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FOREWORD





STEVE COHEN KNOWS HOW to make things happen and how to get what he wants. The most surprising thing about Steve is that he makes you want to help him, and you actually enjoy being influenced by him. His approach is subtle, consistent, and persuasive. People always feel better when they are being sold to if the approach of the salesperson fits in their comfort zone. Steve is a master of this, and it is no accident.


In the time I have known him, Ive become a true admirer of his work as well as a friend. His magic is very sophisticated and can be possible only with a very disciplined mind and a strong commitment to his art. He has been a student of human nature ever since his uncle shared some of Houdinis secrets with him.


Steve calls himself a magician, but he is actually a salesperson. What he sells is the enjoyment of wondering how he does what he does. The best salesperson will tell you that they do not want someone to buy from them one time, and they do not want to sell ice to Eskimos. They want to uncover a need, fill it, and have the customer walk away pleased with the purchase. Then they have made a customer for life.


This is what Steve hopes to accomplish with this book. The world always needs great salespeople, and I have no doubt that this book will help anyone who reads it and implements its practices. I know a great salesperson when I see one, and Steve is one of the best. We can all learn a few tricks from him.


Matthew L. Martinucci, 
Director of Sales and Marketing, 
The Ritz-Carlton, San Francisco











INTRODUCTION





AS A PROFESSIONAL MAGICIAN, Ive spent my life collecting, cataloging, and guarding secrets.


The secrets I hold dear are rather esoteric; for instance, how to control the flip of a coin, make metal objects pass through one another, and float a person in thin air. Very intriguing stuff indeed. But in the following pages, I wont be revealing these mechanical or optical secrets. Its not that kind of book.


Instead, I will teach you the psychological principles that make magic work, and how you can use them to win the crowd, whether that crowd consists of one person or hundreds. When you win the crowd, you win over their hearts in a subtle, nonthreatening way. People wont feel forced or manipulated. The aim is to present yourself with peak levels of confidence and charisma so that audiences are eager to listen to your suggestions, consider your advice, and take action on your words.


As you can imagine, magic is more than just quickness of the hands. It is essentially a mental game of cat-and-mouse, a power play between two minds.


In this book, you will gain access to some highly guarded psychological secrets that no magician has ever released before. Once you learn these secrets, you will want to start using them right away in your daily interactions with other people. Youll discover how to command a room, read people, and build anticipation to a feverish pitch so people are burning to hear what you have to say.


So please, dont keep this book on your desk or coffee table, where others might pick it up and start browsing. Hide it. Guard it from others. After youve finished reading this book, slide it into your bookshelf with the spine pointing inward. If you let other people in on what you are about to learn, the techniques themselves will stop being effective. To gain the greatest results for the time you invest, please agree to keep the contents of this book out of the hands of the merely curious.


WHY DID I WRITE THIS BOOK?


Win the Crowd grew out of constant questioning by my guests at Chamber Magic, my weekly show at The Waldorf Towers hotel in New York. After every performance, people would invariably come up to me and ask two questions. First, Can you make my wife disappear? And second, Do these abilities only work here onstage, or can you actually use them in your daily life?


My pat answer to the first question is, I have friends in the mob who can make anyone disappear for a price! The answer to the second question, however, is not a joke at all. After sitting through a carefully crafted performance, people recognize that there is something to be learned, something that can be extrapolated for use outside of the entertainment environment.


Personally, I use these human influence techniques both onstage and off. In this book, youll learn techniques you can use to win any audience. I use the word audience, but that also includes an audience of one, such as your boss, colleague, or customer.



WHO AM I?


You may have never seen me perform or even heard of me. Although I am in show business, Ive intentionally kept a low profile. I make my living by entertaining celebrities, tycoons, and socialites. My clients fly me around the world on private jets to perform for groups of friends and business associates.


Four years ago, I launched a weekly magic show in New York City. The high ticket price meant that I found myself surrounded by millionaires. After seeing the show, many of these clients later invite me to perform strolling entertainment at their own parties. In this very personal and interactive format, I must blend in with the other guests and break the ice during the cocktail hour so that the event kicks off with a jovial atmosphere. I dress in the same type of clothing as the guests and walk among the group without any fanfare or grand introduction. I walk up to a small gathering of socialites, enter into their conversations, and add some witty comments. After they have accepted me, I explain that I have been invited to entertain them and I begin a private performance just inches from their eyes.


The skills that I use to break down barriers and win over a group of skeptical strangers are not specific to magicians. I have discovered some recipes for personal interaction that clearly work if you happen to be a magician; but they have broad applications for everyone else too. In fact, if you are a businessperson, you will likely find that you can incorporate some of these recipes right away to become more confident and persuasive in your daily contact with customers.


WHAT YOULL LEARN IN THIS BOOK


Win the Crowd will teach you how to think like a magician. When you strip away the sleight-of-hand tricks, magicians are masters at attracting interest, holding attention, and leaving audiences with fond memories of their time together. Arent these skills that we can all use? Youll be able to use them after reading this book.


