
 

Wolf Ammo for the Wise™ 
 

The Audit That Arms You Before You Get Bit 
 
--- 

 

A Mind Is a Terrible Thing to Waste or Taste 
 
Let me say the thing nobody in this space will say to your face: 

 
A piece of truth wrapped in noise is still a lie. 

 
That's the whole game. That's how they get you. Not with a lie you could spot a mile 

away — with a hook that has actual food on it. They hand you something real, 

something that checks out, something that makes you nod your head and think 

"okay, this person knows what they're talking about." And then they build the rest of 

the sale on top of that one true thing, and you carry the truth into the deal like a 

torch — lighting up everything around it, including the parts that are pure garbage. 

 
You walk away believing you own the truth. What you actually own is a beautifully 

decorated lie. 

 
If you've felt that — that little knot in your gut when you're staring at an offer, the 

one that says "something's off but I can't put my finger on it" — I want you to hear me 

clearly: 
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Your gut is right. You're not crazy. You're not behind. And you are not 

obsolete. 

 
You just don't have the language yet. You don't have a process. You've been running 

on instinct against people who run on scripts — and a script beats instinct every 

time it catches you tired, broke, or rushed. 

 
That's what this is. Not motivation. Not "believe in yourself." A repeatable process 

you can run on any offer sitting in front of you right now — a course, a tool, a 

credit-repair pitch, a guru funnel, a "limited spots" webinar — and walk away with a 

clear, confident decision that you made. Not the timer. Not the hype. You. 

 
I call it the Wolf Ammo Audit System™. Because the wolf is always out there, and 

you've been walking through the woods unarmed. Today you load the chamber. 

 

What you already have going for you 
 
Here's the part the gurus never tell you, because it would cost them money: you 

already own most of what you need. 

 
- You already have the gut instinct. The fact that you're reading this means your 

radar already pinged. We're just going to teach you to read the ping instead of 

ignoring it. 

- You already have a search bar. Free. Right there on your phone. 
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- You already have access to AI tools — the same ones the gurus are using to write 

the pitches. We're going to turn their own weapon around and point it back at them. 

 
You're not starting from zero. You're starting from "untrained but already 

suspicious." That's a great place to start. 

 

How to use this (two speeds) 
 
I built this so you can read it your way: 

 
- Quick Start (about an hour): Do Step Zero. Skim the Wolf Fingerprints. Run the 

Wolf Ammo Audit Template™ on the offer that's been nagging you. Make your call. 

Done. You'll have your win today. 

- Deep Dive (read it all): Go fingerprint by fingerprint until you can spot the tracks 

in your sleep. This is the version where you never get bit the same way twice. 

 
Either way, one rule above all others: 

 
> Question everything. Without pessimism. 

 
This isn't about becoming a bitter person who trusts nothing. Bitter people get 

scammed too — they just get scammed by the people selling them the cure for 

bitterness. This is about clear eyes. Calm head. Reading the tracks before you follow 

them into the dark. 

 
And one more thing, the most important instruction in the whole book: 
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Don't forget to breathe. 

 
--- 

 

Check Yourself Before You Wreck Yourself 
 
This is Step Zero. It happens before you research anything, before you Google 

anything, before you run a single AI prompt. It is non-negotiable, and it's the step 

every single guru on earth needs you to skip. 

 
Here's why. Every manipulative pitch on the planet is engineered to do one thing 

first: change your emotional state. Spike your anxiety. Light up your excitement. 

Make your heart rate climb while a number ticks down. Because a person in a 

heightened emotional state makes fast decisions, and fast decisions are their 

favorite kind. 

 
A decision made while you can still feel the noise is a worse decision. Every time. 

 
So before you evaluate the offer, you evaluate yourself. You establish your baseline. 

You figure out whose urgency you're actually feeling — yours, or the one they 

manufactured and handed to you. 

