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Dr. Glenn: Hey, this is the very good Dr. Glenn Livingston with Never Binge Again.  

And I'm here with Dr. Howard Jacobson from PlantYourself.com.  How 
are you, Howie? 

 

Howie: Very good.  Happy to be here participating in this call. 
 
Dr. Glenn: Good.  I wanted to talk today a little bit about dealing with other 

people's pigs.  And what I find is that most of my clients at some point 
will tell me that if people would leave them alone; their mother, their 
father, their sister, their brother, their dog, their cousin, friends at a 

party, people at a funeral, if they would leave them alone about what 
they were eating, then they would be fine.  They kind of figured out how 
to deal with restaurants and hotels, and traveling and they've got a 

routine for themselves when they're at home, they've got a routine for 
themselves when they travel, but these pesky other people always 
seem to interfere. 

 
 And, I wanted to talk a little bit today about how to deal with other 

people's pigs because my contention is that just like Eleanor Roosevelt 

said, "Nobody can make you feel inadequate without your permission",  
I believe that nobody can make you overeat without your permission 
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either.  And there's nothing anybody else could do or say short of 
strapping you down to a gurney prying your mouth open and pouring 

junk food into you. 
 
Howie: Right.  When you started talking about that, my vision was A Clockwork 

Orange.  Somebody can probably get you to overeat if they strapped 
you down and the way we get foie gras out of geese and ducks, right?  
Short of that, we are the ones stuffing ourselves. 

 
Dr. Glenn: Yeah.  It doesn't feel like that to a lot of people and they feel compelled 

to eat things that they wouldn't normally eat for essentially social 

reasons.  And I thought we could talk about some of those reasons and 
a way to go about overcoming that.  Let me just ask if you have any 
thoughts in it first and then I'll give you a whole bunch of thoughts that I 

have and please ask questions. 
 
Howie: Let's start with you.  I'll chime in as I feel called. 

 
Dr. Glenn: Okay.  The primary reason that other people feel compelled to get us to 

eat like they do is because they're looking for permission to continue 

eating the way that they're eating and they want to feel loved.  They 
want to feel a sense of love and belonging. 

 

 Food is a very tribal experience and if you think about primitive times 
where, first of all, every member of the tribe was probably necessary 
for survival.  So, the tribe was risking its survival if one member got too 

sick or weak.  And simultaneously, the food available wasn't 
necessarily abundant and so people might have to share whatever was 
available from the harvest or, in some cases, the hunt.  If someone was 

saying, "Well, I don't feel like eating this.  I want to eat something 
different instead," they actually might be putting the survival of the tribe 
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at stake.  So this is just one theory.  I can't prove this.  But the sense of 
belonging and going along with the crowd has really become built into 

our culture I think in a very primitive way. 
 
 Today, you can eat entirely differently than the way everyone else in 

the tribe is eating without putting the tribe at risk, but that doesn't mean 
that our DNA isn't programmed with these survival instincts.  And so 
there are some fairly strong forces at work socially to get you to eat 

what everybody else eats. 
 
 Secondarily, the food industry has created all this hyper-palatable 

condensed forms of pleasure that are very difficult for people to resist.  
The advertising industry is beaming all these messages at us day in 
and day out with virtually no messages about fruit and vegetables. 

 
 The addiction treatment industry is saying you couldn't resist if you 

wanted to.  And so the vast majority of people are addicted to 

industrially processed foods, and they are willingly making tradeoffs for 
taste and convenience.  They're making tradeoffs on their health.  And, 
if you'll look at the average statistics for diabetes or cancer or 

cardiovascular disease or many of the diet-preventable ailments, 
people really are trading years of their life or at very least, trading 
healthy years of their life for taste and convenience and the willingness 

to go along with the crowd. 
 
 The first step here is to recognize -- there are some fairly serious 

forces you're going up against when you want to eat differently.  And 
so, if you're feeling pressure, it's there.  This is not something to take 
light or harder, it takes just a little bit of practice and effort, and 

planning to get through it. 
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 However, if you are willing to be a role model, a lot of people tell me 
they are frightened about looking like a weirdo and no one is going to 

want to go out to eat, I'll ask them, "Do you love these people you're 
going out with?  Do you care about them?  Do you want them to be 
healthy?"  And they'll say, "Yes."  And I'll say, "Well, wouldn't the best 

thing you could do be to prove to them that it was possible to eat 
healthy in a pressured environment, social environment like this 
because then they'll know they could do it also?" 

 
 You don't have to have that discussion.  You can just do it by example.  

Or do you want to let them continue to do what everybody else is doing 

and go out in pieces as they get older, their heart fails or have to have 
foot amputated for diabetic neuropathy or all these things that can 
happen.  Wouldn't you rather be a healthy leader and let them look at 

you as a shiny example who stands out from the crowd as opposed to 
a weirdo or someone that's ostracized from the crowd? 

