past on how to best 
illustrate your strengths. Further, you've gone to great 
lengths to describe your weaknesses as potential strengths. 
You know you're a good candidate, and you are certain you 
would do a good job. The only thing standing between you 
and your new career is your ability to adequately explain 
why you are the best possible candidate among all the 
potential choices. 
 
You show up at the interview, and the room is filled with 
others, all equally confident. You look around, and notice 
that some of them are dressed a little better than you. You 
decide that perhaps some of them are maybe a bit more 
attractive than you. Soon you start to wonder if they are 
more confident, and perhaps even more educated than you. 
You watch them go in, one by one, and when they leave, 
they act as if they've absolutely killed it in the interview. 
Then they call your name. You stand up nervously, walk 
into the interview room, and are faced with five men in 
suits sitting behind a table and staring at you 
dispassionately. 
 
"So," they begin. "Tell us why you're the best candidate?" 
 
What happened? On your own, in your own imagination, 
you were perfect. But when you put yourself in a social 
situation, where you know only one of you would be 



selected, you felt the pressure. You started comparing 
yourself to others. You started to realize that of course, in a 
room filled with twenty or thirty applicants, there would 
likely be a few that were more educated than you. That 
there would be a few people with more years of job 
experience than you. The longer you sat there, the more 
your confidence started to shrink. 
 
By the time you went into the room, when it was important 
to be as confident as you could possibly be, the opposite 
happened. You were the least confident. You were at your 
worst, when you should have been at your best. It would be 
like an Olympic athlete trying to compete with the flu and a 
hundred and four degree fever.  
 
Your job history, intelligence, education and personality 
were a perfect fit. But you didn't get the job because you 
lacked social confidence when you needed it most. 
 
Social Situations 
 
Everybody feels confident when they are with their close 
friends. Let's say you and a few of your close friends go out 
and try to meet people of the opposite sex. Maybe even 
collect some numbers with hopes of starting a new 
relationship. You show up at your friend’s house, confident 
as you can be. You go to a small neighborhood bar to 
"warm up." You know the bartender and everybody feels 
good. Then you go to where all the people are. You find a 
quiet place that you and your friends can enjoy. Then you 
start to look around. You see an attractive person. They 
look at you and smile. You smile back. Your friends tell you 
it's game time. Time to walk over, put your best foot 
forward, and make a good impression. 



 
You start walking over, but with every step you feel the 
pressure of the crowd. As if everybody is watching you, 
reading your mind. As if they know your intentions, and 
they can't wait to see you fail. By the time you get over 
there, your confidence has vaporized. The person you are 
approaching has watched you since you made it halfway 
across the room. 
 "Hi," you say. 
 "Hi," they say. You stand there. All of the lines and 
routines you practiced have vanished. Now all is left inside 
your mind is your deepest fears. 
 "So, uh, what's up?" You stammer. The person giggles 
nervously. Now they are nervous because you are nervous. 
 "Um, just hanging out," they say. Now they look like 
they wish you wouldn't have walked over. Before, when you 
were safely across the room, it was easy. But now, it feels 
as though the entire place is watching you. 
 "I uh, gotta go back to my friends," you mumble before 
turning around and nearly running back to the safety of 
your group. You ignore their questions and go straight to 
the bar. You know you're an interesting person. You have 
whole history of proof of being interesting, funny, helpful, 
kind, understanding, supportive and strong. Yet when you 
walked over, instead of putting your best foot forward, you 
put your worst foot forward. 
 
Sales Job 
 
Imagine you heard about a friend who's got a sales job and 
is making hundreds of dollars per day. With the right 
product, and the right customers, this is very common. You 
know you've got a nice personality, you know you are a 
good conversationalist. So you give it a shot. You call up 



and ask about the job. They describe it, and it sounds 
interesting. You apply for the job, and they ask when you 
can start. You say right way. They say fantastic. Your first 
day they put you at a desk. Not in an office, not in a 
cubicle. A desk in a room surrounded by dozens of other 
desks. Everybody can hear everybody. They give you a list 
of numbers to call. The first person hangs up on you. The 
second person cusses you out. The third person doesn't 
even let you get three words out. After an hour of getting 
rejected over and over, you're ready to crawl under the 
desk and cry. By noon, you quit, and run home. Maybe a 
sales job isn't for you. The pitch was easy. The product is 
simple. Many people need it. But as one potential customer 
rejected you after another, your confidence sank lower and 
lower. Soon you question if you'll ever make any money. 
 