 
Fill this out. Pen on paper. Right now, for the offer that's been living in your head: 
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Step Zero: The Breath Before the Buy 
 

Date: ____________ 
 
The offer I'm looking at: ____________________ 
Who's selling it: ____________________ 
Price today: ___________ 
Price I actually expect after upsells: ___________ 
 
Right now I honestly feel (circle all that apply): 
__________________________________________________ 
 
  Calm   Anxious   Excited   Desperate   Rushed   Afraid 
 
Is a countdown timer or "limited spots" present?  Yes / No 
 
Whose urgency is this really — mine or theirs? ____________ 
 
If I waited a full 24 hours, would this TRULY be gone 
forever, with no way back?  Yes / No 
 
Clarity check — how clear is my head right now (1-10): ____ 
 
Have I slept, eaten, and breathed today?  Yes / No 

 
 
Fill in every line by hand. If your clarity score is below 6, or you circled "desperate" or 

"rushed," close the laptop and come back tomorrow. The offer will survive. So will 

you. 
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Reading your own form 
 
Look at what you wrote. If the urgency is theirs, not yours — that's the tell. If you 

wrote "Yes" to the timer and "No" to whether it'd truly be gone forever, you just 

caught a lie in writing, in your own handwriting, before you spent a dime. 

 
Here's the thing about that 24-hour question. Almost nothing real expires in a way 

that ruins your life. Real businesses want your money next week just as much as 

they want it today. The thing that only exists for the next 11 minutes? That thing was 

built to die on a timer because it can't survive your clear-headed inspection. 

 
If you take nothing else from this book, take this: the breath you take before the 

buy is worth more than any tactic in here. A calm "no" is never the wrong answer. A 

calm "yes" is the only kind worth making. 

 
--- 

 

Reading the Tracks: The Wolf Fingerprints 
 
Wolves leave tracks. Paw prints in the snow. Once someone shows you what those 

prints look like, you can't un-see them — you'll spot them on every sales page, every 

webinar, every "free training" for the rest of your life. 

 
These are the Wolf Fingerprints. None of them is proof of a scam on its own. 

People make honest mistakes. But the more of these you count in a single pitch, the 

more sure you can be of what you're dealing with. You're not looking for one 

smoking gun. You're counting tracks. 
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Fingerprint #1 — The Double Not 
 
This is the big one. Watch for two negative statements, back to back, with no 

conjunction between them, that describe *you* — the mark. 

 
Like: "This isn't for people who want to stay broke. This isn't more get-rich-quick fluff." 

 
Notice there's no "and" or "but" tying them together. Just two "nots" stacked up, 

painting a picture of the kind of person they've decided you are. It reads smooth. It 

feels like the speaker gets you. 

 
It's a script. More than that — these days it's a flashing sign that an AI wrote it. The 

double-not with no conjunction is one of the most reliable fingerprints that you're 

not reading a real person's words at all. You'll see it in sales copy. You'll see it in the 

suspiciously supportive comments under their videos. Once you know it, you'll see it 

everywhere — and every time you see it, a little alarm should go off. 

 
Using it doesn't automatically make someone a crook. But it absolutely means a 

script or a machine is doing the talking, and you should ask yourself why the 

"authentic expert" needed one. 
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Fingerprint #2 — The Countdown Timer 
 
Manufactured scarcity. The clock ticking down next to a price. "Only available until 

midnight." It's designed to override Step Zero — to make you decide while your 

heart rate is up. The timer isn't information. It's a crowbar. 

 

Fingerprint #3 — The Expired Timer Lie 
 
This one is a confession, and most people walk right past it. The timer hits zero... and 

the offer's still there. They keep pitching. The "gone forever" deal magically 

reappears, or never left. 

 
They just told you, to your face, that the timer was a lie. Everything that timer was 

attached to is now suspect. What you do after seeing this is entirely on you — 

they showed you exactly who they are, and if you move forward anyway, that's a 

decision you made with full information. 

 

Fingerprint #4 — The "Everybody's Buying It" Push 
 
False popularity. "Thousands of people are joining right now." "Spots are filling fast." 

Here's the logic that cuts through it: if it were truly selling itself, they wouldn't 

need to keep selling it to you. A thing that's genuinely flying off the shelf doesn't 

require seventeen retargeting ads to chase you around the internet. 
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And even if a crowd is buying — that means nothing. Popular has never once meant 

worthwhile. A whole crowd stampeding off a cliff is still a whole crowd making a 

terrible choice. (Ask me how I know. I got stung by exactly this kind of 

bait-and-switch — "everyone's doing it" — and "everyone" was just bait.) 

 

Fingerprint #5 — The Personal Story Pivot 
 
Watch for this on long pitches: they grab your attention with something exciting, and 

then — "but before I tell you about that, let me tell you a little about myself..." — and 

you're suddenly thirty minutes deep in their hero's journey. 

 
That detour is often deliberate. Manufactured connection. They're building false 

intimacy so that by the time the price shows up, you feel like you'd be letting down a 

friend by saying no. Manufactured empathy is still manufactured. (And yes — I'm 

aware I told you my story at the start of this book. That's exactly why I'm warning 

you: even the good guys can use this move, so judge the offer, not the feelings the 

story gave you.) 