 

 I find that that paradigm shift is critical when you think of yourself as a 
healthy leader as opposed to a weirdo.  Because then I want to be 
different, then I don't want to be average.  I think average is terrible on 

our society.  I want to be way above average and I want to lead the 
way forward for those people that I know, love and care about. 

 

 And then, the actual handling of the pressure that you feel from the 
other people, there are variety of techniques you can use, anything 
from, "No, thank you.  My doctors doesn't let me eat that."  And then, if 

they ask you, "Well, is there something really horribly wrong with you?"  
You say, "Oh, it's nothing serious but I hate talking about it.  It's 
medical reasons"; right?  Or mom passes you a piece of pie and says, 

"Here.  It's so delicious."  You could take the plate and give her a hug 
and say, "Thank you, mom.  That was so sweet.  Could I get the 
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recipe?  My stomach is a little upset.  I can't eat right now.  Could I get 
the recipe?"  Or you can just take the plate, move the food around a 

little bit or you can put it down and move into the side of the room.  
There are thousands of things you can do. 

 

 What you don't want to do is call them out on it.  You don't want to say, 
"You know, I can't eat this because it's not healthy."  Then you're 
talking about how everybody should eat.  And until you're very secure 

in your ability to maintain your healthy diet, your healthy food plan, I 
don't want you taking an argument about how everybody should eat. 

 

 I think that just like the instructions for dealing with the oxygen masks 
on the airplane suggests that we put oxygen on ourselves first before 
we take care of our children, I think that if we're going down with food, 

that we've got to get some healthy food into us first and get ourselves 
restored before we can take on the immense task of convincing people 
who don't really want to be convinced that the food that they're eating 

is something they shouldn't be eating. 
 
 So I generally counsel my clients to avoid that and deal with the 

situation in very socially polite, loving ways which takes the focus off of 
whether or not the food is healthy, which takes the focus off of the 
other person's desire to eat it and just kind of gives a personal reason, 

which is unassailable for not doing it. 
 
 That's mostly what I have to say about.  It's a quick little talk but it's 

powerful if you'll be willing to adapt it and let me know if you have any 
questions or thoughts, Howie. 

 

Howie: Yeah.  So, the first thing that comes up for me is -- if I can be able a bit 
confrontational? 
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Dr. Glenn: Yeah. 

 
Howie: So, it seems like there's a bit of a conflict between the goal of being a 

role model and then all these white lies, that, "Oh, it's my health or my 

stomach is upset or can I have the recipe."  If I wanted to be a role 
model for people, I wouldn't be sort of insinuating that I wasn't healthy 
or that I was under the weather at the moment because that makes me 

less of a role model if I'm constantly a little bit sick. 
 
Dr. Glenn: I would do that at first.  That's not the only way to do it, but I do that at 

first just to take the focus off of you.  Because remember, with any 
persuasive arguments, people are always thinking BS, BS, BS; right?  
And unless they can see the results right there in front of them, you 

don't really have persuasive power.  Unless you've got a wealth of 
scientific evidence that you're prepared to cite and confident in bringing 
to mind in a moment like that and willing to take on that argument, I 

prefer most of my binge eaters to allow people to think that, "Oh, 
there's something wrong with their stomach or something like that."  
Until those people can see the results in them and then the proof 

speaks for itself, then you can take more of your argument on.  Do you 
have another opinion about that though? 

 

Howie: Well, let me think of that.  I've got to say, first of all, I agree with you, I 
do have a wealth of scientific background and I don't have any better 
results than anybody else in convincing people.  It's almost like a recoil.  

The harder I hit them, the more it bounces back. 
 
Dr. Glenn: Yeah. 
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Howie: I was listening to a talk by Doug Lisle, the guru of The Pleasure Trap 
and he was talking about stuff like this and his talk was called Getting 

Along Without Going Along, and he suggested saying something very 
similar like, "Oh, you know, I'm halfway through this book.  I don't really 
know.  I'm giving it a try.  My doctor said I should try this," where you're 

kind of lowering your own status.  And, I thought, "Boy, I would love to 
be able to say that.  That's no longer an option for me in a lot of circles 
if people know that I've written these books and they know my 

pedigree."  I don't get to say that anymore.  So, I just sort of shut up 
and shrug. 

 

 So I totally agree that to some extent, self-deprecation could work and I 
see what you're saying about at the beginning as you're getting your 
[inaudible 00:09:05] on.  But also, this idea of the role model I think 

helps.  Let's say you have your rule and you're, "Okay, I can have pie 
once a month."  And the question is, "Well, when should I have pie?"  
So obviously, the easiest time to have pie is when you're at the social 

gathering or dinner and your mom offers you a piece of pie, and he has 
every reason in the world to have it because there's pressure, 
someone else is making it for you, it will make them feel good and 

you're allowed to pie.  You're not even breaking your rule. 
 
