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For everyone who was told to “just be authentic”

but was never told how.



PART I — UNDERSTANDING 
CONFIDENCE AND TRUST



C H A P T E R  1

What Confidence Really Is

You do not need to feel confident to act confidently.

Maya had been standing in the hallway for almost four minutes.

She knew this because she had checked her phone twice, and the second 

time the clock had moved by exactly three minutes, which meant the first 

check had cost her a minute all on its own. The hallway smelled like carpet 
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cleaner and the faintly burnt coffee drifting from the kitchen two doors 

down. Under the fluorescent light, the edges of her folder had begun to curl 

from the heat of her grip.

Through the glass wall of her manager's office, she could see Renee 

reading something on her laptop, one hand resting on a mug. Renee did not 

look busy. She did not look unapproachable. She looked like a person sitting 

in an office, reading an email, drinking tea. There was no obvious reason not 

to knock.

Maya had spent the better part of an hour preparing for this conversation. 

A short pitch — three minutes at most — about a process improvement she 

had noticed during her first two months on the team. The reporting workflow 

for client updates had an unnecessary loop: two people reviewed the same 

data, on different days, and sometimes caught the same error twice while 

missing new ones. Maya had sketched a cleaner version on her notepad. She 

had the points organized. She had rehearsed the opening sentence in the 

bathroom mirror during lunch. She had even written a backup version in 

case the first one came out wrong.

She was ready. Everything was ready.

Everything except the feeling.

Maya was waiting to feel confident before she knocked. She had been 

waiting since she first walked over from her desk, folder in hand, pulse 

quickening with every step. The feeling had not arrived. What had arrived 

instead was a low hum of dread that sat right behind her ribs, as though 

someone  had  placed  a  heavy  book  on  her  chest  and  left  it  there.  Her 

heartbeat was louder than it had any right to be. Her palms were damp 

against the folder's plastic cover. She shifted it from one hand to the other, 

then back again.

She told herself she would go in when she felt ready. She did not feel 

ready. She re-read her notes, though she already knew them by heart. She 

checked her phone a third time. She considered going back to her desk and 

sending an email instead — the idea could wait, couldn't it? It wasn't urgent. 

Maybe next week. Maybe after the quarterly review, when things were 

calmer and she had more credibility stored up.

The excuses arrived easily. They always did.
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That was when Deshawn walked past.

He was carrying a laptop under one arm and a sandwich in the other,  

moving at the unhurried pace of someone headed somewhere routine. He 

almost didn't stop. But he glanced at Maya — standing in the hallway, folder 

pressed against her stomach, clearly going nowhere — and slowed down.

"You waiting for Renee?"

"Yeah." Maya straightened slightly. "Just about to go in."

Deshawn looked at her for a second. Not unkindly. He had been on the 

team for three years, and Maya had watched him in meetings — he wasn't 

the loudest voice, but he spoke up when he had something to say, and he 

never seemed to agonize about it first.

"Just go," he said. "It never feels ready."

Then he knocked on the door across the hall, pushed it open with his 

elbow, and walked in.

Maya watched him disappear into the other office. Deshawn did not look 

confident in any cinematic way. He did not stride with squared shoulders 

and a gleaming jaw. He did not radiate calm authority. He was a person 

carrying a sandwich, knocking on a door, walking in. That was all.

She looked back at Renee's glass wall.

The feeling of confidence had still not arrived. But Deshawn's words sat 

with her — it never feels ready. Not "fake it till you make it." Not "you've 

got this." Just a small, honest observation from someone who had apparently 

stopped waiting for the feeling a long time ago.

Maya knocked.

The door made a quiet, solid sound under her knuckles. Renee looked up 

and waved her in. Maya sat down, opened her folder, and made her point. 

Her  voice  was  steady  enough.  Her  hands  were  not.  Renee  asked  two 

questions, wrote something down on a sticky note, and said she would bring 

it up at the next team meeting. The whole conversation lasted about four 

minutes. That was it.

Not a standing ovation. Not a career-defining moment. Not the kind of 

scene they write  into  movies.  Just  a  normal  conversation between two 

people in an office, and it went fine.
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Walking back to her desk, Maya noticed something small and unfamiliar 

settling in her chest. It was not the blazing confidence she had been waiting 

for — that never came. It was quieter than that. A warm, simple certainty 

that she had done the thing. The nervousness had not disappeared before the 

knock.  It  had not  disappeared during the conversation.  But  somewhere 

between Renee's first question and her second, the dread had loosened its 

grip just slightly, and what replaced it was the plain knowledge that she had 

acted.

The feeling of confidence had not come before the action. If anything, a 

thin version of it had come after.

Maya opened her notebook and wrote two words at the bottom of the 

page.

I didn't wait.

She underlined them.

Most people believe that confidence is something you either have or you 

don't. Like height, or a talent for mathematics, or an easy laugh — some 

people got it, and some people are still standing in hallways waiting for it to 

show up.

