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Self Empowerment

Do you desire mastery over your power to act -- and react? Is control over
your projected image important? Have you desired judtified compliance from others,
winning tough negotiations, or Smply devadtaing a hardy opponent? Does romance
frudtrate you?

Triumphant mastery over one's self and otherslieslocked in the arcane world
of psychology. Endowing mestery of the secrets of human behavior is the specific
objective of thisvolume.

This book exploresal the hidden techniques of influence employed by
compliance specididts, professond negotiators and neurolinguists. It reveas tactics,
from the benevolent to the unethica, which promise compliance from those it isused
Upon.

Many of the techniques contained herein devel oped from centuries of human
evolution.

To survive, man learned to convince others to hisway of thinking. A man
ether commands, or submits. Greater advantages can be regped by the leader of a
commune; this makes mastery over others o seductive.

This need to dominate spawned in man anaturd tendency to exert influence
over hisneghbors. The ill to influence exigs in varying potencies within
everyone.

This book labels the various methods of persuasion, influence and attraction.
It also defines the optima procedure to put these "weapons of influence” to beer.

There are many powerful techniques

Some techniques come from modern company strategies geared to increase
sdes. Mog production-oriented firms devel oped subtle but devastating techniquesto
override resstance from customers and dlicit favorable responses.

Other techniques, however, developed in the dinics of neurolinguids. These
scientigts make it their sole business to develop the art of persuason. Through
prescribed language patterns and subtle body postures, they advanced powerful
methods that can endow anyone with the power to convince magterfully.
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Grest lovers and master sociologists have aso contributed to the arsend of
techniques. Their secret methods of inducing attraction, romance and emotiond
meanipulation have found their way to the pages of this book. While not directly
classfied as persuasve techniques, these dluring methods procure socid and
romantic wedth -- something more vauable than materia possessond

Many people dready possess these skills of persuasion and seduction. An
encounter with these people can prove frustrating. Should they desire to persuade
you againg your better interests, you might find yoursdlf parting with something
vauable or priceless--- and even fed good about it. Such isthe power of influence.
It's potency draws strength from its subtlety.

Knowing these secrets arms you againgt those who have dreedy mastered
them. It isimportant and to your benfit to examine the wegpons of influence and to
know how they are employed. Once studied, immunity to their effectsis guaranteed
- with the added bonus of acquiring an arsend of potent but subtle tools thet can be
utilized in dmogt any Stuation. At the end of this book, you will have magtered the
fine art of persuason. Thisbook confers upon you the degree of Master of
Persuasion. Oncelearned, the skill of persuasion enables you to control
relationships. Y ou will find that doors previoudy dosed swing open essly.
Compliance takes no effort to achieve.

Persuasion, likefire, can be used to cregtively and destructively. Used for
benevolence, persuiasion can bring about magnificent changes, such as mativating a
community to participate in a deanliness drive or to get a spouse to abandon a
degtructive drinking habit. Widld it wisdy.

Thistutorid is arranged to explain the building blocks of influence. The first
chapters clarify assorted means of persond development and rapport generation.
Magtery of these methods hone your inherent persuasiveness. Congder theseinitid
chapters as components to a wegpon.

The find chapters unifies and assembles these componentsinto structured
templates- powerful wegpons of body language, language patterns and subtle
behaviour, that when combined together, yidd an irresgtible force for persuason.

Teke note that this book tackles theory and concepts very minimaly. This
book gleansits power only from proven sources, lectures and dissertations. It
assumes the techniques to be solid and effective. Once afundamental understanding
isgragped, you, the reader may forget the theory and tart exercise of the techniques.
Effective persuasion sems from gpplication and not knowledge of speculation.

Asyou read this book, you begin to redize the vagt sgnificance of the
knowledge contained herein. Smply skimming through its pages with curiogity
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enables you to gppreciae the techniques and dlows you to gpply it in order to
empower yoursalves and enrich your lives. Indeed this knowledge is priceless.
Whether you accept the contained materid as beneficid to your lives or you
incorporate it with your human rdation skills, whet isimportant is that the

techniques enhance your sdlf-confidence and mentad independence. Don't you agree?

The author of this book has countless psychologists and human behavior
specidigs to thank for the materid contained. Their research and information
provide pricdess ingght on the workings of the human psyche,
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Overview of Persuasion and Rapport Techniques

Basic Persuasion Techniques
Chapter 1 Understanding Body language

NonVerbal Communication - This section enables you to decode the hidden
meanings of individua gestures, voca tones, and facid expressons. Furthermore, it
stresses how you can use this hidden skill to maximize your people skillsin order to
come out awinner in any Studtion.

Ingant Impact - Magter the skill of reading body language clusters to understand
exactly what isgoing on in your prospect's mind -- without being amind reader. You
will aso redize how to send out subtle, subconscioudy perceived Sgnasthat can
give you avery favorable image. With these skills, you can become a charismatic
charmer!

Chapter 2 SAf Magtery and Rapport

Assertiveness 101 - To be persuasive, you must be assartive. Learn what your rights
are and how to enforce them without guilt. Enjoy the rush of power when you spesk
your mind without fear!

Assertive Strategies To Deal With Problem Situations - At your disposal are
powerful tools to assert your needs in any Stuation. Magter these techniques and
never again will you cower before sronger individuds.

Hot-wiring Your Mind for Assertive Behavior - You can make yoursdf
permanently assertive. These effective methods reengineer your way of thinking so
that you will be sronger and more influentid.

The Human Driving For ce - When you understand how people think and what
drivestheir engine, you can influence their thoughts. This section teaches you the

The Five Most Important Wordsinthe Human Vocabulary aswell as The Top Ten
Human Needs. Knowing these dlows you to say the right thing and push al the right

buttons -- never again will someone say no to you.

Rapport - Rapport is magic. It's power bonds people together, opening a floodgate
of wonderful fedings and tremendous, positive emotions. Compiled in this section

are specid tricks used by professonds and psychics to induce rapport in order to
persuade effectively. Three potent methods are discussed to teach you how to make
your point stand out - and bring results.
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Chapter 3 The Arsendl of Verba Persuasion

Per suasive Techniques- Once youve achieved mastery of the human thinking
process, and induced the bond of rgpport, it istime to make your persuasive pitch.
Y ou will learn specidly crafted verba gymnastics that can make whatever you say
appear true. More importantly, these methods divulge secrets that engble you to
shroud your words with such compelling power that resistance becomes futile.

Advanced M ethods of Persuasion

Chapter 1 Advanced Technigues to Induce Liking and Attraction

Attraction Secrets- Areyou timid? Shy?Isit hard to Speek up? This section
enables you to "bregk the ice with any stranger, maintain conversations, convey your
ideas, and build confidence and intimacy in al encounters. A few powerful formulas
of attraction will enhance your life forever.

Chapter 2 Advanced Technigues to Manipulate Emotions

Defusing the Emotion Bomb - Resentment, ill-will and negativity prevent
communicaion. Magter the kill of defusing emotions. Present aconvincing case
despite tremendous resstance. Attract love; win admiration with afew smple
techniques. Learn handy formulawords and phrases that bring cooperation and
rapport. Learn the single most important technique in this book that will attract
othersto you. You can rdly disciplesto your causein any Stuation.

Chapter 3 Advanced Technigues for Romance and Seduction

The Science of Seduction - Seduction induces a magnetic bond. Get that man or
womanto notice you. Tak and charm your way to love. Maintain and nurture that
relaionship. Seduction isthefirg step of the mating game. Scientific Seduction is
more than mere sexud teasing and flirtation. Scientific Seduction plays upon the
very core of the human psyche. Master thisart and you'll never be done.

Chapter 4 Overhauling your Entire Persondity

The Golden Tongue - Your voice is atremendous asset. Packed with powerful
oratorica and conversationd techniques this section enables you to sound good and
look greet even if you don't have anything worthy to say. Additiondly, you will learn
to modify your voca qudity, master power phrases and ask the right questions to
bring compliance.
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Chapter 5 Beating other Magters of Persuasion

Keep Winning - Eventudly, you'll meet another master of persuasion. Herés afew
more tools that'll enable you to come out awinner.
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Understanding Body language
Novatd Garmuicaion

Body Language vs. Verbal Language

Areyou frugrated by lies - white or aherwise? Deliberately misrepresented
information, concedled emations, and hidden moatives wreck havoc on dally
conversations as well as on critica business negotiations.

Most individuas cannot detect poisoned facts smothered with silken words
and laced with an impressive voca tone. Wdl-placed words hide duplicity so well
that even average individuas get away withit.

Concedling fabrications with wordsis easy. No doubt, even achild can do it.
For the layman, trying to detect lies by andlyzing the words that carry them isfutile.
Judging the vdidity of a statement based on the sentence structure cannot yield much
unless one widds background knowledge of the topic in question.

But while verbal language can hide the truth, body language cannat.
Note how our speech is peppered with colorful speech like:

?? Recail in anger
?? Grit histeeth.

?? Freeze with terror.
?? Tremble with rage.
?? Shudder with fear.

The body conveys how a person feds. Someone doesn't say "I'm shaking in
fear". Hisbody doesthis automatically to convey that heisindeed afraid. The body
reveals more than such obvious emotions, however. It does much more.

Body language. It isthe find barometer of the truth. It bares and reveds
innermogt thoughts. Anyone can tdll atdl tae in aflat tone and gppear credible. The

tongue is S0 glib it can make the most outrageous gppear factud.

The body is not as endowed in trickery, however. Y our tongue may say one
thing, and your body may say the exact opposite. It very rardy lies. Studying the
body can identify whether an individua believesin what he utters. It d o reveds
how he may fed at the moment. In fact, it lays before you an entire range of
emotions unconveyed by his faculty of gpeech.
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But undergtanding body language does more than help identify the current
menta state of others. Expert knowledge of this nonverba form of communication
empowers you to project any image desired. Thisiswhere its sudy becomes so
invauable. Body language helps st the gppropriate environment to persuasion.

A magter uses body language to sublimindly influence his prospects. He
creates irresstible messages that subconscioudy persuade and control. Through
gpecid gedtures, he communicatesin avery subtle, yet forceful way. By combining
verbd persuasion with subtle non-verba persuasion, compliance becomes dl too
essy to obtain.

Body language can identify you as cam, confident, and credible. Just as
eadly, it can reved you to be shaky, ungable and questionable. The objectiveisto
use body language that identifies you as cooperative, likeable, charming and
authoritative.

Three Powerful Benefits You Gain From Body Language Mastery

E( Y ou quickly identify the hidden emotions of others. Negoatiations become
easer when you ingantaneoudy identify areas of discusson that causes discomfort.
Normally, emations are kept in check. Disagreement, for instance, can be manifested
externdly by continuous rgection of an idea. Body language pinpoints right away
the topic provoking uneasiness and causing the rgiection of vaid idess. Once
identified, the area of concern can be subjected to compromise.

E( Y ou armor yoursdlf with a perfectly tailored image. By knowing which
body language adds or detracts from your desired image, you cregte the perfect "you"
in the eyes of others.

E( Y ou can cregte an environment of ingtant rapport between yoursdf and

your progpects by adopting bodily postures that subtly conveys openness,
trustworthiness, confidence and credibility.

Grasping the fundamenta's and the benefits now empowers you to sart using
the potent force of body language.

Howv to “Listen’” with the Eyes

The cardind rule when reading the body isto look out for a coherent cluster
of any of the following:

10



MASTER OF PERSUASION
JOSEPH PLAZO

E( Facid expressions

E( Gestures, body movements

E( Tore of voicel pace of voice

Taken by themsdves, individud expressons or gestures mean nothing. But a
group of them, occurring Smultaneoudy, can positively identify sgnificant

emotions Takeitsandogy in verba communications where aword conveys
nothing; a sentence say's something.

In nontverba communications, acuster of gestures and expressions which
adl betray a sngle digposition strongly indicate the current mood or mindset of your
prospect. Before concluding that Someone experiences a certain emotion, check the
whole range of gestures, expressons and tones of voice. Ensure that the facia
expressons, gesture and voice tone dl reved the same message and do not give
conflicting Sgnads. Once you discern your progpect’s digoosition, you will know
exactly how to modify your gpproach.

The following sections cover:

7? The specific body parts and its hidden language.
?? The emotions conveyed by certain body language clugters.

Brief Body Language Alphabet
Body Language of the Head
Eyes

Direct eye contact occurring 60% of the time indicates that the prospect is
very interested in what you have to say.

Eye contact occurring 80% of the time tells that the prospect isinterested in
you sexudly.

100% eye contact indicates aggresson. Be forewarned of resistance.

Frequent avoidance of eye contact reveds that a progpect may be hiding
something. It may aso reved subordination and lack of confidence.

Dilated pupilsindicate greet interest, either in what you said or in you.

11
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Lock eye contact with awoman's gaze. If she dropsit ingtantly and gazes
downward to the left or to the right, it indicates that she is interested in you. If, on the
other hand, she merely glances to the left or the right (without first dropping her
eyes) in order to avoid your geze, she Smply finds you uninteresting.

Rapid blinking isawarning sgn. If it forewarns thet your progpect may
provide resstance to what you have just said.

The Head
When your prospect's head is tilted towards you, it indicates his interest.

When his head istilted away at an angle, such that he glances from the corner of his
eye, he sends sgndls of suspicion, mistrust and dishdlief. Be forewarned; he doen't

find your idea appeding.
The heed, supported on the hand indicates boredom.
Nodding indicates interest and agreement. It isa good sign.
Someone who keeps looking around says "let me go.”

Body Language of the Hands

The hand holdstelling stories...

When a prospect's hands are open and pams up, he conveys truthfulness and
openness.

When a prospect spesks with his hands tucked in the pocket he betrays thet
something might be hidden. Hidden pams indicate something held back.

Clenched hands indicate tenson, discomfort or anger.

The hand, when placed to cover the mouth or the nose a to tug at the eer,
reports that alie may be concedled.

A limp handshake padm up betrays submisson. A firm handshake pam down
conveys srength and confidence.

A hand gripping the other hand, wrigt or dbow attests adesre to qudll risng
anxiety. Change your tact or risk killing the conversation!

A hand behind the head betrays a need to fend anxiety, danger or discomfort.

12
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Steepled hands bear power and proclaims confidence and business.

The hand stroking the chin indicates ongoing evauation of something just
sad.

The handsflat on the table indicate readiness to agree.

The hands denched behind the back project a desire to show control and
power.

The foot, when tapping, says "L et me spesk” or "1 am bored.”

Hands on the hips show a defiant, commanding demeanor.

Body Language of the Arms

The arms can communicate aggression. When crossed across the che, it
ggnifies resstance to the conversation or to the speeker.

Body Language of the Torso

When the progpect leans towards you he sends signds of interest. By leaning
away, he announces disinterest or resistance.

A prospect sucking in his belly betrays sgnds of sexud interest.

