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An “entertaining” look at the psychology and neuroscience behind the act of influencing others (Kirkus Reviews). People
try to persuade us every day. From the news to the Internet to coworkers and family, everyone and everything wants to
influence our thoughts in some way. And in turn, we hope to persuade others. Understanding the dynamics of persuasion
can help us to achieve our own goals—and resist being manipulated by those who don’t necessarily have our best
interests at heart. Psychologist Kevin Dutton has identified a powerful strain of immediate, instinctual persuasion, a
method of influence that allows people to disarm skepticism, win arguments, and close deals. With a combination of
astute methods and in-depth research in the fields of psychology and neuroscience, Dutton’s fascinating and provocative
book: Introduces the natural super-persuaders in our midst: Buddhist monks, magicians, advertisers, con men, hostage
negotiators, and even psychopaths. Reveals which hidden pathways in the brain lead us to believe something even when
we know it’s not true. Explains how group dynamics can make us more tolerant or deepen our extremism. Illuminates the
five elements of SPICE (simplicity, perceived self-interest, incongruity, confidence, and empathy) for instantly effective
persuasion. “[Split-Second Persuasion] offers some powerful insights into the art and science of getting people to do
what you want.” —New Scientist
In this book, we have hand-picked the most sophisticated, unanticipated, absorbing (if not at times crackpot!), original
and musing book reviews of "Yes!: 50 Scientifically Proven Ways to Be Persuasive." Don't say we didn't warn you: these
reviews are known to shock with their unconventionality or intimacy. Some may be startled by their biting sincerity; others
may be spellbound by their unbridled flights of fantasy. Don't buy this book if: 1. You don't have nerves of steel. 2. You
expect to get pregnant in the next five minutes. 3. You've heard it all.
The old saying goes, ''To the man with a hammer, everything looks like a nail.'' But anyone who has done any kind of
project knows a hammer often isn't enough. The more tools you have at your disposal, the more likely you'll use the right
tool for the job - and get it done right. The same is true when it comes to your thinking. The quality of your outcomes
depends on the mental models in your head. And most people are going through life with little more than a hammer. Until
now. The Great Mental Models: General Thinking Concepts is the first book in The Great Mental Models series designed
to upgrade your thinking with the best, most useful and powerful tools so you always have the right one on hand. This
volume details nine of the most versatile, all-purpose mental models you can use right away to improve your decision
making, productivity, and how clearly you see the world. You will discover what forces govern the universe and how to
focus your efforts so you can harness them to your advantage, rather than fight with them or worse yet- ignore them.
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Upgrade your mental toolbox and get the first volume today. AUTHOR BIOGRAPHY Farnam Street (FS) is one of the
world's fastest growing websites, dedicated to helping our readers master the best of what other people have already
figured out. We curate, examine and explore the timeless ideas and mental models that history's brightest minds have
used to live lives of purpose. Our readers include students, teachers, CEOs, coaches, athletes, artists, leaders, followers,
politicians and more. They're not defined by gender, age, income, or politics but rather by a shared passion for avoiding
problems, making better decisions, and lifelong learning. AUTHOR HOME Ottawa, Ontario, Canada
FOREWORD BY GUY KAWASAKI Presentation designer and internationally acclaimed communications expert Garr
Reynolds, creator of the most popular Web site on presentation design and delivery on the Net — presentationzen.com —
shares his experience in a provocative mix of illumination, inspiration, education, and guidance that will change the way
you think about making presentations with PowerPoint or Keynote. Presentation Zen challenges the conventional wisdom
of making "slide presentations" in today’s world and encourages you to think differently and more creatively about the
preparation, design, and delivery of your presentations. Garr shares lessons and perspectives that draw upon practical
advice from the fields of communication and business. Combining solid principles of design with the tenets of Zen
simplicity, this book will help you along the path to simpler, more effective presentations.
This remarkable book is packed with business-to-business marketing secrets, tips, checklists, how-to guides, and
guerrilla marketing tactics that can increase sales leads and create outstanding marketing campaigns.
