


A NOTE FROM LOVEDROP:

Revelation means “A mystery revealed.’ It has taken
us several years to produce this book, which is our
revelation and gift to you. Unfortunately, many
people in the community have been confused
recently, by the internet sales materials of others.
There is a book, “Magic Bullets”, which was not
authored by Venusian Arts, or any of those persons
affiliated with Venusian Arts. Neither does
Venusian Arts or any of those affiliated with
Venusian Arts, including Mystery, in any way
endorse, “Magic Bullets” or its contents.

Mystery is under attack. Mystery gave notice
of termination of his relationship with his former
business associate, Nicholas Benedict a.k.a. “Savoy”
of Love Systems, during October of 2006.

Nicholas Benedict filed suit against Mystery,
which is calendared to come to trial on October 20,
2008. The suit puts into issue the ownership of the
“Mystery Method” trademark itself, and the
domain www.mysterymethod.com. Does owner-
ship lie with Mystery, or with Nicholas Benedict?
Over the past year, it has come to our attention
that many people looking for Mystery, who visited
mysterymethod.com, or themysterymethod.com,
were confused by the website they reached. They
in fact ended up at Savoy's site, with which
Mystery has no further affiliation. We believe that
some purchased “Magic Bullets” as well as old
videos of Mystery from 2005.

Mystery does NOT endorse “Magic Bullets.”
Since January 1, 2007 the MM 5 DVD Set has also
been distributed without Mystery's permission or
consent. We believe that some of the money from
those sales has been used to partially fund the law-
suit against Mystery! If you have received this
book, Revelation, without paying for it, all we ask
in return is that you somehow help us in our strug-
gle. To contact us, or if you wish to donate to
Mystery's legal fund, please email us at
Legal@VenusianArts.com

Thank you!
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“Revelation” and “Venusian Arts” are trademarks used by
Venusian Arts LLC, all rights reserved. This book may not
be reproduced in whole or in part without express prior
consent. All violations will be prosecuted to the fullest
extent of the law.

This book uses digital watermarking technology for your

protection and ours.

By opening this file, you agree that you will be held liable
for civil damages including, but not limited to, lost sales
and enforcement costs, if you share this book or any por-
tion thereof with anyone else.

If you do not agree with these terms of use, please return
this unopened file for a full refund within 24 hours of

purchase to legal@venusianarts.com



Clanfents

Preface wvii
Powers of Game xivi

1 Evolutionary Backdrop 1

Survival and Replication Value 1
Social Alignments 6

Emotions 9

Reaction and Relative Value 17
Romantic Love is Value-Based 19

2 Overview of the Game 23

The Primary Emotions 24
Interest 26

Vibe 31

Attraction 36
Connection 41

3 The Zen of Cool 57

The Ghost 57
The Flame 58

4 Delivery 65

Body Language 66
Vocal Tonality 67
Facial Expression 68

5 How to Roll 75

Get Out of the House 75
Practice Your Game 77
Build Your Avatar 77
Bring Social Proof 80

Be the Observed 81

The Way of Being 83

6 Disinterest 105

Active Disinterest 107
Disqualifiers (Negs) 107
Hand-Throws 109
Under-Reacting 113
Preemptive Disinterest 114
Roll-offs 118
Disallowing Frames 120
Passive Disinterest 120
Avoidance 120
Impatience 121

Failure to Invest 122
Resistance 123
Breaking Rapport 124
Disacknowledgment 124

7 Interest 127

Proximity 127
Self-Grooming 128
Attention 129

Vibing 129

Value Offering 130
Passive I0Is 131

Touching and Affection 132
Bait-Hook-Reel-Release 133
Microcalibration 137

The One-Page Guide to Kino 138
Qualifiers 140

8 The Approach 147

Approach Guidelines 149
Beyond Opinion Openers 150
Body Rocking 154

False Time Constraints 158

9 Making Conversation 161

Being Talkative 161
Conversational Basics 162
Curiosity and Intrigue 164
Humor 166

Sexual Tension 185
Canned Material 189
Storytelling 192

Sound Bites 199

Frame Control 223

10 Group Theory 233

Opening the Set 234
Hooking the Set 236
Locking-In 238

Choosing a Target 239
Disarming the Obstacles 241
Holding Court 242
Handling Interrupts 246
Winging and Isolation 247

11 Conclusion 253

12 Notes 255

The DLVs 256

Women Explained 263
AMOGs 277

Attraction Notes 281
Connection Notes 286
Anti-Slut Defense (ASD) 292
Plausible Deniability 293
Violation Theory 295

Acknowledgments 308






([ Brefaces.. ovon.

was married, and divorced, at a young age.

After my divorce, I felt lonely and I started going out at
night to try and meet women. I didn’t have any specific system
to follow, or any scientific understanding of how it all worked.
I didn’t even know if such a thing existed.

Some people believe that they’ll meet the right person
randomly and that it will just happen when the time is right. They
believe that if things don’t work out, then it wasn’t meant to be in the
first place. They believe that attractiveness is an inherent quality—it’s
a part of who you are. Some guys have it and some guys don’t, and
that’s just how it is.

Unfortunately for me, I felt like one of the have-nots. Single people
seemed so strange to me. It was like a whole other culture and I felt
like I was on the outside.

Single people were always hugging each other. They greeted each
other with a hug. They said good-bye with a hug. Guys hugged every
girl. The guys even hugged each other.

They adorned themselves in a way that seemed foreign to me,
with necklaces, tattoos, and rings. Their clothing and even their shoes
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Mystery’s
revolutionary
compliance model
is fully revealed

inside this book.

seemed to have a certain indescribable element of cool that was sim-
ply lacking in my own attire.

Some of the girls that I met were attractive to me, and I expressed
interest towards them, but it was rare for them to return my interest,
and often I was disappointed as the object of my affection chased
after another guy in the group, instead of me. Why couldn’t these
girls see what a great guy I was?

Everything seemed so easy and natural for other people, but I felt
like I was missing something, like I just didn’t get it. Something so
simple as getting a girlfriend seemed to be a difficult and mysterious
task, one better left to fate.

If I managed to get a cute girlfriend, I felt as if I had secured some-
thing so valuable that I had better hold on and not screw it up, or risk
losing her and going without again, for months or years.

Things had to change, but how? What did I want?

I wanted companionship; to have a girlfriend and not be alone.
This is what most guys want.

I wanted to get laid. Would I ever get laid?

I wanted validation. I wanted to feel attractive to women, to feel
the power of attractiveness. I wanted to be one of the cool kids. I want-
ed the respect that men get when they have a hot girlfriend.

I wanted the power to satisfy my infatuations. There is always
some girl that you fixate on, if you don’t get out enough. I wanted the
object of my fixation to want me back, instead of hooking up with one
of the other guys.

I wanted revenge. I wanted to get my last girlfriend to want me
back. I wanted for her to regret leaving me or cheating on me.

I wanted hope. I wanted to know that even if these problems
could not be solved right now, that at least the body of knowledge
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existed, and that I could study it and practice it and gain the results
thereof. If I could know for sure that these things were possible, then
it would be a comfort to me.

In my quest for knowledge and power, I sought out Mystery and
Project Hollywood, where I studied and trained in the pickup and
seduction community, and where I underwent a process of personal
transformation culminating in the authoring of this book.

THE NATURAL OF PERSONAL REALITY

Some people might say that a rich man is a man who has a lot of
money, and that a poor man is someone with very little money. But is
it really correct to distinguish them by their outward possessions?

Is it not true that if you took away the money from a rich man,
within a few years he would likely be rich again? And also, if a poor
man wins the lottery and comes into a million dollars, is it not likely
that within a few years he will be poor again?

Of course there are always exceptions due to circumstance. But
with the vast majority of us, the outside circumstances of your life are
a direct reflection of what kind of person you are on the inside. Your
outside circumstances are the natural expression of your character
through time. This is the secret—the nature of personal reality.

Being rich isn’t really about having money. It’s about being a cer-
tain kind of person on the inside, such that money becomes naturally
abundant in your life.

Financially successful people tend to be more industrious, more
ambitious, a constant source of value, eager to learn from mistakes
and improve, prudent where it is profitable to be prudent, risk-taking
where it is profitable to be risk-taking, not overly discouraged by
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temporary setbacks, persistent in drive and positive in outlook.

Wouldn’t you expect such a person to be more financially
successful? Don’t we all aspire to improve in these areas of our own
character?

Through time in the field, I grew to learn that it is the same way
for those men who have an abundance of women in their lives. The
game isn’t about getting women. It’s about becoming the sort of man
whose way of being naturally causes women to desire him and to draw
near to him.