Body Language of the Legs

When a prospect 'sfeet points a you it indicates that he isinterested in what
you are saying. When the feet are pointed away, he may want to extricate your
presence.

A prospect's crossed legs, when standing, betray afeding of isolation.
While gtting, a progpect’s crossed legs report that your idea may not be accepted
eadly.

A prospect Sgnasthat she may like you when she stswith her legs tucked
under her haunches.

An inggtent tapping foot says "L et me spesk” or "l am bored”, "What's next"

13
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Tone of Voice and Voice Patterns

Sentences that are dowly paced, even, and terminated with downward
inflected tones convey the image of control and power. Authoritative people audibly
and punctuate sentences with a period. To convey even more power, they speek a a
pace much dower than normd.

In contragt, atone that increases in gpeed and rises in pitch indicates
escalating nervousness and perhaps that something is hidden. Avoid thisat dl cogs.
It betrays awesk postion and that someoneislying.

14
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Instant Impact
Emotions Conveyed by Body Language Clusters

To persuade someone, you must use body language that conveys not just
openness, but authority aswell. Great care must be taken to avoid body language thet
betrays anxiety, suspicion, resstance or untrusworthiness. By alowing your
prospect to perceive you as likeable and competent, on asubtle leve, you gain
compliance with your persuasion.

Detecting Resistance to Your ldea

Resstance can be easily detected in your prospect. Check if your
companion's body, leans avay from you. Observe whether he faces you obliquely.
Hisams, legs or both are crossed. He may glance from the corner of the eye;
furthermore, eye contact is minimd. He tgps his finger or foot; his feet points avay
from you. He may refuse to unbutton his jacket. Generdly, the posture is closed and
leans away from you.

When you persuade, avoid adopting this body language. When your prospect
adopts this pose, modify your tact to bring ease. Whatever you are saying may be
causing discomfort.

Body Language Depicting Openess to Your Idea

An accommodating prospect adopts an open podiure to Sgnify acceptance.
He indulges in consderable eye contact. He frequently strokes his chin. His hands
may be steepled. Notice that his feet point towards you.

This body language dusgter promotes an ambiance of openness between both
parties.

Thisisan ided posture to adopt for persuasion. It makes prospects more
receptive. Thisis aso the posture to dicit from your prospect. Once both of you
adopt this posture, agreement isinevitable.

Body Language Depicting Depicting Readiness to Agree / Cooperation

Cooperation is sgnified by a prospect when eye contact occurs 70% of the

time. Smiling isfrequent. A cooperative progpect leans and tilts his head towards
you. He faces you directly; he nods frequently. His hands may be flat upon the table.

15
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His pdms may be open and visble while his arms and legs are uncrossed. His feet
face towards you. He may aso St a the edge of the chair. A cooperative prospect
exhibits body posture thet is generdly open and he leans towards your direction.
Aswith the "Evauaing Your lded"' pose, this body language duster boosts your
chances of successful persuasion. Apply it when listening and spesking.

Detecting Suspicion

Suspicion is conveyed by a dosed posture. The prospect may keep his hands
in his pockets and orient his body and feet oblique to yours. He may look at you
from the corner of his eye and cross his arms. Those who adopt this posture cease
ligening and tend to be disagreeable. It is hard to convince those who adopt this

pose.

When influencing, avoid taking this pose. Progpects will rgject you if you do.
It is hard to believe in someone who manifests suspicion.

Detecting Lying

Recognizing liars tekes little effort. WWhen someone lies, he minimizes eye
contact. He is usudly downcagt. A lying person glances from the corner of the eye.
Y ou can aso spot dubious satements by watching hand movements. Notice when
someon€e s hand covers the mouth, rubs the nose or tugs the ear — it betrays
something fishy.

A liar experiences obvious discomfort; he may shift in his seet or shuffle his
feat. His feat may point towards a door sgnifying a desire to escgpe interrogation.
Never take this posture when persuading. No one likes liars. No one follows the
suggestions of liars,

Displaying Authority and Power

Leeders generdly adopt a distinctive pose. Eye contact is steady and
frequent; it never drops below the bridge of the nose. His shoulders are thrown back
dightly, with the chin up. His podture is erect, yet comfortable. Movements are dow
and ddliberate. The tone of voice flows deegp and resonant; speech does not exceed
100 words per minute. Each sentence ends with a downward inflection; pauses
punctuate phrases and sentences. Every statement sounds like a statement and not a
question (upward inflection). Even questions sound like statements.

Normdly, the leader takes the head of the table. When he Sits, he may steeple
When ganding, hisarms may be held behind his back. He may dso rest them on his
hips. Gestures are emphatic and carried out in sSweeping or thrusting mations. His
overd|l auraemanates Szzling power.

16
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Thisisthe best pose to adopt for persuasion.

The Power of Body Language

Everyone communicates through body |language.

While we may be conscioudy unaware of the meaning of body language, we
are subconscioudy fully cognizant of its message. We react to how someone behaves
before us on asublimind level. For ingance, we automdtically fed unessy if our
companion crosses hisarms and legs and narrows his eyes. Subconscioudy we
interpret the body sgnds as beacons of resstance, even though we may never have
studied this arcane subject. The resstance of our partner tends to incubate resistance
within oursalves as wdll; this causes usto cross our ams and legs in order to "protect
ourselves." The cycle of resstance ensues. The subsequent failure of the
conversation looms imminently.

Being knowledgesble of body language grants greater control to those
wishing to influence any conversationd ambiance. Through our actions we can set
the tone - positive or negative - of any negotiaion, medting or one-orn-one
conversation. A master of this art will dways adopt an open, nornthostile body
posture to encourage cooperation. Also, he will scrutinize his partner's body posture
for sgns of discomfiture in order to reassess topics that cause unease. Knowledge of
body language minimizes conflict and dlows conversationdigts to be sendtive to
each other's needs.

There are twenty Sx letters in the dphabet, yidding over fifty billion letter, word and
sentence combinations. Neverthdess, learning the dphabet was easy as ABC. Alsp, it
was indigpensdble to communications Body language, having lessr  complex
combinations, can be learned with fewer effort, provides tremendous benefits and is
indigpensable to humean rddions.

17
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Assertiveness 101

Master the Foundations For Persuasion

Assertiveness Aids Persuasion

We own oursalves - body and soul. This ownership grants us specific rights --
they endow us with dignity. Dignity demands an obligation to safeguard our rights
No one can impinge upon them.

Others possess these very samerights. We cannot encroach upon these rights.
While we expect others to respect our rights, we must o respect others. This
principle engrines the core of assartive behavior.

Assrtive behavior sows confidence. Confidence prevents us from yielding
weskly in the face of pressure and it puts our needs forward. Anytime, anywhere. We
fedl good about oursalves because we send a clear message as to how people should
treat us. Assertive behaviour requires that we act politey, reasonable and objective.
Assartive behaviour requires that we let others know exactly what we want and fed.

Asanatural conseguence, persuasion cannot occur in the absence of assertive
behavior. To convince others, we must be naturdly assertive. A weekling cannot
sway the mind of an opponent.

Victorious persuasion can be easy. Firdt, know your rights. Be aware of
where you stand. Then deploy the tools of scientific persuason. Be forcefully
assartive. Thefirgt shot fired in the war of wills comes only after invoking the proper
mentd digpogtion - through assartiveness. Assartivenessisthe first golden key to
successful persuasion.

How can you be assartive?

Being assertive is not being passive or being aggressive. It isthe balance. Itis
honoring yoursdf enough to defend your rights.

Timidity isawidespread madady; as aresult, many to fail to spesk-up when
the Stuation cdlsfor it. Thus, the more dominart individuds steam roller over those
with mild-mannered persondities.

Everyone hasrights that must be held inviolable. As human beingswe are dl
called upon to defend these aivil liberties
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What rights are these? Etch the following to memory and you will live alife
in full command of yoursaves

The Bill of Inalienable Rights

| ALWAY S havetheright to:

E( Statewhat | want regardliess of whether | can get it.

E( Express my opinion and fedings.

E( Makemy own decisons and changeit if | wish.

E( Decline from explaining my actions or refuse to give an excuse for it.
E( Turn down arequest with out guilt. I can say NO.

E( Accede to arequest but put boundaries upon compliance.

E( Not be discriminated agang.

How does one act assartively? When defending yaur bill of rights remember
to take four steps:

?? Be Direct. Dont beat around the bush. State your mind (thoughts, idess,
needs) without excuses.

?? Takefull responsbility. Spedidly when giving opinions, mekeit dear
that it isnot auniversd truth but your opinion. This step dlows peopleto
be more receptive to you. It aso enables them to see you as unwavering.
Preface your satementswith "My feding isthat”, "1 think...", "In my
opinion..." "My underganding....".

?? Becalm and in control. Let your words, tone, and body language show
resraint. Do not let others influence your response,

?? Beobjective and polite. Make no persond or character atacks
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Advanced Assertiveness Action Plans
Assertive Srategies to Deal with Problem Stuations

Difficult people makeit hard to assert our rights. The following techniques
enable you to parry such people and ded with common tough Stutions.

Getting Compliance to a Justified Request
The Broken Record Technique

Have you ever stated a request and were turned down? Did it frustrate you to
receive ano to a perfectly legitimate petition? The Broken Record Technique dlows
you to gain compliance. Many of us have unknowingly employed it before.

Applying it is essy.

Here is the secret: Smply decide on the desired outcome then unceasingly
repeat the request or satement geared to pawn that desired outcome until you get it.

While usng this verbd tool, maintain firm determination and an unwavering
tone tempered with politeness. Where possible, rephrase the statement each time to
avoid avkwardness. Through brute repetition, you wear down resistance to your
request, statement or order.

Hereésan example.

Vdan, a4th year medicd sudent, can no longer tolerate his roommate's
messy attitude. His dorm rivals adumpsite because of littered cans and

unwashed underwear. He resolves to end the matter viadiaogue.

Valan: | can no longer concentrate in this room. Everything is topsy turvey.
Sncethisisyou mess, kindly attend to it now.

Marick: | don't have time. I'm deegpy right now and have an exam tomorrow.
Valan: | understand that you would like to deep, but please fix the room

firs.

Marick: I'd rather do that tomorrow after I'm well rested.

Valan: | appreciate that you don't fed up to it, but | want the room done
today.

Marick: Oh, c-mon. cut me some dack. Aren't teen-agers supposed to be
messy now and then?

Vaan: | hear you. We are teenagers, but we arent messy ones. And I'd like
this room done today. Please.
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Marick: Okay okay. Don't you redize you sound like a broken record? I'll do
it.
Vaan: | redizethat. But thanks for agreeing to fix the room.

Handling Criticism
The Clouding Technique

Wedl hate criticiam. It stings, it scathes. It hurts. [t comes our way at least
once aday. We can ded with it emotiondly, escdae it and risk fraying a

relationship. The dterndive isto handle it assartively. The Clouding Criticism
Technique defangs fighting words.

To"doud' the criticism isto diffuse it's potentid for al out verba war. The
criticdiam is taken, absorbed, and rendered impotent. Rolling with the punchesin this
manner yields more results than countering with outright denid.

To doud the criticism takes Sx seps.

E( From the very beginning, focus on the content of the criticism, not the

behavior of the critic. Listen emotionlesdy. Yidding to emotion leaves you
vulnerable to further criticism. Anger and fury attract further criticism asblood lures

sharks.

E( Cdmly let the opponent tak till satified. Allow him to vent hisireinto
the stream of criticism. Do not interrupt. Be stone-cold Slent. Thisalowshimto
assuage his fury and gives you the time to assemble awd| crafted rebuttd, if need
be. Allowing the opponent to lash out unhindered drains him emationdly, leaving
him open to awd| planned counter-attack.

E( Eliminate dl embers. To further decreases his emotiona turmoail and kill
the fire, ak if there is anything dse they might want to add.

E( Acknowledge having heard it. State "'l understand that you are concaned
about..." This negates the danger of |etting the criticiam looming indefinitdy in
everyones mind.

E( Cloud the Statements. Take the criticism and AGREE with it partidly or
in principle. Thisis a very effective method to derail any follow up attacks meant to
reinforce angry words. By ralling with the punchesingtead of countering, you foster
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afriendlier environment. Agree with some truth in the criticism. Herés the
technique:

Clouding the Criticism by Agreeing Partially entallstaking his
criticism and agreeing with some parts of it. Thisis effective when being
criticized with words thet involve sweegping adjectives like "adways, never,
and forever. Through partia agreement, the attacker's fury diminishes and
this leads to more open discusson.

For example:

Criticismt You're dways out of town. Y ou never see your friends
anymore.

Reply: | agree. | have little time for my friends these days. (agreeing
partially)

Clouding the Criticism by Agreeing in Principle, entallsfully
agreaing with the principle of the criticiam but not with the accusation
leveraged againg you. Y ou admit thet the principleis valid, but you nimbly
Sdestep blame. Agreeing in Principle lessens conflict because the critic gets
confused with the quick acceptance of his point. He is thrown off balance and
is unsure how to continue. Before he can think of areply, you can work to
defuse further conflict.

Criticism You're dways out of town. Y ou never see your friends
anymore.

Reply: | agree. Distance takes away much time for friends. (you agree
that out of town trips minimizes time with friends, however you don't acocept
fault.)

E( Findly, after douding the criticism, ask what would make things better.
Tdl him "Wha would make this Stuation better for both of us?' Ligten to the reply
and give your own input. The last step snuffs al resdud negetivity and focuses the
Stuation of problem solving. If outright lies pepper the criticiam use a secret
technique. The technique of Presuming Innocence parries the criticism while
dlowing the critic to save face.

The Technique:

Repport cannot be built by pointing out errorsin the logic of the criticism
leveraged againgt you. Allow your prospects to save face by asking questions until
you lose imagination or control. Presuming Innocence calls for incessant
interrogation of the opponent on the reason, motive, factud bass, etc. for his
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accusation. Say, for indance, "How doesthat rdaetothe. . ." (then Satethe
gpparently conflicting information). Sometimes, you might find you were wrong, and
you "saveface" Or, by continued non threatening questions, you can gently corner
the other person into sif-correcting.

Saying No and Setting Boundaries
Acceptance and Refusa

Saying "yes' whena'"no" is meant erodes sdf-esteem. Remember dways,
that each one has the right to say no. When pressured for an unwanted "yes', practice
the Broken Record technique when declining with ano. Repeat your no's with as few
excuses as possible. While doing so, keep in mind the cost (such astime, stress,
resources) an unwanted "yes' might extract from you. Hang on to your no firmly.
Ensure that the "no" is accompanied with a cam posture and even tone of voice.

To build up your capacity to say no, practice s&ting no in easy Stuaionsto
build confidence.

In cases where an outright yes or no is not required, such as when thereis
partid agreement, date aqudified yes. Smply put, agree to the request but set clear
boundaries as to what is acceptable and not acceptable to you. Thisis your right.

