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How to Get Out of a Traffic Ticket
It’s happened to all of us. You’re driving along, minding your own business when
suddenly you see flashing lights behind you, signaling you to pull over. You’re busted.
It’s easy in this moment to lose control and become angry, panicked or even cry.
You’ve got to resist this temptation. The outcome of the situation hasn’t been
determined yet. Remember, cops are people too and they can be persuaded. You’ve
got to keep your wits about you so that you can guide and direct the interaction.
Here are a few things to remember:
1. Cops don’t know who you are when they’ve pulled you over. For their own
safety, they have to assume that you’re a murderer on the run and are armed.
You can show them that you’re safe by keeping your hands in plain view on the
wheel. Keep your hands lightly gripped on the wheel. They’ll take it as a sign of
respect.
2. Make sure your front and back windows are rolled down. Let them see that you
don’t have a back seat of guns or weapons of mass destruction.
3. If it’s dark, turn on the dome light. Again, this lets them see who they’re dealing
with and that you’re safe and respectful
4. Wait till you’re asked to get your documents. Then say something like this, “My
license is in my purse and my registration is in the glove box. Is it ok if I get it
from there?” Again, this shows respect and tells them exactly where your hands
are going to go, adding to their comfort with you.
5. Know that the feelings you give them during your interaction are more important
that anything they think they’ve seen you do or any number on a radar gun.
Some people may not admit it but we all make decisions based on feelings much
more than logic. You can take this opportunity to slow the cop down and relax
him or her just with your tonality and pace of speech. When they ask questions
about where you’re going or if you know how fast you were going, answer
truthfully but slow down your pace of speech and use a carefree tone. The
feeling of relaxation you create will pay back big dividends
I must insert a disclaimer here. The process above is the 2 nd best way not to get a
ticket. The preferred way is to just obey the law! Some cops are going to give you a
ticket no matter what. Most can be persuaded. So keep your head on and use these
steps.
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But remember, if you use my system and still get a ticket, it’s not my fault. I’m just trying
to get you out of trouble you’re already in!
Below, you’ll find a link to my cheat sheet that can be printed. It’s shape is designed so
that you can put it in the strap of your car’s visor. You’ll be able to quickly glance at it
once you see the red and blue, flashing lights.

Front: http://www.tracibrown.com/TrafficTicketFlierFront.pdf

Back: http://www.tracibrown.com/traffic_ticket_flier_back.pdf
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How to Detect Lies
Lots has been written about the accuracy of reading body language to detect lies. And
the studies find that most of what’s commonly thought to be a sign that people are lying
just isn’t. Tells like not wanting to make eye contact, scratching your face or neck,
sweating and even reading eye patterns have no more than a 50% correlation to lying.
These tells do however have a high correlation to anxiety. And anxiety and lying can go
hand in hand but not always.
Untrained people are correct about 50% of the time when attempting to detect a liar.
Trained experts are right about 60% of the time. My goal for you is to raise your
accuracy rate so you can spot a liar better than 50% of the time.
There are two ways to most easily do this.
1. Notice the way your suspect nods his or her head. Is there a mismatch between
the words coming out of their mouth and their head movements? Are they
saying a negative statement but nodding yes? Are they saying a positive
statement and shaking their head no?
Here are a couple of video links that will show you exactly what to look for. The
first is just for demonstration so you understand the mechanics of what to look
for.

http://youtu.be/JEXJNF3ZS1Y
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The 2nd is a real world example from Sarah Palin. Watch how her head moves.
Do you believe she’s looking forward to her investigation? Do you believe she’s
really got nothing to hide?

http://youtu.be/9ZapLgC_gbs

2. The second way to tell if someone is lying is to notice if they change from their
normal behavior to something different. Senator John McCain will start blinking
his eyes rapidly. People who don’t usually talk with their hands may start to.
People may begin to fidget, change their tone or pace of speech. This technique
takes a little more time to make judgment on. You’ve got to watch someone for a
little while and get a good idea of how they act normally. Of course, it’s preferred
if you can do this over a long period of time and can see them when they’re
relaxed. It’s easy to see politicians on TV over time and notice when they
change their behavior. But in real life, and especially in business, you won’t
always have that option. So just watch for as long as you can to get a good
normalization on them before making snap judgments about shifts in their
behavior..
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How to Get Your Kids to
Stop Throwing a Fit