You may be thinking, But I have no need to impress large auditoriums. Thats fine. In addition to learning how to present yourself in front of groups, youll also learn techniques thatll help you win small, one-on-one personal victories. After all, audiences consist of individuals. Once you know how to convert one skeptic into a supporter, youll be well prepared for doing the same with groups of skeptics later on.


Most people know the classic magicians rules Never repeat a trick and Never reveal the secret. Ive designated five more rulesthe Maxims of Magicthat may change the way you interact with people. These maxims will help you wipe out any insecurity you may feel when presenting your ideas to others. These are the rules I live by, both onstage and off.


The Maxims of Magic will help you develop confidence, so youll always feel in control. Once you read the maxims and apply what youve read, youll be able to influence others the way that magicians dothrough advance preparation and with respect for the audiences intelligence.


Although we magicians deceive people in our shows, deception is not the focus of this book. Rather, youll learn how to influence people to follow your lead. Audiences do what I ask them to do because they like me. They sense my confidence and assume that I wouldnt waste their time with something not worthwhile. This book teaches you how to position yourself as such a leader and how to refine your own charisma so that people will willingly follow you.


Once you learn how to lead people, youll need to learn to read them too. After studying this book, youll know how to relax your mind and body, as I do before every performance. Ive included my personal regimen of relaxation exercises, including manipulations of acupressure points and deep breathing techniques. With practice, you will increase your awareness of the thoughts that other people send out to you silently.


Every magician uses magic words, and youll learn many of them in this book. Chapter 10, Magic Words, will teach you more than just abracadabra and hocus-pocus. Youll learn how specific word choices can influence the outcome of your verbal interactions with others. Once youve gained authority, these word patterns and turns of phrase will help you keep it. You can easily slip Magic Words into your daily interactions to bolster your powers of persuasion. The chapter is designed just like a foreign language phrase book: you can open to any page and learn how to use a particular word pattern. Ive included many examples so that you can see how easy it is to apply these patterns to your life. People will begin to respond predictablythe way that you want them to.


Finally, youll learn about misdirection, the foundation of all physical magic. I almost didnt include this chapter because the material was too good to share, but decided to add it at the last minute. Youll learn how to pinpoint peoples attention at all times as you speak, so that they see what you want them to see and ignore everything else.


The best part about the material in this book is that it doesnt require superintelligence or superskill. As long as you have at least average abilities and the desire to improve, you will expand your repertoire of personal influence skills.


Please come to New York and see how I actually use the techniques in these pages in my live performances of Chamber Magic. If you ever visit The Waldorf Towers, or see me perform at a private event, youll come equipped with information that Ive never before wanted to release. The psychological secrets of how magicians influence their audiences will now be your secrets too. I look forward to meeting you.
















Chapter One


THE MAXIMS OF MAGIC




THE ART OF MAGIC has been around for thousands of years. Archaeologists have even found hieroglyphics depicting magicians performing sleight-of-hand tricks. Interestingly enough, those same tricks still baffle audiences today. We must be doing something right.


Think back to the first magic trick you ever saw. Maybe your cousin showed you a card trick at a family barbeque. Or you mightve seen a magician pull a rabbit out of an empty basket. Or perhaps you saw a TV magician levitate a woman in midair. Can you remember your sense of wonder?


These tricks worked because the magicians followed a set of rules. Fortunately, anyone can learn and apply these rules to influence others. I use them not only onstage but offstage as wellwith my family, friends, and business associates and in my community.


I call these rules the Maxims of Magic. Magicians follow them to convey confidence during their performances. Once you make the decision to do the sameto think like a magicianyou will feel more confident yourself. People will sense your new positive attitude and respond by wanting to be around you and follow your lead.


Here, then, are the Maxims of Magic.



THe MaXIMs OF MaGIC





	Be Bold
 Take risksdont be shy about the actions you take or the words you speak.


	Expect Success
 Start every personal encounter with the expectation that it will succeed.


	Dont StateSuggest
 Use the power of suggestion instead of flat-out statements.


	Practice, Practice, Practice
 Work hard privately so that you appear effortless in public.


	Be Prepared
 Stay several steps ahead of your audience at all times.




Lets examine each of these rules in detail so that you can get started using them right away. Before you know it, youll be casting your own spell over people whom you interact with on a daily basis.


MAXIM 1: BE BOLD


One of the things that separates beginning and experienced magicians is guilt. An important part of magic requires the performer to hide an object in his hand while keeping a perfectly straight face. This is tougher than it seems. It takes nerve. If you dont believe me, try it now. Clip a coin between your fingers so that no one can see it from the front. Now keep it there for the rest of the day, doing all of the things that you normally do. Eat meals, have meetings, speak to your family. Dont grip the coin so tightly that your fingers turn purple! Be natural. By the end of the day, youll understand how hard it is to pretend that nothings there.