For example, your boss requires that you stay overtime. Y ou agree, but only
until 9:00pm, S0 you dete, "Yes, | can take some extrawork tonight. I'l stay until

9:00pm tonight.”

Stuaions which cal for the expresson of boundariesincude indances when
generosity is taken advantage of and welcomeis overstayed.
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Hot-wiring Your Mind for Assertive Behaviour

Seroids for Your Personality

The Creator shaped the world in seven days. Creating a new assertive
persondity takes longer.

Through congtant practice of assertive behavior, our persondities evolve and
eventualy become naturaly assertive. Three weeks of congtant behaviord
modification through conscious replacement of week and passive conduct with
stronger ones make the change permanent.

In this book, behavior modification entails incorporating certain new
vocabulary, avoiding the use of certain sentences, adopting new habits and solving
specid problem stuaionsin a pecific manner. The practice of the following
exercisesfirmly entrench assartive behavior conscioudy and subconscioudy.

Behavior Building Exercises For Increased Influence and Power

E( Avoid the use of the word "should" and use "will" ingteed. Say, "I will
finish the project a 9:00." Avoid saying the weeker, "1 should finish the
project by 9:00" Congant use of the word, "will" develops decisveness and
sublimindly diminishes dependency on fate and on the expectations of

others. Using "will" empowers us to accept thet we are the find judges of our
action and are ultimately respongble for the results. Hence, we gtrive to live
up to what we gtate will happen.

E( Avoid the word, "cant" like the plague; firmly say you "can." When asked
if you can accomplish atask or responghility, say you "can.” Say, "l can do
it." If you believe you redly "cant", then say that you can do something dse
smilar or something better. They key isto diminate the "cant" from your
vocabulary. Ultimately, you develop a™you can” dtitude which letsyou
negate dl oppostion with ease. Otherswill perceive you to be unstoppable,
competent and confident. Case study: Y our boss inquires whether an
additiond marketing project will tax your dready chaotic schedule. You
know acogpting the proposition will jeopardize the qudity of your work. So
you reply that you can handle the additiona job once the critica segments of
your current project has been accomplished. Y our reply saves you the burden
of additiond load while making your boss perceive you to be controlled and

eager for responghility.
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E( When asking questions, formulate your queriesthat do not dicit yesor no
responses. Give questions that demand open ended questions or forces the
other person to choase from amultiple choice of answers. We frequently hear
the question, "Is there anything | can do for you?' Week and dmost

rhetoricd, this question demands ayes or no response. It could effectively be
rephrased, "What can | do for you?' The latter emphasizes that you mean it.
It also forces the ligtener to give a specific reply. Congtant practice of this
manner of questioning ingrains a no-nonsense, confident persondity.

E( Forget that the word "but" exists, replace dl occurrences with the word
"and." Frequently, we hear someone say, "Y ou did agood job, but....", or
"My team accomplished the mission, but....", or, "We can do it for you,

but...." The sound of "but" rings ominoudy. It negates whatever good news
came before it with bad news. By replacing the word "but” with "and”, a
sentence sounds more optimistic. Consider thefollowing examples "You did
agood job, and | fed there are ways you could do it more efficently.” "My
team accomplished the mission, and there remains some kinks that can be
solved immediately.” Notice that even though the second part of each
satement is negative, the "and" makes the gpesker sound more optimistic and
in control. It dso enables him to assert facts that held rather remain hidden. In
the long run, gpeekers using "and" mature assartively.

E( Apply the 180 Degree Mindset. Perhgps one of the most powerful mental
exercises, thisway of thinking replaces fear with power. A lot of us approach
anegotiation quaking and fretting. When we meet someone desirable of the
opposite s=x, our vison couds and our jaws clamp. These reactions occur
naturaly, spurred by thoughts of fallure. We are preoccupied too much with
thoughts of ourselves - we worry about what blunder we might make or
whether we might succeed. We overcome this common maady by thinking
180 degrees. Indtead of focusing a single thought on oursalves, focus
completely on the person before you. Push out dl anxiety of how we may
behave or what might be the outcome of the engagement; indead, make a
complete 180 degree shift in thinking. Hood your awareness upon the other
person, trying to empathize with what he may be feding and seeking to
understand his or her pogition. Push out any thought thet hasyou init. The
key isto lose totd awareness of yourself. Lose this salf -absorption - and you
vanquish your fear.

E( Apply the Tiger Mindset- A vigorous and dynamic thought form, the tiger
mindset conssts of having the inner confidence that you can never fail
regardliess of al outsde factors. This menta stance protects you agangt fears
of falure. Smply beieve that nothing can cause you falure. Nothing.
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E( Pace your voice dowly and evenly. End al statements with a downward
inflection. Fast voices tend to risein pitch. High pitched voices betray
anxiety and degrade the aura of command. We lose our credibility when we
sound whiny and incgpable of controlling our rate of peech. When
attempting persuasion, spesk 40% dower than normd, drop the tone by
meaking the voice emanate from the somach and end each satement with a
downward inflection and pause. Furthermore, punctuate each commawith
gppropriate pauses. Thistone of voice endows ingant authority to the
pesker.

E( Use gestures and speech in a controlled manner. Don't make extravagant
and wagteful movements. Move with slent precison. Punctuate points with
well placed gestures.

E( Defend your persond space a dl cods. There surrounds an invisible
territory that accompanies us wherever we go. The bigger this percelved
territory, the more assertive were perceived to be and the grester the respect
we command. Make efforts to increase this hidden sphere of space. When
segted on adesk, clear as much room around you. Use persona accessories,
like briefcases and dining implements to stake as much desk pace
surrounding you. When standing, take as much room. Spread your fegt
shoulder width gpart. Square you shoulders. Fill the areaaround you with

sweeping gestures when necessary.

E( Eye Contact. The eyes wield much power. A firm steady gaze mets hardy
oppogtion. Sometimes it isimpossible to win the eye-contact war with a
more aggressive individud. Aggressive persons use the eyesto stare down
wesker individuds. Countering thisis easy. Focus the gaze directly on the
spot between the eyes right above the bridge of the nose. This generatesthe
illuson thet you are gazing right into their minds, past their eyes. The effects
can be tremendous. Exercised frequently, eye contact imbues one with actud
and perceived authority and generates aforceful character.

E( A person's nameis the best tool to cut short an unpleasant meeting.
Suffering the company of an insufferable bore can drive anyone mad. How
often have we sat through a mesting in which someone inconsderate hogged
the whole conversation and wherein the only word you can utter isan "uhu?
Cut short that conversation! Fird, grab his attention by cdling his name. That
will throw him off baance. In the subsegquent slence, saizetheinitiative and
summaxrize his points before he can continue. Discuss the points as though the
conversation had ended. End with afriendly acknowledgement and indicate
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your desire to continue another time. Then exit. Rapidly termingting the
engagement this way can save hours of frudiration and daydreaming.
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Understanding The Human Driving Force
Wielding Irresistible Control

The Five Most Important Words in the Human VVocabulary

In the human vocabulary there are five most important words. These words
represent an ever-present digpogtion that dictate the way we behave the way we do.
Thewords are:

What'sIn It For Me?

A government employee spends haurs sorting filesto get his daily wage. A
philanthropist donates huge sums to charity in order to get that "good-feding.” A
missonary worker travels into jungles to achieve a divine sense of fulfillment. A
chief executive duels with tremendous pressureto acquire a fortune.

We do things because we have something to gain. Whatever thisgainis itis
the reason we go through the trouble of stressful |abor. The temptation of areward
Spurs action.

Undergtand now the prime importance of those five powerful words. If you
can answver "What IsIn It For Him." every time you enter adiaogue, you can win
over anyone. To win adebate or argument or to gain concessions you must make the
other person see that he has something to gain from doing as you ask. Spesk of what
you want in terms of what your progpect wants. Make him see that agreeing with you
satidfies his sdf-interest. This principle can be restated in the Leverage Formula

]
If B=NthenP

Trandated to English, the formula dedlares, "'If the Benefits you offer (in
exchange for his agreement to your idea or request) Equa his pressing Needs, then
you can Persuade.

The Top Ten Human Needs-Satisfy Them To Gain Compliance

Humean beings possess ten psychologica needs. At specific times, some
needs press more heavily than others. To persuade, first attempt to discern which
generd need preoccupies your prospect the most. Upon identifying the generd need,
discern the specific need spawned by the generd need. When you discover the needs
that pressmost strongly, word your request, proposd or idealin such away that
agreement to your proposa will satisfy his needs. This is the second golden key of
persuasion.

28



MASTER OF PERSUASION
JOSEPH PLAZO

The generd needs are:

Affection: adesreto belong
Excdlence the driveto win
Esteem: a passon to be admired
Security: aneed for protection
Greed: awant for more than the right amount
Recognition: aneed for persond worth
Power: adesire for supremacy
Privacy: an urge to protect persond pace
Ego: asense of pride
Liberty: acraving to control one'sfate.

Feeding the Feeling of Importance

Of dl the needs, one burns brightly dmost dl the time. Esteem. Should you
fail to identify a specific need, work on the need for esteem. Feed your prospect's
feding of importance. Y ou can get anyoneto do virtudly anything if it makeshim
fed important. Arrange matters such that someone can achieve that feding only by
acceding to arequest you give. The acronym PRINCeS arms you with atoolbox to
use whenever seeking to satisfy the Fedling of Importance. Feed this need for

importance, and doors open to you.

E( Praise. Praise someone sincerdly to boogt his esteem. When requiring
better work qudity from a subordinate, announce that he works in a unique and
efficient manner and say that you expect better output from his unique process. Stand
back and watch him prove you right. Remember that praise works best only when
complimenting a characteristic or trait thet is not obvious. When praised, the target
of your praise basks in the compliment and does everything in his power to live up to
the praise, and to acquire more praise. Subconscioudy, he fears doing something that
will retract the praise. For you, the persuader, the implication is that your prospect
will fulfill your requests or accede to your ideas Smply to be worthy of the praise. If
someone condantly criticizes your manner of dress, kill further criticiam by praisng
his good syle and taste. This paradoxica behavior has a 75% chance of killing any
further reproach from him How can he criticize you for something you laude him
for?

E( Reputation. Giving someone an dleged 'good reputation to liveup toisa
powerful technique to gain concessions. A common example would involve a
subordinate requesting for araise. He may apped to the bosss good nature by
saying: "I've dways known you to be afair man and that you reward the diligence of
your employees. Today, | would like to request for asdary increase because of the
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sudden bills thet piled up." By declaring the boss to have a reputation of fairness, the
subordinate boosted his chances of getting what he wanted. The bosswould find it
hard to turn down ajust request when he redizes that he holds the digtinction of
being arewarding and fair employer.

E( Need. Welove to hep when we fedl needed. If we know that our persond
actions contribute greetly to a cause or effort and are noticed by those we help, we
are more than willing to give in to a request. When attempting persuasion, make your
prospect fed that hishdp is very much desired; that his hand is vitd to the success
of our endeavors, that he contributes a greet ded. Politicians understand this
principle. During campaign runs, they vist each and every supporter and persondly
assure them that without their individud efforts - whether cutting posters, or
organizing mass gatherings - the crusade would fail. This 'persond touch' increases
the morde of even the lowliest supporter to give hisdl for avictorious dection.
Being needed is awonderful thing.

E( Challenge. What's our reflex when someone doulbts our ability to do
something? Prove them otherwise! Throwing a Chdlenge is amanipulive tool
whereby you politely voice doubt about someones ahility to accomplish atask. This
doubt spurs zedous action to prove it fase. To persuade alagging supervisor to, say,
whip his employees into shape, you might say: "1'm not sure you have the capacity to
get those bums of yours to increase production, so I'm thinking of getting a
consultant to do the job ingtead.” Weatch the recipient of this reverse psychology get
right down to work! To prove his cgpabilities, your unwitting supervisor will exhaust
al resources on his own initiaive.

E( Superiority. If you need someone's staunch support or competent help,
acknowledge their superiority. For the moment, assume that you are running a
production deadline. Y our men are behind schedule and you badly require assstance
from athink tank in another department. I nter-department rivary normdly hinders
such cooperation S0 you atack the matter smartly. Y ou gpproach an able and quick
thinking candidate who may just solve the bottlenecks and say, "'1've dways admired
your work; you're the best project manager this entire divison has and no problem
has ever sumped you. Right now, | need your expertise which | cannot get
dsawhere. May | have afew hours of your time?' Play on someone's pride thisway,
and you're bound to regp bountiful concessons. When someone is acknowledged as
superior, hell go dl the way to proveit.

Asyou reed the previous paragraphs, and redize that man possesses certain
innate psychologica needs, you acquire mastery of the human driving force.
Knowledge of how people think and act isimportant; more sgnificant isknowing
that people act to fulfill specific needs. This knowledge enables you to convince
effectively. By knowing what others need and crave for, and by putting your
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pogition, or ideain a deftly worded request that compliments someone's needs, your
chances for successful persuasion skyrockets. Remember this key dways. Elicit the
belief that your ideaiisto his or her bendfit. Create this belief in hisor her mind by
feeding their feding of importance: use praise, show that they are needed,
acknowledge their superiority, give them areputation to live up to, or givea
chdlenge to prove ther skills.
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Rapport - Building the Magical Bridge to Persuasion

The Power of Rapport

To this point you have magtered only the internd building blocks of
persuasion. Y ou are dreedy aware of the mindset and disposition necessary for
influence. An assertive persondity alows you to persst with an idea. Understanding
what people want and knowing the human driving force enable you to formulate the
right statement of requests. This section builds the bridge between you and the other

person.

Granted you are persistent and that you know what he or she wants. Isthis
enough to sway minds? No. What is amiss?

The human eement. Liking. Gravitation. Harmonious resonance.
Rapport.

Rapport is the secret ingredient that makes us fed a tangible and harmonious
link. 1t is being on the same wave ength with the other person. It isthe key that
makes mutud trust materidize. When rapport exigts, fedings of comfort, warmth,
liking, understanding, excitement, empathy and attraction draws two individuas
together. Rapport makes persuasion possble.

Recdl atime when you were in rgpt conversation with someone ese. Notice
that time seemed to have vanished, and dl you concentrated on were the wonderful
things your companion shared with you. The link was S0 srong, thet you dmost
knew what he or she were going to say next. When it was your turn to spesk, your
friend listened in rapture, dso anticipating your next thoughts and words. Both of
you agreed with each other on every point. Till the dose of the didogue, nothing
could dissolve the magic that bonded both of you.

That was rapport.

Rapport occurs when you like someone e se and someone e<e likes you.
Physcd dtraction playslittle role in this Wheat isimportant is the psychic bond that
heightens from being on the same wave ength. When in rgpport, idess that are shared
between two individuas are readily accepted by both parties. For this reason, intense
rapport can be amilar to alight trance.

