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60 WAYS TO READ ANYONE

60 Behavioral Signals Professional Observers
Notice
Sixty observable signals organized into categories, each tagged with a reliability level so you
know how much weight to give it.

Browse through this list before reading anything else. You’ll recognize most of these behaviors
immediately — you’ve seen them on people around you for years. What changes with training is
that you start noticing them deliberately, combining them into patterns, and acting on what you
see.

� T1 PHYSICAL EVIDENCE

Read directly from their
body or belongings. Most
objective and reliable.

� T2 RESEARCH-BACKED

Backed by published
behavioral science studies.

� T3 FIELD-TESTED PATTERN

Observed consistently in
live practice. An
observation repeatedly
noticed in real-world
performance but not yet
formally validated in
academic research.

� T4 EXPERIMENTAL

Weak or no research
evidence. Use with caution.

# OBSERVATION WHAT IT TELLS YOU TIER USE

01 Wallet pocket side Handedness indicator T1 BP

02 Shoe sole wear direction Gait and stance pattern T1 BP

03 Clothing condition vs.
posture

Investment in self-image T2 CR / BP

04 Thumbs outside pockets Confidence signal T2 VS / AM

05 Thumbs only inside pockets Comfort signal — attraction inference is a
cultural heuristic, not reliable

T3 VS

06 Time since last haircut Grooming priority level T1 BP / CR

07 Fingernail condition Care level, occupational signals T1 BP

08 Eye contact willingness Social confidence (rate 1–8) T2 VS / CR

09 Foot direction in
conversation

Genuine interest vs. disengagement T2 AM / VS

10 Speed of moving out of way Social deference level T2 AM

11 Blink rate change when
speaking

Stress or confidence shift T2 VS / CR

12 Shoelace condition Attention to personal detail T1 BP / CR

13 Wrinkles behind knees Extended seated time indicator T1 BP

14 Fidgeting level in public Social comfort baseline T2 VS

15 Leg crossing direction Spatial orientation and comfort T3 BP
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# OBSERVATION WHAT IT TELLS YOU TIER USE

16 Bag contact with feet Possessiveness, security orientation T2 BP / CR

17 Permanence of facial
wrinkles

Dominant emotional baseline over lifetime T2 CR / BP

18 Phone placed face-down Privacy orientation T3 BP

19 Watch set ahead / exact /
behind

Relationship with time and punctuality T3 BP / CR

20 Pen or phone in breast
pocket

Preparedness and professional habit T3 BP / CR

21 Eye contact break to
swallow

Social anxiety indicator T2 VS

22 Own vs. others’ object
handling

Respect for personal boundaries T2 AM

23 Tie tightness and alignment Conformity vs. individuality T3 CR / BP

24 Nail biting vs. trimmed nails Anxiety self-regulation T2 VS / BP

25 Cuticle picking: new vs.
habitual

Chronic vs. acute stress T2 CR / BP

26 Belt notch wear pattern Recent weight change T1 BP / CR

27 Shoe lacing consistency Attention to personal detail T1 BP / CR

28 Trouser rear cuff wear Movement and footwear patterns T1 BP

29 Scar and callus distribution Hand dominance, occupation signals T1 BP / CR

30 Long blink while speaking Social discomfort signal T3 VS

31 Forehead wrinkle curve
upward

Agreeableness indicator (I-type tendency) T3 CR / VS

32 Inside cheek or lip biting Self-soothing, anxiety signal T3 VS

33 Knuckle orientation at rest Professional conditioning signal T3 BP / CR

34 Smooth lower eyelids Possible suggestibility indicator — insufficient
evidence

T4 VS

35 Deep under-eye wrinkles Skepticism tendency indicator — insufficient
evidence

T4 VS

36 Tattoo placement and
visibility

Identity, subculture, expression style T2 CR / BP

37 Hair part direction Handedness confirmation — no documented
research basis

T4 BP

38 Privacy screen on device Security or confidentiality profession T3 BP / CR

39 Latest technology model Income or status signaling T3 BP

40 Pinky distance from fingers Musician, artist, or keyboard professional T3 BP / CR

41 Cuff dirt or discoloration Frequent travel or repeated garment use T1 BP / CR

42 Teeth condition Socioeconomic upbringing indicator T2 BP / CR

43 Face scrunch + deep breath Explosive reaction tendency (D-type signal) T3 VS / AM
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# OBSERVATION WHAT IT TELLS YOU TIER USE