A groundbreaking approach to creating memorable messages that are easy to process, hard to forget, and impossible to
ignore—using the latest in brain science Audiences forget up to 90 percent of what you communicate. But people make
decisions and act based on what they remember, so a pragmatic approach for the effective communicator is to be
deliberate about the 10 percent that audiences do retain. Otherwise, content recall is random and inconsistent. Many
experts have offered techniques on how to improve your own memory, but not how to influence other people’s memory.
Drawing on the latest research in neuroscience and cognitive psychology, Impossible to Ignore is a practical step-by-step
guide that will show you how to control the 10 percent that your audiences do remember by creating content that attracts
attention, sharpens recall, and guides decision-making toward a desired action.
Most of us are only too aware that, whatever roles we have in today's fast-moving world, much of our success lies in
getting others to say 'Yes' to our requests. What many people might not be aware of, though, is the vast amount of
research that has been conducted on the influence process. What factors cause one person to say 'Yes' to the request of
another? Yes! is full of practical tips based on recent academic research that shows how the psychology of persuasion
can provide valuable insights for anyone interested in improving their ability to persuade others - whether in the
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workplace, at home or even on the internet. It combines the counter-intuition of Freakonomics with the popularising of
Does Anything Eats Wasps? For each mini-chapter contains a mystery which is solved in a way that provides food for
thought for anyone looking to be more persuasive, and for anyone interested in how the world works.
Do you feel stuck in life, not knowing how to make it more successful? Do you wish to become more popular? Are you
craving to earn more? Do you wish to expand your horizon, earn new clients and win people over with your ideas? How
to Win Friends and Influence People is a well-researched and comprehensive guide that will help you through these
everyday problems and make success look easier. You can learn to expand your social circle, polish your skill set, find
ways to put forward your thoughts more clearly, and build mental strength to counter all hurdles that you may come
across on the path to success. Having helped millions of readers from the world over achieve their goals, the clearly
listed techniques and principles will be the answers to all your questions.
Looks at the power of effective persuasion, describing the mindset and tactics of persuasion professionals and detailing ways to protect
oneself from becoming a victim of manipulation.
The must-read summary of Noah Goldstein, Steve Martin and Robert Cialdini's book: "Yes! 50 Scientifically Proven Ways To Be Persuasive".
This complete summary of the ideas from Noah Goldstein, Steve Martin and Robert Cialdini's book "Yes! 50 Scientifically Proven Ways to Be
Persuasive" shows that when it comes to persuading others, sometimes small and subtle changes can have a big impact on your success.
The authors highlight 50 strategies that have all been scientifically proven to persuade others and just how easy they are to implement. Read
this book to start understanding the psychology of persuasion and make use of the most effective strategies to get what you want. Addedvalue of this summary: • Save time • Understand the key strategies • Expand your persuasive skills To learn more, read "Yes! 50
Scientifically Proven Ways to Be Persuasive" to find out how you can become more persuasive in all areas of your life.
This book provides a diverse collection of studies reporting the effects of social influence processes in multiple cultures at both the universal
and culture-specific levels. The book is characterized by three distinct features. First, the social influence process is considered as a
ubiquitous and pervasive feature of human interaction. Second, the book represents a multicultural approach which includes both crosscultural and culture-focused examinations. Third, the book emphasizes practical implications of the research presented. This volume
incorporates theory and research stemming from three different approaches to social influence: social influence principles across cultures,
social influence and social change across cultures, and culture and moral perspective in the social influence process. Because each of these
three parts encompasses a considerable variety of research methodologies, social contexts, and cultures, each is proceeded by an
integrative commentary authored by one of the book editors. These essays provide syntheses of the topics and themes within the
corresponding sections and within the book as a whole. They also offer critical commentaries on both theoretical and methodological issues,
raise suggestions for future research, and focus on practical applications. This book is intended for both scholars interested in cross- and
multicultural research into the mechanisms of the social influence process and for the professional whose mission is to make planned
changes in a society. Knowledge about the influence process, especially regarding how it works in different cultures and within several
cultural groups, facilitates this goal. The practical implications ending each chapter serve as encouraging instructions for such applications.