Beginning magicians feel guilty that they are hiding something and unconsciously give off telltale signs. Audiences may not know exactly what the magician is hiding, or how hes hiding it. But they know hes hiding something. His guilt betrays him in the form of awkward gestures. The beginner may keep his arm frozen in place instead of letting it swing naturally. Or he might glance in the direction of the hidden object. This attitude spoils the illusion of magic, and audiences walk away with a big, fat question mark.


Experienced magicians are able to keep secrets from audiences without feeling guilty. Weve learned how to act naturally, even when people are staring. I learned this early on when I was a child. I remember swiping a cookie from the cookie jar. I heard my parents approaching and had to make a quick decision. Should I fold my arms and hide the cookie so that my parents cant see it, or should I swing my arms naturally with the cookie in full view? I decided to hide it in full view. I took a deep breath, relaxed, and acted as if nothing unusual were occurring. Its counterintuitive to think that you could hide an object in plain sight. But it worked. Nobody expected me to be so bold. Cookie in hand, I walked past my parents, and they had no clue that I was anything but innocent. This simple deception hooked me on magic.


Im not suggesting that you hide things from people on a regular basis. Thats not the point. Im suggesting that you learn to stretch your comfort zone. Its not easy to act natural when youre the center of attention. It takes guts. The first step at making this maxim part of your life is to stop being afraid of other people and what they think of you.


When youre bold, you will get results that youve never had before, because youre doing things that youve never done before.


When I read the previous sentence to a friend of mine, a successful businesswoman, she said, That is so true! She lives by the following aphorism: Dont ask first; just apologize later. Instead of running a new idea by her boss, she just goes ahead and tries it out. According to her, too many managers are entrenched in their ways of doing things and are likely to say no to something new. She just plows ahead and does it on her own.


This is boldness in a nutshell. If your new plan doesnt work, you can always apologize later for running with it. If it does work, though, youre a hero. Are you willing to take risks like that? If you are, then youre on your way to understanding boldness.



Risky Behavior at the Bank


Magicians know that the rewards can be so much larger when you challenge yourself to take risks. Legendary Las Vegas magician Jimmy Grippo proved this one evening when he was in a bank. At 6:00 PM, Grippo noticed that the vault door was being closed for the night. Thinking fast, he removed a playing card from his pocket and scaled it into the vault as the door was being sealed shut for the evening. His aim was perfect, and the card slid inside, unnoticed by the guard.


Early the next morning, Grippo returned to the bank with a newspaper reporter. They met the bank manager, and Grippo convinced him to participate in a card trick. The magician introduced a deck of cards and subtly coerced the reporter to select a duplicate of the card in the vaultthe nine of hearts. Grippo made the card vanish using sleight of hand, and then commanded the manager to open the vault. To Grippos surprise, the manager refused. He explained that the vault was on a time lock, and no one could open the door until 8:00 AM that morning! The three of them waited several more minutes until eight oclock rolled around, and the door clicked open. When the manager walked into the vault, the missing nine of hearts was sitting on the floor. Needless to say, the manager and reporter had witnessed a miracle.


Lets back up and remember my friends saying: Dont ask first; just apologize later. If Grippo had been caught throwing the card into the vault the night before, he would have simply apologized to the guard and retrieved the card. If his aim had been off and the card hadnt landed perfectly in the vault, his attempt wouldve been foiledbut at least hed have tried.


The message to take away from this story is that youll never know the outcome until you decide to take a risk. Grippo received a feature story in the newspaper the next day. He couldve received nothing. Since we magicians make our living based on reputation and word of mouth, that newspaper coverage was like pure gold. Worth the risk? Id say so.



How Can You Become Bolder?


This is a great question, especially if you are normally a shy person who feels nervous in public. Fortunately, you dont have to make a leap to become bold. You can do it gradually. Throughout this book, youll learn many new ways to increase your confidence, so that speaking up will become a piece of cake.


If youre supershy, start in a nonthreatening location, such as an elevator. The next time you are on the elevator with a stranger, break the silence and compliment her. Thats right. Find something noteworthy about that person and say, Thats a nice [sweater/hat/watch] youre wearing. I like it. This simple act forces the person to react. Youve taken a risk, and youve taken control of the situation. Youve done something bold. Bravo! If the stranger ignores you, or thinks youre a creep, dont worry. Youll both be getting off the elevator soon enough. The pain of rejection will come and go so quickly that youll never even notice it. If youre not in the habit of speaking to strangers, youll be pleasantly surprised at how easily people will chat with you. If youre shy, challenge yourself to compliment five people daily. This is your first step toward conquering shyness.


Admittedly, this is a simple drill. Once youve gained confidence making elevator friends, you can move on to the next level of boldness training: raising your hand.


A shy college student I met was terrified of being called on by the professor, so I advised her to be bold and do the very thing she was scared ofspeak up voluntarily. Instead of waiting to be called on, she decided to take the initiative and raised her hand so she could contribute more aggressively in classshe made herself more visible by soliciting attention. She said that the hardest part of implementing this plan was the initial decision to overcome her fear of speaking up. Once she cleared that hurdle, though, it became more and more natural to participate in discussions. This seemingly simple decision helped raise her grades and earn her respect from her professor and her classmates.