44 Phone grip style Device familiarity and usage frequency T3 BP

45 Notification response speed Urgency-driven personality T3 CR / BP

46 Walking speed vs. crowd Energy level, goal orientation T2 VS / AM

47 Resting shoulder tension Chronic stress indicator T2 VS / CR

48 Head tilt when listening Active engagement and social interest T2 VS

49 Weight distribution at rest Postural confidence level T2 VS / AM

50 Environmental scanning
behavior

Security awareness mindset T2 BP / AM

51 Micro-grooming during
conversation

Self-consciousness or social anxiety T2 VS / CR

52 Breathing depth in
conversation

Cognitive load and stress level T2 VS

53 Humor reaction timing Social processing speed T2 VS / AM

54 Vocal volume calibration Social awareness vs. self-focus T2 AM

55 Conversational distance
preference

Intimacy and trust baseline T2 VS / CR

56 Face touching during
thinking

Cognitive engagement style T2 CR / BP

57 Postural symmetry Physical training background T2 BP / CR

58 Ear redness in conversation Emotional arousal indicator T2 VS / CR

59 Eyebrow expressiveness Emotional reactivity level T2 VS / AM

60 Eye movement direction
(NLP)

Claimed to indicate recall vs. imagination —
research evidence is disputed. Some NLP
practitioners use this; controlled studies have
not supported it. Treat as experimental only.

T4 CR

T4 (Experimental) note: Indicators 34, 35, 37, and 60 have weak or no research support. Do not present these to audiences or
clients as established science. Indicator 60 (NLP eye-movement direction) has been relabeled as Experimental and returned to
this list with an honest description of the evidence status.



The Mentalist’s Rapid Behavioral Profiling Guide

© 2025 Chris Michael  |  Decode Behavior  |  decodebehavior.co  |  Confidential 7

HOW PROFESSIONAL OBSERVERS THINK

The Three-Signal Rule
One signal is a guess. Two signals is possible. Three signals pointing the same way is a pattern
you can act on.

The single most important habit in this system: don’t act on a single observation. Any one signal
can be explained by a dozen things — nerves, habit, a bad night’s sleep, medication, temperature.
The professional observer notices a signal and then actively looks for two more that either confirm
or contradict it.

The three-signal rule is a practical decision guideline — not a mathematical formula. It works
because each additional consistent signal rules out more alternative explanations. Three signals all
pointing the same way: you’re looking at a real pattern.

DISC Communication Styles

DISC is a communication style model — not a clinical personality diagnosis. It’s a practical
shorthand that groups observable behavior into four styles. Use it to predict how someone will
respond to you on stage or in a training room.

D — DIRECT
Direct, fast, results-focused. Makes quick decisions. Dislikes hesitation.

On stage: will challenge you. Frame effects as a test of their judgment. Bold predictions
delivered with authority work best. Avoid slow builds.

I — INFLUEN
TIAL

Expressive, social, enthusiastic. Loves attention. Reacts visibly.

On stage: ideal reactor. Leans into the drama. Gives the audience visible cues to follow.
Select immediately for any effect that benefits from energy.

S — STEADY
Calm, cooperative, supportive. Dislikes conflict. Easy to work with.

On stage: cooperates without resistance. May not react expressively. Pair with imagination
routines and effects that don’t require big reactions.

C — CONSC
IENTIOUS

Analytical, precise, detail-oriented. Processes carefully before responding.

On stage: analyzes everything. Needs logical coherence. Slow-burn effects work well. Avoid
rapid-fire routines that don’t allow processing time.

Three-Signal Examples by Personality Type

Action-Oriented / D-Type
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HOW TO READ PEOPLE ACCURATELY

The Three-Signal Rule
One signal is a guess. Three signals pointing the same way is a read you can act on.

STEP 1

Notice
something

You see one signal.
For example: they’re

walking fast.

STEP 2

Look for
a second

You see another signal
that fits.

They’re leaning forward.

STEP 3

Find
a third

A third signal confirms it.
They make direct,

unbroken eye contact.

STEP 4

Now read
with confidence

Three signals: fast-moving,
forward-leaning, direct.

That’s a D-type. Act on it.

1 signal  �  A dozen explanations 3 signals  �  One clear pattern

COMMON MISTAKE:Acting on the first signal you see. One thing tells you almost nothing.

THE FIX: Notice it. Then actively look for two more signals that either confirm or contradict it.

Note: The three-signal rule is a practical guideline, not a scientific formula.
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Fast walking pace relative to surrounding crowd

Forward lean in standing posture

Direct, sustained eye contact without social discomfort

Read: Decisive, results-driven. Responds poorly to hesitation. Use confident, economical language. Will resist
anything that feels slow or manipulative. Ideal for bold prediction effects delivered with authority.

High Suggestibility Profile

Head nodding frequently while listening

Head tilting slightly when engaged

Quick compliance with casual instructions; eyes close when concentrating

Read: High social responsiveness and openness to direction. Ideal volunteer for psychological forces and
imagination routines. Approach with calm authority.

Security-Awareness Mindset

Frequent scanning of room entrances and exits

Consistent back-to-wall seating preference

Possessions kept in contact with the body at all times

Read: High environmental vigilance — likely professional or personal history in security, law enforcement, or
military. Skeptical of performances. Best for effects that reward sharp observation rather than suggestibility.