 

Fingerprint #6 — The Duplicate Benefit 
 
Read their bullet list of benefits carefully. If any two bullets are the same thing 

reworded — "Get more leads!" and "Attract more customers!" — pay attention. When 

a seller pads the list by saying one thing twice, it usually means they know the real 

value is thin and they're stretching to fill the page. That padding is a tell about the 

seller's character, not just the product. 

 

 
 Wolf Ammo for the Wise™ 

 
9 
. 

 



 

 

Fingerprint #7 — "I Don't Even Need Your Money" 
 
The multi-millionaire or "billionaire" who insists they're only teaching you out of the 

goodness of their heart — while charging you for something you can't hold in your 

hand. If they truly don't need your money, ask yourself what they do need from you. 

(Hint: your money. And your data, your testimonial, your email list spot, your future 

upsells.) Nobody pitches strictly because they care. A few do care. Most have a 

stake. Anyone who claims they gain nothing from the exchange is waving a red 

flag with both hands. 

 

Fingerprint #8 — Operators Are Standing By 
 
If the program is so life-changing, why are the people running their phone lines and 

chat support clearly not living the dream the program promises? If their own staff 

and affiliates aren't walking proof the thing works, take a hard look at what's actually 

being sold — because it might just be the selling itself. 

 

Fingerprint #9 — Credentials You Can't Verify 
 
"Certified." "Award-winning." "#1 rated." By whom? A shocking amount of the time, 

the certification comes from their own company, their own partner network, or an 

"institute" they founded last Tuesday. Do not validate a seller on credentials you 

cannot independently verify. A trophy you can't trace is a prop. 
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Fingerprint #10 — The Lopsided Disadvantage List 
 
Sometimes a slick seller will volunteer a few downsides — "this isn't for everyone, it 

takes work" — to seem honest. Watch closely: the "downsides" they admit are 

almost always harmless ones that point your attention away from the real problem. 

They never volunteer the disadvantage that would actually stop the sale. If they list 

drawbacks, assume they're directing your eyes — and go look at whatever they're 

steering you away from. 

 

Fingerprint #11 — The Post-Purchase "STOP" Trap 
 
You buy. Relief. And then — "WAIT! You're not fully registered! Complete your order!" — 

and there's another offer, another upsell, another timer, manufacturing a 

brand-new panic the second after you committed. A legitimate purchase is done 

when it's done. This trap exists to milk the emotional momentum of the first "yes." 

 

Fingerprint #12 — The Silent Biller 
 
The sneakiest one. They sell you a one-time thing, then quietly bill you weekly or 

monthly — often from a slightly different company name, with receipts going to an 

email or a spam folder you never check. Months later you notice, complain, and they 

say "well, you never said anything" — and your card company sides with them. Before 

you buy anything, find the recurring-billing terms. If you can't find them 

clearly stated, that absence is the answer. 

 

 

 
 Wolf Ammo for the Wise™ 

 
11 
. 

 



 

Counting the tracks 
 
Here's how to turn what you spot into a decision: 

 
 

Reading the Track Count 
 

Tracks Spotted Verdict What To Do 

0 Clean Proceed with normal caution. 

 Still run the audit.  

1-2 Caution Something's off. Dig deeper 

 with the full audit before  

 you decide.  

3-4 Danger Strong probability of 

 manipulation. Walk unless  

 the audit clears it cold.  

5 or more Confirmed Wolf Close the tab. You've found 

 your wolf. Don't follow  

 the tracks into the dark.  

 
 
 
Keep this count in your head — or better, on paper — as you read any pitch. You're 

not judging vibes anymore. You're counting. 

 
--- 
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Noise Is Not Value. It's Propaganda. 
 
Before you spend a dollar, you do the dead-simple thing almost nobody does. It 

feels too obvious to matter. That's exactly why it works. 

 
You Google it. 

 
Not the offer's own website. Not their funnel. The open web, where they don't 

control the story. This takes about five minutes and it's the cheapest insurance you'll 

ever buy. 

 
Run these searches, in this order: 

 
1. The company/seller name + "reviews" — and then again with "scam", 

"complaint", and "refund" added. You're not looking for zero negatives (everyone 

has a hater). You're looking for patterns. 