This book contains the knowledge I was seeking when I got into
the game. In it lies the hope, the understanding, and the way to prac-
tice in order to gain power and choice with women and in all other
social dynamics.

This book is also designed to take you through a mental process,
no matter how you read it. Feel free to skip through the chapters in
no particular order, or read it all the way through, or start at the prac-
tice and troubleshooting guide (Group Theory), or simply flip
through the book and browse the topics that first interest you.

Keep the book close by and open it often. It will be a guide for you
in times of romantic uncertainty, and you will see that the revelation
contained within these pages becomes richer and more insightful
over time as you venture deeper and deeper into the field of practice.

People are already asking me how this book differs from the last
one (The Mystery Method, St. Martin’s Press.)

It's not an unreasonable question, in that both books are meant to
teach Mystery’s ideas. Both books are meant to serve as a standard
text on the concepts and fundamentals of social dynamics.

If I were to describe the differences between the two books, I
would say:
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¥ While the first book introduces Mystery’s teachings, the new
book captures Mystery’s presence and personality.

¥ While the first book records Mystery’s diagrams and models, the
new book expresses the purest understanding of his game.

¥ In the new book we narrow our focus to the pickup itself (the
first phase of courtship), emphasizing the core skills and founda-
tional understandings of our art.

¥ The first book is now several years old. Though the teachings
therein are still effective, the new book contains our teachings as
we understand them now (2008), versus how we understood
them in 2004-2005.

¥ Mystery’s game has been unfortunately mischaracterized by his
pioneering use of peacocking, negs, and canned material. The
new book reveals our practical emphasis on vibe, delivery,
humor, microcalibration, and value switches.

This book is called Revelation. What does it reveal?

¥ Revelation of microcalibration—Mystery’s revolutionary com-
pliance model is fully revealed inside this book, and woven
throughout all of its teachings. See especially the sections on
Interest, Disinterest, Body Rocking, and Sound Bites.

¥ Revelation of inner game: read The Zen of Cool.
¥ Revelation of outer game: see the Table of Contents.
¥ Revelation of how to become a venusian artist: read How to Roll.

¥ Revelation of the waypoints: see Group Theory. (It's a complete
troubleshooting and practice guide.)

¥ Revelation of the Approach—and beyond opinion openers.
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¥ Revelation of Value, and how to use value triggers to activate
Attraction and Connection.

¥ Revelation of all the Conversational Skills necessary for a venu-
sian artist to run game, with special emphasis on humor, story-
telling, sound bites, and frame control.

¥ Revelation of social intelligence. Gain a deeper understanding
of social status, higher and lower value, emotional program-
ming, vibing, plausible deniability, discretion, conspiracy, social
proof, and violation theory. Learn to interpret people’s signals
intuitively and respond in the most useful way.

If I can give one piece of advice about this book, I would say to
meditate on it, even little pieces of it. Leave it on the coffee table, on
the kitchen counter, in the bathroom. Just keep it around and flip
through it often. Let it soak in. Go out to practice, then flip through it
again. This is not the sort of book that you want to finish reading.

&> Caris OpoMm
Los ANGELES, FEBRUARY 2008
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he attitudes, understandings, techniques, and exercises
in this book, through practice, will develop within you a
set of social superpowers. Those powers are:

This is your power to trigger attraction

Val u e through words and actions. The abstract

concept of survival and replication value takes concrete

form via discrete triggers that we embed into our movements and
conversation in order to convey higher S&R value. People rely on
these value-related emotions to make social decisions as they filter
out losers, align with winners, and search for a mate.

I * This is your intuition, your cali-
C al r Voyan Ce bration, and your social intelli-
gence. Clairvoyance includes enhanced perception, improved
response, and increased knowledge, resulting from study and time in
the field. It’s like your psychic ability to know what people are feel-
ing, to know their agenda, and to read the signals of the social matrix.
Soon, nothing about social interaction is confusing anymore—in-
stead, everything is obvious to you.
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Th e M i r r 0 r This is deep connection—the power to
make your target feel like you can see
her as she really is, and that you accept her and appreciate her for
who she is. It includes the power to build trust, so that she feels like
she is talking to an old friend, causing her interruption mechanisms
to stay dormant. It’s the power to create a “shared frame” between
yourself and your target, and create the feeling of incredible connec-
tion between the two of you.
M in d Con t)"OI Mind control is the venusian
artists’ equivalent of the “Jedi
Mind Trick.” Among other tactics, we use group theory to manipulate
logistics, frame control to control conversation, violation theory to
apply social pressure, and microcalibration to gain compliance
through the conditioning process.
Th e Gh OS t The Ghost is our ability to be emotional-
ly impervious to vibes from other peo-
ple. Their vibes do not touch us, but pass through like a ghost. Not
only does this give power inwardly, to be unaffected by whatever
comes our way, but it also radiates a certain emotional strength, rais-
ing your value.
Th e Flam e The Flame is your ability to emotionally
stimulate other people through the vibe,
to “pump their buying temperature” and leverage the social proof of
entire groups. We use delivery, humor, stories, sound bites, peacock-
ing, and many other tactics to accomplish this. The Flame is your
strength of vibe. When your flame is glowing brightly, people will turn

their attention to you, and they will be captivated by the power of
your charisma.
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SURVIVAL AND REPLICATION VALUE

er time, animals die—and their genes die with them.
Only replication—sex—allows the genes any hope to
escape death.

Those animals that are less capable of staying alive or
having sex—that is, less capable of survival and replica-

tion—will therefore tend to be weeded out of the gene
pool over time.

Meanwhile the animals that remain to pass on their genes
are those that are best programmed to do so (relative to their envi-
ronment.) They survived and reproduced well enough that their
genes are still alive and kicking today. Thus it can be said that the
genetic programming of some animals has better Survival and
Replication Value.

The more successful genes will spread more quickly through the
entire gene pool via the mechanism of sexual recombination. Each
gene pool thus calibrates to its environment over time. More success-
ful genes are spread more quickly via sex, and less successful genes
are weeded out by death and celibacy.




Actually most are weeded out, period—most of the species that
have existed on the earth are already extinct.

Value is Sexually Attractive

It follows that certain animals will increase the genetic fitness of their
offspring if they tend to feel more sexually attracted to members of the
opposite sex who have higher survival and replication value (as
opposed to being attracted to those of lower value), because it
increases the probability that their offspring will inherit high-value
traits from their attractive mate.

Thus over time, animals that succeeded in passing on their genes
tended to be those who were sexually attracted to individuals of the
opposite sex who had the highest survival and replication value.

Consequently, this psychological trait, the propensity to be sexu-
ally attracted to those of the opposite sex with the highest ‘'S & R’
Value, has propagated across the gene pool and is still with us today.

It’s still with every animal species as well, with varying and
numerous expressions due to the unique environmental pressures
encountered by each species’ mating strategies as they evolved.

As the mechanism of sex allows genes to recombine with other
genes in new variations, the genes with the highest value—those that
survive and replicate most efficiently—will eventually “filter to the
top” over time. Meanwhile lower-S&R-value individuals will end up
with lower-S&R-value mates, or could even get weeded out of the
gene pool entirely.

This mechanism allows populations to adapt to changing envi-
ronments. After all, ‘S&R’ value, by definition, changes with the envi-
ronment over time.
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All of this is true of humans. People are programmed to survive
and replicate. People are sexually attracted to S&R value. All of us
come from a long line of ancestors who survived and had sex. Some
were able to mate with more attractive partners than others—and this
is still the case.

Muystery: Attraction is actually a survival and replication value-judging
circuit. Isn’t that brilliant?

Value is Conveyed by Various Cues

There are certain traits that represent survival and replication value to
humans today. For example, health and physical symmetry, status,
intelligence, charisma, etc. These are universally considered sexually
attractive. These traits are conveyed to the opposite sex through var-
ious visual, behavioral, and social cues and have been proven consis-
tent across dozens of different cultures.!

There are certain sexual cues specific to gender, for example:

Men look for: youth and beauty, hip-to-waist ratio, nurturing
qualities, fidelity, and so on.

Women look for: athleticism and social status, height, confidence
and ambition, resources and the potential for resources, and so on.

Some cues differ in emphasis based on gender. For example,
women tend to respond more to behavioral cues (selecting more for
survival value in men) whereas men tend to respond more to visual
cues (selecting more for replication value in women.)

An implication of this, one of women’s fundamental disadvan-
tages, is that it takes more time for a woman to more accurately deter-
mine a man’s survival value to her. The woman needs more time to
gather information about the man by observing his behavior, where-

EVOLUTIONARY BACKDROP
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as a man can reasonably infer much of a woman'’s replication value
simply by looking at her.