If you hold back and wait for people to call on you, you could find yourself waiting forever. Instead of letting someone else determine how much or how little you are permitted to participate, speak up and make yourself more visible. If you have something funny to say, come out and say it. No need for apologies. If you have a strong opinion, it does no good bottled up inside your head.


As an entertainer, Ive learned that people are fascinated by someone who is larger than life. They want to be around others who are more unique and interesting than themselves. If you hide your ideas, you are alienating yourself. Dare to speak upyoull become more attractive to others, and your interactions with them will become more dynamic. Youll never know what it feels like until you start trying.


The Quarter Load


Your final drillcalled the Quarter Loadwill bring you to the cutting edge of boldness. If youre still afraid of other people, then youre not ready to try this. Go back to the first drill in this section and continue complimenting people in elevators. When you are ready to tackle the Quarter Load, youll discover what its like to take risks around other people, and the thrill that is attached to that risk.


At the beginning of this section, I taught you how to secretly clip a coin in your hand. Reread that description if you need to (see page 2) and hide a quarter in your hand right now. The next time you meet someone, I want you to do something crazy: drop your quarter into that persons pocket.


Thats right. Youre not picking pockets, youre loading pockets. Think of it as a game. The aim is to load the coin inside without getting caught. No need to feel guilty, since youre not stealing anything; you are actually making the person richer. At the end of the day, when he empties his pockets, hell find an extra quarter inside. No harm done, right?


First Ill explain how to surreptitiously load someones pockets, and then Ill tell you why you should practice this drill. (Theres a method to my madness.) When youre with people, spot their pockets. Youll notice that some pockets tend to flare open more than others. These are the ones youll practice on. (Dont bother with jeans pockets. Theyre too tight.)


You must contrive some way to come in close and touch the other person. Perhaps youll hug an old friend who you havent seen for a while. At the moment your hands go around himslip!drop the quarter into his outside jacket pocket.


If a mans shirt pocket is somewhat open, reach forward with your coin hand and tap the mans chest with the back of your fingers. Do this to emphasize a point that you are making verbally, such as, John, you rascal! Where have you been hiding? (Tap the chest when you say the word rascal.) At the moment that you tap his chestslip!drop the quarter into his shirt pocket.


I have done this hundreds of times, purely as an exercise in boldness. Have I gotten caught? Sure, a few times. I was caught when I looked down too intently at the persons pocket. Hed stare at me funny and say, You just did something. The key is to pretend that nothing unusual has happened. Once the coin has dropped inside, you will experience a small thrilla personal victory. Dont spoil it by saying, Heylook in your pocket! And also, please dont manhandle the person youre loading. The move requires only a nonthreatening, nonsexual pat on the body.


Now that youve learned the technique, Ill explain why you would ever want to engage in such unusual behavior. The reason you should practice the Quarter Load is to learn the thrill of going beyond your own comfort zone. This drill doesnt offend or harm anyone. Its purely a personal challenge that allows you to experience a small victory over another person.


When youve learned how to do something as silly as dropping coins into peoples pockets, youve also internalized how to take other risks. People wont be as scary to you as they used to be. Youll feel more confident speaking up to them. Youve learned how to navigate around people, so telling them your opinion should be less intimidating.


Youll begin to understand what Im talking about once youve loaded your first coin. Go get a roll of quarters and start loading!



MAXIM 2: EXPECT SUCCESS


When I perform a trick, I know its going to work. Ive practiced it so many times that I feel confident showing it to others. What people dont realize, however, is that there may be several different endings to the same trick. As magicians, we plan multiple endings so we can bring the trick to a successful conclusion, no matter how many speed bumps we hit during the show. The audience only sees one of those endings, of course. If something goes wrongsuch as a dropped prop or an unexpected comment by the audiencemagicians smoothly shift to Plan B, with no one else the wiser. Since the audience doesnt know how the trick is supposed to end, they assume that theyre seeing the only possible ending.


This concept of knowing the endings gives you a great deal of confidence. It enables you to expect a positive outcome no matter how your audience responds. My goal is to start every encounterboth onstage and offstagewith the expectation that itll succeed. The way to do this is by thinking out in advance each of the possible desirable outcomes.


Sometimes, however, unexpected things happen when everyone is watching you. Should you panic, or apologize? Never! When you are in front of a group, never apologize when you notice that something has gone wrong. Other people probably dont even realize that anything is amiss. Remember: the only person who knows your intended outcome is you. Why draw undue attention to something that hasnt even crossed peoples minds? As magician Al Baker wrote, the wicked flee when none pursue.


When you are in front of a group and notice that something is amiss, you need to use spontaneous resourcefulness. This term, coined by magician Bill Simon, suggests that you stay in the moment and fashion a solution on the fly. Since you have started the interaction expecting to succeed, your mind is geared to figuring out solutions. You recall similar situations that youve encountered in the past and apply your experience to solve the new challenge. When something has gone wrong in a presentation, interview, or other scenario, call forth all of your personal resources to discover a way out. You may have to resort to an ending that is not what you had originally planned. Sometimes the new outcome is surprisingly better than anything you could have anticipated.