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"This is a book deserving of space on every consumer marketer's bookshelf." --Journal of Consumer Marketing Best known for his viral video,
"Chat Roulette Mind Reading," Nick Kolenda is finally revealing some of the psychological secrets behind his mind reading feats. Using
revolutionary principles from cognitive psychology, Nick has developed ways to subconsciously influence people's thoughts, and his "mind
reading" demonstrations have been seen by over a million people across the globe. Methods of Persuasion reveals that fascinating secret for
the first time, and it explains how you can use those principles to subconsciously influence people's thoughts in your own life. Drawing on
cutting-edge research in psychology, the entire book culminates a powerful 7-step persuasion process that follows the acronym, METHODS:
Step 1: Mold Their Perception Step 2: Elicit Congruent Attitudes Step 3: Trigger Social Pressure Step 4: Habituate Your Message Step 5:
Optimize Your Message Step 6: Drive Their Momentum Step 7: Sustain Their Compliance This book teaches you the psychology behind
each step, and it explains how you can use METHODS to influence people's thoughts, emotions, and behavior in nearly any situation.
Your Internet Cash Machine takes you buy the hand and leads you through the entire process of building a successful Internet business. It
walks you through the process of selecting a niche based on your interests and desires, building a site, and managing your business.
Covering important topics like marketing and attracting traffic and packed with handy resources, this is the hands-on guide you need to start
making money now.
"In the age of fake news, understanding who we trust and why is essential in explaining everything from leadership to power to our daily
relationships." -Sinan Aral We live in a world where proven facts and verifiable data are freely and widely available. Why, then, are selfconfident ignoramuses so often believed over thoughtful experts? And why do seemingly irrelevant details such as a person's appearance or
financial status influence whether or not we trust what they are saying, regardless of their wisdom or foolishness? Stephen Martin and Joseph
Marks compellingly explain how in our uncertain and ambiguous world, the messenger is increasingly the message. We frequently fail, they
argue, to separate the idea being communicated from the person conveying it, explaining why the status or connectedness of the messenger
has become more important than the message itself. Messengers influence business, politics, local communities, and our broader society.
And Martin and Marks reveal the forces behind the most infuriating phenomena of our modern era, such as belief in fake news and how
presidents can hawk misinformation and flagrant lies yet remain.
NEW UPDATED VERSION NOW SUITABLE FOR ALL DEVICES A third of the population sleep badly, but now THE SLEEP BOOK's
revolutionary five-week plan means that you don't have to be one of them. Using a blend of mindfulness and new ACT therapy techniques, Dr
Guy shares his unique five-week plan to cure your sleep problem whether it's a few restless nights or a lifetime of insomnia. Most people who
have trouble sleeping invest a huge amount of time, effort and money into fixing the problem, but Dr Guy has discovered the secret lies not in
what you do, but what you learn not to do. In fact, as you will have discovered, the more frustrated you become only serves to push sleep
further away. Dr Guy's pioneering methods at The Sleep School clinic have been an unprecedented success. By popular demand, his highly
effective and 100% natural insomnia remedy is now here in this book. THE SLEEP BOOK is the sum of a doctorate degree in sleep and well
over 12,000 hours spent working with more than 2,000 insomniacs in one-to-one clinics, workshops and retreat environments. Say goodbye
to the vicious cycle of sleepless nights. Sleep well, maintain a positive outlook and restore the quality of life you deserve - for good.
At some point today you will have to influence or persuade someone - perhaps ask a colleague a favour, negotiate with a contractor or get
your spouse to put out the recycling. In The small BIG, three heavyweights from the world of persuasion science and practice - Steve Martin,
Noah Goldstein and Robert Cialdini - describe how, in today's information-overloaded world, it is now the smallest changes that lead to the
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biggest differences in results. Offering deceptively simple suggestions and explaining the extensive scientific research behind them, the small
BIG presents over fifty small changes - from the little adjustments that make meetings more effective to the costless alteration to
correspondence that saved a government millions. the small BIG is full of surprising, powerful - and above all, tiny - changes that could mean
the difference between failure and success.