2. The exact offer name in quotes. Does it even exist outside their own 

ecosystem? Is anyone independent talking about it, or is it just the seller and their 

affiliates echoing each other? 

3. The seller's name + "lawsuit" or "FTC" for the bigger players. Takes ten seconds. 

Tells you a lot. 

4. The company name on a business registry search. Does the legal entity 

actually exist? A real business leaves a paper trail. A wolf often doesn't. 

 
Now here's the question that cuts to the bone: 
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> Do I actually know what I'm buying — or am I buying manufactured 

excitement? 

 
Write down, in one plain sentence, exactly what you receive for your money. Not the 

outcome they promise ("financial freedom"). The actual thing — "twelve videos and a 

PDF," "a software login," "a weekly call." If you genuinely can't finish that sentence, 

you don't know what you're buying. You're buying noise. And noise is not value. 

It's propaganda dressed up as opportunity. 

 
The hype is loud because the substance is quiet. Real value usually doesn't need a 

marching band. 

 
--- 

 

The Wolf Ammo Audit Template™ 
 
This is your weapon. The thing you came for. It turns the AI tools the gurus use to 

build the pitch into the tools you use to gut it. 

 
Here's the secret most people never figure out: AI doesn't have a stake in whether 

you buy. But it also has a bad habit — it tells you what it thinks you want to hear. So 

the entire skill is in making it prove itself. You don't accept its first answer. You 

challenge it, make it qualify, make it argue against itself, and then you build on 

whatever's left standing. 

 
Fill in the top of this template with pen, then run the six prompts that follow into 

ChatGPT, Perplexity, or whatever AI you've got. Copy them word for word. 
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The Wolf Ammo Audit Template 
 

Offer name: ____________________ 
Seller / company: ____________________ 
Website: ____________________ 
Price shown today: ___________ 
Price I realistically expect after upsells: ___________ 
 
Track count from the Wolf Fingerprints: ___ of 12 
 
Google Test results: 
__________________________________________________ 
 
- Company actually exists?  Yes / No / Can't tell 
- Independent reviews found?  Yes / No 
- Pattern of complaints?  Yes / No 
- Recurring billing terms found and clear?  Yes / No 
 
In one plain sentence, what I actually receive: 
__________________________________________________ 
 
____________________________________________ 
____________________________________________ 
 
My decision after the audit:  Proceed / Walk / Wait 24h 
Signed (you, clear-headed): ____________________ 

 
 
Fill in everything above the prompts first. Then run the six prompts below and let 

what you learn inform your final decision line at the bottom. 
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The Six Prompts 
 
Prompt 1 — The Description Test 

> "I'm considering buying [OFFER NAME] from [SELLER] at [WEBSITE] for [PRICE]. In plain 

language, tell me exactly what I receive for my money — the actual deliverables, not the 

promised outcomes. If you can't determine what I actually receive from available 

information, say so plainly." 

 
Prompt 2 — The Teach Test 

> "Can you teach me the core of what this offer claims to teach, right now, for free? If yes, 

give me the basics. If the real value is in something other than the information itself, tell 

me exactly what that something is." 

 
This one is brutal and beautiful. A shocking number of $997 "systems" are teaching 

something AI will hand you in two paragraphs for free. If the knowledge is free, 

you're paying for packaging, accountability, or a community — which might be worth 

it, but now you know what you're actually buying. 

 
Prompt 3 — The Qualify Test 

> "For everything you just told me, qualify your confidence. Which parts are 

independently verified facts, which are marketing claims repeated from the seller's own 

materials, and which are your own assumptions? Don't tell me what I want to hear. Label 

each claim as verified, seller-sourced, or unproven." 

 
This forces the AI to stop regurgitating the brochure and admit what it actually 

knows versus what it's just parroting. 
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Prompt 4 — The Devil's Advocate Test 

> "Now argue the opposite of your last answer. If you leaned toward this being 

legitimate, make the strongest possible case that it's a con. Then tell me which angles 

and risks I haven't even thought to consider." 

 
Challenge whatever position it took. This is where the facets you never imagined 

come crawling out. 

 
Prompt 5 — The Independent Voice Test 

> "Where can I find reviews or discussions about this offer or seller that are NOT 

controlled by them or their affiliates? And teach me how to tell an affiliate review 

(someone earning a commission) from a genuinely independent one." 

 
Prompt 6 — Build On Solid 

> "Based only on what's actually verified and solid here, what's my smartest next step? 

Now challenge that step too — what would make this a waste of my money or my time?" 