 But in working with Josh LaJaunie, who lost 230 pounds while living in 

South Louisiana among the same people and with whom he get fat, to 
be a role model, that's precisely the moment that you say no.  Because 
if he lost 200 pounds and people were wondering, "Well, how the heck 

did you do that?" and then they see you eating pie, they're like, "Oh, 
well, I can eat pie and get thin," when they don't realize that that's a 
once a month thing.  So, I think there are ways when you start feeling 

more confident to still get along while representing this healthy lifestyle 
a little bit more. 
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Dr. Glenn: Mm-hmm.  And, there are other ways besides self-deprecation to take 

the attention off of the food decision.  You can say, "It's just not my 
thing, but I just don't like it."  You can say that and look for something 
else.  Or you could ask for a cup of tea.  Sometimes, the person just 

wants to be able to give you something.  It's part of accepting you into 
the tribe, so you can ask them if they have a cup of tea or do they have 
any Seltzer or just ask for something very specific that they can give 

you so they feel like an adequate host because a lot of times, it's about 
not rejecting them as the host. 

 

 Sometimes you can deflect it by changing the conversation.  My mom 
offers me a piece of pie, I might say, "Oh mom, you look so hot today.  
Where did you get that dress?  If you weren't married and everything, I 

might go after you right now."  And then, she'll just laugh and get all 
silly and -- 

 

Howie: Yeah. 
 
Dr. Glenn: That's a confusing contra maneuver but you can use that, too.  So, you 

don't necessarily have to be self-deprecating if you're worried about 
lowering your status as a role model later on.  But I can tell you that 
almost no matter what you say, if you lose a bunch of weight and your 

skin starts glowing, and your health conditions disappear, people are 
going to want to ask you how the heck that happened regardless of 
what you did a month ago when you refused a piece of pie.  So you 

don't have to worry that much that you deprecated yourself.  By the 
time your result show, results really speak for themselves and that's 
what people want to see. 
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Howie: Got you.  Another question I had, we framed this as defending yourself 
against other people's pigs.  It's not clear whether it's their pig or not 

but I feel like there can often be a residence, like it sort of wakes up my 
pig.  My pig has been sort of under control for a while or docile or biting 
its time and then all of a sudden, I'm in this environment where my pig 

eats the proverbial can of spinach, turns into Popeye and starts 
straining in its restraints. 

 

Dr. Glenn: It would be more like a proverbial kind of chips or -- 
 
Howie: Yeah. 

 
Dr. Glenn: Yes.  Did you have a specific question about it?  I'm interrupting you. 
 

Howie: No.  But it's just me against them and I'm really clear, "No, I don't eat 
this stuff."  Then it seems easy.  But when it starts looking like an inside 
job, like are there specific moves for cognitive or mindful or whatever 

else, psychological tactics when you feel your own pig is now getting 
emboldened by social norms? 

 

 One of the things I teach people as a tool is something I learned from 
Peter Bregman, The Fast Assessment, when in a situation, what were 
you feeling, how are you acting, what were you saying, what were you 

thinking?  And so, to understand that this is a danger for you if other 
people's pigs are the danger to kind of come up with an if-then or 
when-then play for caging your pig.  So before you can do the outer 

move, you may need to do a couple of inner moves. 
 
Dr. Glenn: Yes, that's true. 

 
Howie: Right.  So I'm wondering if you had any specific ones. 
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Dr. Glenn: I think part of the reason I don't have another answer is that I gave the 

answer earlier when I talked about reframing yourself as a role model 
rather than a weirdo.  So you can't win the game if you're trying to 
conform with societal norms because societal norms are very 

unhealthy.  So you have to be willing to stand against societal norms.  
It's like seeing the difference between being a health nut or a health 
enthusiast.  I don't think I'm a health nut because I don't think it's crazy 

to be obsessed with health, right? 
 
Howie: Yeah.  Right. 

 
Dr. Glenn: I'm a health enthusiast.  I got that from Doug Graham, by the way.  I 

think that you have to recognize that the social pressure wants to frame 

you as a health not but you're a health enthusiast instead and you need 
to make that internal move before you're going to be confident to act 
differently and talk differently than most people would in this situation 

because you're a health enthusiast, not a health nut. 
 
Howie: It reminds me of Dr. Jill Fuhrman's early writing and he was working 

with parents, and he just written Disease-Proof Your Child.  He has his 
metaphor like, "How would you feel if your kid came home and said, 
'Well, everyone is doing cocaine or everyone is smoking cigarettes.'"  If 

you didn't give your kid ice cream at the ballgame or a cake on their 
birthday, you're almost viewed as a parent as suspect or you're giving 
your child this sort of grim shaker upbringing and they're going to be 

miserable.  In the minute they go into your house, they're going to 
become uncontrollable bingers.  If it was cocaine, you wouldn't feel bad 
about denying it.  So it's begging us to reframe these crazy cultural 

norms that honestly lead most people sick and dying early. 
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Dr. Glenn: Exactly.  Cool. 
 