I remember one performance I gave in Aspen, Colorado. I only had time to perform one trick. I chose to change a blue handkerchief into a red handkerchief. Although it appeared that only one handkerchief was in play, I in fact had a second one hidden in my hand. Unfortunately, some spectators on the side were able to see the hidden hanky. In magic lingo, I flashed, showing the audience something that they werent supposed to see. They called me on it, and I immediately rolled with the moment. I shifted my attitude so that it appeared the flash was intentional. I said, Of course there are two handkerchiefs. How else could I do the trick? But since I have two, it makes it that much harder to make them bothvanish. At that, I made both of the hankies disappear. Everyone figured that this was the planned finale, but it wasnt what I had planned at all. And the crowds reaction at my makeshift trick brought a bigger response than my intended trick.


How can you apply spontaneous resourcefulness? The key is to be well prepared (see Maxim 5, page 16, for more on this). If, for instance, you are going to a job interview, the worst possible scenario is having only one answer to a given question in your head. You can never fully control the direction of the interview, but you can prepare your core messages. Before you step in front of the interviewer, always plan out as many potential outcomes as you can. If youre caught with a tricky question, steer your answer toward one of your multiple core messages. Stand firm on your messages, and you will never appear to be flustered.


If you are in sales, you use spontaneous resourcefulness every time you sell something. Salespeople know that there are only four main answers: Yes, No, Maybe, and some sort of smoke screen (e.g., I need to speak with my [husband/wife/boss]). Any one of these answers is a success, or could lead to a success. Even if the answer is no, thats a success because you know you dont have to waste any more time with that person. You dont despair, because you expected no as one of the outcomes.


I find that writing down the most likely outcomes in a pocket notebook helps me organize my thoughts, even at the last minute before a meeting. This simple preparation empowers you. It empowers you in two ways. First, youll clarify to yourself the important points that you want to present. And second, if your mind happens to go blank during the meeting, you can refer to your notebook as a memory jog. I know it sounds simple, but youll thank me the next time your mind goes blank and youre sitting there not knowing what to say. Glance down at your notes, check your core messages, and youll be back in the game.


MAXIM 3: DONT STATESUGGEST


We magicians dont say that we possess magical powers. Instead, we suggest that this is the case. I would insult your intelligenceyoud probably laugh at meif I told you that I am a wizard with control over the mystical arts. However, I can lead you to believe this on your own through my attitude and carefully placed hints.


In general, people will believe their own opinions before believing yours. When you make a statement, the information in that statement is open to debate. After thinking about it, people might agree with you, but they could just as easily disagree. If, instead of stating, you make a suggestion, people will come to their own conclusions. This is more effective. Who will they believe moreyou or themselves? Clearly, they will believe the conclusion they arrived at themselves, using their own experience and logic. Once people feel theyve drawn their own conclusion, youve locked in your message without ever stating it outright.


You can make both verbal and nonverbal suggestions. Well cover verbal suggestions in chapter 10, Magic Words. In my own work as an entertainer, Ive found that the nonspoken suggestions help set the stage even before I open my mouth. Novelists use this technique extensively. When an author wants you to think something about a character, he doesnt flatly write, for example, John is sad. Instead, he may write Johns shoulders slumped forward, his eyes red from crying. Based on this description, the reader gets a better impression of the authors intentions. Its the old adage Show, dont tell.



When I perform for audiences, I think of myself as the author of the character I am portraying. I use any method necessary to enhance and develop that character for my audience. You can do the same, even if youre not in show business. Become the author of your own character. If you were a character in a book or movie, how would someone write about you? Are you wild and spontaneous? Or careful and detail-oriented? Do you wear your collar open or buttoned shut? Necktie or not? Shirt tucked or untucked? Does your look complement or contradict the image you want to present? Whatever you choose, aim to be consistent. Your look should always complement the personality you want to portray. In my show, I dress in a full tuxedo with tails. I wear an expensive watch, a shiny silk necktie, and a gold chain attached to my glasses. Offstage, I continue to dress in high-quality clothing that is consistent with my onstage look.


I recall meeting a young employee of a luxury hotel who violated this maxim. During working hours, he dressed in the same uniform worn by all of the front-desk attendants: jacket, necktie, and vest. Late one night, I happened to be in the lobby when I saw that employee leaving the hotel. At the end of his shift, he ducked into a back office and changed into his street clothesa black T-shirt with the Ramones logo, torn jeans, and Converse high-tops. He walked through the hotel lobby and left through the front door. I couldnt believe my eyes. It was as if he were two entirely different people. Audiences need a more consistent message.