Men and women have evolved distinct mating strategies in order
to best achieve their respective desires—their mating preferences.
These mating preferences reflect how value was conveyed in the
ancestral environment and they continue to shape how romance and
sexuality operate today.

What exactly are the preferences that were the most successful
across large populations, over hundreds of thousands, or even mil-
lions of years? Which cues did our ancestors find to be the most accu-
rate predictors of value?

The first (and best) example of an attraction switch is preselection.
If a woman notices that other women are already attracted to a cer-
tain man, then she will also tend to feel more attracted to him as a
result of his being pre-selected by other females.

In social interactions we have noticed how powerful this can be.
A venusian artist with a woman on his arm can start new conversa-
tions with groups of people, and hook those groups, with much more
ease than if he were operating alone. And if he has two women with
him, then other women in the venue will walk right up and open him.
They will use typical lines like, “Hi, what’s your name?” or “I don’t
like that necklace you're wearing” or “Excuse me, do you know any
cool places to go around here?”

These are obvious indicators of interest, or 10Is. Play your cards
right and you can have sex with her, perhaps even tonight. But then,
why do you care? You are already out with two women.

It prompts the question: Why does this happen?

Preselection. Mate-copying behavior is found in many different
species and is actually a very efficient method for helping females to
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determine value. After all, the other females have already
done the work and spent the time assessing the value of the
male. Their presence and interest is an accurate-enough indi-
cator of his value that another female can now “take their
word for it.” This allows her to save a lot of time and effort.

She isn’t conscious of all of this, of course. She just
feels attraction to the man who has other girls. Through
no conscious choice of her own, she feels sexually attract-
ed. It’s not her fault; it’s an inherited instinct.

She may not even be aware of it. Or she might ponder
the feeling, discuss it with her friends, or maybe rationalize
some interpretation to incorporate into her belief system. It
doesn’t matter, as long as her behavior is influenced and her
genetic fitness is statistically improved by the existence of
the preselection attraction switch.

Attraction is not a choice. We feel sexually attracted to
certain women (the hot ones), and we have no choice about
this, and similarly women are without choice as to when,
and towards whom, they feel attraction. It just happens.

Neither do they necessarily have any great knowledge

about the motivational systems that are driving their behavior. If you
ask them, they will dutifully consult their opinions, their cultural pro-
gramming, their friends, their astrology reading, or whatever.

Over time, preselection turned out to be an accurate-enough
indicator of the actual presence of value that sexual recombination
processes caused the mate-copying behaviors to propagate through-
out the entire population. Human females throughout the entire
human population are now attracted to preselection as a result of
this—and it is just one of many attraction cues that women respond to.

EVOLUTIONARY BACKDROP



2Ethical clarification: Survival and
Replication Value is not in any
way the same as intrinsic human
value. A beggar is still a person
and retains basic human dignity.
Nevertheless a beggar has less of
a potential impact on my own
survival and replication, and thus
I am not programmed to have
emotional reactions to him. When
the term value is used in this
book, it is always a reference to
Survival and Replication Value,
not intrinsic human value. God
still loves the beggar, but hot
chicks do not. This is the

way of things.

This is a very important concept. The sexual attraction that can be
generated via social cues like preselection is largely what makes game
possible.

SOCIAL ALIGNMENTS

People are programmed to form social alignments. We align with
other people where it increases our probability of survival and
replication.

People do not judge other people’s value directly. Instead, they
judge how their own value would be affected by the alignment. In
this way, we instinctively (and often subconsciously), choose best
whom to align with.

This means that even though S&R value has certain absolute
standards, it is always judged on a relative basis. There is a value
differential. In other words, I really only care about your value where
it potentially impacts my own. A rich man who is my boss may rep-
resent a significant survival value to me, whereas a beggar on the
street offers me no survival value. My evolutionary programming is
designed to motivate me to align with the rich man for survival pur-
poses instead of the beggar. A value-judgment has been made!?

Our value-based programming is pervasive and it mostly occurs
below our conscious awareness. Our brains are constantly engaged
in a process of deleting, distorting, generalizing, and filtering out
information. And yet, simultaneously, our attention, our thoughts,
our emotions and rationalizations seem to focus in on precisely those
things that, statistically, represent the greatest potential impact on our
survival and replication.
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This same mechanism even extends to our memories, which are
prioritized based on the intensity of feeling. Emotions seem to serve
as a powerful influence not only on behavior, but also on the learning
process. More intense emotions generate higher-priority memories. If
you ever experienced real pain in your youth (such as a burn or
romantic rejection) then you probably still remember that experience
better than other childhood experiences.

Social Intelligence is a Form of Value

Social intelligence is a form of value. Those who can more accurately
judge value will be better equipped to secure beneficial alighments.

Thus, our social intelligence—our ability to sense the vibe, to
judge relative value, to read group dynamics, etc—is also a compo-
nent of our own value, because it gives us a competitive advantage.
Simply put, if you have better social skills, then you have more S&R
value.

A large part of our ability to judge relative value comes from our
sensitivity to the social cues happening all around us.

For example, those women who observed the social cue of prese-
lection, and found it sexually attractive, passed on their genes more
efficiently than their sexual competition. Their propensity to recog-
nize and respond to an accurate indicator helped them to acquire
higher-value mates.

Meanwhile men are not attracted to preselection because that sort
of information, while useful to women, poses much less usefulness to
men. Men can already assess a great deal about a woman’s value just
by looking at her, so there was never any evolutionary pressure for
men to adopt mate-copying behaviors.

EVOLUTIONARY BACKDROP



The attractiveness
of a prospective
partner is only one
factor in aligning

sexually.

Instead, men evolved preferences for indicators of youth, health,
fertility, symmetry, and fidelity, among other things. It can be gener-
alized that men are attracted to looks and women are attracted to
game, but of course these are not dogmatic, all-encompassing, black-
and-white truths. Rather, we are speaking in terms of tendencies and
percentages. The actual game is much more complex than any model.

Pairbonding and Investment Risk

People form sexual alignments, also known as pairbonds, which
involve significant investments in time and energy. Like any invest-
ment, risk and opportunity cost must also be taken into consideration.

The attractiveness of a prospective partner is only one factor in
aligning sexually. For example, a woman who attracts a man sexual-
ly, but cannot keep him, is at a disadvantage compared to a woman
who can attract him and keep him. Which female will have more evo-
lutionary success? The one who is best suited to choose and preserve
her investments.

When selecting her mate, there is a possibility that, while a
prospective mate has a higher relative value, that suitor also repre-
sents a significantly higher investment risk. A larger value differential
can also indicate a higher risk. Perhaps she is “playing out of her
league” and needs to lower her standards.

She must take this investment risk into account. A man might be
willing to sleep with her but that doesn’t mean he will commit his
resources. Is it worth risking pregnancy?

In many cases, her programming is also subconsciously calculat-
ing whether it is worth risking infidelity. She may benefit from such a
risk in some cases but not in others. Each time her unconscious mat-
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ing strategy will calculate the potential risk versus the potential
rewards, based on current circumstances.

Both genders occasionally “stray” and commit infidelity.
Naturally, they have different built-in strategies for doing so.

The female strategy, grossly over-simplified, is to prefer a
monogamous, long-term relationship with the highest-value male
that she can secure a commitment from. She will be very picky about
this male. Once she has access to his value (his protection, his
resources, his status, his genes, etc) her infidelity strategy is to obtain
higher-value genes in cases where her emotions indicate that it’s
worth the risk.

Women are most likely to cheat during the same few days each
month when they are also most likely to conceive.? During this same
time period, women prefer more masculine traits than they do during
the remainder of the month.

“Does he really love me?”

When choosing whether to pairbond with a man, and whether to
trust him enough to have sex, women take into account the invest-
ment risk as well as relative value. Many factors are involved and
there are significant gender differences in how these decisions are
made. How exactly are these decisions made?

EMOTIONS

Human behavior is only partially rational. To a greater degree,
human behavior is emotional. Just as our rationality is a tremendous
tool that helps us to survive, so are our emotions designed to protect
us, to increase our statistical probability of survival and replication.

EVOLUTIONARY BACKDROP
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4It’s rather daunting to imagine
things on this scale. It’s like
Einstein being able to visualize
curved space-time. Every next selec-
tion in the process is dependent on
an environment that is a product of
all the specific selections that came
before. It’s a fuzzy probability
cloud. Certain patterns emerge . . .
Runaway sexual selection process-
es produce ornamentation and col-
ors, as well as songs and dances.
(In birds of course.) It’s strange to
visualize billion-year processes
involving innumerable organisms
from different populations of mil-
lions of evolving gene pools, all
undergoing pressures of
natural selection based on
environment and para-

sites, as well as inter-

species and intra-species competi-
tion for resources. In addition to
this, men face competition from
other men for access to women.
Also, they compete with the
women in the sexual marketplace,
as both genders contend to get
their preferences met; to fulfill their
desires. A human pair-bond is
essentially a compromise between
two competing mating systems in
order to facilitate mutual exploita-
tion of value. It is a value-proposi-
tion and a long-term investment. It
could not and should not be any
other way.