Rapport can be atificidly generated prior to a"persuasive encounter.” To
generate rapport Smilar to the Stuation illustrated two paragraphs ago requires a
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little knowledge of the human psyche. There are two psychologicd principlesthet
have been sudied and verified. Theserules are:

7?2 Welike those who like us.
?? Welike those Smilar to us and who vdidate us.

These principles (together with the rest of the unstated and voluminous

supporting evidence) state that we like those who are Smilar to us. We gravitate to
those who vdidate the way we think or fedl, because they mirror us. Essentidly we
like them because they remind us of ourselved

Once"liking" comesin to the picture, persuading glidesin very eedly. The
task of convincing someone who likes you takes virtudly no effort. Furthermore,
convincing someone who sees himsdf in your person makes the task an even
ampler, ddightful game! Rapport is the third golden key to persuasion.

There are three separate methods of rapport generation. Each one attemptsto
increase someone's atraction to you. Combine al three in one atempt and
persuasi on becomes ninety-nine percent successful.

Mirroring and Matching

Neurolinguigtic programmers, psychologists adept a persuadve techniques,
discovered amagica tool. They uncovered the secret used by compliance
professonas that guarantee dmost unbeatable results. They discovered that by
exactly mirroring the person you attempt to persuade, you can generate a very deep
sense of ragpport in that person.

To mirror someone isto do exactly asthey do - 100%. This meansthat you
mirror their posture, their gestures, their body language, their tone of voice,
inflection and speeking rate, their digposition and even the way they bresthe.

Mirroring is smple. When he or she leens forward, you lean forward. When
he gazesinto your eyes, return with like intengty. When he crosses hisarms, you
fold yours When he amiles, you smile. When he lifts the cup to drink, you do the
same. Match the speed of his voice. Spesk asfast or as dowly as he does,
incorporate hiswords and phrases. Mirror the vocd inflections. Mirror the rhythm
and speed of his movement. Breathe when he bregthes by inhaing and exhading as he
does Be asoutgoing or asreserved as heis.

Mirror his moods as well to intensify the rapture of the bond. If he fedls
down, vaidate his moods by mirroring it. Let him see his moods reflected from your

33



MASTER OF PERSUASION
JOSEPH PLAZO

person. For ingance, say, " | can see that you're disgppointed and that everything
went wrong. | fed bad for you." The worse thing to do when atempting to mirror
someone isto invalidate and bdittle the fedings of someone. Never say, " Oh, you
shouldn't worry about it! Thingswill ook up soon!" Such a disastrous Satement
bresks the rapport because you are effectively saying that heiswrong to fed that
way. When mirroring, you should be "vaideting”' everything he does-meking a
conscious effort to show that you are in agreement with him.

Mirror his bdiefs and opinions. Vdidate his notions. Take care on matters of
contention. It isimportant to establish a grong smilarity between the both of you.

The importance of mirroring isthis When you mirror another person, you are
in effect saying, “ We are dike. You are safe with me. You can trus me!” By
mirroring, you build trust and establish credibility. It is an exceptiondly religble
method that can bring compliance. It works magnificently because the mind is
affected on the subconscious leve.

Once you have mirrored someone for about ten minutes, the magic begins
you can begin leading your progpect to compliance. Mirroring establishes asubtle
bond that makes it easy for you to gain agreement. After that short period of
mirroring, begin suggesting options for your progpect to follow. Y ou will find thet
your progpect will attempt to continue the artificialy generated rgpport by giving in
to your suggestions. The reason? The act of mirroring induced psychologica
fedings of pleasure. To maintain that pleasure ertalls maintaining the mirror. Thus,
he now beginsto mirror you by following your suggestions. Following your
suggestions heightens the smilarity between the both of you, which isthe root cause
of the pleasure and which is the sole objective of the mirraring effort.

At this sweet point you no longer need to persst to actively maintain the
mirror; your prospect willfully undertakes that burden.

But before attempting to lead or persuade the other person, find out firgt if
you have successfully established rapport. Do this subtly a a nonverbd leve by firs
synchronizing with some agpects of the other person’s body language like facid
expression, posture, or gpeech rate. Mirror that person briefly. After awhile, change
your posture and wait to see if the other person responds. Rapport has been generated
if the person moves to amirror postion of your new podure. If you get this
complementary and postive responsg, it indicates that rapport exists and thet
persuasion efforts are primed for execution.

If, however, the other person resists your lead and indicates that rapport
doexn't exigt yet, continue mirroring and test again for rgpport. Once rapport is
verified, proceed making suggestionsin line with your objective. As you make these
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suggedtions, persst testing for rapport. When rapport is broken, back track and seek
for new opportunities to suggest after agreement has been reestablished.

The concept may gppear ludicrous and the practice seems strange. To you, it
does, but to the person you persuadk, it is the magic spd| that lowers the drawbridge.

This technique summons power by appedling to his subconscious.
Conscioudy, heis nat aware of your mirroring; unconscioudy, he sees someone who
reminds him of himsdlf. A tip when mirroring: commence nirroring about three
minutes after the conversation beginsto avoid being too obvious.

Because of the subtlety involved, the power is multiplied. As your prospect
gpesks with you, he grows more and more comfortable because hefedsheis
gpecking with himsdlf. Furthermore, by mimicking his each and every action, you
subliminaly broadcadt to his psyche that you are not just another entity.... You are an
extengon of his persondity. Thisingantaneoudy forges the bond of liking and trust
and the bridge d rapport magicaly rises.

Try it. It'seasy.

Mind Linking

Ancther easy method to induce telepathic rgpport exigs. While not as smple
as mirroring and matching, proficiency a this kill adds to the increesing arsend of
tools that enable you to be a successful persuader.

Mirroring induces a sublimina bond because the mind is fooled into
believing it sees an exact replica of itsdf in someone dse.

Mind linking works through smilar principles, except thet it concentrates on
generating mental wavelengths that fuse the consciousness of both individuas. What
it doesisto erode dl mentd barriers such as disrugt, suspicion, fear, disgust. The
objective of mind linking isto sublimindly convince someone ese thet you have
nothing but the best intentions for him. This paves the way to persuasion because
your prospect then believes you to be credible and trustworthy. How can this
powerful technique be placed to bear?

Thefirst sepisto reax your face and dear your mind of dl thoughts of
yoursdf and of anything you may intend to sdfishly gain from the person you will
persuade. Clearing the mind can be eadly done by mentally repesting a mantra such
as, "beep...beep...beep...” or "dot...dot...dot." This step isimportant because any
sdfish thought wave can be subconscioudy perceived by people who are intuitive or
psychicadly enhanced. Most women are gifted with intuition and can sense guises.
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Quick witted and savvy businessmen can detect questionable or dubiousindividuds.
A clear and mental blank gets around this hindrance.

Egablish the mindlink by creating an empathic bond. Thislink grows
through thought waves. Generate these thought waves by first defocusing your eyes
on the person. What this meansis that, instead of Staring a one specific body part,
focus on the whole person, the whole body. Natice dl parts of his body by extending
the range of your awareness. Allow your unconscious to put in the parts that you are
not conscioudy aware of. From there, dlow your mind to build alife-gze, three-
dimengond image of the person before you and redlly be awvare of the totdity of his
presence. See and fed his presence. Thistrick is easly accomplished by martia
artigs who are smultaneoudy mindful of every aspect of his opponent's body and
position without looking at every part. Once thistangible image is crested before
you, step into that image. Step into thet life-like, three dimensond picture and begin
to get a sense of what they might be feding. Y ou must fed them and imagine what
they might be experiencing. Unleash your senses and make it highly receptive. Sense
what it mugt be like to be them, looking from ther eyes, ganding from their position.
Fed ther clothing againg your skin, fed the wind brush againg their hair. Intengfy
the link. Project yoursdf mentaly into the other person, so thet you begin to redly
see what they see, fed how they fed, etc. When the bond can be fdt, imagine a
golden cord of light flowing from your heart and connecting his. Fed the surging
might of the cord. Smultaneoudy, dlow a golden bubble to encompass both of you.
By then, your body may gtart trembling from the wash of mentd energy (known as
pranato the Indians and pneuma to the Jews). This energy makes rapport intensfy.

At this point, consolidate the rapport session by projecting powerful thoughts
thet directly bind him to you. Thereis only one thought form that can nurture
receptivity and erode barriers. This thought form isthe "sdfless' thought form. To
generateit, fill yoursdf with an overpowering desire to help the other person. Look
a him camly and think out to him, " | want you to do dl thegood | can’”, or " | want
to hdp you." Quidly visudize to him the gains that he will redlize from your thought
commeand. These thought forms can penetrate any psyche because it is avash with
positive energy. The mind easlly aosorbs anything that it perceives to redound to its
benefit. By flooding mind with such thoughts, he gains an ingant liking to you, the
source of such telepathic thoughts.

Amazingly, it isthislast sep that neutrdizes the last mentd defenses that he
may have againg you. The thought forms you generated are processed by hismind
on avery subtle leve. Upon reception, his mind lowers its defenses and dlowsyou
to enter. Once you sense that rgpport, you know that he is open to persuasion.

Thefind step to rapport generdion isto picture him actively subscribing to
your idea, to your command. Picture him carrying out your requests. Fill the picture
with energy and life. Seeit red. Seeit living and moving. When it burstis with
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energy, think it out to him. Project it conscioudy for amaximum of four secondsinto

hismind. Longer than that and the thought will backfire because the mind will bore
of the picture and regject it.

Congraulaions.

Venture forth and be confident of success, for the living energy of rapport
flows and cascades like waterfdls between you.

Strategy Mirror
To explain this method requires another brief psychology review.
There are three kinds of persons: visud, auditory, and kinesthetic.

Visud people process thoughts and ideas visudly. Y ou know thet someoneis
visudly oriented when he uses words like, " Can you picture that?', "Do you see
what | mean?", ""Please focus on what I'm saying.”

Auditory people process thoughts through their hearing faculties. Y ou can
find alot of people like these; discerning them issmple. Ligten for satementslike, ™
That'sdear asabdl”, "Can you hear what I'm saying?", " How does that sound to

you?"

Kinesthetics are "feding” people who process through their gut fed. Listen
for gatementslike, " | can senseit!”, " Do you fed that?', " | can grasp theided.

Everyone thinksin a predominantly visud, auditory or kinesthetic manner.
However, everyone does mix al methods at the sametime, in varying degrees.
To generate rapport using the Strategy Mirror, first understand that for every
decison one makes, an internd "thinking" template is followed. Everyone processes
thoughts in a certain pattern. For instance, he may first do it visudly, then
kinestheticdly then auditory. He may mix it up in whatever combination. The key to
mirroring under this method is to decipher your prospect's decison making process
and then to mirror it back to him. The principle is essentidly smilar to the mirror
and matching technique, except that you mirror thought forms and decison making
processesinstead of body language.

To convince someone of your idea or thought, you firgt determine how a
person arrives a a concluson, action or decison. Thisis done by asking four
carefully phrased questions geared to dicit this information. After you gain this
information, you play back the decison making strategy he just reveded, thistime
inputting the ideas you are trying to "sdl".
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At this point the concept may appear vague. An illustration will shed light on
this powerful technique.

For the example, assume you are selling a piece of red estate. Y ou want to
convince someoneto buy, and for that purpose, you decide to generate rgpport
through the Strategy Mirror method. For the opening salvo, ask four questions aong
the falowing lines

Q1: Tel me do you remember atime when you bought a piece of red etate
and were truly satisfied?

Listen for the regponse then follow up with the following three
important questions.

Q2: So, tell mewhat was the firgt thing that drew you to that piece of land?
Was it something you saw? Something you heard? Something you fdt?

This question reveals the first decison making strategy your prospect
employs when choosing red etate. It reveds whether he usesavisud,
auditory or kinesthetic method. For this case assume he answers that it was
the green grass and sweeping roof that he saw. This satement revedsthat his
first drategy isvisud.

Q3: After that gtriking thing that you (saw, heard or fdt), what was the very
next thing that gppealed to you? Something ese that you may have seen?
Heard? Felt from the house?

This question reved s the 2nd strategy technique he uses when buying

houses. For this case, assume that he replies that the sound of the rustling
brook nearby etracted him next. This reveds that his second decison making
dep isauditory.

Q4: After that, what was the next thing that attracted you? Was it something
dsethat you saw? That you heard? That you fet?

This question reved s the 3rd strategy technique he subconscioudy
employs when buying homes. For this case, assume that he responds thet he
loved the feding of warmth inside the home.

After the fourth question, you have deciphered the decision making process
your progpect normaly uses to purchase homes which eventualy satisfy him. You
discovered that he first processes information visudly (the green grass and sweeping
roof), then auditory (the rustling brook), then kinesthetically (the warmth of the
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home). For the previous example, you know his psychologicd processisV-A-K, or
visud, auditory, kinesthetic.

Thisinformation can now be used to dicit rapport. Play back the discovered
drategy to your dlient when sdlling him a piece of red estate. Phrase your persuasive
gpeech to sl your ideafallowing the V-A-K sequence. Heré's an example:

"Mr. Smith, | have awonderful piece of property for you. It's a breathtaking
(V) piece of land with agreat sunset (V). At night, you can hear the rustle of trees
(A) thet gives you awarm cozy feding (K)."

By replaying his decigon meking drategy, and thistime, inputting your own
content into the framework of his strategy, you persuade him to your idea. The
impact is subtle yet effective because your ideas reach him in the pattern that he uses
to reach favorable conclusons.

A word of warning. The decison making strategy varies from ingance to
ingtance. Y our prospect uses different sequences for different stuations. Do not
assume that the discovered grategy will be the same for other decison making
problems. He may use aK-A-V gpproach for purchasng a car, and the V-K-A
approach for buying clothes. Decipher the pecific strategies!

This technique can be applied to other situations other than acquistions. For
ingdtance, you can discover how someone gets attracted to others of the opposite sex.
For such astuation, you may modify your questions in the following manner:

Q1: Can you remember atime you were totdly attracted to someone?

Q2: What was the very firg thing that attracted you? Was it something that
you saw? Did he say something that inspired you? Was it his touch?
Something he fet?

Q3: After that, asyou redlized that he was 0 attractive, what was the very
next thing that you noticed of him? What it something you saw in him?
Something you heard? Y ou fdt?

Q4: Thisredly interests me! So what else pulled you to this mystery man?
Something he may have said? Did you see him move in a certain way? Did a
fuzzy feding seem to grow indde you?

From this point, you can use the decision meking Strategy reveded to

formulate your "sales pitch" usng the revedled srategy and laced with your
idess.
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Rapport Brings Untold Rewards
Generding rapport is easy!

From this moment, having read the various rgpport generation techniques,
and knowing the mechanicsfor its use, cregting and mantaining that powerful link
will become second nature. Through practice and innovation, you can hone this kill
and gpply it not only in business Studtions , but persond relationshipsaswdl. It's
essy, and the outcome, rewarding.