It’s happened to every parent. You walk into a store with your child and they throw a
tantrum because they can’t have that certain toy or sugary cereal. Your child is flopping
around on the floor, screaming and tears streaming down their face. You’re
embarrassed because you just know everyone around thinks you’re a bad parent.
Sound familiar? What’s a parent to do to restore the peace?
Your child is winning the battle because he or she is not afraid to be flexible in their
behavior. Kids will do anything…ANYTHING it takes to get their way. They haven’t
developed social norms and haven’t learned embarrassment yet. They’re infinitely
flexible and know just how to push your buttons of inflexibility.
So you think you’re flexible, huh? I’m betting you’re less flexible than you think. You
probably just try to get your kids to behave without changing your behavior. Once you
let yourself out of your boundaries and take your behavior to the max, you can get your
kids to settle down.
The next time one of your kids hands you a tantrum, hand them one back. If they’re
screaming on the floor, you get on the floor and scream in exactly the same way. Use
their movements, their words and volume. Yes, you’ll be acting. Yes, you’ll be out of
your comfort zone.
You’ll be doing two things. First, you’ll surprise them. They know that you’re not
supposed to be doing what you’re doing. They may even see how crazy you look.
Second, you’ll be creating rapport. You’re sending a deep unconscious message that
says ‘I’m just like you and I get you’. People only throw tantrums and get angry
because they think they’re not being heard. Once you send that message, they’ll settle
right down. Want to see how it works? Check out this commercial:
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http://youtu.be/6v3wYEnYKrs
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How to Get Others to Agree With You
Life is all about negotiation and influence. Wouldn’t it be great if you could easily get the
price you wanted on that new car? Or get that first class upgrade for free on your next
flight? Or maybe you want to get gutsy and just talk your way into a presidential party
you weren’t invited to. No matter if it’s at home with the family, at work or with the teller
at the bank, everyone wants to get their way.

When you strategically use your body language, you can actually get other people to
think the words that come out of your mouth are their thoughts. Sound too good to be
true? It’s not. All you have to do is take the time to match their body language. There is
a bit of a learning curve with this technique but you’ll find it well worth your efforts.
You’ll like this excerpt from my book Body Language for Profits. You can get your copy
at www.BodyLanguageTrainer.com
Matching
Matching body language, tonality, and words creates unconscious rapport. People are
communicating all the time. It’s up to you to pay attention to what they’re doing and
what message they’re sending. Most of us are so focused on ourselves that we don’t
really see what goes on with other people. When you start to open up your awareness
and pay attention to what’s going on outside of you, communication gets really
different in a hurry.
Matching happens when you make yourself like a non-mirror image to whoever you’re
communicating with.
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These people are doing what looks like a non-mirror image to each other. They are
both holding the glass in their right hand.
If a person is crossing his right arm over his left, you should cross your right arm over
your left.
If another person is standing with his weight on his right leg, your weight should be on
your right leg.
If he scratches his head with his right hand, you should also scratch your head with
your right.
When you’re facing the other person, however, it will look as though you’re doing the
opposite.
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Mirroring happens when you make yourself look like your partner would look if he or
she were to look in a mirror.