10

Emotions can be thought of as psychological forms of pleasure
and pain that exist to help motivate us, just like physical forms of
pleasure and pain serve to influence our behavior. In many cases
where survival value is on the line, emotions allow for strong and
quick reactions, and often benefit us in those situations where ration-
al thought is too slow and impractical.

If there are indicators in your environment signaling that your
S&R value is potentially impacted, then you will feel it. You will expe-
rience it just as certainly as you would feel a hot flame against your
hand, or as certain as the pleasure you would experience if you ate
the most delicious form of food. Your emotions are designed to moti-
vate you—to reward you and to punish you—via your feelings.
Feelings serve to influence and compel our behavior.

This is why many of our value calculations occur at a level of expe-
rience. We do not decide to feel attracted to the hot girl. Rather, we
instantly desire her when she steps into the room. We feel it. And con-
versely, anyone who has experienced the pain of a break-up also knows
that, though it may only be psychological pain, that pain is no less real.

The Least Costly Mistake

We operate in an uncertain and changing environment, with access
only to imperfect information. The cues we perceive through our
senses are not perfect truth; they are only “more or less” accurate.
Even the best strategy is bound to result in mistakes. Even those who
successfully survive and replicate will still make occasional mistakes.
The only question is which mistakes are least costly in the long term?
Which mistakes are statistically the least costly across a large popula-
tion over a large span of time?*
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For example, in the ancestral environment, there was a real risk in
approaching women. Among other dangers, men risked their lives at
the hands of jealous rivals. Some degree of healthy caution was per-
fectly called-for. By approaching, a man risks his survival value at the
hands of jealous rivals, but if he errs on the side of caution, then he
risks his replication value through celibacy. Our emotional program-
ming balances these conflicting pressures to help us make the statis-
tically least costly mistake.

Our psychology is populated with a wide variety of emotions and
behavioral patterns that were shaped by evolutionary pressures.

This is important, because in the long term, emotions and behav-
iors that may seem occasionally irrational or “wrong” were still less
costly than their extinct alternatives. The emotions and behaviors we
have are those that persisted through evolutionary time when other
strategies failed.

Emotions are not a God

Emotions are only a useful guidance system. They do not give us god-
like information. Rather, they evolved to give us the best statistical
chance of survival and replication, (given a set of imperfect cues,
across a large population, over a long period of time.)

For example, women are attracted to the high-value males in their
social circles. Usually this is the best strategy. But occasionally this
strategy results in humorous anomalies such as the phenomenon
where the manager of a late-night diner sleeps with all of the waitress-
es. Obviously the waitress” emotional programming made a mistake in
this case—she is sleeping with a Denny’s manager. But over the long
term, over the entire population, this programming still gives a woman
the best statistical probability of mating with a high-value male.

EVOLUTIONARY BACKDROP

5 For more on the principle
of the least costly mistake,
see The Dangerous Passion
by David Buss.
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6 The Dangerous Passion,
David Buss

7 The Selfish Gene,
Richard Dawkins

Emotions are not the Oracle. They are not the Prophet. They are
simply a useful indicator.

Often an emotion will activate based on cues in your environment
even if you are unaware of the cue that triggered it. For example, have
you ever had a strange feeling like your girlfriend is cheating on you?
Studies have shown that jealousy tends to trigger with 90% accuracy.
That’s an indicator worth consideration.

This also means that the other 10% of the time, jealousy has mis-
fired and is “lying” to you. This is a good example of evolution erring
on the side of caution by making the least costly mistake. After all,
slightly overly-jealous behavior will confer a higher probability of
reproductive success than slightly under-jealous behavior, (over the
long term and across a large population.)

Tribal Emotions in a Changing World

Social adaptations happen more quickly than genetic ones, and only
strong long-term changes are encoded genetically. Our emotions, and
the behaviors they cause, are best adapted to a primitive tribal envi-
ronment that no longer exists.”

For example, even though modern technology allows us to enjoy
sex with almost no risk of pregnancy, women’s emotions still tend to
react to first-time sex as though it is an event comparable in impor-
tance even to pregnancy itself. The moment just before sex, when a
woman feels the most anxiety, is the moment she would, historically,
be taking the greatest risk.

The same sort of anxiety is true of men. Today, we know logically
that you can be rejected by every woman in the bar and you probably
will never see any of them again. There is nothing to be embarrassed
about. Your preselection is not compromised. Furthermore, your
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physical safety is reasonably assured—you aren’t likely to be mur-
dered by any jealous boyfriends while practicing game.

Yet men still experience approach anxiety before opening a
group. The very moment that the ancestral man faced the greatest risk
to his survival and replication—during the approach—is precisely
when most men feel the greatest anxiety today.

It is interesting to interpret emotional responses based on how
useful those responses would be in a tribal environment.

Emotions Judge Value and Modify Behavior

Emotions serve several functions. One could imagine them as simply
circuits in the brain that perform value judgments and then, wherev-
er appropriate, motivate behaviors via emotional sensations of pleas-
ure and pain.

There is also the anticipation of the pleasure and the fear of the
pain. Again, these feelings exist for the purpose of motivating specific
behaviors that will in turn increase my probability of survival and
replication.

Value differential and investment risk are continuously calculat-
ed at the emotional level.

For example, a woman has sex with a very attractive man. She
feels that he is much more attractive than she is, and she believes that
she will not be able to keep him for a long-term investment. It follows
that she will possess emotional programming that makes her simul-
taneously feel good for obtaining an attractive partner (value differen-
tial), and bad for not being able to keep him (investment risk.) She
feels both emotions, and both emotions are correct.

This means it is normal to have conflicting emotion. Different
emotions have different value-judging, threat-judging, and motiva-
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tional purposes. Shyness protects our survival by motivating us to
avoid strange, potentially dangerous people. Loneliness protects our
replication odds by motivating us to get out of the house and meet
girls. Jealousy protects our pairbonding investment by motivating
behaviors to guard our mate. The vigilant and violent behaviors moti-
vated by jealousy are viewed negatively by today’s society, but that
programming is what survived and replicated when other program-
ming was weeded out by evolution. Why?

When you feel lonely and shy at the same time, you feel a conflict
in motivation. Is one of these emotions wrong? No, they are both cor-
rect. Those people who were lonely but not shy enough, or shy but
not lonely enough, tended to fail in passing on their genes.

Just as physical pain helps people make their way through the
world by motivating them to avoid bad things, so does emotional
pain motivate us in the same way.

Biologically speaking, there is no deep meaning to happiness or
suffering—we simply feel these emotions because they increase our
probability of survival by adding incentives that motivate our
behavior.

Metaphorically, emotions are basically a formula for behavioral
modification through punishment and reward. The same can be
shown true for basically any emotion, once interpreted through the
complex web of social and sexual cues, evolutionary pressures, sur-
vival and replication instincts, and so on.

A Philosophical Note

Concerning the deeper meaning in life that people seek through phi-
losophy and religion, I have not claimed that there is no such mean-
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ing to be found. Rather, I have asserted that if such meaning exists, it
is not to be found in our emotions.

Seeking deeper meaning through emotion would be like seeking
deeper meaning through pain or pleasure. They are only motivators
designed to help us survive and replicate.

Emotions add incredible richness, depth and color to our experi-
ence, but the deeper philosophical or religious meaning of life and the
universe must be found elsewhere. Emotion is not God.

Social Feedback Can Cause Feelings of
Validation and Devalidation

Our emotions also judge our own value, and give us feelings of vali-
dation and devalidation—based on our own sense of value and
social cues of acceptance or rejection that we receive from others. We
are social animals.

We are sensitive to social validation because our own chances of
survival and replication are greatly influenced by our social align-
ments. If high-value people wish to form alignments with me, then I
will feel more validated. If they reject me, then I will feel more deval-
idated. We perceive validation as “acceptance/pleasure” and devali-
dation as “rejection/pain” and these feelings promote our survival
and replication.

Positive social feedback feels good, and negative social feedback
feels bad. For example, if I take a shit on the floor in clear view of a
crowded room, I will immediately receive negative social feedback.
This in turn causes me to experience a bad feeling. This intense feel-
ing causes me to form an intense memory. I am now less likely to shit
on the floor in the future. My behavior has thus been modified by my
emotions, and as a result my social interactions will be more success-
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ful in the future. My survival value has improved as a result of the
social feedback.

