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Introduction

Open your mind. You are about to embark on a new way of communicating that is faster,
easier, and fun to use. You can communicate better by reading faces! What you think about
most of the time shows up on your face. So your face becomes a road map of your mind. By
knowing the personality behind the face, you can adjust your communications according to
each individual's unique personality.

Let's try an example.
Notice the position of the EYEBROWS.

HIGH PLACED EYEBROWS = formal, refined, want distance, appears aloof and cool. Give
them time to relax and get comfortable. Let them start the handshake. Use proper names and
titles. Respect their space, and don't push them. Allow more time for them to take everything
in.

LOW PLACE EYEBROWS = informal, easy-going, friendly. Match their behavior. Act friendly
and informal. Go ahead -- move into their space.

Their personality will predict their behavior in any given situation. You can use this
information to benefit both of you. So anyone who knows how to read faces can approach
anyone, even a total stranger, and immediately successfully communicate, persuade, and
sell them.

19 Secret Tips to Increase Your Sales!

1. If you see someone who has very large eyes and/or small ears, make sure they are
looking straight at you. They are visual people who need to see what is going on. Use visual
aids.

2. If someone with a face that is shaped like a pear (wide jaw, narrower forehead area), they
want to be consulted or they may put up emotional walls.

3. Thin, high, round eyebrows are self-conscious and unsure of themselves. They need to be
above reproach. Use compliments, reassure them. Don't rush them.



4. If you notice the bottoms of the eyes straightening out, that person is tuning you out. They
are suspicious and mistrust you. You must gain their trust. Once you do, they will support
you.

5. If you see someone with a straight long nose, use logic with them. Stick to the facts and
have your answers ready.

6. Eyes that angle down look for problems and are critical. To them, life is serious. Don't try to
cheer them up. That's the way they are.

7. Be authentic with someone who has a thicker upper lip. They are concerned with who you
are, more than what you tell them. Relax and be yourself.

8. If someone has strong protruding cheekbones and a sharply cut jaw, show respect for their
opinions and viewpoint. They are used to getting their own way.

9. If the nose is turned up (ski jump) show them how good they will feel. They respond to
emotions.

10. Eyes that angle up are optimistic and happy. They expect everything will work out okay.
Show them how great something is.

11. If the eyes are protruding/convex they love to talk, and may not stop. Be careful when you
interrupt, they are easily hurt.

12. If the eyebrows lay straight and flat, talk to them about on ideas and facts.

13. If there is a bump on the bridge of the nose, present yourself firmly, but stay open. They
may feel cornered and become feisty.

14. Deep set eyes need time to reflect. They need time to analyze and decide. They may nod
a lot. Give them plenty of data, and let them make up their own mind.

15. If the nose is convex (hook), be willing to listen to them. They have good ideas and
creative solutions.

16. If the forehead is dominant, (largest portion of the face), they are thinkers. Win them over
with logic, reason, and details. Give them all the information you can. They love to compare
and check things out.

17. If the bottom teeth are crooked (difference sizes), that person may find it difficult to make
up their own minds. They can see all sides of an issue. Let them know they made a good
decision.

18. If the middle portion of the face (very long nose area) is prominent, don't waste their time.
Get to the point. Show them how they can get ahead, and give them results.

19. If the mouth turns down, they see the down side (pessimistic). They are cautious of what
people tell them. So be careful with you tell them. Point out a few flaws. It will surprise them
with your candor.



Okay, I'm not stopping here: Here’s 10 More Tips!

20. If the lower area of the face (nose tip to bottom of chin) is the most prominent, use an
easy going, relaxed approach. Let them make up their own mind in their own time.

21. The teeth are also a clue. If there is a gap between the big front teeth, they can be
unpredictable. They like to take risks.

22. If the face appears flat, be polite. Be thorough, but not over flashy.

23. If the eyebrows have hairs between them (appear continuous), your customer is
constantly thinking with a non-stop mind. Let them voice their ideas and opinions.

24. If the eyebrows looked chaotic (tangled), they will try to play the devil's advocate. They
may challenge you. They like to shake things up. Validate your information.

25. Curved/rounded high set brows are people oriented. Use stories, personal endorsements.
Demonstrate how it works.

26. Get to the point with your customer who has a diamond shaped face. They don't have
time to waste and can be impatient.

27. If your customer has angled eyebrows they like to be consulted. Ask them for their input,
and let them know it is valued. Allow them to feel in control.