In both of these pictures above, the subjects are mirroring. Notice how if they faced
each other they’d seem to be looking in a mirror.
Or here’s how it can look in conversation:

To get into deeper application:
If your partner is standing with his right hand on his hip, your left hand should be on
your hip.
14

If your partner is scratching his right ear, you scratch your left.
Here’s a video you’ll really enjoy from NBC’s series The Office. See how people match
and mirror and the result that’s created! Note: this video is in Flash. If you’re on an
Apple mobile device it won’t work.

http://vimeo.com/55553622

Matching and mirroring is where strategic use of body language really happens. You’ve
got to be sly to pull it off. Make it like a game of adult copy cat. When they move, you
casually wait several seconds and then make your corresponding move.
One Caveat
Use Matching 99% of the time. Mirroring can be too intense for some people. It can
backfire and create a situation where they feel uncomfortable. Use mirroring only if
someone is standing symmetrically. You’ve got no other choice!
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Behavioral Flexibility
We’re working on creating flexibility in your communication. Most of the time you’re
communicating in your box. You just do whatever you do and hope for the best. As
humans, we do for others what we’d like done for us. This isn’t always what the other
person needs! The challenge is to learn how to get out of your box and do what others
need. Flexibility in your communication is key.
Communication to this point has probably been all about you. It’s time to switch that.
Communication should be about giving the other person your message in the way he or
she needs to hear it. If you pay attention, you’ll understand how best to communicate
to each person you come in contact with.
WARNING: You’re going to feel like you’re acting. That’s ok. Practice will quickly expand
your behavioral flexibility and your comfort zone!

Physiological Signs of Rapport
Rapport is a feeling, and you will start to notice how it creates physiological changes in
whomever you’re communicating with. If you look closely, you may notice their cheeks
getting rosy. You may feel your own cheeks getting rosy, too! Their pupils may dilate.
Their lower lip may get just a little bit bigger. These are physiological clues so you know
that you’ve created rapport. Watch closely! Rapport can happen in as little as five
seconds, or it can take up to about five minutes to create. These physiological signs will
follow accordingly. Sometimes people will say something like, “You remind me of my
favorite niece,” or maybe they’ll apologize for being resistant when you first met them.

Leading—where true persuasion happens
After you’ve established rapport with a person, you can begin to lead them. Once you’re
in rapport for about 5-10 minutes, go ahead and do your own thing, don’t worry about
what they’re doing. You’ll notice people will start to follow you.
You’ll notice when you scratch your head that they’ll scratch their head, too. When you
shift in your seat, they’ll shift in theirs. When you cross your legs, they’ll cross theirs. I
see this happen quite frequently with my individual clients and also in groups that I
speak to.
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At this point, they’re wide open to you and your ideas. Present your sales material. Or if
you’ve been doing that, go for the close. When you do this, gently and easily nod your
head. You’ll see them nod their head yes as well. Where the body goes, the mind will
follow, and you’ve led them to essentially putting themselves in a positive state of mind
toward you and your product. This is a VERY POWERFUL place to be. Make sure that
you’re using integrity and creating a win/win for you both.
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How to Make Yourself Look More Attractive
Looking more attractive is easy. And it’s not about fancy clothes or makeup. Well, a
little makeup can help..
When you look down just a little bit while getting your picture taken, you’ll see it makes
your eyes look bigger in comparison to your chin. It works the same face to face. You’ll
see models do this if you look closely on the red carpet or runway. We’re hardwired to
think that creatures with big eyes are more attractive. For example, babies and puppies
always capture our attention because they’re so cute. It’s those big eyes that suck us
in. You can also accomplish a big eye look with makeup, but be careful not to cake it
on. Your plan will almost certainly backfire with too much makeup on those lovely eyes
of yours.
See how much less attractive Kim Kardashian looks without the head tilt and makeup.
It’s all about the size of her eyes in relation to her chin. She really knows how to work
the cameras!
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Another way to make you more attractive, is to wear sunglasses on your head. Not only
does this give you a look that says you just got home from the beach, but the big lenses
can be interpreted as a substitute for big eyes..

Princess Diana was beautiful, but look how much more attractive she is here in this pic
with her sunglasses on her head.
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How to Intimidate Someone
When it comes to persuasion and influence, sometimes intimidation is something that
you’ve got to resort to in order to get your way.