Analytical / C-Type

Calm, balanced posture — weight evenly distributed

Measured speech with deliberate pauses before answering

Careful, precise handling of personal objects

Read: Detail-oriented, risk-aware. Needs logical coherence before complying. Works best with clear structure and
verifiable steps. Avoid rapid-fire effects that don’t allow processing time.

The six-category system is designed for simultaneous observation — not a checklist you work
through one item at a time. With practice, you will register all six categories in under ten seconds.
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READING THE WHOLE PERSON AT ONCE

Six Areas to Watch
Each axis = one dimension of behavior. Farther from center = stronger signal in that area.
The shape of the lines shows you who you’re dealing with. Three example profiles are plotted below.

Low

Mid

High

Appearance

Movement
& Posture

Territory
& Space

Social
Confidence

Thinking
Style

Emotional
Reactivity

The Take-Charge Type
Strong on confidence,
movement, territory.
Don’t slow them down.

The Ideal Volunteer
High reactivity and
confidence. Follows
your lead eagerly.

The Skeptic
Guards their space.
Analytical. Low
emotional reaction.
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THE SIX-CATEGORY OBSERVATION SYSTEM

A Complete Behavioral Radar
Six dimensions. Sixty indicators. Build fluency in each, then read all six simultaneously.

Each category covers a different dimension of how people reveal themselves through behavior.
Categories 01 and 02 (Appearance and Movement) are baseline reads — make them once at the
start and anchor them. Categories 03 through 06 are live reads — update them continuously as the
interaction develops.

Each indicator is tagged with a confidence level: T1 = physical evidence (most reliable); T2 = research-backed; T3 =
field-tested pattern — observed consistently in practice, not formally validated in academic research; T4 =
experimental, use with caution.

01 Appearance

Clothing condition vs. posture and personal
carriage [T2]

Privacy screen on device [T2]

Watch type: none / digital / luxury / fitness tracker
[T1]

Newest vs. older technology model [T3]

Shoe type and overall condition [T1] Dirt or discoloration around cuffs [T1]

Belt notch wear indicating weight change [T1] Shoe lacing consistency and condition [T1]

Clothing brand level: budget / mid-market /
premium [T2]

Trouser rear cuff wear or soiling [T1]

Teeth straightness and whiteness [T2] Tattoo placement and visibility [T2]

Notice: Appearance indicators provide rapid background context: socioeconomic range, occupation type,
investment in personal image, and cultural identity. T1 indicators here are physical-evidence reads — high reliability
when triangulated with posture and behavioral signals.
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02 Movement & Posture

Walking speed relative to surrounding crowd [T2] Foot direction during standing conversation [T2]

Forward lean vs. upright or backward posture [T2] Head tilt when listening [T2]

Shoulder tension at rest [T2] Thumbs outside pockets — confidence indicator
[T2]

Weight distribution: balanced vs. one-hip lean [T2] Posture openness vs. protective or closed [T2]

Postural symmetry: high symmetry often indicates
training [T2]

Knuckle orientation at rest [T3]

Notice: Movement patterns reflect confidence, stress state, and social orientation. Foot direction in conversation is
particularly reliable — feet orient toward genuine points of interest. Notice: thumbs-in-pockets as an attraction signal
is a cultural heuristic; use with caution in professional contexts.

03 Territory & Personal Space

Bags kept in body contact when seated [T2] Back-to-wall seating preference [T2]

Objects arranged to create a territorial boundary
[T2]

Scanning behavior toward entrances and exits [T2]

Phone placed face-down in public [T3] Leg crossing direction relative to room [T3]

Preferred conversational distance [T2] How own vs. others’ objects are handled [T2]

Notice: Territorial behavior reveals how guarded someone is. When these signals cluster together — bag pulled close,
back to the wall, eyes on the door — you are very likely looking at someone with a security, military, or law
enforcement background.

04 Social Confidence

Willingness to maintain non-confrontational eye
contact [T2]

Long blink while speaking to you [T3]

Speed of moving out of others’ way in shared space
[T2]

Compliance speed with casual social instructions
[T2]

Fidgeting level in public vs. private settings [T2] Reaction time to humor: immediate vs. delayed [T2]

Eye contact broken to swallow during conversation
[T2]

Vocal volume calibration to the room [T2]

Blink rate change when speaking [T2] Willingness to come on stage [T2]

Notice: Key distinction: confidence and suggestibility are not the same thing. Someone can be very confident and
highly resistant to suggestion — or quiet and extremely responsive. Always assess these separately. A confident
volunteer who is not suggestible still has value as a credibility anchor.
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05 Cognitive Processing

Response speed: rapid vs. deliberate and
considered [T2]

Notification response: immediate vs. deferred [T3]

Thinking gestures: chin holds, temple rubs, lip
touches [T2]

Face touching during problem-solving [T2]

Analytical facial expression when processing [T2] Finger tapping rhythm during cognitive pauses [T3]

Phone grip: one-hand scrolling vs. two-hand typing
[T3]

Notice: Cognitive style determines which performance approaches land most effectively. Fast processors respond
well to rapid-fire routines and quick reveals. Deliberate processors are ideal for slow-burn dramatic builds. Note: eye
movement direction (NLP eye-accessing cues) has been returned to the indicator list as T4 Experimental with an
accurate description of the evidence — see indicator 60 in the reference list.