28. If the eyebrows are thicker at the ends, pay attention to details and technicalities. Know
what you are talking about.

29. If the eyebrows flow up and out like wings, show them the big picture. Use some facts,
but not all the details. Discuss a positive vision of the outcome.

Using the above tips will help you establish rapport and get on your customer's wave length.
You will be able to treat them as an individual according to their personality.

Now you know how to get the advantage and get THE EDGE!
Faces do communicate -- their personalities. Using these tips you will understand not only

your customer, but yourself as well. When you are ready, let your boss and co-workers know
about these little gems. Practice and use.



Here’'s More! "5 Tips for Successful Relationships!"

"Love conquers all, right?" Well----it's suppose to. But most marriages will end in divorce.
Most of their problems are about the children, money, or in-laws. When couples commit to a
long relationship, there are specific personality traits they should have in common.

Similar physical texture (thick skinned/thin skinned)
Similar emotional stability

Similar degree of tolerance

Similar intelligence/understanding of situations
Similar Interests
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Without these five traits, the couple lives on difference planes, different worlds. They are
inclined to drift apart.

Couples grow by adjusting to their differences, but sometimes, the amount of the difference
may be too much.

Love provides the reason for being willing to adjust to the other person's difference from
yours.

A frequent question is; "How do | know it's real love?" The answer may be that when you are
enjoying something special - ex: a movie, a sunset, flower, song, and you long to have your
partner to share it with. The degree of longing will determine how much in love you are.

Growth in a relationship should come from; doing things together, allowing things to happen,
accepting them as is, and changing what you can. It involves sharing and caring.

Couples usually don't mind working at their relationship as long as they have closeness to
each other. They don't want divorce, they want understanding. Divorce is usually a rebellion
at not being able to get through to each other. The couple is still in love, that's why it hurts so
much to part.

There is a story of a couple who had been engaged for seven years. The young lady didn't
have the courage to commit. They had their personalities profiled and learned to adjust to
each other's personalities. They understood each other as individuals and their relationship
flourished.



More Yet! “8 Secret Success Tips”

Would you like to communicate better and improve your relationships at work? Would you
like to be popular, successful, and get along with everyone? Here are eight unique success
secrets to help you.

Let’s see if you recognize any of these.

Why is Nancy so popular? She is FRIENDLY. No one is a stranger to her. She is so easy-
going, informal, fun. She makes it look so easy. Now look closer; her EYEBROWS ARE
SET LOW OVER HER EYES.

What should you do around people like her? Expect and enjoy their informal attitude. Warn
them about protocol. Let them sell. Put them in greeter, host, or hostess positions.

Joe is always so quiet, aloof, reserved, formal, and usually stays at his desk. He doesn't talk
to many people. He is SELECTIVE about everything; belongings and friends. Look closer;
notice how HIGH THE EYEBROWS ARE PLACED ABOVE THE EYES.

What should you do about people like him? Mind your manners. Be on your best behavior.
Use courtesies. Ask permission before touching personal belongings. Use titles where they
apply. Don't call them by their first name, unless they call you by yours. Once you are
accepted by them, they accept you wholeheartedly. Their style is all or nothing.

Sam is a nagger, faultfinder, always CRITIZING. No one seems to like him. Nothing seems
to get passed him. He sees everything. Look closer; HIS EYES SLANT DOWN.

What should you do around people like him? Get their advice when you need it. Don't be
hurt by unsolicited criticism. It has nothing to do with whether they like you or not.
Underneath, they have a heart of gold. Try to take care of things that involve them in order to
avoid criticism.

Betty is so nice all the time, easy to get along with. She is NOT CRITICAL at all. But she
does miss out on things. Look closer; HER EYES SLANT UP.

What should you do around people like her? Don't trust their advice too much. Enjoy their
friendships. Include them in social gatherings.

Karen is always giving. She has such an out pouring nature. She let Ted use her car the
other night. And she lent Lisa $10 for lunch. She is very GENEROUS. Look closer; notice
HOW FULL HER LIPS ARE.

What should you do around people like her? Expect the conversation or action to take
longer. Know you are more liable to get what you ask for. Feel free to ask for help or favors.

Frank is TIGHT. He gets right to the point and gets things done. He doesn’t waste anything;
talk gestures, time, and materials. | like him on my team. HIS LIPS ARE THIN.



What should you do around people like him? Don't irritate them by being verbose. Don't be
hurt by their shortness or silence. Anticipate brevity and efficiency.