What Happened? 
 
In each of these cases, the idea sounded great when you 
were all alone. But when you actually faced a group of 
people, or people one at a time, your confidence wavered.  
 
Do not fret. This is very common. Many people are terrified 
on the inside, and do a good job of pretending to be 
confident on the outside. But this doesn't help. It doesn't 
help to know that other people are as terrified as you. You 
want to be confident all the time. You want to be able to 
talk to strangers as easily as you talk to your best friend. 
You want to have as much success in real life as you can 
imagine in your mind. 
 
What will that look like? Let's take a detailed look in the 
next chapter. 
 



  



Solution State 

 
Imagine coming home from work, or working out, or 
spending a day studying at the library. You're hungry. You 
toss your stuff on your kitchen table. You open up your 
fridge. Inside are various things to eat, in various stages of 
preparation. You stand there, and the only issue is what to 
choose. Some food is ready to go. it doesn't need heating or 
any other preparation. You can take it out, and start 
eating. Other choices might require a few minutes in the 
microwave. Other things might require more complicated 
preparation. The only issue is time, and how much 
physical effort you are willing to put into it. You don't worry 
about the outcome. You aren't worried that you'll pop a 
frozen pizza in the microwave and two minutes later it will 
turn into a pair of shoes. There is also the absolute lack of 
fear and anxiety. You aren't worried that if you reach in to 
grab the leftover pasta from last night that it might look at 
you funny. You aren't worried about all the other foods 
looking at you and judging you as you timidly reach into 
the back of the fridge for the jar of peanut butter. You don't 
expect to start off strong, only to be shaking with fear just 
as your fingers touch the metal surface of the lid. That 
would be silly. 
 
The goal is to have the same feeling of choice and 
confidence when looking out into the world of social 
choices as you do when looking at inanimate objects.  
When you have full social confidence you won't worry 
about what people will say or think. You won't be bothered 
that some people might not respond favorably. 
 
Let's consider the strategy of a child and a box of 
chocolates. You look at all of them, they look delicious on 



the outside. Yet you know that some of them have good 
stuff on the inside, while others have gross stuff on the 
inside. So what is a reasonable strategy? You pick one up 
and take a small bite out of it. If the insides are good, you 
keep on eating. If the insides are gross, you put it back 
(and tell your mom it was like that when you found it), and 
choose another one. Do you worry that the gross chocolate 
is going to tell all the other pieces of chocolate that you are 
a terrible chocolate eater? Do you worry how all the other 
pieces of chocolate are going to think about you while 
reach for a particular one? Maybe if you find yourself in a 
horror movie, but not in real life.  
 
Now, you may be wondering if the goal is to "objectify" 
people. Well, we aren't exactly going to go up to people and 
take a bite out of them, unless of course you are expecting 
a zombie apocalypse. However, we are not objectifying 
people. Our goal is to walk up to somebody, and interact 
with them long enough to find out if we'll both enjoy a 
continued conversation. If you don’t, you "put them back" 
or let them be, and continue on to the next person. So long 
as you don't make wild assumptions about them before you 
start any conversation, and you are merely finding out 
what kind of personality they have, nobody will be angry. 
So we aren't exactly "objectifying" anybody, but the child 
chocolate strategy is an effective metaphor to describe the 
ideal mindset for social situations. 
 
Sales Examples 
 
Imagine if you got a strange job offer. Somehow, a company 
came upon a magic list of thousands and thousands of 
seven digit numbers. Most of the numbers would respond 
with random noise when you dialed them. But some 



numbers, maybe one or ten out of twenty, when you dialed 
them, they responded by sending you money. However, the 
process couldn't be automated. So somebody decided to 
hire a roomful of people and call these numbers, one at a 
time, to see if the result would be random noise, or money. 
If it was random noise, you merely hung up the phone and 
went on to the next number. But if was money, you would 
split it with the owner. Would you take this job? Depends. 
How about if it took five minutes to call every number. That 
meant you could call twelve numbers an hour. And let's 
also imagine that one out of twelve numbers resulted in 
two hundred dollars. A hundred for you, and a hundred for 
your boss. Would you take this job? Of course you would! A 
hundred dollars an hour for easy work, inside, sitting at a 
comfortable desk in a comfortable chair is pretty good 
money! 
 