 

Then: rinse and repeat 
 
That last move — challenge, challenge again, then ask how to build on what's solid — is 

the whole rhythm. Don't run it once and quit. Push back on the answers. Make it 

defend itself. Correct it when it's wrong (it will be, sometimes). Each round strips 

away more noise and leaves more truth. When you've challenged it until nothing 

new falls out, that's when you've found the actual shape of the thing — and you can 

make your call standing on solid ground instead of marketing fog. 
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A note for the moment this feels like too much work: It isn't. The first full audit 

takes maybe thirty minutes. By your third one it takes ten, because you'll know 

which prompts cut deepest for the kind of offer in front of you. Thirty minutes 

against the price of getting taken is the best hourly rate you'll ever earn. 

 
--- 

 

We Deceive Ourselves 
 
Here's the hardest chapter, and the most important. If the rest of this book is about 

spotting the wolf out there in the trees — this part is about the door we keep 

opening from the inside. 

 
The truth almost nobody will tell you: the wolf doesn't always break in. A lot of 

the time, we open the door. Because we *want* to believe. 

 
When you're desperate — behind on rent, watching everyone else seem to win, 

terrified of being left behind — you don't read an offer neutrally. You read it hoping. 

And hope does a dangerous thing: it fills in the blanks with the answer you want. 

 
There are multiple meanings for almost every common word in a pitch — 

"guaranteed," "proven," "results," "support," "lifetime." And when we're hungry for a 

yes, we quietly insert the generous definition. We hear "guaranteed" and picture a 

refund; they meant "guaranteed access to the videos." We hear "results" and picture 

money in our account; they meant "results vary." Same word. We supplied the 

meaning we needed. To our own folly. 
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That's not stupidity. That's not weakness. That's human. And it is the wolf's favorite 

door, because it never has to be picked — we unlock it ourselves. 

 
So the final audit isn't of the offer. It's of you: 

 
- Am I reading what they actually said, or what I'm hoping they meant? Go 

back. Read the exact words. Make them mean the stingiest possible thing, and see if 

the deal still stands up. 

- Am I confident in my own perception right now — confident enough that I've 

stopped looking for warnings? The moment you feel certain, that's the moment to 

slow down. Certainty is when we stop checking. Don't let your own confidence 

auto-generate the all-clear. 

- Is my gut actually quiet, or am I just talking it into being quiet? 

 
This is why Step Zero opens the whole system and We Deceive Ourselves closes it. 

Both ends of the audit are about the same thing: you. Because you can have every 

fingerprint memorized and still get got — if you walk in already wanting it badly 

enough to lie to yourself. 

 
Question everything. Including your own hope. Without pessimism — hope isn't the 

enemy, unexamined hope is. Look at it. Name it. Then decide. 

 
And breathe. 

 
--- 
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Loading the Chamber: Your First Hunt 
 
Enough reading. Here's exactly what to do, in order, starting now. 

 
In the next hour: 

 
1. Pick the one offer that's been nagging at you. The tab you keep almost closing. 

The email you keep almost answering. 

2. Do Step Zero on paper. Establish your baseline. If you're not clear-headed, stop 

here and come back tomorrow — that's not failure, that's the system working. 

3. Read the pitch with the Wolf Fingerprints beside you and count the tracks. Mark 

your score. 

4. Run the Google Test. Five minutes. 

5. Fill the Wolf Ammo Audit Template™ and run the Six Prompts. Challenge the 

answers. Rinse and repeat until nothing new falls out. 

6. Run the We Deceive Ourselves check on yourself. 

7. Sign the decision line. Proceed, walk, or wait. Your call, made clear-headed. 

 
That's your first hunt. Whatever you decide, you just did something you've maybe 

never done before: you made a money decision in this space with clear eyes and a 

process instead of a racing heart and a guess. That feeling — "my gut was right and 

now I can prove it" — is the whole point. Hold onto it. 
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This week: Run the audit on two more offers, even ones you have no intention of 

buying. Practice on the wild. The more tracks you read, the faster you'll read them, 

until spotting a wolf becomes something you do without thinking — like smelling 

smoke. 

 
From here on: The audit isn't just for things you buy online. It works on a job offer, 

a "business opportunity" a buddy brings you, a relationship, a church you're thinking 

of trusting, anyone asking you to hand over money, time, or faith. Anywhere a 

human asks you to trust — read the tracks first. This stopped being a purchase filter 

the moment you finished it. It's a way of walking through the woods. 