06 Emotional Regulation

Breathing depth during conversation [T2] Micro-grooming during conversation [T2]

Ear redness during emotional moments [T2] Eyebrow expressiveness during surprise [T2]

Face scrunching with deep breath when frustrated
[T2]

Hands covering mouth when surprised [T2]

Inside cheek or lip biting — self-soothing [T3] Leaning forward during high-interest moments [T2]

Cuticle picking: habitual vs. recently begun [T2] Reaction time to startling stimuli [T2]

Notice: Emotional regulation behaviors reveal how a person manages internal arousal — critical for performance
psychology. High expressiveness signals an ideal audience reactor. Self-soothing behaviors in low-stress situations
suggest baseline anxiety that, managed well, amplifies a strong reveal.
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WHEN SOMEONE WALKS ON STAGE

The 10-Second Scan
Do this in order. You have 10 seconds before your first word to them.

01  SHOES

NOTICE: What to notice: condition, style, brand level

TELLS YOU: 
What it tells you: how much they invest in their appearance, likely profession,
economic background

02  HANDS

NOTICE: What to notice: calluses, nails, rings, wear patterns

TELLS YOU: 
What it tells you: what they do for work, stress level, whether they’re married, how
they care for themselves

03  EYES

NOTICE: What to notice: do they hold eye contact? blink rate? do they look curious or guarded?

TELLS YOU: 
What it tells you: confidence level, whether they’re likely to go along with you or
push back

04  POSTURE

NOTICE: What to notice: are they leaning in or back? shoulders up or relaxed? weight forward or settled?

TELLS YOU: 
What it tells you: how dominant or deferential they are, stress level, overall
confidence

05  ENERGY

NOTICE: What to notice: are they already smiling? animated? making eye contact with the audience?

TELLS YOU: 
What it tells you: how reactive they’ll be on stage, whether they’ll help you or go
flat

THEN: Look for three signals pointing the same way. When you have them, you have a read.

REMEMBER: Never commit to a read from one signal alone. Three consistent signals = a pattern.



The Mentalist’s Rapid Behavioral Profiling Guide

© 2025 Chris Michael  |  Decode Behavior  |  decodebehavior.co  |  Confidential 12

FIELD CARD

Quick Reference Checklist
Use this before engaging anyone. The goal: read all six areas simultaneously before you say a
single word.

The sections below match the six profiling categories. During pre-show, run all six simultaneously.
For volunteer selection, use the 10-Second Scan as your minimum rapid read.

IDENTITY INDICATORS

� Wedding ring (tan line present?) � Watch type and condition

� Occupation signals: calluses, posture, gear � Shoe type and condition

� Tattoo visibility and placement � Teeth condition

� Clothing brand level

Builds your background picture: who they are, what they do, where they come from.

PERSONALITY SIGNALS

� Eye contact comfort level � Reaction to humor

� Smile frequency and naturalness � Stage willingness when invited

� Speaking speed and deliberateness � Body posture: open vs. closed

Reveals personality type. Tells you how to communicate and which effects will land.

SUGGESTIBILITY INDICATORS

� Blink rate while listening � Compliance with casual instructions

� Head nodding frequency � Fidgeting during imagination tasks

� Head tilt when engaged � Eye closing when concentrating

Head nods + head tilt + follows casual direction = strong suggestibility signal.

EMOTIONAL REACTIVITY

� Expressive eyebrows � Leans forward during effects

� Laughs easily and openly � Visible facial reactions

� Hands cover mouth when surprised � Shoulders rise during surprise

Most reactive person = best audience impact. Prioritize stage visibility.

SKEPTICISM SIGNALS

� Arms crossed tightly � Slow or reluctant applause

� Leaning away from performer � Smirking or side-eyeing reactions

� Squinting or narrowed eyes

Skeptics can be your best asset — convert deliberately or avoid for suggestion work.

DOMINANCE HIERARCHY

� Who speaks first unprompted? � Who has the wall-back seat?

� Who do others look to before answering? � Who has the most expansive posture?

� Who interrupts without hesitation?

Win the dominant person early. Everyone else takes their cue.
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WHO TO INVITE ON STAGE

Volunteer Selection Matrix
Before inviting anyone: rate their confidence (vertical) and suggestibility (horizontal). Find the matching quadrant.

�  BEST CHOICE
Confident + goes along easily

Select immediately. They’ll react visibly
and do half the work for you.

