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Traditional Chinese edition of To Sell is Human: The Surprising Truth about Moving Others by Daniel Pink, a bestselling book for its evidence based explanations of why we are
all in sales now - whether professionally or personally. Pink is the author of the long running New York Times bestsellers "Drive" and "A Whole New Mind. In Traditional Chinese.
Annotation copyright Tsai Fong Books, Inc. Distributed by Tsai Fong Books, Inc.
Summary of Influence Influence, a classic book, written by Dr. Robert B. Cialdini, explains the psychology of persuasion. Though this book focuses on the persuasion tactics of
marketing and sales organizations, the principles it puts forth apply to all persuasion situations. Influence tries to explain the psychology of why people say “yes” and gives
practical guidelines on how to apply these findings in daily life situations. Dr. Cialdini received his graduate and postgraduate training from the University of North Carolina and
Columbia University. He is considered to be one of the top experts in the field of the study of influence and persuasion. This book is a result of his thirty-five years of rigorous,
evidence-based research. He even did a three-year long experiment in which he took on several roles to test his theories. His motivation for studying this behavior was that he
had gotten tired of being taken advantage of everywhere he went. He wanted to know why he, a reasonably intelligent man, was so susceptible to sales pressures. He presents
his ideas asking his readers to “learn what people are doing to try to exploit you so you won’t fall for it.” Dr. Cialdini relies on two main sources for his conclusions: social
experiments and advice from compliance professionals. As a researcher, he used the participant observer approach and participated in the activity he wished to observe – as a
potential employee or trainee. Drawing from his extensive research in the field of social psychology, this book explores six “rules of thumb,” or principles, of persuasion. Although
there are thousands of different tactics that compliance practitioners employ to produce an affirmative response, according to Cialdini, the majority fall within six basic categories
which he terms “weapons of influence.” Each of these categories is governed by a fundamental psychological principle that directs human behavior and forms the basis of a
chapter in the book. Here is a Preview of What You Will Get: ? A Full Book Summary ? An Analysis ? Fun quizzes ? Quiz Answers ? Etc Get a copy of this summary and learn
about the book.
The foundational and wildly popular go-to resource for influence and persuasion--a renowned international bestseller, with over 5 million copies sold--now revised adding: new
research, new insights, new examples, and online applications. In the new edition of this highly acclaimed bestseller, Robert Cialdini--New York Times bestselling author of PreSuasion and the seminal expert in the fields of influence and persuasion--explains the psychology of why people say yes and how to apply these insights ethically in business
and everyday settings. Using memorable stories and relatable examples, Cialdini makes this crucially important subject surprisingly easy. With Cialdini as a guide, you don't have
to be a scientist to learn how to use this science. You'll learn Cialdini's Universal Principles of Influence, including new research and new uses so you can become an even more
skilled persuader--and just as importantly, you'll learn how to defend yourself against unethical influence attempts. You may think you know these principles, but without
understanding their intricacies, you may be ceding their power to someone else. Cialdini's Principles of Persuasion: Reciprocation Commitment and Consistency Social Proof
Liking Authority Scarcity Unity, the newest principle for this edition Understanding and applying the principles ethically is cost-free and deceptively easy. Backed by Dr. Cialdini's
35 years of evidence-based, peer-reviewed scientific research--including a three-year field study on what leads people to change--Influence is a comprehensive guide to using
these principles to move others in your direction.
As legions of businesses scramble to set up virtual-shop, we face an unprecedented level of competition to win over and keep new customers online. At the forefront of this
battleground is your ability to connect with your customers, nurture your relationships and understand the psychology behind what makes them click. In this book The Web
Psychologist, Nathalie Nahai, expertly draws from the worlds of psychology, neuroscience and behavioural economics to bring you the latest developments, cutting edge
techniques and fascinating insights that will lead to online success. Webs of Influence delivers the tools you need to develop a compelling, influential and profitable online
strategy which will catapult your business to the next level – with dazzling results.
"This is a book deserving of space on every consumer marketer's bookshelf." --Journal of Consumer Marketing Best known for his viral video, "Chat Roulette Mind Reading," Nick
Kolenda is finally revealing some of the psychological secrets behind his mind reading feats. Using revolutionary principles from cognitive psychology, Nick has developed ways
to subconsciously influence people's thoughts, and his "mind reading" demonstrations have been seen by over a million people across the globe. Methods of Persuasion reveals
that fascinating secret for the first time, and it explains how you can use those principles to subconsciously influence people's thoughts in your own life. Drawing on cutting-edge
research in psychology, the entire book culminates a powerful 7-step persuasion process that follows the acronym, METHODS: Step 1: Mold Their Perception Step 2: Elicit
Congruent Attitudes Step 3: Trigger Social Pressure Step 4: Habituate Your Message Step 5: Optimize Your Message Step 6: Drive Their Momentum Step 7: Sustain Their
Compliance This book teaches you the psychology behind each step, and it explains how you can use METHODS to influence people's thoughts, emotions, and behavior in
nearly any situation.