One of the keys is to make yourself look bigger. We aren’t that different from animals
that make themselves look bigger and more threatening when challenged. There are
lots of ways to look bigger. The easiest is to put your hands on your hips. It shows that
you’re ready for action and could strike at any moment if you needed to. But make sure
your thumbs are pointed back like in this picture. Thumbs pointing forward indicate that
you’re questioning something. It’s not a powerful position.

Another way you can intimidate is to tent your fingers. This shows supreme confidence
and can be quite intimidating to those across from you. You’ll recognize these pics of
popular TV characters Newman and Mr. Burns. They have helped turn this gesture into
something sinister. Confident, but sinister.
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Another way you can intimidate is to sit higher than others. This is easy to create if you
need to. Just give them regular chairs and you sit on a stool. This gives you the
vantage point of looking down on them. It will make them feel small and they may just
negotiate from that small mindset as well!
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How to Get a Bigger Tip
Studies have shown that restaurant servers get a bigger tip if they lightly touch the
person paying the bill on the shoulder as the bill is delivered to the table. This creates a
small connection between the server and the customer. And that connection can be the
difference between a big tip and a smaller one.

Additionally, I teach hair dressers to honor the wants and needs of their client. It’s
common in that industry to assume that you need to be a counselor or just talk from the
time your client sits in the chair to the time they leave. They may be coming to you to
just relax and be pampered in silence. I’d suggest simply asking as they sit down if they
want to chat or relax and let you make them beautiful. Then just do what they say. My
clients have reported that their tips increase as much as 30% when they zip their lips
and do what the client wants!
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How to Calm an Angry Person
People get angry at others when they feel their boundaries have been crossed. It could
include but isn’t limited to physical, ethical, value or emotional boundaries. If they’re
letting their anger show, they’ll get louder and louder because they think you don’t
understand their emotions or aren’t hearing what they’re saying.
The real problem is that understanding and resolution is almost never reached when
one or both people are screaming. Fortunately, now you know the technique of
Matching as previously described in this book- and you can use it to calm people down.
Remember that once you’ve used matching to create unconscious rapport, people will
follow you. Reaching a state of rapport with an angry person means that you’ve got to
match their volume, intensity, tone and words they use. You’ll also want to match their
movements. But you’ve got to be smart about it and stay in control. When you’re acting
mad it’s easy to actually become mad.
So here’s what you do. To get rapport, your volume and intensity should rise as theirs
does, but keep your intensity just below that of the person you’re wanting to calm down.
It may take a few minutes of yelling and screaming to get the connection you’re looking
for. Once you make that connection, you’ll be able to lead them. So start to drop your
intensity slowly. They’ll follow you by dropping their intensity and anger as well.
Sometimes this works the first time. Other times you’ll need to work at it a little more.
Their intensity will vary and start to go down or maybe suddenly spike. You’ll still want
to follow their intensity swings with yours…but remember to stay below their level. And
then take your intensity down towards calm. Soon you’ll get them to follow.

Once you’re at a calm level, then you can have a reasonable conversation to resolve
the issue. Or you may find that the issue has resolved itself as you’ve led them to a
calm state.
Here’s a great example of how matching to diffuse anger works from Fox’s cartoon
Bob’s Burgers. Notice how Randy keeps his intensity just below Bob’s and gets him to
calm down.
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Note: this video is in Flash. If you’re on an Apple mobile device it won’t work.

To watch go to this link or follow the QR code http://vimeo.com/83949789
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How to Know He or She Likes You

Is he into you? Is she? Here’s a guide to the sometimes mysterious body language of
attraction.
Guys can seem to be hard to figure out. Does he like you? Does he just want to be
friends? By attuning your eye to watch his body language more closely, you’ll get all the
answers you need. Some guys will make these movements big and easy to read, shy
guys will be more covert about it.
Sometimes a male may want to hold the hand of the other person, but will instead brush
dust from his coat or check his tie. Another sign of male attraction is the touching of his
own face and head, such as brushing his hair or back, or scratching his cheek