Emotional Reactions are Proportionate
to the Value Differential

The greater potential impact to my own value, the greater emotional
reaction I will have. If someone points a gun in my face, I will imme-
diately feel a rush of emotions in my body. But if a child points a toy
gun at me, I feel nothing. Why? Some part of my programming has
calculated the potential impact to my survival value and then activat-
ed the appropriate emotion.

If an attractive woman pursues me, it is more validating than if
the unattractive woman does the same. If my boss (the rich man)
frowns at me, I will feel a sinking feeling in my stomach—I will know
that I have just screwed up. But if the beggar frowns at me, I feel no
regret at all.

People normally feel stronger emotions in response to social feed-
back from those of higher value. The more attractive women tend to
cause men to feel more intense emotions.

How else could people even determine who they are attracted to
in the first place, if they didn’t feel attraction? Acceptance from an
attractive woman feels more pleasurable, yet she also causes more
anxiety—because some part of our programming has decided that
she is more important. People will react to her, they will try to impress
her more, and they will try to not “fuck it up.”

She feels this vibe (it’s obvious), and the frame it sets is that she
must be the one with higher value. After all, if I am reacting more to
her than she is to me, then I must be feeling more powerful emotions
than she is—which means that I must view her as higher value than

she views me.
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My lower value is thus telegraphed to her—and to everyone else
around—through my emotional reactions. Subtle cues in my behav-
ior cause the general perception of my value to drop.

The person who is reacting more is the one in that moment with
lower relative value.

REACTION AND RELATIVE VALUE

Since emotionally reactive behaviors will telegraph lower value, then
can we also assume that being emotionally unreactive will convey
higher value?

In our experience, this is true—being unreactive is a powerful
way to convey status and generate attraction.

Of course this doesn’t mean to act emotionless and robotic. It
only means that you shouldn’t have any more nervousness around
attractive people than you would around anyone else. Rather, you
are able to just be yourself and act as you would around your close
friends and family.

If your two-year-old niece tells you “you’re stupid,”—do you get
nervous? Do you try to come up with the perfect response? Do you
care? Most likely the comment passes through without affecting you,
and you just laugh and toy with her. You wouldn’t remember her say-
ing it and you wouldn’t feel devalidated. This should be the same
with people you feel attracted to. We need to train ourselves to feel
that same vibe with them.

When people sense that you aren’t reacting to them, the vibe feels
to them like you just don’t perceive them as any great threat, or ben-
efit, to your own value. Instead you come across completely unaffect-
ed, in good humor, and able to interact comfortably just as if you were
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relaxing with your oldest friends. This vibe causes people to treat you
as if you have higher status.

What does it mean when people treat you like you have higher
status? Women will find you more attractive. People in general will
have more emotional reactions to you and they will feel more valida-
tion or devalidation based upon your responses to them. People will
be more concerned with gaining your approval and avoiding your
disapproval. People will more easily alter their opinions or behavior
in order to accommodate you. People will seek rapport with you,
offer you value, and will try to align with you. All of these behaviors
are indicators of interest—clues that reveal that person’s subcon-
scious perception of the value differential.

The Social Matrix

If a woman feels under-qualified or has low self-esteem, she might
just disqualify you, even though she likes you, because she honestly
doesn’t believe that she has a chance with you—so she might as well
get the value from snubbing you. This is why it is good to periodical-
ly show interest in someone, so that they feel qualified to continue the
interaction with you. People need to feel the sense of deservingness
that comes from being appreciated.

When a person is feeling devalidated, he is most motivated to
minimize investment risk, and is most likely to snub others. He will
be sensitive to negative social feedback and strive to avoid it, assum-
ing that something is wrong with himself.

On the other hand, high-value people are accustomed to getting
what they want. When a person feels more validated, he is more will-
ing to gamble in order to obtain value. He’s more confident to
approach, more confident to make moves, and more confident to keep
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plowing forward. He won't be affected by weird reactions, and instead
would assume that something must be wrong with the other person.

Time spent practicing in the field (at nightclubs and other social
gatherings) develops social intuition, which will indicate when
women need to be shown disinterest (generating attraction) and
when they need to be shown interest (making them feel more appre-
ciated.)

People are constantly demonstrating higher and lower value rel-
ative to each other. People are constantly indicating interest and dis-
interest. People are constantly using qualifiers and disqualifiers that
validate and devalidate other people.

The amount of validation exchanged is proportionate to the per-
ceived value differential, which in turn is constantly influenced by
social cues including indicators of interest and disinterest, demon-
strations of higher and lower value, social pressure, and so on.

ROMANTIC LOVE IS VALUE-BASED

At its essence, romantic love is value-based. Consider this example:
Imagine that you have a child with severe attitude problems. Would
you get rid of your child? Of course not—that would be unethical. You
would be judged harshly for rejecting your own child. The love of a
parent for a child is unconditional and for good evolutionary reasons.

Now imagine that you went on a date with a woman with severe
attitude problems. Suddenly the situation is reversed—people will
judge you for staying with her. Only a loser would stick around in that
situation. Society says that you have a responsibility to yourself to hold
high standards for those whom you see romantically. Anything less is
considered a sign of low self-esteem.

EVOLUTIONARY BACKDROP

People are con-
stantly using
qualifiers and
disqualifiers that
validate and

devalidate other

people.



Romantic love is
unapologetically

ruthless.

8 The Evolution of Desire,
David M. Buss
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9 No offense.

Romantic love is unapologetically ruthless. Not only do we have
high standards that are maintained by our own emotions, and not
only are we also under the influence of cultural standards, but we
also are greatly concerned with, and largely subject to, the opinions of
our family and peers. Even those who don’t think of themselves as
“shallow” will still wonder what their friends would think and how
they will be judged socially based on the relative value of their
romantic partner.

“Men who are discovered having sex with unattractive women
suffer social humiliation. They lose status and prestige in the eyes
of their peers.”s

Imagine a very ugly, fat, disgusting woman. Unless you have an
extreme fetish, you do not find her attractive and you have no inter-
est in having sex with her.® Do you feel guilty about that? Not
really . . . You don’t have any obligation to her. She’s gross, you're
not interested, and that’s that—no apologies. In fact you are most
likely even proud of having higher standards.

This is exactly the same way that women feel towards men of
lower survival value. If a woman finds a man unattractive, then it’s
irrelevant to her whether or not he is a “nice guy.” He’s a loser, peri-
od. Many unattractive women are nice people too, but you probably
don’t want to hook up with one.

Most people are this way. We only care about romantic love in the
tirst place because our emotions compel us to—and those emotions
are attracted to S&R value.

Let us understand definitively that sexual attraction is not about
being a nice guy, it’s not about showing her how much you care (at
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first), it’s not about accommodating her whimes, it’s not about trying
to gain her approval, it's not about doing what she says she wants, it’s
not about liking the things she says she likes, it’s not about begging,
giving away your power, getting her phone number, dating for a
month before sex, trying to convince her logically, or any of the other
common misconceptions about romance that are perpetuated in our
social programming by Hollywood movies, Disney cartoons and
well-intentioned mothers.

Rather, romance and sexual attraction is about conveying higher
value, and adding value to your social interactions. It’s about calibrat-
ing your behaviors to indicate interest and disinterest at just the right
moments within the social dynamics of emotional ping-pong that
people play, unaware of how their own emotional programming is
influencing their behavior at a fundamental level. It’s also about con-
necting with people at a deeper, more compelling and genuine level
than most tend to experience in their day-to-day social interactions.

It's about game.

EVOLUTIONARY BACKDROP
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CDueriietn of

the CHame

ourtship is the period of time from when
you first meet a woman, until you
begin a sexual relationship with her.
During courtship, the game pro-

gresses over a standard set of

five locations. They are:

‘¥ The meet location. This is a social
gathering where you are meeting
new people, such as a bar or
nightclub, a coffee shop, a
shopping district, a party, and
SO on.

‘¥ The lock-in location(s).
These are various locations
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inside the venue, as you position yourself and move with your
target. For example: sitting at a table, leaning back against the
bar, leaning against a pillar, dancing with your group of friends,
etc.

¥ The bounce location(s). These are various places you go with
your target after the two of you have left the venue together, or
if you exchanged phone numbers and then met up the next day.
Examples are: a late-night diner, a party, a friend’s house, a bar
and grill, a sushi restaurant, shopping, etc.

¥ The pull location. This is a place where the two of you could
potentially have sex—usually your house or hers.