Yet if this exact same opportunity was presented to you, 
except instead of random noise you had to withstand 
people screaming insults at you, most people would be 
terrified of this job. What is the difference? Two situations, 
with the only difference between the meaning you place on 
the sound coming out of the phone. In the first example, it 
is random nonsense that you don't need to pay attention 
to. But in the second situation it is emotionally painful 
terror that shakes you to your core! 
 
Obviously, the goal is to be able to take rejection just as 
easily as you'd listen to some random garbled noise over 
the phone. Imagine how much money you would make if all 
rejection was meaningless. The only pain was the five 
minutes of your life you'd never get back. 
 
Job Interviews 



 
Imagine if you had been given the secret to alchemy. 
Meaning you could take any material and turn it into solid 
gold. However, in addition to having been given such a 
powerful secret, it was your job to find a company that was 
worthy of this secret. And you had to go disguised as a 
regular job seeker. When you showed up into the interview 
waiting room, seeing all of the people sitting around, 
nervously practicing their answers, how would you feel? 
While everybody else would likely be thinking, "I hope they 
pick me!" You would be thinking, "Hmm. I wonder if this 
company is good enough for what I have to offer?" How do 
you think that would affect your confidence? How do you 
think that would affect the questions you ask them during 
the interview? 
 
Of course, all of these are fantasies, right? Maybe they are 
now. But once you understand the structure of social 
confidence, and more importantly how to create it at will, 
these scenarios will be closer to reality than you think. 
 
To make sure you fully prepare your mind for the rest of 
this manual, ask yourself the following questions: 
 
  



When I have absolute social confidence, what will my life 
look like in the following areas: 
 
Social 
 
Romantic 
 
Business 
 
Leisure 
 
Family Life 
 
Career 
 
Income Possibilities 
  



Problem Description 

 
All mammals are hard wired to move away from bad things, 
and move toward good things. In fact, many plants are 
programmed for this as well. Sunflowers slowly move to get 
the maximum amount of sunlight throughout the day. If 
you have a tick burrowed into your skin, the quickest way 
to get it out is to light a match, blow it out, and then hold 
the still-hot match to the tick. It will feel the heat, and get 
out as quickly as it can. 
 
Normally, this works fine. You see a tiger, and you run 
away. Perhaps there were some ancient humans who 
wanted to go up and pet the pretty tiger, but they all got 
eaten before they could have any kids who would carry on 
the "cute tiger" genes. 
 
However, as we'll go over in much more detail later, very 
many of the problems we experience today stem from 
having hunter-gatherer instincts, designed for a slow 
moving society of familiar people, in a modern, fast moving 
society of many new people flowing in and out of our lives 
on a daily basis. 
 
So social situations, by their very nature, involve meeting 
people we scarcely know. Sure, everybody is comfortable 
around people they already know. Especially if you've 
known them a long time. You feel comfortable talking about 
things without the constant fear of rejection. But when you 
meet somebody new, all bets are off. 
 
Whenever humans think about taking action, we quickly 
examine four quadrants. Two in the present state, and two 
in the potential future state. Note that the future state is 



always potential, and we can only estimate the values of 
the two quadrants. 
 
Present State 
 
In our present state, we have positives and negatives. The 
good things and the bad things. Let's say you're with a 
couple of friends, hanging out at a local watering hole. 
What would be the good things about your current state? 
 
You're with friends. You have some money in your pocket. 
You are likely in a good mood. You are safe. You are 
enjoying nice conversation.  
 
What are the negatives about the present state? Not much. 
Maybe it's Tuesday night and you've got to work tomorrow. 
Maybe somebody two seats down is smoking and you can’t 
stand the smell. Maybe the drinks are a little bit more 
expensive than you'd like. But all in all, the positives 
outweigh the negatives. 
 