Here’s Justin Beiber. What are his thumbs pointing at? Yes, that’s right, his crotch. He
wants everyone to know just how cool he thinks he is. If he was doing this with a girl he
met for the first time, we’d know he was attracted to her.
Guys and girls may get a little nervous around you if they like you. This causes the
small capillaries in our faces to swell just a bit and itch. If you see the apple of your eye
scratch their face a little more often than they would around their buddies, it’s a sure
giveaway that they’re into you. This happens quickly so watch closely!
If you catch him or her staring at you across a crowded room, you’ve got an admirer!
Confident people will hold that gaze, shy people will look away and then look back…and
25

then look back over and over again. Either way, they’re trying to connect with you. As
you gaze across the room at each other, notice that you’ll start to do the same things at
the same time like take a drink from your glass, stand up straighter, fidget or even itch
your face!
Guys will go out of their way to touch you when they speak if they like you. It may be a
gentle hand on the shoulder or a quick touch of your arm. Just know if he’s touched you
a few times, he’s interested!
Look at their feet! No matter if you’re sitting or standing, feet will point toward where he
or she wants to go. If one foot is pointed toward the door, that’s where he wants to go!
If they’re pointed at you, you know he’s into you.

Here’s a guy who wants to be anywhere else than where he is!

One final way to tell if they’re into you. Notice the size of his pupils. This can take
some time to get used to doing. But if you watch closely, his or her pupils will dilate
when they’re looking at you and get smaller when they look away. This is completely
involuntary. Everyone’s pupils dilate when we look at things we like…a baby, a puppy,
a flower or you!
One little dating tip. If a guy likes you, he will do something about it. Guys love to
chase. Don’t tear yourself up wondering where he’s at. If he wants you he will ask you
out and be a true gentleman.
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Keep On Learning…And Earning!
Pre order your copy of Traci’s new paperback, Body Language for Profits and learn how
to harness the power of body language for easy and automatic profits in any sales
situation. You’ll get your copy in April 2014. That’s really soon!!
In this 100 page book you’ll learn:
•
•
•
•
•
•
•
•
•
•
•
•
•

How to interpret the most common body language in business negotiation
How to best respond so you close the deal
How to make yourself magnetic
How to guide and direct your client’s unconscious mind toward purchasing from
you
How to uncover your hidden beliefs that sabotage sales
How to short circuit any deal killing negativity
Your verbal communication preference
How to instantly recognize your customer’s communication preference
How to profile your client so you predict their behavior
How to answer your client’s unspoken questions
Exactly how to open people’s minds to your ideas
The template I’ve used to negotiate million dollar deals
And, much more!
Order Your Copy Today. Just click the link and you’ll be selling more in no
time flat.

CLICK THE LINK BELOW

http://www.tracibrown.com/PreOrderBodyLanguageProfitsBook.html
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About the Author

Traci Brown learned the importance of body language during her
career as an elite amateur and pro cyclist. Rarely the strongest
racer in the pack, she had to learn to know her competetion
better than they knew themselves in order to outsmart them and
win. Their body language told her everything she needed to know
about their strengths and weaknesses, and on a few days when
it counted she won big, taking home three US Collegiate National
Championships.
A study of Neuro Linguistics started Traci on the path of a deeper study of body
language for persuasion and influence. Paying attention to the nuances of people’s
behavior turned out to be quite useful in business—Traci found she could use the tools
to persuade almost anyone and reach agreement quickly.
Now she travels the country teaching strategic body language for unconscious
persuasion to associations, sales teams and corporations. She teaches lawyers how to
pick and persuade a jury based on body language. And she’s even adapted the tools to
talk her way out of an embarassing number of traffic tickets.
Traci is a frequent guest on TV and radio, interpreting the body language of criminals
and politicians. Many times these qualities describe the same person! To watch Traci’s
most recent TV interviews, visit www.BodyLanguageTrainer.com.
Traci holds a business degree from the University of Colorado. She’s a Master
Practitioner of Neuro Linguistics, hypnosis and Hawaiian huna. She’s the author of Body
Language Confidential.

Book Traci to speak to your group today! www.BodyLanguageTrainer.com

28

29