¥ And isolation. When you isolate, the two of you go somewhere
together for privacy—usually the bedroom.

THE PRIMARY EMOTIONS

There are many emotions that people experience, which are far
beyond the scope of this book. But there are a few primary emotions
that you must install in a woman’s mind, in a certain order, to begin
a sexual relationship with her.

The primary emotions are:

When people feel interested in you, they give
I n ter eSt you more attention. For example, more people
will turn and look at a venusian artist when he is peacocked (wearing
attention-getting clothes.) Thus, peacocking is a tool that causes peo-
ple to feel interest, which compels them to give you more attention.
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- Vibe is the social exchange of emotion. We are able to
VI b e feel other people’s emotions as we interact with them,
and thus the group experiences a shared emotion, called the vibe. The
key to vibing is to be stimulating and add value to the vibe.

When you approach a group of people, your first goal is to vibe
with them, and to contribute good feelings to that vibe. Once they
genuinely want you to stay and continue vibing with them, it means
that you have hooked the set.

. Attraction is an emotion that responds to
A ttr a Ctl On survival and replication value. It moti-
vates us to align with people of high-value. When we feel attraction
to someone, we try to gain their interest, and try to attract them so
that they will also desire an alignment. Attraction pushes us to build
connections and alliances with the people who confer the most bene-
fit to our own survival and replication value.
- It is not enough that a woman feels
CO" n eCtl On attracted to you. She must also feel a
connection with you, and she must feel that you have a growing connec-
tion to her as well. This emotional connection/alignment/pair-bond is
also known as romantic love. (If you are familiar with the M3 model
from our previous book, you can think of connection as all the emo-
tions from the A3 and C1 phases.)
* After all of the other emotional elements
S ed ll C tl On are in place, and the two of you are alone
together in a private location, then you may begin to arouse her sex-
ually. Watch out: if you arouse her too soon, she may get buyer’s
remorse, which is a feeling of avoidance that she feels towards you the
following day.
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Meet Lock-in Move Bounce Pull Isolate

Proximity Alttention
Interest
Glances
Vibing and bein
Hook 4 g fer
5 Open
Vlﬁﬂ Story-telling Asking
- rapport
questions
Humors Preselection Risk taker
Negs
B Social 4
Attraction proof Social
. oCcla
26 ) 7 to walk ’
sor
. Turning to Showing Affection
Connection St mae appreciation
Conspiracy
Compliance Sex
S testing Kiss Makeout
642(6[‘[0}1 Move i
Approach
It is useful to chart Let’s examine each of the primary emotions in more detail, begin-
the emotions over ning with Interest . ..
the locations. The
basic emotional
progression of the INTEREST
game looks like the
above chart. Intuitively, you would probably agree that if the people in your group

were to suddenly turn and look at something nearby, then you would
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also feel compelled to turn and take a look. Why? You have built-in
reactions based on social cues from your environment.

We call this effect social proof.l® Our emotional programming is
designed to respond to social cues. The more that people are listen-
ing to you, paying attention to you, and vibing with you, the more
social proof you will have as a result. Preselection is also a form of
social proof.

People notice you more when you have more social proof. Social
proof is stimulating to them. They react to you more.

Those reactions are obvious to everyone else. Everyone’s emo-
tional programming is designed to factor in these social cues when
making S&R value judgments. Our emotional programming is work-
ing in real time to make best guess decisions based on reliable indica-
tors—this is why social proof works.

In the Venusian Arts, a powerful tool for generating social proof
is group theory. Group theory gives us the power to enter new social
interactions, alone, and take over entire groups, creating social proof
at will.

Another preferred method for generating social proof is to roll in
an entourage. We use our entourage—our fun friends, our girls,
laughing and dancing, flashing cameras, and so on to create social
proof in the venue.!

Having good fashion sense and a well-designed avatar will get
you more attention and convey higher value. People who do not dress
well probably do not even realize how bad they look to everyone else.

Your Avatar is the image that you project to the social matrix
through your clothes, your style, your accessories, your hair, and so on.

Peacocking is the use of a more stimulating avatar—an attention-
getting avatar. It is a way of subjecting yourself to constant social

OVERVIEW OF THE GAME

10 See Influence by Cialdini

1 If you roll in a big
group of guys, then
you are rolling
wrong. See the How
To Roll chapter.
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pressure and thereby demonstrating value in that your manner indi-
cates that you are accustomed to the attention.

Peacocking amplifies response. A peacocked guy who holds court
will look cooler than a normal guy holding court, whereas a pea-
cocked guy sitting by himself will look more like a loser than a normal
guy sitting by himself. In both cases, the peacocking drew more atten-
tion and thus amplified the response.

In the Venusian Arts, we use the power of our personal charisma
to stimulate emotions, capture imaginations, provoke laughter, and
vibe together. We call this the Flame, and it is a major subject of this
book. Shining your flame is about adding value to your social interac-
tions. By adding value, you draw people into the sphere of your influ-
ence, where you can convey S&R value to them through your stories,
and you can harness their social proof.

Drawing attention is always about stimulation—motion, light,
sound, and value.

People naturally have more interest in higher S&R value, and it is
effective for drawing attention. For example, often a man’s eyes will
drop to look at a woman’s breasts as he talks to her. It happens auto-
matically. Even if he doesn’t have romantic intentions, he sometimes
finds himself having to consciously work against this impulse, to
avoid embarrassment. His mind has a pre-programmed impulse
causing him to direct his eyes towards indicators of replication value.
Isn’t that interesting?

Another example: More people will turn to look at Brad Pitt and
Angelina Jolie as they walk down the sidewalk, while fewer people
will turn to look at a beggar. More people will turn to look at a pow-
erful man. More people will turn to look at a beautiful woman.
Attention follows value.
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If you have S&R value, then more people will look at you. But this
also works in the reverse! If people are looking at you, then they will feel
that you must have S&R value. This is why you appear to have higher
value once you have locked-in'? to your set.

This is why holding court generates attraction—everyone is look-
ing at you, so the women perceive that you have more S&R value.

The eye is also drawn to motion. When a woman feels attracted to
you, she will play with her hair unconsciously. The evolutionary reason
for this is that the motion is more likely to draw your attention to her
hair, conveying her replication value. She is programmed to do this.

It’s the same reason that women dance at the club—the motion of
a woman'’s body serves to draw attention to her, so that more men
will see her replication value. This behavior gives her more options in
men, and thus a higher statistical probability of aligning with a high-
er-value mate.

When a camera flashes nearby, do you look? Most people do,
because light draws attention. As a venusian artist, the trick is not
only to use these flashes as a tool for drawing attention, but also to
arrange beforehand so that the highest possible value will be dis-
played when it happens.

For example, if someone takes a picture of you while you are
standing by yourself, the flash will cause people nearby to look at you
and see you standing by yourself, which lowers your value. What
was the point of that?

In another example, if the flash reveals you as the one taking the
picture, you could come across as lower status relative to the people
who are featured in the photo. Who wants that?

Attention is also drawn to sounds and noises. For example,
Mystery has noticed that when he walks past a group of women, their
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12 See the section on
Group Theory for
how to lock-in.
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13 Good question! The
answer is that it’s obvi-
ous once you in the field,
which guys are the
clowns, and which ones
are the cool, peacocked,
rock-star guys. Practicing
game makes this intu-
itive. Think of it like
having clairvoyance.

voices will tend to get louder as he passes. Whether they are con-
scious of it or not, they are programmed to use increased volume in
order to get the attention of high value men.

A common trick employed by venusian artists is simply to speak
louder than other men when competing for a woman'’s attention. Her
attention will be drawn to the loudest voice. Once she is looking at
you instead of him, the other man will feel much more like a try-hard,
causing him to lose heart.

It's possible to misuse interest. Because the people around us are
programmed to give attention where there is value, we have evolved
emotions that reward us with good feelings when we get attention.
This helps encourage us to keep up our high-value behavior.

Unfortunately, a side effect of this emotional reward is that it
motivates us to seek attention for its own sake. Anyone who has chil-
dren knows that often bad attention is better than no attention at all.

Don’t get sucked into this trap. The key is to come across as the
sort of person who gets a lot of attention naturally and thus doesn’t
care, instead of as someone who craves attention pathologically and
tries too hard to get it.

If your behaviors come across as though you are a try-hard who
needs attention, then you will become a clown and your value will
drop. Wearing a clown suit to the venue might get you more atten-
tion, but it will also lower your value and make you less attractive to
women. Don’t get caught in the trap of being a reaction-seeker.
People who need attention or approval from others will end up as
their clown.