SELECT NOW

USE FOR PREDICTIONS
Confident + tends to resist

Good for effects they can’t dispute.
Their skepticism builds your credibility.

REDIRECT

USE CAREFULLY
Quieter + goes along easily

Great for close-up work.
May be too quiet for a big stage moment.

CONSIDER

��  AVOID
Quieter + tends to resist

High chance of awkward silence.
Find someone else.

SKIP

HIGH

LOW

C
O

N
FI

D
EN

C
E

—

LOW HIGH
SUGGESTIBILITY

�  Resists / pushes back Goes along easily  �
HOW TO PLOT SOMEONE:Rate confidence (1=quiet, 10=dominant) � rate suggestibility (1=resistant, 10=goes along) � find the quadrant.
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COMMON MISTAKES WHEN READING PEOPLE

What Gets in the Way of Accurate Observation
Knowing what not to do is as important as knowing what to look for.

Even trained observers make these errors. The goal is not to eliminate mistakes — it is to recognize
them faster when they happen.

Acting on a single signal

One behavior tells you almost nothing on its own. A crossed arm is cold, defensive, or simply
comfortable. Wait for at least three consistent signals before committing to a read. This is the most
common error and the easiest to fix.

Ignoring baseline behavior

You can only detect a change if you know what normal looks like for this person. Spend the first
30–60 seconds establishing baseline posture, speech pace, and movement before drawing any
inferences. A signal only has meaning relative to that person’s normal.

Confirmation bias

Once you form a first impression, the brain selectively notices evidence that confirms it and
discards evidence that contradicts it. Counter this deliberately: after forming a read, actively look
for signals that would disprove it.

Projecting cultural defaults

Eye contact norms, personal space preferences, and emotional expressiveness vary significantly
across cultures. An indicator that is reliable in one cultural context may be meaningless or inverted
in another. Calibrate against the specific room you’re in.

Overconfidence in lie detection

Behavioral observation is not a lie detector. Research consistently shows that humans — even
trained professionals — perform near chance levels when trying to detect deception from behavior
alone. This guide is built for personality reads, not deception detection. Conflating the two is a
credibility risk.

Over-relying on T3 and T4 indicators

Field-tested patterns and experimental indicators are worth knowing, but they are not your
foundation. Build your reads on T1 and T2 indicators first. Use T3 to add color and T4 with full
awareness that evidence is weak or disputed.
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THE OBSERVER’S WORKFLOW

How Everything Connects
A step-by-step protocol that integrates every system in this guide.

Each step in this workflow references a section of this guide. Run the full sequence before every
performance or high-stakes interaction.

01
Scan the Room
Arrive 30 minutes early. Identify the dominant personality, the connectors, and the early arrivals. Note
seating geometry and group clusters.

� Pre-Show System � Social Architecture Map

02
Build Your Intelligence
Talk to staff. Engage early arrivals. Collect names, professions, hometowns, and context. Rank your
10–20 strongest reveals before showtime.

� Pre-Show System

03
Identify the Leader
Find the person whose reactions everyone else mirrors. Win them in the first effect. Everything that
follows is easier.

� Social Architecture Map � Audience Management

04
Select Your Volunteer
Before you invite anyone, run the Volunteer Selection Matrix: assess confidence and suggestibility
independently. Match effect type to quadrant.

� Volunteer Selection Matrix

05
Run the 10-Second Scan
When they walk on stage: Shoes � Hands � Eyes � Posture � Energy. Look for three consistent signals.
When you have them, you have a read.

� 10-Second Scan � Three-Signal Rule

06
Choose Your Approach
Match your performance strategy to their profile: DISC type, suggestibility level, and emotional
reactivity. Use the signal clusters in Performance Applications to select your opening line.

� Performance Applications � DISC Guide
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WHO CONTROLS THE ROOM

The Room’s Social Map
Every audience has a social structure. Find it before the show starts.

Watch the room for 5 minutes. Ask: who do people look at? who speaks first? who does everyone laugh with?

THE LEADER
Everyone follows them

CONNECTOR
Knows everyone

CONNECTOR
Knows everyone

TRUSTED
VOICE

FOLLOWER

FOLLOWER
SOLO

YOU
(on stage)

THE LEADER

Win them first. Their reaction gives everyone else
permission to be impressed.

CONNECTORS

Acknowledge them early. They spread
your credibility to everyone they know.

TRUSTED VOICE

Good second volunteer choice. People in
their cluster will trust your read of them.

FOLLOWERS

Win the Leader first and these
people come along automatically.
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PERFORMANCE APPLICATIONS

Putting It Into Practice
Observation only matters when you act on it. This section shows exactly how to use what you
see.

Each section gives you the signals to look for, what they mean, and the exact language or strategy
to use. Cold reading is treated as precise behavioral inference — not guesswork.