Why don’t Patty and Rick get along? Rick is usually wondering why Patty can’t get to work
on time, and has to remind her of everything. Patty is very TOLERANT, a good sport, but
she does procrastinate. Rick really takes advantage of her. And she’s always so good-
natured about it. Look closer; see HER EYES ARE FAR APART.

What should you and Rick do around her? Expect tardiness and easy-going performance.
Set deadlines and give reminders. Enjoy their good nature, easy to please company.

Rick on the other hand is very IMPATIENT, complains a lot, impossible to please, a
perfectionist. He gets upset so easily. HIS EYES ARE VERY CLOSE TOGETHER.

What should you do around someone like him? Be careful of your performance and
statements. Be on time. Expect indignation and over-reaction. Trust them with things that
have to be done right, and put them in a supervisory position, if possible.

Do you recognize any of these personality traits in yourself or anyone you know?

Knowing the personality behind the face, you can approach each person according to their
personality, improve your communications, relationships, and succeed in life.
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“Seeing the Light”

Light is all around you. You give and receive light. Yava the light! Without light, there would be
no life.

Your face is no exception. Your face reflects and nedpado light. The way it reflects light reveals a
lot about you, and the way each facial feature reflectesponds to the light.

An example would be a person with very deep set eygscupping your hands around the eyes as if
you were protecting them from the light (the sun). Dsspeyes are a metaphor for protecting or
guarding yourself as if backed into a cave. You may fetdked, but you are constantly analyzing
your outer world to protect your inner self.

Opposed to that, are eyes that protrude out (convex) @e bouit into the light (Susan Sarandon). You
want to be included. You want to get involved, participagverything, and you may feel left out if
you’re not included.

Another example of response to light is very low hdaow ridge. This feature of the forehead
protects the brain. The forehead indicates your thouglet sThe brow ridge is like the bill of a cap,
shading you from the light. You usually want to knowrigét way of doing things and like to follow
set procedures and rules. You don't use theoretical argoiphical approaches. You want a concrete
plan of action.

The chin also reflects the light. It displays assertcompetitive, or aggressive tendencies. If you
have a large strong chin that thrusts out into the, lighu assert yourself out into the world. But if
your chin is small and receding, it seems to hide in tad®h of the rest of your face. Your prefer
compromise.

Large noses also reflect the light. A very large nedlects much light, indicating you have a strong
desire to make a big impact on your work world.

Prominent cheeks are an excellent example of respgtal the light. If you have high prominent,
light-reflecting cheeks, you usually command attentioscas as you enter a room. You announce
your arrival with them. Many models and movie stargehthis feature/quality. Because of this,

others may be jealous from others. If this is treecahare the spotlight. Some people may over react
to the symbols of personal power.

Light does affect your face and its personality. Itseyour advantage and share your light and
energy.

Call Me Crazy! I'm Still Not Done! “68 Personality Traits” (Also on
MP3/Audio) Download and listen while you read thes  e.
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Conclusion

Wow! Let’'s see — 29 tips + 5 Relationships Tips + 8 Tips for Work + 68 Personality Traits =
110 Tips. Let’s alot, so review this report again and again. Use it as your reference guide.
I'll bet you can go out NOW, COMMUNICATE BETER and IMPROVE YOUR
RELATIONSHIPS today with everyone you know and meet. | hope this information will help
you with your understanding of human behavior.

You have a choice on how you use your personality; to your advantage or disadvantage,
positively, negatively. Now you can help guide your customers/clients to do the same.

This information comes from over 10 years of watching, observing and researching the world
of faces.

For the next 2 months you will receive FREE consultation via email:
Success4u@kathycommunicates.com

| am also available to provide classes and workshops customized for your group:
www.kathycommunicates.com/products

Kathy Thompson, 512-353-7663
San Marcos, TX

www.kathycommunciates.com
www.facesarerevealing.com

"Yes, You Can" is a FREE bi-weekly newsletter to help you succeed in life and
business. Check out a sample at; http://www.kathycommunicates.com/ezine

"How to Read Faces & Profit" By learning Face Reading you can focus your

sales much better. You will know your customer/client's personality even before they
open their mouth. It's on sale now. Get your copy at;
http://www.kathycommunicates.com/profits

I’'m here to help you succeed in life. Contact me at; success4u@kathycommunicates.com

Kathy Thompson, Writer, Speaker, Profiler
http://www.kathycommunicates.com
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