You might ask then, what is the difference between wearing a
clown suit and peacocking?13
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VIBE

Vibe is the social exchange of emotion. We vibrate together. We are
able to feel other people’s emotions as we interact with them, and
thus the group experiences a shared emotion, called the vibe.

Once you start a conversation with a group of people, your goal
is to vibe with them, and even more, to proactively contribute good
feelings to that vibe. When people are sharing good times with you,
and they really feel that vibe, then they will genuinely want you to
stay and continue the interaction. This means that you have hooked
the set.

The important thing to understand about the vibe is that it is real.
No, it’s not some force field in the physical realm, but it is still very
real in the social realm and the emotional realm.

For example, imagine that you are having a conversation and
someone inadvertently makes a faux pas—he says something alto-
gether offensive and uncalled-for. He has just inadvertently sent a
ping of weird emotions into the vibe. What happens?

First, you feel an emotion inside—a pang of disgust.

This pang, this inward feeling of disgust, then becomes a pong as
it vibrates outward to other people via subtleties and nuances in your
facial expressions, your vocal tonality, and your body language. This
pong vibes out of you, perhaps as a look of disgust that passes across
your face, revealing your feelings.

Meanwhile the social violator—the one who made the offensive
comment in the first place—sees your look of disgust, and this caus-
es him to feel a pang of embarrassment. It's obvious to you that he is
embarrassed because the pong is clear on his face and in his manner-
isms. You feel it inwardly, as a pang of pity, and that shows on your
face. And so on.

OVERVIEW OF THE GAME

“Enthusiasm is

contagious.”

—Mystery

31



32

Inwardly, the vibe is felt as emotional pangs. But outwardly, the
vibe is a constant ping and pong of subtle indicators in our delivery
that reveal our feelings, as well as induce feelings in other people.

From this, it is evident that we should endeavor to ping other peo-
ple only in order to convey higher value and to induce pangs of good
emotion. In this way we can generate a good and useful vibe.

It is also evident that when other people ping us, we should not
seem overly reactive to it. After all, being overly reactive conveys
lower value.

So the idea is to be not overly affected by the vibes of others, to be
like a ghost who cannot be touched, and simultaneously to exert the
most positive and useful vibe towards other people, like a flame that
draws them in with the warmth of your charisma.

In the Venusian Arts, we call this the Zen of Cool. To attain this
inwardly should be the real reason why you practice the game. It is
central to producing exactly the right attitudes and behaviors that are
most useful when interacting with women. There is no longer any
need for structured technique because the Zen of Cool causes the
most useful behavior to happen naturally and spontaneously.

In addition, there are a variety of techniques for practicing how to
start conversations with groups of people and share good vibes with
them.

See the sections on delivery, humor, and sound bites for outer
game techniques for adding value to the vibe.

The Elements of a Good Vibe

When it comes to vibing, what elements are most important to the
practicing venusian artist?
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¥ Skilled Delivery—Body language, vocal tonality, and facial
expressions.

¥ The Zen of Cool—an attitude to experience inwardly and
express outwardly.

¥ Adding Value—Using the conversational skills in this book to
add good emotions to the vibe.

Women are especially stimulated by this emotional progression:

¥ Curiosity. Use open loops, value, and disinterest to arouse
curiosity.

¥ Intrigue. Mystery uses his charismatic delivery and enthusiasm,
disinterest, and the artful selection of subject matter to create
intrigue.

¥ Tension. Use disqualifiers, negs, roll-offs, open loops, and
dominance.

‘® Humor. Use absurdities from a DHV perspective, embarrass-
ment, the absurd, role-playing, teasing, AMOGing.

¥ Fun. Fun requires just a carefree attitude, without the creative
pressure normally associated with conversational humor and
wit. There is no excuse not to have a fun attitude. Smile!

¥ Attraction. Evolutionary value switches must be activated in
order to trigger this emotion.

¥ Appreciation. This is the “A3” phase of the M3 model. We now
interpret this as one of the connection switches, because it is
an indicator that women use to determine your willingness to
commit value rather than to determine your S&R value itself.

OVERVIEW OF THE GAME
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‘¥ Challenge. Screen her. Frame control her. Compliance test her.
Bait her to chase you. Practice Bait-Hook-Reel-Release.

¥ Connection. Various connection switches must be flipped in
order to trigger this emotion. See Appreciation above.

¥ Excitement.

¥ Fear of Loss. Especially using disinterest and jealousy.

The Vibe in your House

¥ Your home must be CLEAN and CLUTTER FREE. This is what
creates the GOLF COURSE FEELING. Something magical hap-
pens when you do this.

¥ Your home must be FULLY STOCKED to create a nesting sense
of luxury and abundance.

*& Including a fully-stocked and clean kitchen with plenty of
snacks as well.

& Including every possible beverage that people might drink,
alcoholic and otherwise.

*&- Including bathrooms, medicine cabinet, extra towels, every-
thing else.

¥ Your home must TICKLE THE SENSES.

& Light

¢ Use ambient light instead of direct light.

* For example, point a spotlight at a piece of art, so that the art
piece itself becomes a source of light instead of having a
light bulb shining directly in your face.

¢ Experiment with colored lights.
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* Experiment with shadows. Use lights on the plants.

¢ Play movies with the sound turned off, as a form of eye candy.

* Get a projector and use computer visualization software.

¢ Use candles. For example, imagine a coffee table, clean and
clutter-free, with a single large candle burning in the middle.

& Smell—uvery important

¢ Use lysol wipes on the countertop, run the dishwasher, vac-
uum the rug, sweep and mop the floor, light up some scent-
ed candles, take out the trash, and no open food or stale
smoke in the air. Smell really affects people.

& Music

* Have an iPod playlist set up for different moods.
¢ Fully explore music as much as possible. Ask music afi-
cionados for good stuff to experiment with.

5® Sense of Touch

* Get comfortable furniture. Love-Sacs are great.

* Lots of soft blankets and pillows.

* Get a rug that will entice people to remove their shoes.
* Toys such as vibrating massagers, spine-tinglers, etc.

& Must EXPRESS YOUR PERSONALITY.

*&- Art—Make a statement with your art. Make people feel some-

thing. Change your art semi-regularly so that things don’t get
boring. 14 Mystery: If you can’t

8- Plants—There is a certain comfort and beauty that plants care for a plant, then you

bring to a room.4 can’t take care of a woman.

OVERVIEW OF THE GAME
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“Attraction is

not a choice.”

—David DeAngelo,
Double Your Dating

36 15The Evolution of Desire,
David M. Buss

8- Furniture—Comfort is the key. People should never want to
leave.
& Technology—Laptops lying about work great.

ATTRACTION

Attraction is an emotion that gets triggered by Survival and
Replication value. It motivates us to align with people of high S&R
value. When we feel attracted to someone, we try to gain their inter-
est, and try to attract them to us so that they will also desire an align-
ment. Attraction pushes us to build connections and alliances with
those people, so that we may benefit.

“Evolution has favored women who prefer men who possess attrib-
utes that confer benefits and who dislike men who possess attrib-
utes that impose costs.”1°

Women are attracted to survival and replication value. Specifical-
ly they will respond to any displays that indicate:

Social status and alignments
Wealth and resources

Physical beauty

Height

Strength (Emotional and Physical)
Physical health

Intelligence

© 3 O Ul R W N R

Healthy Emotional Programming

What is healthy emotional programming? Because emotions have
such a powerful influence on behavior, it is of crucial importance to
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women that they select a mate who is not ‘miswired” with bad pro-
gramming. Women observe our behavior patterns to insure that we
are programmed properly, because their own survival and that of
their offspring benefits by selecting males who display emotional
traits such as sincerity, commitment, kindness, ambition, protector of
loved ones, and so on.

There are various “fitness indicators” that convey the presence of
survival and replication value traits.!® Women’s emotional program-
ming is designed so that when she detects these fitness indicators, a
feeling of attraction will be triggered inside of her.

Attraction is not a single emotion. It is a set of emotions. Each
emotion activates from one of a woman’s preferences and represents
a discrete value switch.

“Each separate attribute constitutes one component of a man’s
value to a woman as a mate. Each of her preferences tracks one
component.”17

A woman’s preference for an energetic gait allows her to select for
physical health. Her preference for a fun conversation allows her to
select for emotional health and intelligence. Her preference for unre-
active behaviors allows her to select for higher social status. And so
on. In every case, her preference for the fitness indicator helps her to
select for actual survival and replication value.

The fitness indicators that women respond to fall into three cate-
gories: Visual (the way you look), Behavioral (the way you act), and
Social (the way that people react to you.)