Cold Reading

Cold reading means making personal, accurate-seeming statements using only what you can observe. The
three-signal rule dramatically improves accuracy — because you’re building from a real behavioral pattern,
not a guess. Every performance line below is built from a specific set of signals.

APPEARANCE CLUSTER

Expensive watch + tailored clothing + confident posture + direct eye contact

Performance line: “You hold yourself to high standards — and you expect the same from the people around you.
Most people don’t notice that about you straight away, but it’s there in everything you do.”

RESERVED / C-TYPE

Minimal gestures + measured speech + analytical posture + slow humor reaction

Performance line: “You observe more than you speak. That’s not shyness — it’s a choice. And it gives you an
advantage most people in this room don’t have.”

EXPRESSIVE / I-TYPE

Open posture + frequent smiling + fast humor reaction + forward lean

Performance line: “You draw people in without trying. You’re the kind of person who walks into a room and raises
the energy level without saying a word.”

SECURITY-AWARENESS

Back-to-wall seating + environmental scanning + possessions kept close

Performance line: “You’ve trained yourself — consciously or not — to always know where the exits are. Most people
in this room have no idea who just walked in behind them.”

DOMINANT / D-TYPE

Speaks first + others look to them + forward posture + direct manner

Performance line: “People bring you their problems because they trust your judgment. That’s a real thing — and it
comes with a cost most people around you don’t see.”

Volunteer Selection

Picking the right volunteer is one of the most important decisions in any show. The wrong person can stall an
effect and drain the room. The right person does half the performance work for you. Select before you invite —
use the signal clusters below, and cross-reference the Volunteer Matrix to match your effect type.
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IDEAL VOLUNTEER

Expressive face + leans forward + nods frequently + complies quickly + stage willingness

Strategy: Select immediately. This person amplifies every effect and gives the audience visible reactions to follow.
They do the performance work for you.

SUGGESTIBILITY CANDIDATE

Head nods + head tilt + slow blink rate + eyes close when concentrating + quick compliance

Strategy: Ideal for psychological forces and imagination routines. Approach with calm authority — they follow
direction without resistance.

SKEPTIC STRATEGY

Arms crossed + slow applause + analytical posture + smirking reactions

Strategy: Don’t avoid — address them deliberately and early. A converted skeptic is your most powerful social
proof asset. Frame the invitation as a challenge: ‘I need someone who won’t just go along with it.’

AVOID FOR SUGGESTION WORK

Dominant body language + D-type signals + high social confidence

Strategy: Redirect to observation-based or prediction effects where their strong personality becomes an asset
rather than a resistance factor.

Audience Management

Every room has a social structure — a few people whose reactions everyone else follows. Your job before the
show is to find who those people are and win them early. See the Social Architecture Map for a visual
breakdown.

EARLY ARRIVALS

Arrives early + interacts with staff + sits center-forward

Strategy: This person is already invested. They are your best source of pre-show intelligence and your most likely
strong volunteer. Engage them before you go on.

ALPHA / DOMINANT PERSONALITY

Speaks first + others look to them + most expansive posture in the group

Strategy: Direct your first major effect at this person or reference them early. When the dominant personality is
visibly impressed, the rest of the room follows.

BRIDGE NODES

Talks to multiple clusters + introduces others + high energy connector behavior

Strategy: Bridge individuals spread social proof. After impressing the Alpha, acknowledge a Bridge early — they will
carry your credibility across the room’s social clusters.

“Observation + probability + confidence = perceived mind reading. The performance is not the trick.
The performance is the read.”

— Chris Michael
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WHAT TO DO BEFORE YOU GO ON STAGE

The Pre-Show System
Run these five steps before every show. Each one feeds the next.

Goal: collect 10–20 personal details about real people in the room before you step on stage.

30 min
before

Get There
Early

Walk the room.
Note: who sits where,
who’s talking to who.

20 min
before

Talk to
Staff

Ask the host or team:
Who’s celebrating?
Any special guests?

15 min
before

Watch
the Room

Who’s the loudest?
Who do others

defer to?

5 min
before

Talk to
People

Ask open questions.
Collect: names, jobs,

hometowns.

2 min
before

Rank Your
Reveals

Pick your strongest
10–20 details.

Lead with your best.

WHAT YOU HAVE AT SHOWTIME:
A ranked list of personal reveals. The audience thinks it’s mind reading. It’s disciplined observation.“I noticed when you walked in tonight…” — one of the most effective opening lines in mentalism.
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TRANSLATING OBSERVATION INTO LANGUAGE

From What You See to What You Say
Observation is only half the skill. This section is about turning a behavioral read into language
that lands.

Everything in this guide up to this point has been about what to look for and how to categorize what
you see. This section is about the next step: what to do with it verbally. A read that stays in your
head is wasted. A read delivered at the right moment, in the right way, is what makes a
performance feel genuinely impossible.