Asyou come to the lagt technique for rapport generation, you redize the
immense va ue contained within for your benefit. Thinking about how you can use
these methods dlows you to determine how much more persuasive you can be as
you integrate it into your norma communications.
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The Arsenal of VVerbal Persuasion
Proven Verbal Magic to Charm, Wile and Beguile

The Verbal Toolbox of Persuasive Tactics

The proper menta digposition as well as the techniques for rapport composed
the first golden keysfor persuasion. To complete the persuasive arsend requires
knowing how to make the "sdes pitch”, so to spesk. These verbd techniques forge
the lagt golden key to persuasion.

The sdes pitch iswhat you say to sway othersto your idea. They consst of
properly formulated phrases and sentences. Following powerful patterns geared to
eicit belief, these formulas take off where rgpport ends: it makes clear in the mind of
your liseners what you want them to believe or to do.

In this book, many techniques await your deploymen.

The first ded with powerful phrases that in themselves, can be used to
generate belief - sometimesirrationd. The last discussed technique employs whole
conversationd tactics, paragraphs of carefully sequenced statements with the
objective to firmly implant an idea

Each technique will be followed by a brief theory; some will have example
applications. The successful gpplication of atechnique depends on the Stuation.
Somework better than others for a given scenario; your discretion for its deployment
dictatesits success or failure.

Time Distortion

Sometimesthe best way to influence isto act as though what you want had
dready happened. This method, the smplest of dl the persuasive techniques,

consgts of three steps.

?? Presuppose that what you want has aready been agreed upon, and
that the outcome is good. Word your pitch using the past tense.

?? Presuppose that your prospect has accepted the proposdl.

?? Presuppose that your prospect enjoyed the proposa.
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An example can daborate this technique. Assume that you want to ask
someone out. To word your eevator gpeech usng the three steps might go dong the
falowing lines

"Won't it be greet after welve had dinner at the Ritz? The dining
would be superb, with the glimmer of candles, sparkling wine and soothing
music. After dinner, you'd smile to yoursdlf and think that thismust be the
highlight of your week. Seal Y ou're dready thinking about how much fun
well have. The more you try to think of reasons why you can't accept my
offer, the more you redize how much youd love to come.”

This method energizes a powerful picture in your progpect's mind. Putting it
in the past tense and in such glowing images make it hard to ress. By further
presupposing that your progpect areedy accepted and enjoyed the idea makes the
persuasi ve technique unbestable.

Anided Stuation to gody thiswould be in business proposas. Busnessmen
enjoy dynamic, moving images painted in their minds.

The Principle of Reciprocity

Being human, we fed the need to repay favors givento us. It'sour nature. A
favor can trigger afeding of indebtedness, and in effect, we develop a great need to
relieve oursalves of the psychologica burden of debt. To unload this burden, we
become more than willing to return afavor dmost larger than the one given us

The Principle of Reciprocity dates thet if sSomeone grants usfavors, invited
or uninvited, an overpowering need to repay that favor immediatdy bloomswithin
the recipient of that favor. This human trait transcends al cultures and races.

Congder thefallowing example: A child you don't know walks up and hands
you aflower. It would be considered impalite to rgject such athoughtful action, so
you take it. Shortly after, the child asks if you would like to buy acookie for her girl
scout class. Because you just received a'favor” from the child, saying no to her
request would have been tough because it would go againgt natura culturd forces
favoring reciprocation arrangements. Y ou buy a boxful of cookies.

Noatice how when someone smiles, you smilein return, or when someone
compliments a persond characterigtic, you return in kind? Thisis the power of
reciprocation. A favor granted must be repaid.

How often have we received smdl gifts through the mail: smdl keys,
greeting cards, persondized address labels.... usudly attached with a note requesting

for funds to a popular charity? Big organizations have discovered that by giving a
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amdl favor or gift, the recipient of the gift develops a more pressing need to repay
the favor. Repaying the favor entails complying with the request. The rule of the
princpleissmple

Give a favor, expect a return-favor.

Business meetings tend to produce more favorable results if the project
proponent treats the dient to lunch. The lunch is afavor extended, and what is
implicitly requested in return is a favorable contract.

To use this Principle, one Imply extends asmdl favor or givesa amal gift
prior a negotiation. Gifts are usually accepted since cultural norms dictate that
reci pients accept out of courtesy. Once accepted, the psychologica need to repay the
debt germinates. This raises the chances of later gaining what will be asked. The
ethica overtones of using this principle, must be taken into proper perspective,
however.

Favors can condtitute anything given "out of good will™:

Little materid trinkets.
Compliments

Food

Promises

Smiles

Drinks

Physicd labor
Concessons

Door-In-The-Face Method

Ancther way to use the Principle of Reciprocity is by deploying the Door-In+
The-Face technique. More devadtating than the straightforward approach of giving a
gift and receiving areturn favor, this technique takes a subtle gpproach.

Supposing you want to make arequest "B." One way to increase your
chances of receiving compliance to that request "B" isto firs make a much larger
request "A." Request "A" isSmilar to request "B", except that because of its
megnitude, complianceto it isamost impossble. This much larger request is
expected to be rgected. After the rgection, you immediatdly retreet to your
origindly planned request "B". Sttidticdly, the request "B" has an dmogt 95%
chance of recaiving compliance because of this linguigtic framework.

This 90 effective because socid norms dictate that a concesson must be
exchanged with a concesson. By dlowing your request "A" to be rgected, you gave
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aconcesson. Therefore the person you persuade must respond with a concession....
that of complying with your dlegedly smdler request "B"! Why doesit work so
well? Cultural normstend to override even logic and inner resistance.

The Door-1n-The-Face Method takes two steps:
First Step Make alarge request (thisdicitsaNot)
Second Step Make the red, and smdller request: (this getsthe Yedl)

Labor negotiators frequently deploy thistool. They begin with extreme
demands expected to be turned down. Abruptly, they repesat to aseries of smaller
demands, or concessons which will then be more eadily accepted. These smdler
demands are the redl target of the labor group. The larger requests were merely
decoys meant to provide smokescreens.

Children use this technique very well. Sometimes, achild may desre asmdl
item like a cassette. To increase his chance of getting it, he makes huge requedts, like
aCD player or arcade game. The parents expectedly turn it down. What does the
child do then? He retreats to his red request and says thet if he can't get aCD, can he
get a cassette tape instead?

The response to such acomparaively trifling request is evident.

The Principle of Commitment and Consistency

Weadl fool oursalves from timeto time to keep our thoughts and beliefs
conggtent with what we have dready done and decided. When we publicly tekea
sand on something, our subsequent actions must be in harmony with what we have
previoudy made manifest.

Thisquirk in human behavior is described by the Commitment and
Consgtency Principle. We commit to something that we willingly make known and
then, we remain conggent in behavior to it. Inconsstent behavior produces
psychologica tenson that must be avoided a dl cogts. The Foot in the Door
technique gppliesthis principle.

The Foot-In-The-Door Technique

To use thistechnique, you must firgt decide on an outcome you want (thisis
your mgor request). Upon deciding your outcome, you creste a series of small,
related requests that are easy to say yesto. After stating these two or three requedts,
you pop the big question. Because of the firgt "yess' that were easly solicited, your
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progpect is mentdly conditioned to say yesto the primary and red request. The amdll
requests are created to dicit "commitment” to acertain related ideaor request to be
given in the end.

This technigque works by conditioning the mind to be congsent with the
previous stance of saying yes repeatedly. It's that Smple. The series of smdl requests
cregte commitments to a certain action. The fina request requires an action of
amilar nature, and thus, to be consstent, compliance with the find request is
necessary. Fird get someone to commiit (Say yed) to a series of thoughts, ideas or
actions. Y our progpect will then automaticaly comply with any find thought, idea or
action that isrdaed, just to be consstent. The techniqueissmple:

1st Step: Makeavery smal request (Get an easy yesresponse and first
commitment!)

2nd Step: Make another very smdl request (Get another easy yes response
and the second commitment!)

3rd Step: Make your red request, abigger one. (Get ayes response!)
The important step isto ensure that al the requests are rdlated in nature. If
the lagt request is environmentaly themed, so should the previous two
requests. Thisdlowsthe Principle to be mustered effectively.

Sometimes, prior to making the reques, it is good to give an "enticing
moativator” to st the age. Car sdlesmen have been guilty of using this techniqueto
sl cars What they do isto advertise a car at amagnificently low price (the
"enticing motivetor") A buyer comes, drawn by the price. The sdlesmen and the
buyer sart discussng terms of payment, Sgning documents and filling forms. These
actsof discusson and writing condiitute the various "smdl commitments' leading to
the act of dosing the ded (the mgor request of the sdlesman). By discussing and
writing for at least an hour before the end of the sdle, the buyer is subconscioudy
committing to consummate the transaction. Before the consummation, the sdlesman
disappears and comes back with news that there was an error in calculaion. He
revedsthat the car had a price tag afew hundred dollars more. Despite the sudden
price increase, and because of the various little commitments made, the buyer has no
choice but to push forward with the dedl.

Pacing and Leading Method of Persuasion
The Rhythm To Success

The method of Pacing and Leading derives its power from the Principle of
Consgtency. Similar to the Foot-1n-The-Door Technique, it follows arhythmica
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pattern of pace and lead statements designed to create dmogt irrationd beliefsin a
proposed idea

Like the previous technigue, the theory involves diciting enough ‘yes during
the course of the conversation o your prospect will autometically agree when you
make the primary request/s.

Verbd pacing and leading sets up an unconscious yes-set which contribute to
its effectiveness. By making a series of statements or questions that dicit ayes, you
condition your prospect's mind to continue saying yes even up to the point of your
redl request or idea. It works even if the request is hard, or the ideais ahorrent.
The Pace-Lead Method associates things that are obvioudy and irrefutably true with
wheat you'd like people to bdieve as true. When you use this technique you first
creste Pace Statements. These statements are statements or questions that can
immediately be proven astrue or are commonly accepted astrue. Y ou aso create
Lead Statements. L eads are statements or requests that you want your prospect to
comply with. Lead statements talk about things you want your prospect to believein
and that hasn't been commonly accepted as true.

Once you arive a the gppropriate pace and lead Satements, you link the
pace statements to the lead statements in the following manner to generate belief and
compliance:

Pace, Pace, Pace, Lead

Pace, Pace, Lead, Lead

Pece, Lead, Lead, Lead

Lead, Lead, Lead, Lead

By mixing the Pace satements with the Lead statementsin this manner, you
blur the digtinction between what is obvioudy true and what is not redly so true.

This framework makes everything appear patently true.

These are examples of Pace Statements:

Being healthy lets you enjoy life.

Safeguard your health with proper care of your body and you can live happy.

Food usually contains health robbing toxins.

Poisons harm us and lower resistance.

Lower resistance reduces health.
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Note that these pace statements dl need no verification. Common sense
dictates these to be true,

Lead satements are different. They are not obvioudy true, and require hard
evidence to prove its veracity. These are examples of leads. Leads are your requests.

Our product will ensure your health

By introducing a dietary supplement containing our patented
formulation, you safeguard your resistance against disease.

It really works!

These lead gatements can be made more convincing if placed in the
previoudy illustrated framework of pacing and leading. Using the formula, hereis
how it would come out:

(P)Y our hedth dlows you to enjoy your life(P) Safeguard your hedth with
proper care of your body and you can live happily! (P)Unfortunately, we
know thet our food usudly contains toxins thet rob us of hedth. (L)By
introducing a dietary supplement containing our patented formulation, you
safeguard your resistance againg toxins. (P)Poisons harm us, and make us
sck, right? (P)Thislower resistance reduces our hedlth. (L)Our product can
ensure your hedth. (L)1t redlly works

Notice that in the pace-ead framework, belief in lead Satement becomes
easer because of its placement. Each time we hear a pace satements, we slently
say, "yes' to ourselves. By the time we cometo the leads, it's eesier to say yes
without noticing thet the leeds are no longer undeniably true.

Remember that you should not sound stilted or artificid. When spesking in
this manner, make the conversation as spontaneous as can be. Ask for short
regponses from your prospect for your pace statements. Select pace statements that
he or sheisdmos guaranteed to believein.

Herésafind example. Thistime the pace Satements utilize facts thet are
observable sensudly (visud, auditory, kinesthetic). Hence they creste a powerful
influencing effect.

(P)Asyou st and (P)listen to me, you gtart to (P)wonder. (P)Y ou think....
You (L)redize that whet | say is very important and could be gpplied inred life.
(P)And as you think about it some more, as (P)you lean forward and ligten, (L)you
redize that the knowledge of this lecture will definitely enrich your persond
relationships and (L)make you a more competent person.
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The Principle of Attribution
Giving Explanations to Invoke Sustained Behavior

People frequently do something because they believe in a certain truth about
themsdves. An internd attribution about who they are causes certain types of
behavior.

If someone miakes an internd atribution ("I will Sign this petition because |
am thiskind of person™) then he will most likdy perform afuture, related action
because, "'l am ill that kind of person.” A person who believes himsdlf to be nest
will pick up trash today, tomorrow and next month. Additiondly, he will do dl kinds
of orderly things. He doesthis to be consstert with the interna attribution he creates
for himsdf.

The Principle of Attribution dlows us to modify peoples behavior by merdy
giving an dtribution. If you want someone to do something, not just now, but
adways, prodam to him a certain "percaived” atribution. He will cometo see
himsdf as that type of person and behave accordingly.

To create an atribution, goply it in a Stuation where people are thinking
about why things are hgppening. Second, give an explanation that is an internd
attribution for the desired behavior. State that things are happening because "that
person islike that." The Explanation you give is the attribution that will enforce the
desired behavior from that moment on.

For ingtance, ateacher hopes to increase the grades of her sudents. After a
successful quiz, she makes an attribution, saying, "My! These quizzes have been
well answered! | wonder... | think you've dl been studying very hard and you've
gotten brighter!™ With this Smple sentence, the teacher atributes the quiz scoresto
initiative and studying hard. The students redlize this might be so, and regardless of
whether they studied before or nat, they do sart studying to be consstent with the
atribution. They think, "I got agood grade coz | sudy hard. Therefore, | must study
hard for the next quiz."

A boss can dso dlicit gregter productivity from his workers. He might say to
an employee, "Mark, you've been a this desk for hours and | can seeresuilts. You
must be a hardworking person with your Sghts on your god! Keep up the good
work." The boss atributes the good business results to hard work and prioritizing.
Mark will subconscioudy make the internd attribution that he isindeed hardworking
and act consgtently with thisbdief. A smple declaration yidds afidd of surprises.

The Charmer Method
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Thislagt technique, unlike the previous methods, does not rely on deight of
tongue or verbd acrobatics. It works because you openly offer concessions, manifest
awillingnessto ligten, and validate your prospect's beliefs. Y our prospect has afree
choice to decide. Y ou do nat doud his mind with verba migts. Of dl the techniques
discussd, it isthe mogt ethicd. Additiondly, it takes the longest to carry out, but it
can produce lagting relationships. Like the previous sysems, this method is dso
devadtaingly effective. Magtery of this method can lead to satisfying friendships as
wdl as giving you what you want.