 
--- 

 

When the Wolf Talks Back 
 
A few things that'll come up, and what to do about them. 

 
"The AI told me the offer looks fine. Am I safe?" 

Maybe. But did you run Prompt 4 and make it argue the opposite? Did you make it 

qualify what's verified versus what it's parroting from the seller? An unchallenged 

"looks fine" is just the brochure read back to you in a calmer voice. Push it. If it still 

holds up after you've genuinely tried to tear it down — that's a real green light. 

 
"What if I run the audit and I'm STILL not sure?" 
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Then the answer is wait. "Not sure" plus a countdown timer equals no. Real 

opportunities tolerate a 24-hour pause. If yours doesn't, the timer just made your 

decision for you — and now you know what that means. 

 
"I already bought something before reading this. Now what?" 

Breathe. Then act fast on the practical stuff: find the recurring-billing terms now and 

cancel any auto-renew you didn't want. Check your card statement for charges 

under unfamiliar names. Document everything in writing. If it's a genuine scam 

(versus just a disappointing product), your card company's dispute process and the 

FTC complaint site exist for exactly this. The faster you move, the better your odds. 

 
"This feels paranoid. I don't want to live distrusting everyone." 

Good — don't. That's why every chapter says without pessimism. The goal isn't to 

trust nothing. It's to trust deliberately instead of automatically. A clear-headed "yes" 

is one of the best feelings there is, and you'll make more of them, not fewer, once 

you trust yourself to tell the difference. The audit doesn't make you cynical. It makes 

you free — free from the anxiety of not knowing, because now you have a way to 

find out. 

 
"What if I'm too dumb / too old / too late for this?" 

You're none of those, and that fear is exactly the lever they pull. "Get in now or be 

obsolete" is a pitch, not a fact. The fingerprints are simple on purpose. If you can 

count to twelve and ask a chatbot a question, you can run this. You already did the 

hard part — you got suspicious enough to look for ammo. 

 
--- 
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One Last Thing, From Me to You 
 
I'll keep this short and I'll keep it honest, because honest is the whole brand. 

 
I built this from the only place worth building anything from — getting burned and 

paying attention. Funeral school that wasn't worth the paper. Years of "classes" that 

turned out to be sales funnels with a gatekeeper at every door. And yeah — I got hit 

by a bait-and-switch the same week I finished writing this. It never stops. The wolves 

don't take days off. 

 
Neither do I. 

 
I'm not a guru. I'm not an expert positioning myself as one — and if you've read this 

far, you already know that "positioning yourself as an expert" is its own little tell. I'm 

just a fellow traveler who paid the tuition in pain and decided somebody else 

shouldn't have to. 

 
Use the ammo. Read the tracks. Trust your gut — and now, trust your process. 

 
Question everything. Without pessimism. 

 
And don't you ever forget to breathe. 

 
— Wolf Ammo for the Wise™ 

 

 

 
 Wolf Ammo for the Wise™ 

 
23 
. 

 


	Wolf Ammo for the Wise™ 
	The Audit That Arms You Before You Get Bit 
	A Mind Is a Terrible Thing to Waste or Taste 
	What you already have going for you 
	How to use this (two speeds) 

	Check Yourself Before You Wreck Yourself 
	Step Zero: The Breath Before the Buy 
	Reading your own form 

	Reading the Tracks: The Wolf Fingerprints 
	Fingerprint #1 — The Double Not 
	Fingerprint #2 — The Countdown Timer 
	Fingerprint #3 — The Expired Timer Lie 
	Fingerprint #4 — The "Everybody's Buying It" Push 
	Fingerprint #5 — The Personal Story Pivot 
	Fingerprint #6 — The Duplicate Benefit 
	Fingerprint #7 — "I Don't Even Need Your Money" 
	Fingerprint #8 — Operators Are Standing By 
	Fingerprint #9 — Credentials You Can't Verify 
	Fingerprint #10 — The Lopsided Disadvantage List 
	Fingerprint #11 — The Post-Purchase "STOP" Trap 
	Fingerprint #12 — The Silent Biller 
	Counting the tracks 
	Reading the Track Count 

	Noise Is Not Value. It's Propaganda. 
	The Wolf Ammo Audit Template™ 
	The Wolf Ammo Audit Template 
	The Six Prompts 
	Then: rinse and repeat 

	We Deceive Ourselves 
	Loading the Chamber: Your First Hunt 
	When the Wolf Talks Back 
	One Last Thing, From Me to You 