01 You Are Never Going In Cold
The moment you can see someone, you have information. Warm reading — observation-based reading
— is not a compromise on cold reading. It is a better version of it. Every indicator in this guide is a piece of
pre-loaded intelligence. By the time someone walks on stage, you have already been reading them for
minutes. Act like it.

02 Lead With the Hit, Then Give the Reading
The instinct is to build up to your strongest observation — to warm the audience with softer statements
before landing the big one. Resist this. Your credibility is established in the first ten seconds. Lead with the
sharpest read you have. Everything you say after that lands harder because the audience already
believes you.

03 Watch Before You Speak
Before asking for verbal confirmation, look for nonverbal confirmation. A slight forward lean, a sharp
blink, a micro-expression of recognition — these tell you whether a statement has landed before the
participant says a word. Only ask for a verbal yes when you already know the answer is yes. The
audience hears the confirmation. They do not hear the tells you read to get there.

04 Observe. Do Not Prescribe.
You are reading behavior, not directing lives. Never tell someone what to do, what their relationship
means, or what their future holds. State what you see. Frame it as insight, not instruction. The moment
you cross into advice, you have left the realm of performance and entered something with real
consequences. The most powerful read is one that makes someone feel deeply understood — not one
that tells them what to think.

The read is the method. The language is the performance.
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BEHAVIORAL READING LINES

If You See This — Say Something Like This
Each line below is anchored to a specific observable signal or profile. These are starting points,
not scripts. Reword them in your own voice.

The goal is not to memorize these verbatim. It is to understand the logic connecting the observation
to the statement — so you can generate your own in real time. Read each one and ask yourself: why
does that signal lead to that read? Once you understand the why, you no longer need the list.

D-Type profile

IF YOU SEE: Fast walking pace + forward lean + direct sustained eye contact

“You’re someone who doesn’t spend a lot of time second-guessing yourself once you’ve made a decision. The people
around you sometimes struggle to keep up — not because you’re inconsiderate, but because your mind is already
three steps ahead. The frustrating part is waiting for others to reach a conclusion you arrived at ten minutes ago.”

T1 — Physical Evidence

IF YOU SEE: Worn heels, practical footwear, minimal or no jewelry

“There’s something very no-nonsense about you. You’re not particularly interested in how things look — you’re
interested in whether they work. I think people sometimes underestimate you because of that. And I think, quietly,
that suits you fine.”

Solo profile / low
suggestibility

IF YOU SEE: Crossed arms + minimal eye contact + seated at edge of group

“You’re not unfriendly — but you take your time deciding who’s worth your energy. You’ve probably been told
you’re hard to read, which I suspect you find faintly amusing, because you read everyone else just fine. You don’t
give yourself away easily. You’ve learned that’s not a flaw.”

T1 — Physical Evidence

IF YOU SEE: Callused hands + short nails + wedding ring

“There’s someone in your life you’d do almost anything for — and most days, you do. You’re more comfortable
showing that through action than through words, and sometimes you wonder if the people closest to you actually
know how much you care. They do. They just don’t say it the way you need to hear it.”
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Redirect volunteer — use for
predictions

IF YOU SEE: High confidence + low suggestibility (upper-left quadrant of Volunteer Matrix)

“You’re almost impossible to fool — which is both a gift and occasionally a burden. You enjoy being challenged but
have very little patience for things that waste your time. I get the sense you’ve walked away from situations other
people would have stayed in, simply because you trusted your own read of it. And you were right.”

Best choice volunteer — use
carefully on stage

IF YOU SEE: Low confidence + high suggestibility (lower-right quadrant of Volunteer Matrix)

“I think you feel things very deeply but don’t always feel safe saying so. You’re very attuned to the energy of the
people around you — sometimes to the point where you take on feelings that aren’t even yours. That’s a form of
sensitivity most people don’t have. The challenge is learning whose emotions you’re actually feeling.”

T2 — Research-backed
social anxiety signal

IF YOU SEE: Fast blink rate + looks to others before responding

“You’re very aware of how you’re being perceived right now — and I don’t mean that critically. You’re someone
who reads the room constantly. The irony is that while you’re busy reading everyone else, you assume no one’s
doing the same to you. They are. And what they’re seeing is someone a lot more capable than you’re currently
giving yourself credit for.”

T1 — Status signaling
mismatch

IF YOU SEE: Expensive shoes + noticeably budget clothing elsewhere

“I get the sense there’s a version of you that you present to the world and a version that very few people actually
get to see. There’s something you’ve invested in — built up — that matters to you in a way that might seem
disproportionate to people on the outside. But it’s not about the thing itself. It’s about what it represents to you.”