The Charmer can be goplied in four steps.

Step 1. Createthe Initial Benefit Statement.
TheInitid Benefit Statement, or IBS congsts of two parts.

Frgt, you state an Opener which conggts of a current need, problem or desire
that your prospect would like to satisfy.

Second, you close with a Benefit Statement that includes specific idea or
solution (your request) that answers that need. Stating the IBS is done using the
pace-lead rhythm previoudy discussed in order to maximize its effectiveness.

The IBS acts to whet the gppetite of your progpect to listen and pay heed.
When you formulate your IBS, you can use the following examples

Openas.

"It is my understanding that you...."

"We've found that most people are looking for..."
"I hear you have a problemin the area of..."
"What most peoplewant..."

"What if | could show you a way..."

"It's hard to be unproductive because...."

Benefit Siatement:

"Thisis why many normally do this...."

"X works specially well in this scenario...”

"In such situations, x is the best possible solution...”
"In other words, what you're looking for is...."

When making theinitid benefit Satement, be certain to point out thet your
idea does solve his problem. If you can accomplish this, you have enticed your
prospect.
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Thiswould be asample IBS using the Pace-Lead Rhythm.

"Mr. Richards, times have been bad and money doesn't flow so well anymore,
specially for small firms such as yours. We know that your operations are no longer
very efficient and it cuts back on your profits. We can provide you with the necessary
computerized networking solution that can cut wastes 90% and boost profits 70%.
How does that sound to you?

TheIBS certainly grabbed his attention, didn't it? He saw that he had
something to gain.

Step 2. Ask questionsto dicit information on his needs which you seek to
address.

No meatter how well worded your IBS, your progpect holds many pressing
needs begging to befilled. By careful questioning, you can get people to reved ther
hidden needs and recongder their position in light of what you have to offer.

It isimportant that you choose your questions well. Raise questions that will
lead to reveding hidden needs which your idea, proposa or product can directly
address. Raise questions that will direct you to proclaiming more of the benefits of
your idea.

Step 3. Agree Agree Agree.

Whenever the other person responds in such away that offers you an opening
to reinforce your proposal's benefits, agree with his remarks, and develop his thought
with the benefits that logicdly flows from his statement. Ensure that your benefits
include feding benefits, such asfedings of security, comfort, pride...etc. Benefits
such as these persuade very strongly.

Toillugrate Step 2 and Step 3, assume that you are sdling brand new
computers, 0 you ask a question that will lead to a secific benefit you offer.

You "So Mr. Richards, | can see that you distrust computerization.
Why isthisthe case?'

Richards: "lI'vetried it before and it was a nightmare. Something

aways broke down! Whenever we cdled technica support, they placed uison
hold. We ended up with a white dephant.”

You: "l agree with you. Computers do bresk down and mogt
companiesfail to respond to their cusomers. It'sabig problem in the
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industry. We can guarantee you againg this problem because we have over
350 technica gtaff on our roster working night and day. Y oull never have a
problem again.

The agreement with your prospect's statements darify in hismind thet you
are congdering his concerns very carefully. This heightens his receptivity to your
proposals. Each time you agree with his concerns, and raise a benefit to absorb his
anxiety, you edge a sep closer to successful persuasion.

Step 4 Ask for what you want.

Findly, when you sense agood ded of rapport and agreement to your
proposal, make the request. Close the dedl.

A postive mind sat helps. Make the assumption that the ded has been
accepted prior to asking. Behave in a confident manner.

Frgt, summarize the benefits you offered.
Second, date the confident request using the following formula

"Based on what you've told me... I'm going to suggest that the best
course of action for usis...." Or

"| can see you've reached your decision... | guess what we should do
Take heed of theitalicized words. Emphasize thet the decison flows
logicaly from hisfacts. Emphasize dso the usiwe involvement. The prospect will
fed more at ease knowing that both you and he embark on that decision together.
From there, you can cap it dl up with this Sandard dlose:

“We guarantee that you'll love the results. It's o easy. It'sredly
works, its your best option not just now, but in the future.”
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Advanced Techniques of
Persuasion

Advanced Techniques to Induce Liking and Attraction
Establishing Contact, Building Friendship and Creating Intimacy

About 75% of the world's population quivers a the progpect of striking up
conversations with a stranger. The reason? Shyness.

Shyness can be atributed to cultura factors. Being raised in conservetive
environments or living in harsh communes makes people timid. Having criticd
friends and domineering colleagues can further aggravate shyness.

Shyness can dso be genetic. There's ajoke that goes.

The gene for shyness has been discovered. Scientistsat MIT
discovered it hiding behind a set of other genes.

Neverthdess, shyness poses a problem for those who want to persuade. This
madady prevents persuasion by aborting communication.

Fortunately, techniques to combeat shyness do exist. With congtant practice,
anyone can learn to "bresk theice", establish rapport, and make new friends. Once
you have won trugt, you can persuade much more eadly. Notice how sdesmen
adways attempt friendship before sling.

The Principle of Liking Sates that we are more easily persuaded by those
whom we like.

This chapter concentrates on teaching the essentias of striking up a
conversation with perfect strangers, then making afriend out of them. It provides
formulas necessary to minimize, then diminate entirdy, shyness.

Remember, to persuade someone, make him your friend fird.
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Paint a Newv Self-lmage onyour Canvass

Y our firg problem: discarding that negative image of yoursdf. Many men
and women are criticd of themselves. They fed that they are "ugly”, "dull”,
"boring". These devagtating thought forms hinder communication! How can you
convince others otherwise if thiswas your mindset?

Paint amuch better image of yoursdif!

Whatever you may fed indde, it isimportant to project a podtive and
charming image. Y our projected imageis the sum tota of the gppearance and
persondity by which you are judged by others. Y our projected image depends on the
way you stand, speek, dress, smile, walk, make eye contact.... Y ou package yoursdf
to others this way; and the more beautiful the package, the more readily accepted it
is. Thefirgt step to packaging yoursdf properly comes from your beliefs.

Picture yoursdf as you want to be and project it forcefully. Believe that you
have charm, wit and confidence. Believe that you are attractive, commanding and
likegble. Day by day, your inner mentdl picture will take shape and manifest itsdlf
externdly. Y ou will become who you picture yoursdf to be. Eventualy no effort

will be necessary to maintain thisimege.

Here are some techniques to bolster your image building efforts.

E( Use smiles like a magic wand to gain trust. Greet peoplein afriendly way
regardiess of their atitude towards you. Remember the principle of reciprocity?
Smile & others and chances are, they'll smile back. Frown, and people will snard
back. Takethe initiaive: amile and be plessant. In return, youll receive wonderful
reactions. amiles, laughter, a handshake and perhaps anew friend. Life isachain of
action and reaction. Begin everything with pogtive action!

E( Be presentable. Appear kept, neat and tasteful. Y ou can wear Smple
clothes, but carry yoursdf with dignity. Stand sraight, indulge in eye contact. Move
with confidence and a sense of purpose. Act as though you know where you're going
and that you have plansin life. To atract other winners, you must look like awinner.

E( Be enthusadtic. Brim with life. Look dive and be dive. Make your voice
ooze with enthusasm. Immerse yoursdlf in the Stuation and enjoy it. People
gravitate to exuberant souls.

E( Be poisad. Reign in your emotions. Know what you are saying when you
say it. Belogicd and cdculated. Relax. Appear that nothing can faze you.
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E( Ooze charm. Be warm, friendly and sympathetic. At the onset of
conversations, try to agree with what your companion says. Minimize criticism.
Deveop asense of humor and learn to laugh. Be upbeet! Y ou may have aload of
problems, but the world hates to hear about it. Don't burden your companion with
your anxieties. Discuss bright idess. Shroud yoursdf in optimism.

E( Empathize. Put yoursdf in ther shoes. Grasp fully wheat they may be
feding and thinking. Try to understand why they say what they do and do whet they
do. Practice this kill regularly and you'll unlock many closed doors.

It should take about two weeks of congructive image building beforeyou
notice pogitive changes. Don't fret! The effort pays off in spades. Once you've
acquired that new image don't fal back to old habits of fading into the background
and being a negative sourpuss. Y ou've earned that million dollar imege.

Striking up Conversations; Meeting New People

With that brand new persondity, meeting new folks should be effortless.
However, therés ascientific way of finding and cementing new relationships. It's
cdled the FK Method, or the Find 'em and Keep 'em technique of putting more
friendsin your socia bank account..

For those who are iill rather shy, this method of gtriking up conversations
and making friends will minimize the pain of gpproaching a stranger.

Study the following technique. Integrateit into your psyche. The rewards you
will gain will be ahundred fold more vauable than the price of this book.

The FK Method

Conggting of the Pre Conversation and Conversation phase, the FK method
dresses the importance of utilizing both verbd and nonverba communication to
bring forth receptivity. In the Pre Conversation phase, you eva uate yoursdf and

actively adopt the necessary body language to promote postive contact. In the
Conversation phase, you get down to business and make the find ggproachto

SUCCESS.

The Pre Conversation Phase
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Many poor conversationdists don't redlize that negative body language
acocount for ther failure in communication. These unfortunate people adopt non-
receptive body language (discussed earlier in the book) and stifle conversation before
it even commences.

To make nonverba communication work for you, you can use a " oftening’
technique. The softening technique makes your initid impresson work for you. The
softening technique conssts of a set of handy body language gestures that will make
people more receptive to your atempts a contact. Initiaing conversations become
essier.

SOFTEN

A genius came up with this mnemonic (not me). Sometimes, remembering
the entire body language aphabet can be overwhdming. This mnemonic lets you
remember the most vita gestures that alow receptivity and openness. Deployed
before any conversation, these body language gestures create the proper ambiance
for friendship.

S-Smile. Smile at someone. Do it Sncerdy. A postive nonverbd sgnd,
this gesture communicates a willingness to communicate. The other person will
congder it acompliment, dlowing him to fed good. He will most likely amile back.
When you send friendly messages, you get friendly messages back. Couplethis
smilewith awarm hello. It indicates gpprova of the other person. Remember the
basic theory on psychology 1017 People like those who like them. Herésalittle
exerci2 Smile a the mirror. After you amile, give your best grimace. With whom
with you rather talk with?

O - Open posture. Poor conversationdigts frequently give off "stay away™
sgndsby crossing their legs and arms. Because closed postures indicate a defensive
frame of mind, these people appear ungpproachable. Open that posturel Keegp your
ams and legs uncrossed. Don't cover your mouth or your chin with your hands.
Appear a ease. Open postures send signas of receptivity and it beckons, " I'm open
for contact --- let'stak!™

F- Forward Lean. Learn forward in a naturd and casud way when your
prospect speeks. It indicates interest in your part and encourages him to continue
talking. By gppearing interested in what he may have to say, you win the confidence
and liking of your companion. Y ou broadcadt to him, "Keep taking-- thisis good
uff!" Never lean back or put your hands behind your head. Don't mount your head
on your chin (the famous "thinking posg"). Y ou will gppear disnterested.

T -Touch. At some point early in the conversation, initiate a hand shake. This
isawonderful gep to opening channels for communication. Energize the handshake;
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grip warmly, yet firmly. Touching bresks down the distance barrier between two
individuds

E - Eye Contact. Direct eye contact further indicates interest in the other
person. By gezing into someone's eyes you manifest willingness to talk and to know
him better. Eye contact should be friendly, and non-aggressive. Allow your eyesto
travel from his pupils, to his forehead, to his nose, then to his ears. Varying where
you look makes your gaze softer and less forced. Y ou can then concentrate on gazing
upon the spot between his eyes for the rest of the conversation. For those il shy of
eye gazing, maintain your gaze directly between the eyes. It gives the gppearance of
eye contact despite looking elsawhere. Eye contact is vitdl. It encourages your
companion and he gazes back just as earnestly. If you minimize eye contact, you
appear bored, or worse, dishonest. Little or no eye contact gpells doom for
communication.

N - Nod. Nod when your companion spesks. Nodding shows thet you listen.
As with the previous gestures, nodding lets you gppear friendly and open. Y our
companion will fed eager to go on talking because he senses your gpprovdl.

The SOFTEN technique makes a good preparation for communication. The
next sep isto circulate, looking for receptive-looking individuas Once you find
someone open for contact, be the firdt to initiate conversation and apply the
following techniques for the Conversation Phase.

The Conversation Phase

Hereés where verba communication comes in. The scientific procedure of
conversaion congds of the following steps

E( Bethefirg to say hdlo.

It istough to make the first move. Unfortunatdly, if you wait for othersto
makethefirs move, chances are, you'l be waiting till the cows home. Taketherisk
and be the firg to test the waters. Approach afriendly prospect. Etablish eye
contact. Smile, then introduce yoursdf warmly. By initiating the conversation, you
contral its outcome and lessen your fear of rgection. Y ou give the impression that
you are friendly, outgoing and open. By initiating, you a<o flatter the other person
by sgnifying interest.

Once you get the hang of it, play this game wherever you go. Approach
people in the bank while waiting in line. Chatter with the receptionist a the hotel.
Y oull make friends in high and low places. Contacts are invaugble.
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Thisfirg sep entalls taking an active sance. Once you diminish passve
behaviour towards meeting new people, not only will your number of friends
increase, SO will your confidence and ego.

E( Deploy ritud questionsto mdt theice.

Once you've squeezed out that hello, you can begin the converstion in two
effective ways:

1) Give a compliment. Find and mention something praiseworthy of
your progpect. You might say, "Thet isa driking Bugs Bunny tie you're
wearing! Did your wife give thet to you?" After the compliment, givea
follow up question directly reated to the compliment. This ensures that your
conversation continues.

Ancther way of complimenting is mentioning something your
prospect is carrying. Mention how unusud it is and follow up with more
questions.

2) Comment or make a question based on the situation. A good place
for such an opening gambit would be in a restaurant. Upon entry, seek for a
olitary diner. Approach him and mention, "I'm trying out a new restaurant
this week because the old one was closed by the hedth ingpectors. They
found arat in the sew. Could you recommend something here?"

Focus on the Stuation thet you are in. Identify yoursdlf in your
immediate environment. Take note of the place you're traveling, the people
around you, and the events going on. What is happening. Why are you here?
There are hundreds of questions and comments you may make about your
gtuation. Use the Stuation to fudl conversation. Be aware of the vast details
abounding. These can be taked about. Once your discussion on the
immediate environment dries up, expand and broaden the conversation to
include events happening outsde of where you are. You can discuss issues
concerning arestaurant in the next town or a school in the next province.

Ritual Questions

Ritud quegtions mugt dways follow the compliment or comment you
make.

