
TACTICAL INFLUENCE
The tradecraft of success for REALTORS. The whole framework, one page.

THE ABCs OF READING A CUE

A - Attach Never attach meaning to a single cue. One signal is a coincidence; three are intel.

B - Bias Self-awareness around your own bias is critical - it is running whether you see it or not.

C - Context React according to the context. The same cue means different things in different rooms.

DISPLAY
Manage the signals you send.

• Are your cues congruent with what you actually
want to communicate?

• Balance: Strength + Warmth. Confidence +
Humility.

• Pause two seconds when you feel frustration
rise - it interrupts escalation.

• Paralinguistics - tone, cadence, inflection, fillers.

SOME
Four micro-signals that lower threat.

S Smile or a soft expression

O Open posture, hands visible

M Mirror match pace and energy

E Eye contact steady, not staring

DECODE
Read the signals they send.

• Observational acumen - read the room and
adapt mid-negotiation.

• Perspective | Power listening | Proximity

• Watch for the shift: what just changed?

• Never trust a single signal. Meaning lives in
clusters.

DELIVER
The signals that shape decisions.

C Controlled posture, breathing, stillness

A Adaptive catch the shift before it escalates

L Likable tone, timing, presence

M Measured a pause, so emotion informs

Anyone can react. Professionals deliver.
The moment you lose emotional control, you give operational control to the other person.
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MIRRORING
The one technique. Body first, words later.

THE GAS STATION DEAL

The setup A station is for sale. The buyer is authorized up to $500,000. The seller will not take a dollar under
$553,000. On price, the deal is dead - and it was built that way on purpose.

The opening The buyer needs someone to run the station. The seller needs work after his vacation. The deal closes
when the seller stays on as manager and the salary bridges the gap.

The result 67% of negotiators who mirrored reached agreement. 12.5% of those who did not.

WHAT THE RESEARCH ACTUALLY TESTED

BEHAVIORAL, NOT VERBAL
The study measured body language - mannerisms and posture. Not repeating someone's words back to them. That is
a different tool and this number was never measured on it.

THE INSTRUCTION THEY WERE GIVEN
"Mimic the mannerisms of your negotiation partner. When the other person rubs his or her face, you should too. If he
or she leans back or leans forward in the chair, you should too." And one more line: subtly enough that the other
person does not notice.

SAY IT CAREFULLY
This is one study of 31 pairs. Say "in one study" or "researchers found" - never "research proves." The finding is
striking and the sample is small. The qualifier costs nothing and protects everything.

IN A REAL ESTATE ROOM

• The listing presentation. Match their pace before you talk about price. Sellers who feel matched talk longer, and what
they say next is what you needed to hear.

• The deal that dies on price. The gas station is every stuck transaction. When the spread will not close, the answer is
a term - rent-back, closing date, repair credit, possession, seller financing.

• The price reduction conversation. Lower your own energy first. They will follow you down, and the number lands as
information instead of as a verdict.

• The commission conversation. Open posture, hands visible, unhurried voice. Discomfort in the room is contagious in
both directions - so decide which direction it travels.

One thing. Posture or pace. Not both.
Match everything and you are doing an impression. That is worse than doing nothing.

Maddux, W.W., Mullen, E., & Galinsky, A.D. (2008). Chameleons bake bigger pies and take bigger pieces: Strategic behavioral
mimicry facilitates negotiation outcomes. Journal of Experimental Social Psychology, 44, 461-468. Study 2, n = 31 dyads.
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DETECT
You are not a human lie detector. Nobody is. Here is what beats the coin flip.

START WITH A BASELINE

Baseline Learn how this person behaves when nothing is at stake. You cannot read a change you never
measured.

Clusters One cue is noise. Look for three that arrive together.

The shift At ease, or uneasy? The signal is not the behavior - it is the moment it changes.

WHAT DECEPTION LOOKS LIKE

• Verbal / nonverbal disconnect - the words and the body disagree.

• Hiding the mouth or the eyes.

• Hand to face - also a pacifying movement, so read it in context.

WHAT DECEPTION SOUNDS LIKE

• A change in tone, usually higher.

• Referral statements - "like I said before..."

• Repeating your question back to you. That is buying time. So is "great question, glad you asked."

• The irrefutable truth that is not an answer. "Did you obtain financing?" - "I have always been able to obtain financing."

THE MYTH TO DROP

Liars do not avert eye contact more than truth-tellers. Eye contact is situational, and people who believe otherwise get
worked by anyone who has heard the same folklore.

HOW TO ASK

• Pull one thread. "What happened next?" "Who else was there?" "Tell me the last part first."

• Aim at the checkable - names, dates, documents, other people. You rarely need to verify. They just need to know you
could.

• Let them commit before you show what you know. Hold your information; let the story lock in first.

• Stay warm and curious the whole time. You are just interested. The questions happen to be diagnostic.

Every cue on this page is a FLAG, not a verdict.
A flag means one thing: ask the next question. The story convicts - never the face.
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SHOWING PROPERTY SAFELY
The part of this job nobody trains you for.

BEFORE YOU GO

Client check-in - a copy of the driver's licence goes to the office before the showing.

Do not enter a room first. Ever.

Blinds open. Lights on.

Confirm cell service at the property. Invest in a signal booster. Phone charged.

Park with an escape route - never blocked in.

Have your reason to leave ready before you need it.

THE OFFICE DISTRESS SIGNAL

The script "I am with Mr. Jones at the Elm Street property - would you please email me the RED FILE."

Why it works It is an ordinary sentence to everyone in the room except the one person who needs to hear it. Agree on
the phrase with your office before you need it, and never use it for anything else.

PRE-ASSAULT CUES

THE TARGET GLANCE
Officers who were assaulted report the same sequence: the eyes scan, then they lock. Darting eyes that suddenly
settle on one point are the last warning you get.

THE FACE
A hard stare. Narrowing eyes. Pursed lips. Clenched jaw. Nostril flare. Dominance shows up as more eye contact
while speaking, less while listening.

THE BODY
Closing personal space. Exaggerated gestures. Pacing. Clenched hands. The whole body going tight and rigid.
Profanity arriving out of nowhere. Squaring up to face you head-on.

STRETCHING THAT IS NOT STRETCHING
Head rolls. Neck stretches. Rotating wrists. Tapping. People loosen up before they go - and most have no idea they
are doing it.

Trust the read. Leave early. Be wrong.
Nobody has ever regretted walking out of a showing that turned out to be nothing.

STAY IN TOUCH
The full undercover story - the one the keynote only had time to open.

TV  -  Building Bad
Pamela's series on how criminal enterprises are built.

PODCAST  -  True Spies
Project Scorpius, Part 1 & 2: The Armpiece  |  DES

pamelabarnum.com
pamela@pamelabarnum.com

@pamelabarnum
LinkedIn  |  Instagram
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