Negotiation is a field of knowledge and endeavor that focuses on gaining the favour of people from whom we want things :
prestige, freedom, money, justice, status, love, security and recognition. 30 weeks on the New York Times Bestsellers List, this
book is the result of thirty years of laborious work, interaction and involvement of the author, Herb Cohen, in thousands of
negotiations. He aims to illuminate one’s reality and its opportunities and points out thinking and behaviors, options and
alternatives from which one can choose and have a way of getting what one wants.
Explains that the selling of ideas is a matter of encouraging others to share one's beliefs in a guide for salespeople that invites
readers to self-assess their persuasion personality and build on natural strengths.
Practical techniques for applying neuroscience and behavior research to attract new customers Brainfluence explains how to
practically apply neuroscience and behavior research to better market to consumers by understanding their decision patterns. This
application, called neuromarketing, studies the way the brain responds to various cognitive and sensory marketing stimuli.
Analysts use this to measure a consumer's preference, what a customer reacts to, and why consumers make certain decisions.
With quick and easy takeaways offered in 60 short chapters, this book contains key strategies for targeting consumers through inperson sales, online and print ads, and other marketing mediums. This scientific approach to marketing has helped many wellknown brands and companies determine how to best market their products to different demographics and consumer groups.
Brainfluence offers short, easy-to-digest ideas that can be accessed in any order. Discover ways for brands and products to form
emotional bonds with customers Includes ideas for small businesses and non-profits Roger Dooley is the creator and publisher of
Neuromarketing, the most popular blog on using brain and behavior research in marketing, advertising, and sales Brainfluence
delivers the latest insights and research, giving you an edge in your marketing, advertising, and sales efforts.
Whatever you do in life, whatever you hope to achieve, Brilliant Influence will help you get there – with the power of influence. It
shows you how to build the support, trust and respect you need to propel your life forwards to take on challenge after challenge.
Based on over twenty years of influencing experience, the author combines psychological principles with case studies and
examples to show you how to: - Use body language and appearance to establish instant rapport. - Select words to gain lasting
trust and respect. - Understand how people make decisions so you get a ‘yes’, every time. - Know how to apply a ‘win-win’
negotiation approach, so you never lose. The author has an active website: www.mikeclayton.co.uk, a blog: Shift Happens! At:
www.mikeclayton.wordpress.com and Twitter: @mikeclayton01
Man up and discover the practical and inspirational information all men should know! While it’s definitely more than just monster
trucks, grilling, and six-pack abs, true manliness is hard to define. The words macho and manly are not synonymous. Taking
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lessons from classic gentlemen such as Benjamin Franklin and Theodore Roosevelt, authors Brett and Kate McKay have created
a collection of the most useful advice every man needs to know to live life to its full potential. This book contains a wealth of
information that ranges from survival skills to social skills to advice on how to improve your character. Whether you are braving the
wilds with your friends, courting your girlfriend, or raising a family, inside you’ll find practical information and inspiration for every
area of life. You’ll learn the basics all modern men should know, including how to: -Shave like your grandpa -Be a perfect
houseguest -Fight like a gentleman using the art of bartitsu -Help a friend with a problem -Give a man hug -Perform a fireman’s
carry -Ask for a woman’s hand in marriage -Raise resilient kids -Predict the weather like a frontiersman -Start a fire without
matches -Give a dynamic speech -Live a well-balanced life So jump in today and gain the skills and knowledge you need to be a
real man in the 21st century.
Over the course of the last four decades, Robert Cialdini's work has helped spark an intellectual revolution in which social
psychological ideas have become increasingly influential. The concepts presented in his book, Influence: The Psychology of
Persuasion, have spread well beyond the geographic boundaries of North America and beyond the field of academic social
psychology into the areas of business, health, and politics. In this book, leading authors, who represent many different countries
and disciplines, explore new developments and the widespread impact of Cialdini's work in research areas ranging from
persuasion strategy and social engineering to help-seeking and decision-making. Among the many topics covered, the authors
discuss how people underestimate the influence of others, how a former computer hacker used social engineering to gain access
to highly confidential computer codes, and how biology and evolution figure into the principles of influence. The authors break new
ground in the study of influence.