Ritud questions are directly related to whatever your prospect may
respond with. These questions can be closed or open.
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Closed questions are answered with one word replies. Examples can
be, "Do you like the food?", "So, you are alawyer?', "What isthat?' Closed
questions tend to begin with "are’, "who", "wheré' and "do"

Open questions encourage multi-paragraph replies and frequently
begin with "how" or "why." A typica open quegtion can be, "Why did you
choosetheravidli?*, "How do you cope with those kids next door?', "In
what ways do you think the tax budget can be decreased?!

Ritud questions bregk the ice and send the signd that you are deeply
interested. It fuds conversation.

A good practice would be to begin by making three or four closed
guestions. Once you have listened and opened up your prospect, begin asking
open questions. Probe him for details that can fud further questions, thus
prolonging and energizing the conversation.

E( Ligten ectively.

A problem plaguing many is not knowing what to say next. When our turn
comes to gpesk, we clam up. Thismenta blank can be easlly remedied. Do not
worry about what to say! Smply listen carefully to whatever your companion says.
When your turn comes to speek, make afollow up question rdated to hislast few
paragraphs. You may aso pargphrase his lagt satement in a question format o asto
invite him to continue talking. For ingtance, your companion may say ,"l fed
unappreciated at work and | want to quit!" A good pargphrase will be, " Y ou don't
think youll work there anymore because your efforts are not recognized?’ or " Now
if I understand correctly, you don't find contentment in your job anymore?' or " Do
you imply that....?"

Pargphrasing thisway or making follow-up questions encourages your
companion to keep gpeeking and relieves you of the burden of having to think of
your own subjects. It demongtrates your atentiveness and interest.

Remember that asyou ligten, lean forward dightly, nod at pertinent points
and maintain eye contect.

E( Follow up with questions to seek more informetion.

Seek more information. The more, the better. Use previoudy reveded datato
uncover persond facts, opinions and dreams. It would help to seek common interests
aswdl. You won't have to spesk much by asking questions. In fact, the generd rule
for good conversationdigs is the 70-30 Rule. The rule Sates that to be a brilliant
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conversationdigt, you must ligen 70% of the time and ek 30% of thetime. By
letting your companion spesk more, you gppear witty, charming, attentive and
engaging. This secret can let you get away looking wonderful while doing very little.

E( Pass the conversationd bal back and forth.

Y ou can't remain slent forever! When the time comes, reved to your
companion that you are just like him in certain ways Y ou do this by disdosng free
information about yoursdlf. The best time to do this would be when he reveds
persond information Smilar to yours. For ingance, you might say, "Metoo! | dso
love skiing in the Alpd™, or "Likewise! | hate chilidogs because they burn my
gomach.” or "That sound'slike mel | just got beeten by acop.” With this opening,
continue to eaborate on the Smilarity between you. Y ou could further enrich the
conversation by delving on other matters smilarly reated to the current topic.

Once you disclose a paragraph or so about yoursdlf, don't hog the
conversation. Pass the bl back to your companion by giving another question. You
may request for his opinion, comment or advice based on what you've just said.

When your companion responds, share alittle more about yoursdlf, then pass

the bal back to him. Thisact of passing the conversationa ball back and forth

baances the discusson and makes it ultimatdy satisfying. After the encounter, your
new-found friend will crave to tak with you again!

In suUmmary:

Engaging in conversation is the first sep to redizing success. You must
initiate contact in order to get your ideas across. Once you have made a prospect
your friend, the miracles of socid interaction will never cease cascading.
Herés a Plainum Rule

To persuade someone, make him your friend fird.
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Defusing the Emotion Bombs

Negating resentment and resistance. Encouraging Cooperation and Trust

Negative emotions destroy communications. It hampers understanding,
prevents trust and promotes Smmering resentment. Most interpersond relaionships
can be frayed by negative emotions.

Anger, hatred, jedousy, and suspicion manifest obvioudy. When someone
ressts you for no gpparent logica reason, a hidden emation lurks behind it.
Resgance and rgection isatell tale sgn of ahidden barrier that must be removed
before successful communication can continue.

Hidden barriers. They take many forms. Worry surfaces in secretiveness,
obsesson and withdrawa . Anger manifestsin quarrdls, gossip and lack of
cooperation. Hurt masquerades as temper tantrums and the propendty to lash out.
These emotions hinder progress

Arguing logicaly cannot quell someones emotiondly driven resstance. To
break down the resistance requires identifying, then defusing the emotion. Once the
emotions have been smoothed out, positive, congtructive discussions can teke place.

To fadilitate counsding, effective methods to neutrdize negeative emations
have been devised. These are Emotion Neutrdizers,

Emotion Neutralizers - Techniques to Deal with Emotions

E( Technique 1: Usethe AAAA atack. The mnemonic Sgnifies:Agree,
Apologize Act Appreciate. When someone lashes out and complains, agree with him
that thereisaproblem. Say, "It'sdright to fed that way... | would, in the same
postion.” or, "l agree! That'sabig problem, and you don't deserve to suffer it.” By
agreeing, you dispd further resstance. Y our seething companion can't disagree with
your agreeing that he feds terrible!

After agreeing, goologize thet the Stuation is causing him discomfort.
Whether you are directly or indirectly responsible is unimportant. He needs to hear
someone fed sorry for his state. By gpologizing, you satisfy that need. Y ou can say,
"I'msorry you fed that way!"

Act quickly. Offer some form of remedy to gppease his emotions. If a
customer is complaining of a defective product, offer a replacement.
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Appreciate. When gpplicable, verbdly say thank you for any complaint.
Explain that any criticiam or complaint helps you to act quickly. For instance, you
may say, "l gppreciate that you brought this matter to my attention.”

Once the Stuation has reached green light status, you may fed that you've
gpologized and given in too much. Y ou may fed wimpy! Don't. Remember that your
god isto achieve agtable, emationdly postive stuaion. Once you have that
positive ambiance, you can dart getting what you wart.

E( Technique 2: Get the other person to keep talking. Emotiond didtress, like
afire, must be vented. The best technique to smother the cods of heated emotion is
to encourage open expression. Resst the temptation to Spesk or butt in. Pay attention
and ligen till your angry progpect burns out his emotiond flames. Eventudly, the
harangue will reved the source of his distress. [dentifying this source empowers you
to act from theright angle.

At one point, your companion may lgose into slence and his emotion may
yet continue blazing bright. Encourage him to continue talking. Say " Tel me some
more! Y our case concerns me."

Elaborating more on his problem, your worrisome companion will rdesse his
anxiety until heis purged of emotion. This daeis cdled catharss Thisis your
objective.

Ligen. Smply by ligening, you ad the diffuson of tenson.

E( Technique 3: Never say that you "understand how someone feds'. No one
can fully comprehend whet is going on insde someones heart. To dam to
understand will brand you asingncere.

Assume that a soldier goes to you, complaining how miserable hislife hed
been since helog hislegsinawar. You cant say, "1 understand how you fed,"
because you have two perfectly good legd The soldier will didike you for
pretending to know. He will wonder just how much "underdanding” you truly have.

Insteed of falsaly "understanding” someone, demondrate that you accept
what the other person is going through. Show that you see he has a problem. This
key works wonders.

In the previous scenario you could have demondtrated your avareness of the
soldier's problem by saying, "1 have afriend who's crippled for life because of acar
wreck. He can't ever walk despite numerous operations. | saw how tough hislife had
become because of his diminished cgpacity. Y ou have asmilar problem. | pray that
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just as he had gotten over his difficulty, you can devote your energiesto other
endeavors and get on with life”

Thislast stlatement gets the idea across that you are attuned to the soldier's
quandary. Without saying, "1 know how you fed," you demondtrated your
sympathy and avarenessin asingle, dramatic flourish.

E( Technique 4: Show acceptance and understanding by paraphrasing.
Mirror the fedings of your companion. Play it back to them by paraphrasing what
the say. Reflect the other person’'s emotions in away that demonstrates acceptance
and undergtanding.

To pargphrase, take the emotionaly charged statements of the other person
and expressit in your words. Usudly, end it in an upward inflection S0 it sounds like
aquedtion. Thiswill encourage him to continue eaborating.

Somebody may say, " | think I'm gonna quit school. My parents don't care
whether | get good grades or not. So what is the point? | enjoy the teechers and
friends, but the whole point is the goprova of my parents’

You can reply, " Schoal isfun, but because your parents don't give adamn,
you want out?"

By pargphrasing, you Sgnd understanding. Neverthdess, you must remain
neutral. Neither agree nor disagree with his satements. When you paraphrase, the
other person will continue daborating until you have "waked him through™ his
emoationd turmoail.

E( Technique 5: Empathy - Platinum Rule. Worth amillion dollars, the
secret of empathy building can hdp you in tough spots, attract othersto you and win
the agreement of opponents.

When you empathize, you wholly step into the other person's shoes and see
thing from his perspective as well as gragp why he thinks and feds that way.
Unconditionaly, you focus on his fedings. Y ou pretend thet you are thet other
person. Empathizing requires full detachment from an your awareness of yoursdf.
Y ou replace your persond frame of reference with that of your companion.

Magter persuaders go as far asto imagine that they are wearing the same
clothes as the other person. They step into the other person's bodies and try to get a
tangible fed asto what it would be like to see from out their eyes and fed the clothes
that they wear. To facilitate empathy, imagine that thereis aline on the ground
between the both of you. Imagine crossng that line and being that other person.
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What you now fed and say are what the other person would say. Having this grasp
enables you to have a broad understanding of the entire Stuation.

This method of empathizing forces you to be avare of detals that you were
formerly oblivious to. Empathizing dlows you to see and sense things from your
prospect's perspective. This heps you word your Satements gptly and to further
develop conversations.

Empathy heps you attract just about anybody. Empethy is the ultimate form
of acceptance. It makes others fed specid. It ishard to maintain an adversarid
gance with someone who gtrives to be understanding. When you show people that
you are cgpable of seeing things from thelr point of view, they will begin to ligen
and open up. This occurs snce you have put their fedings before yours.

Asde from sepping into the other person's shoes, you empathize by talking
about whét the other person wants to talk about. Show interest in hisinterest. Find
common preference, experiences, and opinions. Ligten carefully to hisrepliesand
respond with empathizing Satements such as:

"| seetha you...." "No wonder you fed..."
"l can undergtand that... " "1'm concerned that..."
"| gopreciate thet....” "1 can identify with that...."

Cultivate the skill of empathy. Over dl the other techniques in this book; it
brings the most rewards.
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Seduction

The Principles of Romance

For many of us, the world isfilled with strangers. Romance isan dudve
dream thet flits away the harder we try.

A loveess destiny. Condemned to such afate, can one bear to live on?

Men are socid beings. Food, water, and shdlter are vitd to survivd. These

done cannat bring hgppiness, though -- not even owning a private yacht nor the
entire Bank of England.

Men and women thrive on love. Each one has a degp psychologica need to
be cared for.

Loveisa potent force. Poetsimmortdized its power in balade, song,
parchment and story.

Love launched ships, caused the divison of dans and brought ruin to nations.

The power of love cannot be underestimated. Man breathes love as surely as
he bresthes oxygen. Love giveslife.

To beloved isto be cared for in agpecid way thet is uniquely different from
the next person. Loving is caring and satisfying deep emationd needs.

Show this care with pecid words and actions that fill these needs, and that
gpecid person you care for will gart caring back. Thisisthe principle of romance.
Give and you recaive.

Romance Theory holds three tenets, based soundly upon psychologica
principles.

Romance Theory -

?7? Welike people who like usfirst. We tend to get attracted to someone who
displays atraction to us. Also, we prefer that people like usfirst before we
like them. The best way to get the ball ralling isto start manifesting atraction
ingead of hiding it.

?7? Romance begins with someone initiating contact; once someone has taken the
initigtive, there will exist anaturd urge in the other person to respond
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positively. This principle dedares that ardaionship begins only with
someone taking the first sep. No--it doesn't have to be the man to do so.
Women can initiate by engaging the man in lighthearted conversation.

7? An upbeat persondity dlures. We love happy people. We bask in ther
presence. One can be more attractive by acting happy. The quickest way to
add ten more points to your dlure quotient is by amiling and radiaing bliss
Negative opinions, and besk outlooks should be minimized & the dart of a
romantic escapade. Conversation should indude postive and optimigtic
material. Thefirgt contact is not yet the time to discuss debts, a pending
murder trid or arecent AIDS infection.

Winning the Love Game

The previous principles underlie the up-coming techniques that make faling
inlove and attracting others a painless and delightful game. It is atimeless game that
regps happiness for the victorious.

Hirting, attracting and mesmerizing -- thisisthe game of seduction.

Those unskilled at this art behave boorishly, often repdling insteed of
atracting. Seduction, despite it's contaminated connotation, is pure. It is an innocent
act whereby one identifies the secret needs of the other and satisfies these needs.

Hirtation is jugt the beginning phase of seduction. During this phase, the man
or the woman makes obvious his or her atraction. Once successful, the true
Seduction occurs. Seduction occurs a an emotiond, physical and spiritud level. That
iswhy seduction ends with two people fdling in love.

Romance theory must now give way to technique. Use these techniques and
regp the bounty of romance.

The Techniques of Seduction.

E( Make the First Move. People can die waiting. It doesn't pay to hunker by
the sddines Keegp waiting, and not just life, but love will passyou by. Petienceisa
virtue, but it doesn't help to kegp wating till old age. The right man or woman may
never goproach you. They may aso be waiting to be gpproached!

Remember thet to get areaction, you mugt act first. Seize theinitiative and

you will get a positive response. Romeo, Don Juan and James Bond never waited to
be approached. They made the firs move. Someone has to make the first move. It
might aswdl be you.
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Energize yoursdlf with optimistic thoughts. Relax. Adrendin tendsto rushin
these ingances. Adrendin is necessary to outrace rabid dogs, but it can mess up your
chances of charming the object of your desire.

Noatice how dammy your hands get, how your pulse quickens? Bregthe

deeply for 15 seconds as dowly as you can. Thiswill lower your heart rate. Apply
the 180 degree think method mentioned earlier in this book. When your sysems
normaize, make the gpproach.

Don't use any of the passg, corny pick-up lines. They are degrading. The best
opening gambit would be:

"Hi! | can't help but notice you. My name is . May |
have the pleasure of your company?"

Bdieveit or nat, thisline works better than dl the rest. Smple, and direct, it
communicates sncerity. If you can, pice it with adash of humor.

To buttress your chances of getting even more noticed, following up with a
compliment or aquestion can help. Obsarve her carefully and decide upon a not-so-
obvious character trait or accessory that you can compliment on. Make your
compliment Sncere. Faseflattery dwaysfails.

Study the body language of your prospect. Should it be dosed, mirror thet
closed posture, then dowly open up yours. Subconscioudy, she will follow suit, and
when she does, S0 will her frame of mind. It'sady move used by specidly trained
individuals to promote receptivity.