Howie: I want to talk about when people come to you like after you've done 
your transformation and their statement results, like how do you know 
when someone is really ready to listen and when they're sort of, when 

does it start to do good to say like, "Oh, give me your email address, I'll 
send you a link to Forks Over Knives or Doug Graham or whatever or 
when do you still sort of just go on your merry way."  Because finally, 

this person has come around like, "Boy, I want to give him a box with a 
thud factor.  I want to send them 22 DVDs." 

 

Dr. Glenn: I think that the first assessment has to do with how secure you are in 
your own ability to stick to your own food plan, what results you've 
actually achieved, how long you've had them.  And so, if your new way 

of eating feels like they're part of your character already and you've 
assumed that it's part of your identify and you're confident in that, then I 
think that's the time to start thinking about really influencing other 

people.  That's when I would even first begin to look for other signs in 
other people. 

 

 I think that psychologically, eating is such a primitive experience that 
other people's feelings about it tend to be contagious and we 
experience them pre-verbally and it's harder for us to manage that 

influence without being first secure ourselves.  So, being secure 
yourself is first and foremost. 

 

 Then I think you look for elements of desperation in the other person.  
So either that means they are desperate for some positive outcome 
and with athletes that might be a certain performance, maybe they 

want to drop their marathon time or lift a certain amount of weight or 
sometimes there are people who have chronic fatigue and they just feel 
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like they can't function and so they're feeling kind of desperate.  Other 
times, there are people who are very sick; diabetes or heart attacks or 

strokes or nearly high numbers that scared them. 
 
 So what I'm saying is you need to really have a more intellectual 

assessment of the person's motivation and ask yourself, "Does this 
person really want to change or they're just mildly curious?"  And for 
someone who's mildly curious, I might say, "Well, there's a book you 

might read when you're ready or I can send you a link if you really want 
me to." 

 

 For someone who has seen my results and has a desperate problem, 
almost like they're running away from a hungry bear, they've 
experienced the results of what they're doing for so long.  It's just not 

working and they're ready to do something else.  And they seem 
positively identified with me, that's another assessment is, is this 
person relating to me in a cooperative manner?  Do they seem 

genuinely interested in what I've had to say up until that point?  And, 
did they respond positively to my stories?  Did they look me in the eye 
while we were talking?  Or, do they seem really rebellious in trying to 

prove a point and trying to prove otherwise? 
 
 When all those factors align, then I'll open up and give people more 

information when they want it.  And I'll tell you that all those factors 
align much less frequently than I would like them to align.  But I've 
learned the hard way that a man convinced against his will is of the 

same opinion still.  That's Samuel Butler.  And so I try not to offer 
advice that I think is going to be rejected. 
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 Part of my training as a psychologist is to look for the opportunity when 
people are genuinely interested in change across all of the variables 

that we talked about. 
 
Howie: Right.  I also had a friend who had this hyper-responsive club, which 

sounds exactly the same answer.  I'm just amazed that how all the 
things you've done in your life willingly or unwillingly prepared you for 
this mission.  The answer you're getting about, are they ready, are they 

completely ready, what percentage of people that are really ready?  It's 
like totally hyper-responsive marketing. 

 

Dr. Glenn: Well, and just to clarify that for people, I've had a long career and 
business, as well as what I'm doing in health right now in psychology.  
And in marketing, I talk about the importance of targeting the most 

responsive customers.  It's based on the 80-20 rule where 80 percent 
of your profit comes from 20 percent of your customers.  And if you 
look at those most profitable 20 percent, 80 percent of that business 

comes from 20 percent of those, and very, very roughly speaking if you 
do the math, about half of your profits will come from five percent of 
your customers. 

 
 So a lot of the marketing education that I put together had to do with 

identifying the characteristics of those customers, who they were, what 

they wanted and how they talked so that you could create a brand that 
was geared towards the most type of responsive customers.  The 
theory being that when you could identify and talk to them, they would 

drag the rest of the market along. 
 
 So what Howie is saying is that's really what I'm doing in health.  I'm 

looking for the people that are most ready to change and targeting my 
persuasive arguments towards those people to create a center of 
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gravity that drives my brand and is most persuasive towards the people 
in and around that center.  Because when you have a really powerful 

center, it's like having a really big sun in the center of a solar system 
that can command a more powerful center of gravity, it can pull more 
planets into it, it can just have a bigger influence in the world than a 

more diffused, spread out, center focus.  So thanks for the marketing 
analogy, Howie.  I appreciate that. 
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