Everything is fine, until... 
 
You see somebody across the room. They look at you and 
smile. You smile. You feel fantastic. Then they look away, 
and that wonderful feeling is gone before you even know 
what happened. But that person is still over there. You can 
get that wonderful feeling back if you could only walk over 
there and recreate it. So you imagine having a conversation 
with him or her. Let's called that the Imagined Future State. 
 
Imagined Future State 
 
What are the potential good things about the imagined 



future state? Well, I won't spell them out here, but I'm sure 
you know what I mean when I say the BEST possible future 
state is pretty much the BEST STATE of all, if you catch my 
drift. 
 
What are the potential bad things about the future state? 
They might reject you. You might find out he or she is 
married. Your fun evening could be destroyed if you get 
rejected and your friends tease you about it for the rest of 
the night. Or worse, they tell everybody and you soon 
become known as the King of Rejection for the rest of your 
life wherever you go!  
 
Decision Time 
 
So, you consider the SUM TOTAL of your current state, the 
energy in the positives in your current state minus the 
energy of the negatives in your current state. 
 
Then you compare that, to the IMAGINED future state, 
which is the total IMAGINED positives minus the 
IMAGINED negatives. 
 
We could even describe this as an equation: 
 
If (|Pp-Np| - |Pf-Nf| ) < 0 then, TAKE ACTION. 
 
Pp = Present Positives 
Np = Present Negatives 
Pf = Future Positives 
Nf = Future Negatives 
 
Meaning, if the total energy in the present state (positive 
minus negative) is LESS THAN the total energy in the 



future state (positive minus) negative, then take action. 
 
Or even simpler, if you can increase your positive energy by 
taking action, you'll take action. But if you decrease your 
positive energy by taking action, you won't take action. 
 
Let's say your present positive energy is six, and your 
present negative energy is three. (6-3). 
 
So total present energy is three. 
 
And let's say imagined future positive energy is ten, and 
imagined negative future energy is five, the total imagined 
future energy is five (10-5). 
 
With a present energy of three, and a future energy of five, 
taking action is easy, assuming the process of taking action 
doesn't burn more than two energy units. 
 
But, in social situations, something pretty interesting and 
diabolical happens. 
 
The more you think about the imagined future state, the 
BIGGER the imagined future negatives will become. If 
you've ever studied pick or seduction, you've likely heard 
about the three second rule. The main reason this rule 
exists is so you TAKE ACTION before your imagination 
pumps up that potential future negative. 
 
And here is something equally insidious. While you are 
walking over to talk to that person, your imagined future 
state value is plummeting. The imagined future positives 
are going DOWN, as they are seeming less and less likely. 
And the imagined future negatives are INCREASING. So the 



total imagined future energy (good minus bad) is dropping 
like a brick in the ocean. 
 
Why Is This? 
 
Because our brains are MUCH BETTER at imagining bad 
things than they are at imagining good things. This is why 
the news is always about bad stuff happening. This is why 
end of the world, "Doom Porn," has been selling like 
hotcakes ever since they invented the printing press. Even 
before they invented writing there were probably cave man 
walking around telling anybody who would listen that the 
end was just around the corner! 
 
It's easy to understand why this is. If we couldn't imagine 
bad things very well, our ancient caveman relatives 
wouldn't have been very careful, and Planet Earth would 
now be dominated by kangaroos or penguins or something. 
 
Crucial Understanding 
 
The most important thing to recognize is all the imagined 
bad things that might happen in any imagined future state 
(which make taking action incredibly difficult) are not 
physically dangerous. Walking across the room and talking 
to somebody, getting blown out, and getting laughed at on 
the way back to your friends is NOT DANGEROUS. Nobody 
ever died from getting rejected.  
 
So what, right? It sure feels that way! But why the heck do 
our brains get scared of NON-PHYSICALLY dangerous 
things AS IF they were physically dangerous? Why is 
talking to an attractive person, or giving a speech, or cold 
calling people, as scary as skydiving? 



 
That is what we are going to discuss in the next few 
chapters. Once we understand WHY, we can begin to take 
apart your brain, and REBUILD IT! (Well, not really, but 
you get the idea.) 
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