& The Happy Virus Infect her with happiness. Make excitement and delight
surge through you. Let your eyes sparkle. Smile. Grin broadly. Happinessis
contagious. Be glad to be around that person. Let your intonation drip with mirth.

Two happy people can discover miraclesin eaech other.

Happy people create rdationships. When we choose a partner, we look for
someone we foresee will make us happy. Y ou have a gregter chance wooing thet girl
with agrin, rather than a grimace.

Appear enthusadtic, as well as happy. Show that you have a passon for life.
Manifest your zest. Discuss each thing as though it meant much to you.

Make an effort to recognize that there are dark and bright Sdesto life, but
you will bewilling to dwdl only about the lighter Sde of things. Be upbeat and win
her heart!
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E( Let her tak. You do the ligening. Men talk too much. They brag about
their achievements, their objectives, the many girls they dept with. Discussing these
in detall, and at length will not only bore, it will repd even the mogt patient girl.

Saduction isaform of yieding and giving. Givein to the other person.
Satisfy her ego. Satisfy her needs to tell her own Stories, to narrate her triumphs.

A great seduction technique is to encourage the object of your affection to
keep taking. Formulate open-ended questions and listen in rapture to her responses.
Lean forward as you ligen. Gaze into her eyes with interest. Pretend that no one dse

isin theroom -- not even if a dazzling blonde Sts next to you.

Never interrupt as you listen. Pause for two seconds at the end of her

datements then gently prod with more open ended questions. Y our respectful sllence
will let her fed more undergood, more loved.

Asyou ligen, overwhem her with positive body language. Lean forward
dightly, uncross your arms and legs. Nod frequently. Maintain non-aggressive eye
contact. When she requests feedback, smply pargphrase her satements. Echo your
undergtanding of what she said. Don't go off-topic. You will kill the devdoping

rapport.

Be patient. Listen expectantly. Don't rush her. Accept what isbeing sad
without gpprovad or criticiam. Thetimefor thet will come later. At thisearly dage,
you mugt show how well you ligen!

Ligtening works miracles because you satisfy deep psychologica needs.
Ligtening can be the most potent aphrodisiac.

Women (men, dl the more) crave to share about themselves. Notice how we
love to talk about our victories, our plans, about how greet and marvelous we are.
About sixty percent of conversationd statements have theword "I in it; this
sgnifiesjust how important the ego is to each human being.

When women tak, they love to tak about themsdlves and seek vaidation and
agreement from their listeners.

By ligening slently and attentively, you vdidate what isbeing said. Ligen
intently and you broadcast a hidden message: | love what I'm hearing; go ont!!

Ligen with dl your heart. It isthe highest praise. Without uttering asingle
word, the smple act of listening can win you intense admiraion - and her heart!
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E( Emphasize amilarity. Ligening isimportant. WWhen you lisen with your
entire being, you render the supreme worship. The act of lisening demondtrates
profound respect and sengitivity. Listening wins haf the battle in the quest for
romance.

However, ligening doneis not enough. Y ou must prove that both of you are
dike. Remember one of the basic rules of psychology: we like those who are like
oursalves.

Asume that you've ligened dl night, paraphrased her statements and
prodded with information seeking questions. Y our date will marvel a how

thoughtful you were. Y ou've satisfied her ego and bolstered her sdif esteem.

When she gets home, shéelll bask in the afterglow of that wonderful
conversation. Shelll think thet she's had a great time sharing about hersdlf.

Then, shelll think about you. Try as she might, her recollection of you will be
vague. Why? Because you haven't mentioned aword about yoursdlf. She will just
remember how well you've listened. Being a good listener won't encourage her to see
you again. Once the memory of how wdl you've ligtened fades, she may move on,
seeking men who possess wonderful qudlities other than listening.

Ligening istherefore just part of the formula to complete seduction.

To dtract her totaly, you must convince her that you are worthy of her love.
The best way to carry out this urgent mission isto show her that you are just like the
person she loves most: hersdlf!

People love those who are like themsdves. Thiswonderful principle of
psychology can secure you romantic hgppiness.

Convince her that you are judt like her. An average Joe is Don Juan to his
lady if she believes they share the same interests, outlooks, opinions and beliefs.

When your lady shares agpects of hersdf, ligen! Then say, " Metoo! | am
just like thet...."

Find common experiences. Wherever you can, interject emphasize
amilaritiesin taste. Seek out obscure facts that identify you to her, then mention it.

Paying attention to details that she revea becomes criticdl at this point.
Mentadly tag down her hot buttons -- subjects she loves discussng and express your
enthusiasm for them.
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Emphadizing smilarities guarantee that the reationship will continue beyond
thisfirst encounter. This act cements friendship not only between members of the
opposite sex, but between same sex acquaintances as well.

E( Stand your ground. Claim your independence. Make it clear that you have
gods. You will grivefor your aspiration, despite the autcome of your reationship.
Independent men and women are very dtractive.

Exhibit decisveness Move with purpose and vigor. Allow alittle flexibility,
but show that you will not compromise your inner principles. Principled men and
women are sexy.

Exhibit that you are opinionated. Make it clear that you st no fences. Should
you disagree on atopic hang on to your point while making it clear thet her views are
asvdid asyours.

Disagree agreegbly. Accept that many sides surround an argument. Ligento
her points then thank her for presenting a Sde that enlightened and complimented
your understanding!

E( Praise. Dont flatter. Do praise. Seek obscure aspects about your date that

you may praise. It may be her manner of waking, her bag or tht little tattoo on the
shoulder.

Praise should be moderated. Too much and you risk dampening its effects.
Too little, and you might be perceived. as hard to please.

Whet her appetite with just enough praise. Sprinkle it when she least expects
it. Throw her off baance. Dont lavish her with praises for five minutes then be slent
the remaining hour.

Praise must be sncere. Don't compliment a girl's long locks when she's
obvioudy bading. Heré's where honesty isthe best policy.

Dont criticize. Thisis the time to remain ether positive or neutrd. If she
sarves aterrible beef casserole and asks for your opinion, state something neutra or
vague. A response might be, "It could dmogt be Carribean, had you added white
sauce. But in its present condition, 1'd say it's Intercontinental Style.” Let her
interpret it as praise or criticiam!

Of course you could dways be safe and say, "No Comment!”
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In summary:

Life and love bring so much anxiety! To succeed in ajob, & academics, in
love or at whatever endeavor reguires initiative.

Y ou cant harvest the farm till after you've sowed, watered and fertilized.

In the garden of love, you take the firgt seps. Y ou initiate contact.

Reection is dill aposshbility. Thet's the catch. But nothing in life is without
risk. Taking the first step gives you 99% chance of success. Sitting and waiting gives
you a.05% probability of getting alifetime partner.

Work for your dreams and your fancies can bloom into redlity.
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Leveraging Your VVocal Power
The Golden Tongue

We do mogt of our communication with our voice. To convey thoughts, idees
and needs we use our fadility of speech.

Does your voice work for or againg you?

Persuasive speakers know that voca qudity ranks just asimportantly asthe
speech content. Tempo, speed, timbre, resonance, inflection... dl these factors
influence how well your message is received.

It isimportant to put your best voice forward.

A wesk voice undermines your assertion and dulls your persuasive edge.
Whether you are persuading, wooing or ordering, learn to spesk with confidence.
Y ou can radiate charm with your voicel

This chapter teaches essentia voice enhancing techniques that can make your
pitch irresgtible Most of the advice draw from common sense -- we congstently

need to be reminded of what we dready know.

Your Voice on Steroids - Pump Up the Charm!

E( Speak from the somach. Untrained speskers normaly breathe from the
upper part of their chest when articulating, thereby robbing power from their full
vocd potentid.

By exhding from the somach as you spesk, you can add luster and gusto to
your vocal qudity. You voice ingantly lowers and acquires afuller and richer tone.

To harness this method of spesking, practice talking while pressng your
hand againg your gomach. Fed yoursdf exhding from your abdomen as you
bresthe out your words. Experience the rumbling of your somach as you enunciate.
When you get the hang of it, listen to yoursdlf in avoice recorder. Youll be
pleasantly surprised by the change.

Whiny, high pitched speskers can draméticdly improve their voca tone
through this Smple exercise.
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E( Charge your words emotiondly. A flat voice bores and annoys. Vary your
vocd qudity by making emationaly charged words sound emationd. When you say,
"enticing”, do make it sound enticing. Curl your tongue and bregthe out the word
"entiding" enticingly.

When you utter "excited,”" do sound excited. Ring out with eagerness. Squed
abit.

When you say "confidence," brace yoursdlf and thunder the word confidence
in afirm tone.

Speskers who employ this technique easily gain followers. Their enthusiasm
resounds clearly, shrouding them in amantle of charisma.

E( Use proper inflection. Learn to end statements, orders and declaratives
with adownward inflection. This entails ending your statements with a period.
Queries can d o be ended with a downward inflection. Upward inflections wesken a

gatement. Questions normdly end in upward inflections. Notice how week questions
sound.

E( Match your prospect's tone and tempo. A great way to build rgpport isto
metch the rate a which your progpect spesks and to mimic hisinflections. By
goproximating his manner of speech, you subconscioudy gain histrust and gpprovd.
Persuason becomes alot esser.

E( Stand properly. Air cannot travel well if you douch. Clear your throdt,
gtand tall and proud. Pretend that a cord attached to the ceiling and directly
connected to your head pulls your spine taut. Natice a greet improvement!

E( Show, Don't Tell. Charge your speech with color and "visuds" Visud
sngpshots enervate and persuade more effectively than athousand words. Insteed of
labdling a person, Stuation or object, describe it objectively to drive home your
message. Thisisthe art of word painting.

Compare the drabverson and the colorful, restated verson:

(labding) "The day was S0 beautiful. | enjoyed it!" versus-->

(describing) "I saw fleecy douds sailing across a sea-blue sky. The birds kept
knocking & my window. Later, the afternoon brought gentle rains that
watered the carpet of flowers outside.

Rather than labeling, report what you see, hear or fed!
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When praisng someoné's handiwork, dont say ,"That is qudity work.".
Insteed, say, "'Y our craftamanship shows meticulous attention to design aswell as
smooth plagter finishing." It is up to the other person to interpret your objective
reports.

The Show Don't Tdl technique aso works great when correcting others.
Report the facts as you see them. Don't color it with judgments. When you receive an
unsatisfactory repar job, don't say, "My mechanic islousy; he does aterrible job."
Ingtead, say, "My mechanic forgot to replace the ail hose, which led to the
breskdown of the internd combustion engine. Now | have a usdless vehicle”

Those whom you complain to will gppreciate your objectivity and respond
receptively.

In Summary:

What you say isimportant. How you say it isdl the more crucid. Harness
the power of your voice!
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Beating Other Masters of Persuasion
Overcoming Impossible Prospects

Certain subborn or killed individuals meke it herd for even the most
persuasive gpesker. At some point, you will encounter another master of persuasion.

The following assorted verba tools can overcome staunch resistance to your
charms.

Feel Felt Found Technique

When an objection israised, you can qudl further escaation by letting your
prospect see that others have traveled that path and saw that your way was truly the
best way. Before you answer an objection, you can minimize tenson by saying:

"I understand how you fed. My previous dients fdt the same way, and when
they firg began to redize that they should get involved as| am proposing, they

found that the decison was sound after dl! When you get right down to it, I'm your
dly. Werein thistogether.”

Thistype of speech can dispe negative vibes very easily sSince you empathize
with the anxieties of your prospect.

Isolate Objections Technique

Out of the ten or twenty objections amed your way. One or two are true. The
rest are false. If you can discern the core objection, and rebut it masterfully you can
persuade effectively even if the rest of the objections remain unanswered.

When you hear an objection, you may reply:

"Y ou raised an important question. Isthis your primary concern?' (lisen to
the response, then say:)

"If thet isyour only concern, I'm going to suggest that you redlize the fact
thet ... (overcome the objection.)

Yes - No Transformations
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Sometimes, you sense your prospect visbly agitated, itching to say NO right
in your face. Getting rid of that negative tenson must be attended to prior to
continuing the persuason process. Surprisingly, you can get your prospect to say NO
out loud and dill leave the door open to further negotiation. This technique alows
your subject to rdax by saying NO out loud:

"Do you have any objection:

.. discussing this further?

... A fair andyss of the pros and cons?'
"Do you mind if...

...l ak you afavor?

...we continue this discusson?'

The Reverse Psychology

Sometimes you have to force your prospect to admit that they are ultimately
respongible for making the crucia decision to proceed with a proposd, and that you
will not wait for them any longer to continue delaying. Thisis reverse psychology.
Reverse Psychology makes your prospects fed that should they fail to agree with

your idea, they are making a mgor mistake and that they lack the clevernessto see
the benefits of your offer.

Hereis an example:

"Perhgps youreright. What | proposeis not for just everyone. | just believed
that you would see the wisdom of my method and that by gpplying it, you
could regp its benefits. But | can see you're not yet prepared to useiit. It
doesn't matter now, you are uncomfortable with itsidess. | redly thought you
could gppreciate its potentias for you.”

Persuasion Wrap - Up

Thereyou haveit. At your disposa lay an arsend cgpable of laying wagte
even the gaunchest objections. This book assembled dl the necessary components
that alow you to persuade. It dso makes you immune to persuasion.

Y ou have dso learned techniques indirectly related to persuasion: seduction,

atraction and voice improvement. These tools bring vagt socid and emationd
wedth. Enjoy the bounty of your efforts

TobeaMader of Persuason takes effort and vigilance. In every
communication you make, gpply the concepts. This way, the theories cease to be
theories and mature into kills. Also, be wary -- detect when someone attempts
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persuasion againg your will. This sharpens your intellect further and adds to your
growing stockpile of knowledge.

Y ou hold the golden keys to persuasion: assertiveness, knowledge of the
human driving force, persuasive communications...etc. Use them together to unlock a
life of persona success.

E( At thisdose, may | share with you my persond slver keysto persuasion.
These little nuggets of wisdom aid the process of influence.

E( Speak dowly when persuading. Y ou can think better.

E( Use sllence to punctuate a question or arequest. Don't continue rambling
after. Thisforces aresponse.

E( Make gppedsto greed or fear of loss. Thisworks miracles.

d Empathize aways. Keegp asking yoursdf, "How would | fed if | were
him?" Y ou gain cooperation and respect this way.

E( When trying to continue a conversation about to die, use the
Psychologist's Tool. Pargphrase the last statement of your prospect with an upward
inflection. Y ou may aso repest hislast word. Thisforces him to daborate, thus
continuing the conversation.

E( Handle complaints smartly. Use the AAAA acronym. Agree with the
complaint. Apologize. Act to remedy the Stuaion. Appreciate being given the
complaint. Tenson cannot breed on such benevolent soil.

When a aloss for words, or begten verbaly, say, "Why do you say that?'
Thisbuys you time to formulate a good rebuttal.

Congratulations.
You are now a Grand Master of Persuasion.
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