Dataviz—the new language of business A good visualization can communicate the nature and potential impact of information and
ideas more powerfully than any other form of communication. For a long time “dataviz” was left to specialists—data scientists and
professional designers. No longer. A new generation of tools and massive amounts of available data make it easy for anyone to
create visualizations that communicate ideas far more effectively than generic spreadsheet charts ever could. What’s more,
building good charts is quickly becoming a need-to-have skill for managers. If you’re not doing it, other managers are, and they’re
getting noticed for it and getting credit for contributing to your company’s success. In Good Charts, dataviz maven Scott Berinato
provides an essential guide to how visualization works and how to use this new language to impress and persuade. Dataviz today
is where spreadsheets and word processors were in the early 1980s—on the cusp of changing how we work. Berinato lays out a
system for thinking visually and building better charts through a process of talking, sketching, and prototyping. This book is much
more than a set of static rules for making visualizations. It taps into both well-established and cutting-edge research in visual
perception and neuroscience, as well as the emerging field of visualization science, to explore why good charts (and bad ones)
create “feelings behind our eyes.” Along the way, Berinato also includes many engaging vignettes of dataviz pros, illustrating the
ideas in practice. Good Charts will help you turn plain, uninspiring charts that merely present information into smart, effective
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visualizations that powerfully convey ideas.
This simple and highly accessible non-fiction guide to BDSM (Bondage, Dominance, Sadism, and Masochism) features 50 edgy
and erotic adventures to sample and is the perefct companion for the millions of fans of the Fifty Shades trilogy (Fifty Shades of
Grey, Fifty Shades Darker and Fifty Shades Freed), the Anne Rice/A.N. Roquelaure Sleeping Beauty trilogy (The Claiming of
Sleeping Beauty, Beauty's Punishment, Beauty's Release) and Sylvia Day's Crossfire novels (Bared to You and Reflected in You).
This instruction book for couples contains one warning: you should try this at home! From turning your ho hum bedroom into a
“Red Room of Desire,” to exploring the fine art of Japanese rope bondage—and a few other ideas perhaps better not mentioned in
polite company—50 Ways to Play invites couples who might otherwise think of themselves as “average” or “nice” to walk on the
wild side. According to husband-and-wife writers Debra and Don Macleod, sex should pack a punch—it’s meant to catch you off
guard. The fifty sexy and surprising “ways to play” offered up in this book are guaranteed to turn up the heat in your sex life.
If You Understand Brain Basics, You'll Sell More As much as 95% of our decisions are made by the subconscious mind. As a result, the
world's largest and most sophisticated companies are applying the latest advances in neuroscience to create brands, products, package
designs, marketing campaigns, store environments, and much more, that are designed to appeal directly and powerfully to our brains. The
Buying Brain offers an in-depth exploration of how cutting-edge neuroscience is having an impact on how we make, buy, sell, and enjoy
everything, and also probes deeper questions on how this new knowledge can enhance customers' lives. The Buying Brain gives you the key
to • Brain-friendly product concepts, design, prototypes, and formulation • Highly effective packaging, pricing, advertising, and in-store
marketing • Building stronger brands that attract deeper consumer loyalty A highly readable guide to some of today's most amazing scientific
findings, The Buying Brain is your guide to the ultimate business frontier - the human brain.
Examines the art of effective persuasion to argue that its secret lies in a key moment before messages are delivered, sharing strategies for
how to psychologically prepare one's listeners to render them most receptive.
Almost everyone can admit that at one time or the other, they have been tricked or pushed into something because of naivety or the power of
influence. For whichever motive, we have been an easy target for the pitches of fundraisers, peddlers and operators of one type or the other.
While some of these people have good motives, a few of them may have dishonorable intensions. This opens up the debate on the issue of
compliance and the factors that can cause you to say yes to another person because of the techniques and language that they use to
convince you. If you have been keen enough, there is a certain way in which a request is stated if it is to be successful. A slight alteration may
see the request rejected. Social psychologists have researched intensely on the psychology of compliance. Some of these studies have
included laboratory experiments while others have involved field experiments where real people have been interviewed to shed light on the
power of persuasion. There are principles that influence the tendency to say yes to a request. Knowing these principles and how they work is
instrumental if you are to excel in the discipline of persuasion. Contrary to what many people believe, the psychology of influence is a
preserve of the elite and a certain section of the society. The truth is that we all need to learn on how to harness the power of persuasion.