This belief is everywhere. You can hear it in the way people talk about 

confidence as though it were a substance you could run out of. "I lost my 

confidence." "I  need to build up my confidence." "She just  has natural 

confidence." The language treats confidence like fuel in a tank. When the 

tank is full, you can act. When it's empty, you stay where you are and hope 

the tank fills on its own.

And so people wait.

They wait to feel ready before they speak up in a room full of colleagues. 

They wait for certainty before they introduce themselves to someone new at 

a gathering. They wait for the nervousness to subside before they raise their 

hand,  make  the  phone  call,  start  the  conversation.  The  waiting  feels 

responsible. It feels like preparation. In reality, it is just a very patient form 

of avoidance.

Here is the problem with waiting: the feeling almost never arrives on 

time. Confidence — the feeling — is one of the least reliable prerequisites 

you could ever choose for action. It shows up late, if it shows up at all. It  
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vanishes at exactly the wrong moment, evaporating the instant you need it 

most. It seems to favor people who don't need it and avoid the people who 

do. Building your entire approach to life around a feeling this unreliable is 

like planning your commute around a bus that has no schedule.

The cost of waiting is not dramatic. That is what makes it so dangerous. 

It is quiet. It is the conversation you didn't start. The question you didn't ask 

in the meeting. The introduction you rehearsed in your head but put of until 

the room emptied. The idea you had but kept to yourself because the feeling 

of certainty never quite reached your mouth. Most of the time, nobody 

around you notices what you didn't do. You are the only one who carries the 

weight of the moment that passed. And that weight, over months and years, 

becomes surprisingly heavy.

But what if confidence is not the feeling at all?

What if confidence is the behavior you run while the feeling is still 

catching up?

This might sound like a trick, or a clever reframe designed to make you 

feel better about being nervous. It is not. It is the foundation of this entire 

book, and it begins with a simple distinction that, once you see it clearly, is 

hard to unsee.

There are two things that most people blend together into a single word. 

The first  is  the  feeling of  confidence — that  warm,  certain,  expansive 

sensation when you believe, somewhere deep in your body, that things are 

going to go well. It is real. It is pleasant. When it shows up, it is genuinely 

helpful. And it is completely unreliable as a starting condition for action.

The second is the behavior of confidence — the act of doing the thing, 

clearly and deliberately, whether the feeling is present or not. Making eye 

contact. Speaking up. Walking into the room. Knocking on the door. Saying 

your name. Asking the question. These are actions. They do not require a 

particular emotional state to occur. They require a decision.

In  the  approach  this  book  takes,  confidence  is  the  second  one. 

Confidence  is  deliberate,  repeatable  behavior.  It  is  something  you  can 

practice, drill, repeat, and steadily improve — exactly like any other skill  

you have ever learned. The feeling is welcome when it arrives. But it is not 

the entry ticket. It is not the prerequisite. You do not need to wait for it.
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This means something important: nervousness and confident behavior 

can coexist. They are not opposites. You can be nervous and still act. You 

can have a dry mouth and still introduce yourself. You can feel your heart 

hammering against your ribs and still say what you came to say, clearly 

enough for other people to hear it. The nervousness does not disqualify you. 

It just comes along for the ride, like a restless passenger in the back seat of a 

car you are still perfectly capable of driving.

This is not about suppressing what you feel. You do not need to pretend 

the anxiety isn't there, or plaster a forced smile over a clenching jaw, or tell 

yourself  everything is  fine  when your  body is  insisting otherwise.  The 

approach is simpler and more honest than that: you feel what you feel, and 

you run the behavior anyway. You let the feeling exist without giving it 

authority over your actions.

Over time — and this book will show you exactly how — the behavior 

becomes easier. The nervousness may fade. It may not. Either way, the 

behavior is what lands. And the behavior is what other people actually see.

Maya  did  not  feel  confident  when  she  knocked  on  that  door.  She 

knocked anyway. The conversation went fine. Not because she conquered 

her nervousness or pushed it away, but because the nervousness was never 

the thing that mattered. What mattered was the knock.

This idea — that confidence is something you do rather than something 

you feel — shows up more often in daily life than most people realize. You 

have probably already experienced it, without quite noticing the pattern.

Think about your first day at a new job. You walk into an unfamiliar 

building and you know almost nobody. The layout is wrong — you don't 

know where the bathrooms are, or which kitchen belongs to your floor, or 

whether people here eat lunch at their desks or in a group. Your mouth is dry. 

Your hands might be trembling slightly, and you're keeping them in your 

pockets hoping nobody can tell. But you introduce yourself anyway — to 

one person at the coffee machine, then another at the desk beside yours, then 

a third in the elevator. The introductions are brief, perhaps a little clumsy, 

and  perfectly  adequate.  Nobody  notices  the  nerves.  They  notice  the 

behavior. You said hello, you made eye contact, you gave your name. That is 

what landed. That is what they remember.
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Or think about speaking up in a meeting. You're the newest person in the 

room, and everyone else seems to know a shorthand you haven't learned yet. 