Connector profile / social
hub

IF YOU SEE: High energy + animated gestures + eye contact with multiple people (not just speaker)

“Everyone in a room like this gravitates toward someone. You’re one of those people. Not because you’re loud or
performing — but because you make people feel like they’ve been seen. That’s rarer than you think. The danger is
that it attracts people who take more than they give, and I think you’ve noticed that pattern more than once.”
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S-Type profile / high
patience

IF YOU SEE: Minimal movement, settled posture, relaxed shoulders, unhurried responses

“You’re not someone who needs to fill silence. You’re comfortable letting things unfold at their own pace, which is
something most people genuinely can’t do. People trust you quickly, often without knowing why. I think it’s
because you’re one of the few people who actually listens rather than just waiting for your turn to speak.”

These lines work because they are derived from what you actually saw. That specificity is what separates a
behavioral read from a generic Barnum statement. The more precisely you can name the signal that triggered the

read, the more impossible it feels to the person receiving it.
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RESEARCH

Where This Comes From
The system in this guide is built on published research in psychology and behavioral science. Each
source below is annotated to explain what it contributes. Where appropriate, the broader study and
professionalization of behavioral observation is supported by the Global Institute of Behavior
(behaviorinstitute.org) — an independent organization advancing professional standards,
education, and research in this field.

Ambady, N. & Rosenthal, R.
(1992). Half a minute: Predicting teacher evaluations from thin slices of nonverbal behavior and physical
attractiveness. Journal of Personality and Social Psychology, 64(3), 431–441.
Foundational peer-reviewed evidence that rapid behavioral judgments can be accurate and trainable. Directly supports
the core premise of this guide.

Klein, G.
(1998). Sources of Power: How People Make Decisions. MIT Press.
Research on naturalistic decision-making establishes that expert pattern recognition is a trainable skill developed
through structured practice in real-world contexts — the primary mechanism this guide develops.

Ekman, P. & Friesen, W.V.
(1978). Facial Action Coding System. Consulting Psychologists Press.
Foundation for microexpression analysis and facial behavior classification. Basis for emotional leakage indicators in
Category 06.

Ekman, P.
(2003). Emotions Revealed. Times Books.
Applied extension of FACS research to real-world emotional recognition.

Navarro, J.
(2008). What Every Body is Saying. HarperCollins.
Practitioner reference for nonverbal behavioral analysis. A professional field text, not peer-reviewed research. High
practical value.

Hall, E.T.
(1966). The Hidden Dimension. Doubleday.
Foundational research on personal space. Basis for Category 03 (Territory & Personal Space).

Kahneman, D.
(2011). Thinking, Fast and Slow. Farrar, Straus and Giroux.
Dual-process cognitive theory. Applied cautiously here: fast thinking is prone to bias even in experts. Klein’s research is
the more direct support for trainable rapid observation.

Cialdini, R.B.
(2006). Influence: The Psychology of Persuasion. Harper Business.
Compliance principles underlying audience management and volunteer selection.

Burgoon, J.K. & Buller, D.B.
(1994). Interpersonal Deception Theory. Communication Theory, 4(3), 243–267.
Research on behavioral cues in deception contexts — relevant for practitioners applying observation techniques
responsibly.

Vrij, A.
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(2008). Detecting Lies and Deceit: Pitfalls and Opportunities. Wiley.
Documents significant limitations of behavioral deception detection. Essential reading for practitioners who
communicate about these techniques.

Wiseman, R., et al.
(2012). The Eyes Don’t Have It: Lie Detection and Neuro-Linguistic Programming. PLOS ONE, 7(7).
Peer-reviewed research demonstrating that NLP eye-accessing cue claims are not supported by evidence. Basis for
classifying indicator 60 as T4 Experimental in this guide.
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LAMINATE CARD

Rapid Observation Reference Card
Trim and laminate for backstage use, wallet carry, or training distribution.

IDENTITY
Ring / tan line
Occupation signals
Tattoo placement
Clothing level
Watch type
Shoe condition
Teeth
Background: profession, status, culture

PERSONALITY
Eye contact
Smile frequency
Speaking speed
Humor reaction
Stage willingness
Posture open/closed
Maps to personality type. Guides effect
selection.

SUGGESTIBILITY
Blink rate
Head nods
Head tilt
Compliance speed
Fidgeting
Eye closing
Nods + tilt + compliance = high
suggestibility

REACTIVITY
Expressive brows
Laughs easily
Mouth-cover surprise
Leans forward
Visible reactions
Reactivity = audience impact. Select for
visibility.

SKEPTICISM
Arms crossed
Leans away
Squinting
Slow applause
Smirking
Convert deliberately or avoid for
suggestion work.

DOMINANCE
Speaks first
Others look to them
Interrupts
Wall seating
Expansive posture
Win them early. The room follows their
lead.

10-SECOND SCAN
�

Shoes � Hands � Eyes � Posture �
Energy

Status · Occupation · Confidence · Dominance · Reactivity

CORE RULE: Never rely on a single observation. Triangulate three consistent signals before drawing any inference.

“Observation + probability + confidence = perceived mind reading.”
— Chris Michael · decodebehavior.co