This is because our daily lives revolve around bargains of one sort or the other. In the same way, we fall victim to the persuasions of other
people at least to some degree in our interaction with friends, neighbors and family. To be competent in the mastery of compliance, you need
more than just an amateurish and vague understanding of how persuasion works. As you read this book, you will gain a unique insight into
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the strategies and techniques that are effective in the psychology of influence. In the society, everyone is alive through the battle for
influence. It is a wonderful experience to take part in an adventure of persuading others and sweeping them up into an unexpected idea,
action or unproven vision. The ability to create a sensation and excitement around you is what makes you a great compliance practitioner.
Psychological influence is not about swaying people against their will but rather giving them a chance to see things from a new perspective.
Therefore, as the initiator, you have to find a delivery style that will make it possible for you to communicate your conviction in an inescapable
and compelling way.
This is the complete guide to getting pregnant and improving fertility naturally -- even if you've been told your chances of conception are low.
A nationally renowned women's health and fertility expert, Aimee Raupp has helped thousands of women optimize their fertility and get
pregnant. Now, in this book, she provides her complete program for improving your chances of conceiving and overcoming infertility,
including the most effective complementary and lifestyle approaches, the latest nutritional advice, and ways to prepare yourself emotionally
and spiritually.
Have you ever thought why every workout you have ever done stopped at the neck? Or wondered why traditional yoga calms the mind, tones
the body but forgets the face? Are you looking for a natural way to look and feel younger and healthier? Danielle Collins, TV's Face Yoga
Expert, believes we should all have the opportunity to look and feel the very best we can for our age and to care for our face, body and mind
using natural and holistic techniques. Her method requires just 5 minutes a day and could not be easier to get started. Integrating practical
facial exercises with inspirational lifestyle tips, including diet and skincare, Danielle Collins' Face Yoga is a revolutionary new programme to
help you achieve healthier, firmer, glowing skin.
Dark forces seek to turn society into unthinking automatons by the use of weapons of mass influence. In this graphic adaptation of his
bestseller, Cialdini becomes society's best hope in combatting compliance professionals throughout the world.
Yes!50 Scientifically Proven Ways to Be PersuasiveSimon and Schuster
Since its publication in 2007, Yes! has shown how small changes can make a big difference to everyone's powers of persuasion - both at
work and at home. Every day, we face the challenge of persuading others to do what we want. But what makes people say 'yes' to our
requests? Based on decades of research into the psychology of persuasion, this book reveals many remarkable insights that will help you be
more persuasive both at work and at home. Co-written by the world's most quoted expert on influence, Professor Robert Cialdini, Yes!
contains dozens of tips that you wouldn't want to miss out on - all of them scientifically proven to boost your powers of persuasion. This
special tenth Anniversary edition features ten new chapters of updated research and fresh secrets of persuasion. You will find out how to stop
your listeners getting bored, what you can do on your commute to increase your influence, and why being second place is worse than being
third. Whether you want someone to promote you, take their medicine, reduce their carbon footprint or even give you their vote, Yes! shows
how small changes in your approach can have a dramatic effect on your success.