"In this highly acclaimed New York Times bestseller, Dr. Robert B. Cialdini-the seminal expert in the field of influence and persuasion-explains the psychology of why people say
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yes and how to apply these principles ethically in business and everyday situations"-Traditional Chinese Edition of [The Catalyst: How to Change Anyone's Mind].
?Influence: The Psychology of Persuasion by Robert B. Cialdini - Book Summary - Readtrepreneur (Disclaimer: This is NOT the original book, but an unofficial summary.) Do you
have difficulty getting people to comply with your requests? Do you wish you had more influence? Congratulations if you are reading this right now. Influence discusses the
weapons of influence used by many compliance professionals that never fail to make you say "Yes", and explores the science behind persuasion, why humans behave in the way
that we do. It will not only teach you how to be a better persuader but also how to defend yourself against the persuasive efforts of others. (Note: This summary is wholly written
and published by Readtrepreneur It is not affiliated with the original author in any way) "Our best evidence of what people truly feel and believe comes less from their words than
from their deeds" - Robert Cialdini Robert Cialdini found himself always saying yes to other people's requests and this led him to research about compliance which ultimately led
to the birth of this best-selling book that explores the psychology behind persuading people. Influence could be your game changer. Grasp the know-hows of persuasion and
learn how to defend yourself against it with the six key principles of influence. P.S. Influence will open your eyes to the many tactics and tools used by compliance professionals
which you will immediately recognize and learn how to protect yourself against them, or even become a compliance professional yourself. The Time for Thinking is Over! Time for
Action! Scroll Up Now and Click on the "Buy now with 1-Click" Button to Download your Copy Right Away! Why Choose Us, Readtrepreneur? - Highest Quality Summaries Delivers Amazing Knowledge - Awesome Refresher - Clear And Concise Disclaimer Once Again: This book is meant for a great companionship of the original book or to simply
get the gist of the original book.
Do you want to understand the psychology of persuasion? If yes, then keep reading... If you want to practice persuasion, then practice it with kids. Imagine a kid who is not
eating, then ask yourself how you can try to convince him or her to accept that food they hate. It is a task; therefore, you have to be of high emotional intelligence. This is a quality
where you can easily align their interest with your interests and harmoniously connect them without the other party feeling disoriented. Remember that influence is a general term
that constitutes of manipulation and persuasion. Manipulation is mostly negative, and persuasion is positive. For that case consider r the following secrets of persuasion.
Persuasion is really applicable in the business setup where you have to convince people to buy your product. These people know their audience too well. They have in-depth
knowledge of the people they are dealing with; therefore, they use that knowledge to try to relate their interests. Everybody wishes their rights, wishes, and interests to be
respected, and most persuasive people know this better. To facilitate such knowledge, they conduct research on the needs of those people. Imagine how you would feel finding
someone who can easily spot your business need even before telling them. They easily connect with the people they relate to. Normally people find it easier to express their
concerns and needs with people they perceive friendlier. If you bore them, they will curse you, and hatred can develop. In the business scenario, this is dangerous because such
customers will no longer buy from you. Connecting with different kinds of people is not an easy task. There may be such kinds of people who are temperamental, and others are
violent, spiteful, or quarrelsome. Therefore, you have to learn all the techniques of making each one of them. Persuasive people do not give pressure to their correspondents.
However, they should give them a free will of thinking about their ideas that include giving them a space to meditate. Remember that it is the nature of the human being to hate
stress. If you campaign an issue to them, emphasize that they take time in responding. Establish their contacts and try to remind them frequently in a carouse way. By such
moves, they will not forget their engagements with you and will prioritize that relationship. Persuasive people still do not ask too many questions and do not demand much.
Always remember that you are trying to create interest and not summoning them. This book gives a comprehensive guide on the following: Methods of persuasion Dark
psychology and persuasion Art of persuasion in business Spotting a psychopath Mind control techniques Employing manipulation and persuasion to get what you want
Understanding how our bodies communicate Persuasion and defense against it Dark NLP Negotiation The strategies sex traffickers use to find victims Defining desired outcomes
... AND MORE!!! 'Buy Now with 1-Click' button at the top of this page!
