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Unit One

Introduction to the Author and the Article

Robert L. Shook (1938 - ) is an American author and businessman. After
he graduated from Ohio State University, he embarked on a business career and
became a successful salesman. Later he began to write. His works are all about
how to create and project an image which inspires trust and faith, and how to
acquire the traits of charisma, charm, grace and style which are necessary to be a
winner. Among his best books are How To Be The Complete Professional
Salesman , Total Commitment and Winning Images. In Winning Images he
presents the components of a winning image, and in clear, step-by-step
instructions shows the readers how to select, and then systematically create, a
right image for them as well as for their business.

This selection is chosen from Chapter 17 of Winning Images, in which
he encourages the readers to look further into a person than what one sees at
face-value. Fundamentally he wants the readers to look deeper as the
qualities a person shows may not truly represent his or her actual personality.

An Image or a Mirage?
Robert L. Shook

T here is a distinct difference between a winning image and
a mirage. A mirage is an illusion, and in your quest for a
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Unit One

winning image, you must be capable of identifying such
mirages.

One of the common misread images stems from what

people think about eye contact. How many times have you
heard, “You can tell he’s an honest man because he looks you
straight in the eye.” Evidently, many people must believe
that a dishonest man feels so ashamed that he’s not telling the
truth that he can’t even face them directly. But what about
an honest individual who is too shy to look. straight at you?
Furthermore, a good con artist knows that many people judge
integrity by the way one looks at them, so he deliberately
includes eye contact in his act. Because you can’t count on
eye contact as an infallible test, you should never use jt to
evaluate another person’s honesty. Nonetheless, since most
people do judge others by this criterion, be sure that you
always look them squarely in the eye.
v Evaluating a man’s honesty by the way he looks at you
makes no more sense than judging his integrity by the way
your dog or cat reacts to him. Yet how many times have you
heard a dog’s master say, “That’s interesting — Thor doesn’t
take to strangers very often. He’s a good judge of human
nature, and the fact that he’s friendly with you tells me some
good things about you.” Once when I was in the home of a
prospect, his cat, Tiger, took such a liking to me that he sat
on my shoulder during my entire sales presentation. When I
was finished, my prospect’s wife said, “Mr. Shook, Tiger
only does that with members of our immediate family. You
must be a very honest person for her to be so friendly to
you.”

The truth of the matter was that I refrained from
pushing the cat off because I was afraid she’d rip my suit or
scratch my eyes out. However, I replied, “Yes, ma’am,
Tiger obviously has some kind of instinct that enables her to
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accurately judge humans. She sure is a good judge of
character.” Even though Tiger happened to be right in my
case, I personally put very little faith in an animal’s
instinctual ability to judge people. I'd say his reactions have
more to do with odors and body movement.

Some people judge another person by the way he or she
shakes hands. A good, strong grip represents character,
while a “dead fish” handshake' is a bad sign. I, too, dislike
the flabby handshake with no life to it, but I am careful not
to use it as a basis for judging an individual. Again, it’s too
easy for a con artist to put a hearty handshake into his act.
Though you should give a firm handshake so you’ll
immediately create a good impression, don’t place too much
weight on the next fellow’s grip; it doesn’t tell you anything
concrete about him.

There’s certain clean-cut appearance that creates an
honest image. For example, a blond, blue-eyed young man
with a boyish grin and a look that typifies the boy-next-door,
All-American type* will almost always inspire confidence in
others. There is no logical reason for placing such blind faith
in a man simply because of the way he looks, yet most people
do make such quick judgments. Conversely, the seedy man
with dark oily skin, greasy black hair, and a moustache is not
considered honest-looking. Similarly, a woman may have the
looks which are wusually associated with those of a
streetwalker, whereas a high-priced call girl may look refined
and refreshing. Naturally, clothes and — in the case of
women — cosmetics, have a great deal to do with such
aforementioned appearances, but unfortunately a person’s
natural looks, over which he or she has little control, play -
an important part in the judgments most people will make. I
pity the hard-working, honest salesman who was born with
the looks that make people automatically think, “He’s not
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