The groundbreaking program that connects the microbiome and gut health to healthy weight loss, complete with a 3-phase plan and recipes
Cutting-edge science has shown that the microbiome is the key to overall mental and physical health--and the secret behind healthy,
sustainable weight loss. Drawing on nearly two decades of experience as a specialist in functional medicine and intestinal health, Dr. Raphael
Kellman has developed the first diet based on these scientific breakthroughs. Offering a proven program to heal your gut and reset your
metabolism, along with meal plans and 50 delicious chef-created recipes, The Microbiome Diet is the key to safe, sustainable weight loss and
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a lifetime of good health. "Dr. Kellman masterfully presents a life enhancing, actionable plan based on this emerging science in a way that is
user-friendly, for all of us." --Dr. David Perlmutter, New York Times bestselling author of Grain Brain
From the authors of the international bestseller Yes! This travel-sized handbook will become your go-to key for ensuring that the world says
'yes' to you, your ideas and your requests. We all want to hear 'yes'. 'Yes' connects us to the world, and carries us into the future. So why do
we find it so hard to get others to agree? And how can we improve our chances? The Little Book of Yes contains 21 short essays that outline
a range of effective persuasion strategies, each proven to increase the chances that someone will agree to your request. That someone could
be a friend, a colleague, a partner, a lover, a manager, a sibling, a parent, even a stranger. The timeless principles and practical lessons in
this collection can be used to tackle a variety of everyday challenges, from repairing a soured relationship to negotiating a higher fee for your
work, from convincing a dithering friend to take action, to building your social network and personal brand. Full of wisdom from the leaders in
influence, with carefully curated advice, this little book is essential reading for any freelancer, manager, entrepreneur, parent or person who
wants more from their world.
A newly revised and updated edition of the influential guide that explores one of the most powerful ways to attract attention and influence
behavior—fascination—and how businesses, products, and ideas can become irresistible to consumers. In an oversaturated culture defined by
limited time and focus, how do we draw attention to our messages, our ideas, and our products when we only have seconds to compete?
Award-winning consultant and speaker Sally Hogshead turned to a wide realm of disciplines, including neurobiology, psychology, and
evolutionary anthropology. She began to see specific and interesting patterns that all centered on one element: fascination. Fascination is the
most powerful way to capture an audience and influence behavior. This essential book examines the principles behind fascination and
explores how those insights can be put to use to sway: • Which brand of frozen peas you pick in the case • Which city, neighborhood, and
house you choose • Which profession and company you join • Where you go on vacation • Which book you buy off the shelf Structured
around the seven languages of fascination Hogshead has studied and developed—power, passion, innovation, alarm, mystique, prestige, and
alert—Fascinate explores how anyone can use these triggers to make products, messages, and services more fascinating—and more
successful.
An expert on nonverbal communication traces the evolutionary roots of most basic human emotions--anger, sadness, fear, disgust, and
happiness--revealing how they evolved and became embedded in the human brain while showing how they are triggered in the body.
Original. 15,000 first printing.
Learn how small changes can make a big difference in your powers of persuasion with this New York Times bestselling introduction to fifty
scientifically proven techniques for increasing your persuasive powers in business and life. Every day we face the challenge of persuading
others to do what we want. But what makes people say yes to our requests? Persuasion is not only an art, it is also a science, and
researchers who study it have uncovered a series of hidden rules for moving people in your direction. Based on more than sixty years of
research into the psychology of persuasion, Yes! reveals fifty simple but remarkably effective strategies that will make you much more
persuasive at work and in your personal life, too. Cowritten by the world’s most quoted expert on influence, Professor Robert Cialdini, Yes!
presents dozens of surprising discoveries from the science of persuasion in short, enjoyable, and insightful chapters that you can apply
immediately to become a more effective persuader. Often counterintuitive, the findings presented in Yes! will steer you away from common
pitfalls while empowering you with little known but proven wisdom. Whether you are in advertising, marketing, management, on sales, or just
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curious about how to be more influential in everyday life, Yes! shows how making small, scientifically proven changes to your approach can
have a dramatic effect on your persuasive powers.
For those in almost any field, the ability to immediately connect with others through knowledge of a particular subject area is vital to gaining
trust, solidifying relationships, and getting ideas across. Convincing others that one â€œknows what heâ€™s talking aboutâ€ can help win
clients, gain allies, make sales, and much more. But tricks and shortcuts, like peppering conversation with jargon or random facts, can seem
transparent at best, and often work against oneâ€™s intent. This field-tested book gives readers a comprehensive process for quickly taking in
small amounts of information in a given area, and knowing how to use it to convey familiarity. This book allows readers to generate amazing
rapport with anyone by honing in on the one subject that interests them most: their own area of expertise.
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