Remember, you are creating a character. Define it clearly and stick to it. Make yourself vivid. People often say to me, Youre all dressed up. Are you on your way to a show? I answer, No, I always dress this way. My character is that of a high-society entertainer. Yours will likely be very different. If you are a young professional, you may assume that you can dress as you please on your days off. You may believe that nobody is watching. If Ive learned one thing in show business, its that somebody is always watching. Youll bump into your boss, your colleague, or your best client when you least expect it. If they look down at your feet and see you wearing flip-flops when you should be wearing wingtips, it could affect whether they choose to continue doing business with you.



Decide what manner of person you wish to be taken for, and then dress the part. All of the time. At some stage in your life, this decision will force you to phase out your previous persona. Businesspeople are often faced with decisions like this when theyve been promoted. Once theyve moved into a corner office, should they continue socializing with their old cubicle buddies? In most cases, the answer is, unfortunately, no.


The suggestions you make with your new clothes and attitude will indeed cut you away from the old you. At first your new persona may feel awkward or put on, but youll soon normalize at the next level. Later in this book (in chapter 3, Create a Colorful Personality), youll learn how I did this, and how you can too.


MAXIM 4: PRACTICE, PRACTICE, PRACTICE


One of the lessons that magicians are taught early on is to make the difficult look simple (or even invisible). The way to do this is through practice. What first seems impossible will eventually become reasonable after you dedicate yourself to the task. Remember, difficulty is a relative concept. What is difficult to you may be a breeze for somebody else. Through practice, you can master what you initially deem out of your reach.


Every morning since I was fourteen years old, Ive practiced one of the most difficult secret moves in card magic: the Classic Pass. Done poorly, it can be seen from across the room. Done well, this technique is invisible. When an expert executes the Pass, the audience doesnt even realize that anything has happened. Before, during, and after the move, the deck of cards looks identical. There is no extraneous muscle tension in the fingers. There are no tells. It is truly invisible.


Ill admit that it is somewhat frustrating to dedicate so many years to achieving a goal that nobody is supposed to see. In fact, nobody is supposed to even sense that something has happened. In addition to perfecting the hand motions, Ive learned to relax my upper arms, my jaw, and even my eyes. When I first started learning the Pass, other magicians told me that my eyes fluttered at the moment that I executed the move. We recorded it on video, and I saw what they meant. (Video practice is better than mirror practice because you arent executing the moves at the same moment youre examining them.) I broke myself of this poor habit through training.


Simply put, nobody wants to watch another person make something difficult look difficult. When we see people labor, it takes away from the experience and doesnt give us confidence in them. We like to see perfection, or something like perfection. We enjoy masterpieces, and masters doing their craft. Television shows us the instant replays of athletes like Michael Jordan making incredible shots. But they dont re-air the ones he missed. You expect to see others at the peak of their game, and guess whatthey expect you to be at the top of your game too.


Salespeople are the best at making the difficult look simple. If you are involved in sales, you have intimate knowledge of this mind-set. You have to give presentations, overcome objections, think on your toes, and keep a positive attitude throughout. If the seams are showingif customers can sense the flowchart as theyre talking to youthe sale is lost. You have to take all of your theory and make it conversational.


How can you do that? The answer lies in carefully orchestrated practice. You probably cringe when you hear the word practice. Perhaps you have painful memories of being forced to practice a sport or musical instrument when you were younger. You are not alone. Lets face it, there are few shortcuts to achieving excellence. Luckily, however, you can shave down your practice time by following some creative and fun strategies that will help you master your subject faster and more efficiently.


Dai Vernon, one of the greatest magicians who ever lived, professed that practice should be fun. You should derive great pleasure from practice, he said, or else give up the subject altogether. Make practice fun and you will be greatly rewarded. Do this by making a game of it. Youll learn my method below.


In the same way that bodybuilders isolate muscle groups when they train, you can isolate your skills. Here is how I practice a new magic trick so that it becomes second nature.



1. Silence. First, I perform the entire trick in silence. I do not speak as I go through the moves with props in hand. I focus only on the physical aspect of the performance.





2. Motionless. Second, I put all of the props away, and I speak the lines aloud that I will say during the trick. My hands hang at my sides, motionless. In this second stage, I focus only on the verbal expression of the performance.





3. Darkness. Third, I perform the entire packageprops, body movement, spoken wordbut I perform with my eyes closed. This forces me to rely on muscle memory. I remember the relative position of where props are located and how far I need to reach for them.





4. PP. The final and in my mind most important stage is PP, or People Practice. I go out and perform in front of real people. No matter how well youve run through your motions and lines in a quiet room, the dynamics change dramatically when you present the same information to living, breathing people. In show business, entertainers usually find someplace they can be bad and break in new materiala no-name comedy club or other nonthreatening location, like a church or community center. You need a place to be bad, where you can break in your sales pitch, your script, or your interview lines in front of live people.


Where can you find this mythic place? All around you, actually. The obvious first choice is to practice in front of your spouse or partner. However, I suggest you break in your material before people who dont know you so well. It puts you more on your guard. Some examples are your doorman, your neighbor, a store clerk, the mailman. These people are nonthreatening. If you flub a line, youve lost nothing. They wont hire you or fire you. Theyre painless. All you need is a live human. The feedback you receive from these people after running through your entire presentation will be immensely valuableeven more so than the first three steps, in many cases.