**55% OFF for Bookstores!! LAST DAYS*** THE PSYCHOLOGY INFLUENCE OF PERSUASION Your Customers Never Stop to Use this Awesome Book! Do you want to
understand the psychology of persuasion? If yes, then keep reading... If you want to practice persuasion, then practice it with kids. Imagine a kid who is not eating, then ask
yourself how you can try to convince him or her to accept that food they hate. It is a task; therefore, you have to be of high emotional intelligence. This is a quality where you can
easily align their interest with your interests and harmoniously connect them without the other party feeling disoriented. Remember that influence is a general term that constitutes
of manipulation and persuasion. Manipulation is mostly negative, and persuasion is positive. For that case consider r the following secrets of persuasion. Persuasion is really
applicable in the business setup where you have to convince people to buy your product These people know their audience too well. This book gives a comprehensive guide on
the following: Methods of persuasion Dark psychology and persuasion Art of persuasion in business Spotting a psychopath Mind control techniques Employing manipulation and
persuasion to get what you want Understanding how our bodies communicate Persuasion and defense against it Dark NLP Negotiation The strategies sex traffickers use to find
victims Defining desired outcomes... AND MORE!!! Buy it Now and let your customers get addicted to this amazing book!
NOTE: This is an unofficial summary & analysis of Robert B. Cialdini's "Influence, New and Expanded: The Psychology of Persuasion" designed to offer an in-depth look at this
book so you can appreciate it even more. Smart Reads is responsible for this summary content and is not associated with the original author in any way. It contains: -Chapter by
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chapter summaries -Trivia questions -Discussion questions And much more! Dr. Robert Cialdini has won several awards as a behavioral scientist and an author. A three-time
New York Times bestselling, he is called the "Godfather of Influence" and has sold more than 5 million copies of his books. As the president and CEO of "Influence at Work", he
does not only focus on physical keynotes but also virtual live streaming and online corporate training. Dr. Cialdini was elected to the American Academy of Arts and Sciences and
the National Academy of Sciences as an acknowledgment of his contributions and outstanding research achievements when it comes to behavioral science. With over 230
scientific and professional publications, Dr. Cialdini hold the title Professor Emeritus (Marketing and Psychology) at Arizona State University. Influence, New and Expanded: The
Psychology of Persuasion is written by Robert B. Cialdini a behavioral scientist. Just as its first edition, Influence: The Psychology of Persuasion is a book that elucidates the
various ways in which humans are influenced into compliance. With his experience, expertise, and numerous experiment, he writes a book on the various forms of influence and
how they have been used by compliance professionals to get into the minds of people. In what he calls pop-psychology, Robert seeks to give out this effective knowledge to
individuals and organizations that want tremendous success with compliance, negotiation, and also persuasion through ethical means.
Influence: The Psychology of Persuasion by Robert B. Cialdini | Book Summary | Readtrepreneur (Disclaimer: This is NOT the original book. If you're looking for the original
book, search this link http://amzn.to/2sC90hf) Do you have difficulty getting people to comply with your requests? Do you wish you had more influence? Congratulations if you are
reading this right now. Influence discusses the weapons of influence used by many compliance professionals that never fail to make you say "Yes", and explores the science
behind persuasion, why humans behave in the way that we do. It will not only teach you how to be a better persuader but also how to defend yourself against the persuasive
efforts of others. (Note: This summary is wholly written and published by readtrepreneur.com It is not affiliated with the original author in any way) "Our best evidence of what
people truly feel and believe comes less from their words than from their deeds" - Robert Cialdini Robert Cialdini found himself always saying yes to other people's requests and
this led him to research about compliance which ultimately led to the birth of this best-selling book that explores the psychology behind persuading people. Influence could be
your game changer. Grasp the know-hows of persuasion and learn how to defend yourself against it with the six key principles of influence. P.S. Influence will open your eyes to
the many tactics and tools used by compliance professionals which you will immediately recognize and learn how to protect yourself against them, or even become a compliance
professional yourself. P.P.S. This is a ZERO-RISK investment. Should you find this book unworthy of the original coffee price of $3.99, get a REFUND within 7 days! The Time
for Thinking is Over! Time for Action! Scroll Up Now and Click on the "Buy now with 1-Click" Button to Download your Copy Right Away! Why Choose Us, Readtrepreneur?
Highest Quality Summaries Delivers Amazing Knowledge Awesome Refresher Clear And Concise Disclaimer Once Again: This book is meant for a great companionship of the
original book or to simply get the gist of the original book. If you're looking for the original book, search for this link: http://amzn.to/2sC90hf
This book summary is created for individuals who want to flesh out the essential contents but are too busy to go through the entire book. This book is not intended to replace the
original book.Why do people say "yes" to some things while others say "no"? "Influence", the classic book on persuasion written by Dr. Robert Cialdini, seeks to explain the
psychology behind this and how to apply these understandings. Dr. Cialdini is the seminal expert in the rapidly expanding field of influence and persuasion. In "Influence", he puts
in his thirty-five years of rigorous, evidence-based research along with a three-year program of study on what moves people to change behavior has resulted.You'll learn the six
universal principles, how to use them to become a skilled persuader-and how to defend yourself against them. Perfect for people in all walks of life, the principles of "Influence"
will move you toward profound personal change and act as a driving force for your success.Wait no more, take action and get this book now!