You have a thought — a question, maybe a concern — and your voice 

wavers slightly when you say it. The waver lasts about two seconds. Your 

point  is  clear.  Someone across  the  table  nods  and responds.  The  team 

discusses it for a minute. Thirty seconds after you finish speaking, nobody 

remembers the waver. They remember the point.

Or something even smaller. You're at a neighborhood gathering — a 

block party, a school event, a weekend barbecue — standing near the drinks 

table, and there's a person you don't recognize. You walk over and say hello. 

They say hello back. You ask if they just moved in. They did. You introduce 

yourself, they tell you their name, and the conversation lasts maybe ninety 

seconds before someone's child needs attention. The entire interaction is 

unremarkable. And that is exactly the point. The behavior happened. The 

sky did not fall. Nothing exploded. Nobody noticed your heartbeat except 

you.

In each of these moments, the feeling and the behavior told different 

stories. The feeling said not yet — wait until you're ready. The behavior said 

go. And the people around you? They only noticed what you did — not what 

you felt while doing it.

If this idea resonates with you — even a little — here is something you 

can try before you read the next chapter.

Your practice: the "Feel vs. Did" journal.

Tomorrow, choose one interaction that makes you mildly nervous. It 

does not need to be dramatic or high-stakes. Greeting a colleague you don't 

know well.  Asking a question during a meeting or a class.  Introducing 

yourself to one new person at an event, in a shop, or at a coffee counter.

Before the interaction, take thirty seconds and write down what you feel. 

Be honest. Use plain words. "Nervous." "Dreading it." "My stomach is tight 

and I don't want to do this." Whatever is true.

Then do the interaction. Just once. It can be brief.

Afterward, write down what you did. Not what you felt during it — what 

you actually, observably did. "I said good morning and asked how their 
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weekend was." "I raised my hand and asked my question." "I walked over, 

said my name, and asked if they were new here."

Now look at  the  two columns side  by  side.  The  feeling  column is 

probably dramatic, full of dread and worst-case predictions. The behavior 

column is probably ordinary — a few seconds of simple human interaction 

that went fine. That gap between what the feeling predicted and what the 

behavior actually was — that gap is the space this entire book lives in.

Your three-day challenge: name the behavior.

For the next three days, before any interaction that makes you even 

slightly  nervous,  name  the  exact  behavior  you  will  run.  Not  "I'll  be 

confident" — that's a feeling, and you cannot control it on demand. Instead, 

try something specific and physical: "I will make eye contact, say my name, 

and ask one question." Or: "I will walk in, sit down, and say good morning to 

the person next to me." Or: "I will raise my hand and say my point in two 

sentences or less."

After each interaction, score yourself on one thing only: did you run the 

behavior? Yes or no. That's it. The feeling is irrelevant to the score. You are 

not grading your emotions. You are not measuring how calm you felt or how 

smooth you sounded. You are grading a single, simple question: did you do 

what you said you would do?

Before you move on to the next chapter, sit with these questions for a 

moment. You do not need to write the answers down, but you might find it 

useful.

Think of a time you waited to feel confident before doing something that 

mattered. What did that waiting actually cost you?

Can you name something you already do well  that  still  makes you 

nervous? Driving in heavy traffic, maybe. Cooking dinner for a group of 

friends. Speaking to your child's teacher about a concern. You are competent 

at these things — the nervousness just hasn't gotten the message.

What is one action you would take this week if you did not need to feel 

confident first?
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Think  of  someone  you  consider  genuinely  confident.  Watch  them 

carefully next time you're together. Do they seem fearless — truly without 

anxiety — or do they simply act despite what they might be feeling?

If nervousness and useful behavior can coexist in the same moment, how 

would you prepare differently for your next difficult conversation — say, 

asking your manager for feedback, or raising a concern with a friend?

Here is what this chapter comes down to.

Confidence is not a feeling you wait for. It is a behavior you run. The 

people you admire for their confidence — the ones who seem at ease in 

rooms that make you tense, who speak up while you're still rehearsing in 

your head, who walk over and introduce themselves while you're studying 

your shoes — those people did not crack some emotional code. They did not 

unlock a permanent state of fearlessness. They learned to act while still 

uncertain. They knock on the door before the feeling arrives. Sometimes the 

feeling  catches  up  afterward.  Sometimes  it  does  not.  Either  way,  the 

behavior lands. And the behavior is what people see.

This book will teach you specific, trainable behaviors — ten of them, 

built on a practical framework — that can make you clearer, more open, 

more trusted, and more effective in nearly any interaction. None of them 

require you to stop being nervous first. None of them demand that you 

become someone you are not.

You just have to stop waiting.

But here is a question worth carrying into the next chapter: if confidence 

is something you do, why does it matter so much how you do it? Why do 

other people form such fast opinions about you — often before you have 

finished your first sentence? The answer has to do with the way the brain 

makes predictions, and it may change how you think about every interaction 

you walk into.

One thing to remember from this chapter:

You do not need to feel confident to act confidently.
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