From my experience as a magician, I can assure you that this four-part processSilence, Motionless, Darkness, PPis fun to implement and will help you build confidence before you give your next presentation.


Practice Your Outs


As you practice, youll make dozens of mistakes. Bravo! Better to make mistakes now than later. Ive done my act so many times that I know everything that can go wrong. Ive taken steps to prevent those things from happening during a live performance. Here are some examples of things that I pay attention to. What if a hidden prop falls out of my fist when people are watching? What if someone spills red wine on my clothing before the show begins? What if some audience members are drunk and they need to be removed from the room? What if someone dies during my show? Some of these scenarios may seem extreme, but each one has happened. And Im ready for them, because Ive practiced my outs.


What are outs? Think of a fire drill. You go through all of the emergency procedures in advance so that they become second nature if, heaven forbid, you ever need to perform them for real.


As I mentioned in Maxim 2, magicians prepare hidden avenues in case something goes wrong. Outs are the way that we get out of precarious situations. Ive spent hours practicing what Ill say when things go wrong. Professional entertainers have an obligation to present every audience with a graceful conclusion, no matter how flubbed things become.


As you practice your next presentation or talk, pay homage to Murphys Law and intentionally handicap yourself. For instance, drop your notebook so that its pages scatter all over the floor. Then think of your out. What would you do if this happened for real? Wing your presentation from memory? Drop to your knees and try to collate everything while people wait? Have have an extra crib sheet printed on a note card in your pocket? Skip using a notebook altogether? Go through every possible solution that you can think of, and resolve them during your practice sessions. When it comes to showtime, youll be more than ready because youve armed yourself with outs. This readiness translates into confidence, which is the aim of practicing in the first place.


MAXIM 5: BE PREPARED


There are always people in your life you need to impressduring job interviews, dates, business presentations, and so on. What price would you pay to really impress them? The best magicians will go to any extreme to win you over. Likewise, you should go to any extreme necessary if you want to stand out.


Advance preparation is one of a magicians key tools. Sometimes the preparation and handling take place in the first two minutes of a trick, when the audience thinks we are casually chatting. Other times, it is much more elaborate, with monthsor even yearsof planning. Magician Michael Weber says that you have to be so far ahead of the game that the audience shouldnt even know a game is being played. This means that you have to think ahead. Really think ahead, so that you set up the rules that others play by.


People will naturally assume that you havent gone to that much trouble for them. But if, for instance, you are in the service business, taking extra steps will make an incredible impact.


Preparation boils down to knowing your audience. When someone hires me for an event, the first thing I do after hanging up the telephone is type the hosts name into Google. I check his affiliations, political interests, previous addresses, and any media coverage. I then perform an image search on Google so I can see what he looks like. If youve never tried this, go to: http://images.google.com and type in the name of someone you know. Within instants, youll be staring at a photograph of the person who you just spoke with on the phone. Its terrific. (This only works for people who have posted their photos online or appeared in a news story.) As you can see, I arm myself with as much knowledge as I can about my new client. By the time we meet, I feel like Im meeting an old friend. Its much easier to speak with someone youre already familiar with, since you dont have to build rapport from scratch.


This get-to-know-you technique is particularly valuable when you are applying for a job. Can you find out about the person interviewing you? How about working hard to really understand the company youre talking with? Can you talk to some people who have worked there? The key: do your homework. Go all out. Your preparation will empower you before you walk through the front door.


One of the reasons you may feel anxiety before a meeting or social encounter is because it will be held in a location that youve never been before. You may feel perfectly confident in your own office or home, but less so when youre the visiting team. As youll learn in chapter 6, How to Command a Room, part of a professional magicians preparation includes getting there early. Youll learn how to own the stage and boost your self-confidence.


Remember this: people expect that youll do the minimum amount of preparation possible. Surprise them by doing a whole lot more. Be like Nostradamus and think ahead. Think things through to the nth degree before you walk into a meeting and youll dazzle the other people there. Theyll become excited to talk with you further because they wont be able to dismiss you. Youll know too much about them already, and, as you are aware, the most interesting topic of conversation for people is themselves.


THe VanISHINg THOUSanD GraInS OF SuGar


Here is a magic trick that you can learn to do yourself. It incorporates all five Maxims of Magic, so you can see how magicians actually apply the rules youve learned. Its easy as pie, but mind-boggling to your audience. This is based on a trick by magician Brad Stine.



What the audience sees: Sitting in a restaurant, you tear open a sugar packet and pour all of the sugar into your fist. However, when you open your hand, all of the sugar has magically disappeared. Its really gone!





How you do it: This trick requires advance preparation. The sugar packet is actually empty to begin with. Nobody will know this but you.