For example, if one man is stronger and better-looking than aver-
age, he would historically have an actual survival and replication
advantage and thus it’s expected that the female of the species would

OVERVIEW OF THE GAME

16 The Mating Mind,
Geoffrey Miller

17 The Evolution of Desire,
David M. Buss
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18 Just prior to the writing of this
book, it was widely reported in the
news media that studies have con-
firmed men have an 1.Q. on aver-
age four points higher than
women. Political incorrectness and
customary outrage aside, this dif-
ference actually seems fairly pre-
dictable given the assumption that
women select men sexually based
on intelligence more than men
select women for the same trait.
Thus women have actually bred
men to be more intelligent based
on their own sexual selection strat-
egy and their own desires.

38

19 The value indicators
related to visual cues such
as height, athleticism, and

beauty are all valid and
powerful attraction switch-
es, but they are not the
subject of this book.

evolve an attraction to that. Specific physical traits have become sexu-
ally attractive. These are the visual cues for attraction.

Similarly, if one man is more intelligent and ambitious than aver-
age, again he would have a survival advantage and it would shine
through in his behaviors. Women would be expected to select for these
behavioral cues.!® The use of microcalibration and storytelling are
good examples of how to pattern your behavior so that women will
find you more attractive.

Finally, women would be expected to evolve an attraction to any
social cues that convey a survival advantage. Preselection is a good
example of this, and group theory exploits it as well.

The more that you display S&R value through visual, behavioral,
and social cues, the more attention you will receive, the more women
will vibe and flirt with you, the more they will chase, and the more
compliance they will concede to you.

All of the known attraction switches are:

Visual Cues?
¥ Physical Health and Fitness, Height, Physical Beauty, Strength,
and Age (age being an indicator of resources.)

¥ Fashion and Grooming (indicating social intelligence and
status.)

Behavioral Cues

¥ The Zen of Cool. Radiating a comfortable and charismatic vibe.
Adding value to the conversation. Being both a Ghost and a
Flame in your interactions with other people.
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¥ Disinterest. Microcalibration, body rocking, roll-offs, hand-
throws, eye-codes, disqualifiers (negs), and more.

¥ Social calibration gained from time in the field. For example,
any display of good manners or discretion will trigger attraction
in women. (Social intelligence is a good predictor of social status
and resources.) Venusian artists convey social intelligence
through subtle conversational and behavioral cues, as well as
our avatar and sense of fashion.

‘¥ Humor and other emotional stimulation via storytelling and
compelling delivery. Also creative expression such as in art and
music. Women probably developed these preferences in order to
help select for intelligence.

‘¥ Healthy Emotional Programming. The most powerful emotion-
al cues to embed in conversation are: sincerity, kindness, ambi-
tion, industriousness, love and commitment, passion, protector
of loved ones, provider for loved ones, emotional strength,
dependability, stability, winner, and risk-taker. These attraction
cues can be embedded into your conversation and even into
nuances in your delivery.

¥ Embedded value. Value indicators can be embedded into stories
and speech, allowing us to trigger attraction just through con-
versation. All the attraction switches, including preselection,
disinterest, social alignments, and healthy emotions can be em-
bedded in this way. Even a neg is just an example of embedded
disinterest. (Bits of embedded value are also known as DHV
spikes.)

OVERVIEW OF THE GAME
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20 Mystery’s original list
of DHVSs, though not as
comprehensive, clearly
reveals the primary
value switches used in
the game:

(1) Preselection,

(2) Leader of Men
(Attention, Holding
Court, Social
Alignments),

(3) Protector of Loved
Ones (Healthy
Emotions,
Willingness to
Emote), and

(4) Willingness to Walk.

(Disinterest.)

Social Cues

‘¥ Preselection. A powerful indicator of value. When women give
you attention and flirt with you, it will cause other women to
desire you as well. To accomplish preselection in our game, we
use locking-in, embedded preselection in stories, entourage (female
friends), pawns, and pivots. Disinterest can also convey preselec-
tion. Even the right delivery can convey preselection.

¥ Attention. If people are looking at you, or even giving you prox-
imity, then other people will find you more interesting and
attractive as a result.

‘¥ Holding Court. If you are the center of attention in a group,
then you will come across as having social proof and status.
Women in the group and also nearby will find you more attrac-
tive. We use the Flame, as well as the tactics in group theory, to
accomplish this.

¥ Social Alignments. Any cue which indicates that you have cool
friends, good connections, loyal minions, popularity or fame will
cause women to feel more attracted to you. Remember, girls in
school were always attracted to the popular kid. Alignments and
other social proof can easily be displayed socially as well as
embedded into stories.

Notice that a woman’s conscious preference for a certain indica-
tor, such as humor and stimulating conversation, gives her a better
chance of obtaining a mate with higher survival value such as intelli-
gence, status, and healthy emotional programming.

The value displays which cause women to feel attraction, such as
preselection and humor, are also known as Demonstrations of Higher
Value, or DHVs.20

THE VENUSIAN ARTS WWW.EXPLOREHUMANITY.COM



CONNECTION

While attraction is an emotion that motivates us to form alignments
with high-value people, connection is the actual emotional bond itself
that forms between two people.

Part of the goal for women is to choose men who will stay with
them. Because of this, it is not enough that a woman merely finds you
attractive. She must also feel that there is an emotional bond forming
between the two of you. You must connect with her.

Remember, emotions make us do things. If she feels that you really
do love her, then she has a great degree of assurance, by way of your
emotions, regarding future access to your resources and protection.

“While signals of commitment prove highly effective in attracting
long-term mates, the simulation of commitment can be effective in
attracting and seducing a woman. Men looking for casual liaisons
compete by mimicking what women desire in a permanent mate.
This tactic is especially potent when women use casual sex to eval-
uate prospective husbands. Women are more receptive, even in the
short term, to men who appear to embody their ideals for a long-

term mate.”?! 21 The Evolution of Desire
by David Buss

How can I create a rich and multi-faceted sense of connection
with a woman? Here are the elements of connection we use in the
Venusian Arts:

Understanding
Appreciation (Qualification)
Trust and Comfort

WO N =

Compatibility

OVERVIEW OF THE GAME
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22 The Evolution of Desire,
David M. Buss

5 Conspiracy
6 Vulnerability

What's beautiful is that the connection switches are functionally
very similar to the attraction switches. Any indicator of these connec-
tion elements, whether through some social display, or through some
incidental detail in a conversation, will cause your lady friend to feel
more and more connected to you. Isn’t that amazing?

Understanding

Understanding is the combination of Authenticity and Acceptance. In
other words: she feels that she knows your value, and she feels that
you know and value her as well.

With the right understanding, you can give her the sort of compli-
ments that give her the warm fuzzies and send shivers down her
spine, instead of coming off as insincere and full of agenda.

“Displays of honesty by a man are in fact powerful tactics for ob-
taining a permanent mate. They convey to the woman that the man
is not simply seeking a transient sex partner. Of the 130 identified
tactics to attract a female mate, three of the top ones suggest open-
ness and honesty—acting honest with the woman, communicating
feelings to her directly and openly, and acting himself. All of these
tactics are judged to be among the most effective 10 percent of all
attraction tactics that men can use.”?2

Authenticity: a woman’s sense that you are the real deal.
Understanding is a woman'’s perception and assessment of your iden-
tity, your character, and your personality, which feels genuine, sin-
cere, and authentic to her, so that she feels safe that she is not being
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hoodwinked by a low-value imposter. In other words, your value is
genuine.

As you can see, practicing sincere delivery is of the utmost impor-
tance, as is conveying a strong identity.

It is not so much important to a woman whether your identity is
that of a writer, an illusionist, a tycoon, a musician, or a security
expert, but rather how passionate and congruent you are with that
identity. Mystery’s grounding routine is an example of how to convey
a strong, passionate identity through conversation.??

We also spend time designing the best possible avatar, incorporat-
ing fashion and peacocking, so that our social image conveys a con-
gruent, attractive identity.

Acceptance: a woman’s sense that you see her as she truly is. A
woman wants you to see her and accept her as she also sees herself.
This is something more than merely being attracted to her. She must
sense that you actually see her as a real person, someone unique and
special, and that that is the real beauty about her that you appreciate
the most. We hold high standards and use a screening frame to make
her feel that she has earned our interest, so that she will value it and
trust it as genuine.

Understanding her also means that you see the bad or dorky
things about her but you still accept her anyway. She can feel safe that
your loving feelings are directed towards her and not towards some
unrealistic fantasy in your head that is destined to dissolve in the cold
morning sun.

Among other things, we use cold reading to create this effect,
although it is just as useful to experiment with value elicitation, as

well as screening.

OVERVIEW OF THE GAME

2 See the Storytelling
section of this book to
create your own
grounding routine.

4