Heres how you prepare the sugar packet. First, you must steal a sugar packet from the sugar bowl. (Steal is magic lingo. It means Secretly remove something when nobodys watching.) Youll have to judge the right time to steal the packet. One way is to distract your companions. For example: I wonder what those people at the next table are eating. The moment they look away, make your move and swipe the sugar packet. Sometimes youll be lucky and therell be a natural distraction (a waiter drops his tray, your companions cell phone rings, etc.). Take advantage of these fortuitous moments and nobody will have a clue that you did anything sneaky.


Hide the packet under the table and use one of the pointy ends of your fork to puncture a small hole near one end. (Instead of a fork, you can use a pocket knife if you normally carry one.) Poke through only one side of the packetnot both. To avoid a mess, make sure that you shake all of the sugar down to one end of the packet before you puncture it. Tear the hole larger until it runs across the entire top short edge of the packet. The tear should be a little jagged-edged (not perfectly smooth)later this will come in handy (see figure 1).


[image: 38]



Dump all of the sugar out of the packet except for a few grains. I suggest that you pour the sugar into a paper napkin that youve draped over your lap. After the napkin is full of sugar, crumple it into a ball and stick it in your pocket. This will ensure that nobody accidentally finds it after the trick is over.


Take your time with this preparation. Dont feel rushed. Nobody at the table will be aware that you plan to show them a trick later in the meal. If youve done this preparation early enough, there should be no heat on you. (Read the notes at the end of this tricks description if you find this step difficult.)


Find another moment to load the empty packet back into the sugar bowl. (Load is more magic lingo. It means Secretly insert something when nobodys watching.) Youre now ready to perform The Vanishing Thousand Grains of Sugar.





To perform: Remove the prepared sugar packet from the sugar bowl. Rip off the top short edge, tearing along the same line that you used to empty the packet. You are only tearing through a single layer of paper, but the audience will think that youre tearing open the packet as usual. Since your secret tear was jagged, not smooth, this new tear helps destroy evidence of any preparation. Discard the little paper strip that you tore off.


Use your fingers to flare open the top of the packet. In a moment you are going to pretend to pour sugar into your fist. If the packet is too flat, this wont look realistic. Puff it open a little bit so that you can pour the sugar out.


Make a fist with your left hand. Hold the packet with your right hand and tip the opening toward your left fist. Continue to tilt the packet upside down and pretend to pour the sugar into your fist. Thisll require a little acting on your part. Imagine what it would feel like to really pour sugar into your hand. Mimic this with your actions and facial expressions.


If you remembered to keep a few extra grains of sugar in the packet during the preparation, those grains will land on the top of your fist. They act as a convincer and lock in the idea that youve really poured sugar into your fist. Brush away those few grains and hold your (empty) fist high above the table. Discard the empty packet.


Youre now ready to baffle your companions. Stare at your fist. Everyone will wonder what is going to happen. Suddenly open your hand. Your companions will be surprised that all of the sugar has disappeared!


The physical technique is not that difficult, so you can focus your attention on the presentation of this trick. As in all magic, what you say defines the experience for your audience. The same trick could be presented as a humorous gag or an unfathomable mystery, depending on how you cloak it. I like to present this trick as a mystery. Heres what I say during the performance.


Do you think I could make one thousand objects disappear at the same time? Its never been attempted before. Lets give it a try. [Remove prepared packet from the bowl.] Ill pour the sugar into my fist. [Start pouring and count out loud.] Thats six hundred grainsseven hundred grainsokay, one thousand grains of sugar. [Hold your fist over a dark napkin. If any grains drop, youll see them on top of this napkin.] Are you ready? Watch how I squeeze my hand. Yes, its starting to melt away! Now its gone!





COULD YOU pick out all five Maxims of Magic? Lets see how they were applied in this trick.





1. Be Bold. You took two risks before you even began. First, you stealthily removed the sugar packet when nobody was looking. Then, after you siphoned out all of the sugar, you waited for the proper time to slip the packet back into the bowl.


If you want to eliminate one level of boldness, go to the restroom earlier in the evening and swipe a sugar packet from another table on the way there. Prepare the packet in one of the restroom stalls, dumping the sugar down the toilet. When you return to your table, you must simply load the empty, prepared packet into the sugar bowl as youve already learned. Thats bold enough a task on its own.






2. Expect Success. You began the trick with confidence, and others trusted that you knew what you were doing. They assumed that you wouldnt waste their time. When people have faith that you can complete a task, they give you temporary authority status. This converts into full authority status once youve proven that you could complete what you proposed.





3. Dont StateSuggest. You suggested that the sugar packet was full, without actually saying, Ladies and gentlemen, this packet is full of sugar. That wouldve been a mistake. Because the sugar packet was in the bowl, you implied that the packet was full of the sweet stuff.





4. Practice, Practice, Practice. Although this trick is simple, simple doesnt mean easy. You should practice before attempting to perform it in front of a live audience. It may be helpful to really pour sugar into your hand once while practicing, so that you know what its supposed to look like.





5. Be Prepared. You prepared this trick even before others knew that you planned to show them one. Thats the spirit. Always strive to be several steps ahead of your audience and force them to play catch-up.












End of sample
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