Influence: A Complete Summary! Influence, a classic book, written by Dr. Robert B. Cialdini, explains the psychology of persuasion. Though this book focuses on the persuasion
tactics of marketing and sales organizations, the principles it puts forth apply to all persuasion situations. Influence tries to explain the psychology of why people say "yes" and
gives practical guidelines on how to apply these findings in daily life situations. Dr. Cialdini received his graduate and postgraduate training from the University of North Carolina
and Columbia University. He is considered to be one of the top experts in the field of the study of influence and persuasion. This book is a result of his thirty-five years of rigorous,
evidence-based research. He even did a three-year long experiment in which he took on several roles to test his theories. His motivation for studying this behavior was that he
had gotten tired of being taken advantage of everywhere he went. Dr. Cialdini relies on two main sources for his conclusions: social experiments and advice from compliance
professionals. As a researcher, he used the participant observer approach and participated in the activity he wished to observe - as a potential employee or trainee. Drawing from
his extensive research in the field of social psychology, this book explores six "rules of thumb," or principles, of persuasion. Although there are thousands of different tactics that
compliance practitioners employ to produce an affirmative response, according to Cialdini, the majority fall within six basic categories which he terms "weapons of influence."
Each of these categories is governed by a fundamental psychological principle that directs human behavior and forms the basis of a chapter in the book. Here Is A Preview Of
What You Will Get: -A summarized version of the book. - You will find the book analyzed to further strengthen your knowledge. - Fun multiple choice quizzes, along with answers
to help you learn about the book. Get a copy, and learn everything about Influence.
Over the course of the last four decades, Robert Cialdini's work has helped spark an intellectual revolution in which social psychological ideas have become increasingly
influential. The concepts presented in his book, Influence: The Psychology of Persuasion, have spread well beyond the geographic boundaries of North America and beyond the
field of academic social psychology into the areas of business, health, and politics. In this book, leading authors, who represent many different countries and disciplines, explore
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new developments and the widespread impact of Cialdini's work in research areas ranging from persuasion strategy and social engineering to help-seeking and decision-making.
Among the many topics covered, the authors discuss how people underestimate the influence of others, how a former computer hacker used social engineering to gain access to
highly confidential computer codes, and how biology and evolution figure into the principles of influence. The authors break new ground in the study of influence.

SYNOPSIS: Influence (1984) explains ?n detail th? fund?m?nt?l ?r?n???l?? ?f ??r?u????n. H?w d? you g?t ????l? t? say yes? H?w do ?th?r ????l? get ??u to say ???? H?w are ??u m?n??ul?t?d b? ?l??k
??l??m?n, clever marketing f?lk? ?nd ?n??k? confidence tr??k?t?r?? Th??? bl?nk? will help you und?r?t?nd th? ????h?l?g? b?h?nd their t??hn??u??, ?n?bl?ng you to unleash your own ??r?u???v? powers,
wh?l? ?l?? defending ?g??n?t th??r tactics ?f m?n??ul?t??n. ABOUT TH? AUTH?R: Robert B. C??ld?n?, PhD, ?? a Professor Emeritus ?f Psychology ?nd M?rk?t?ng at Arizona St?t? Un?v?r??t?. He also acted
?? a visiting professor ?t St?nf?rd University ?nd th? Un?v?r??t? of California ?t S?nt? Cruz. Influ?n?? ?? b???d ?n 35 ???r? ?f ?v?d?n??-b???d research into the phenomena of influence, m?n??ul?t??n ?nd
persuasion. Dr. Cialdini ?l?? run? a ??n?ult?n?? based on teaching and implementing th? ?th???l bu??n??? ???l???t??n? ?f h?? research.DISCLAIMER: This book is a SUMMARY. It is meant to be a
companion, not a replacement, to the original book. Please note that this summary is not authorized, licensed, approved, or endorsed by the author or publisher of the main book. The author of this summary
is wholly responsible for the content of this summary and is not associated with the original author or publisher of the main book. If you'd like to purchase the original book, kindly search for the title in the
search box.
Using techniques from hypnosis, neurolinguistic programming, the Bible, and the greatest salespeople in history, Hogan empowers you to improve all areas of your life.
NEW YORK TIMES BESTSELLER 'An instant classic.' Forbes 'Utterly fascinating.' Adam Grant, author of Originals and Give and Take 'Shockingly insightful.' Chip Heath, co-author of Switch and Made to
Stick When it comes to persuasion, success can begin before you say a word. In his global bestseller Influence, Professor Robert Cialdini transformed the way we think about the craft of persuasion. Now he
offers revelatory new insights into the art of winning people over- it isn't just what we say or how we say it that counts, but also what goes on in the moments before we speak. This is the world of 'presuasion', where subtle turns of phrase, seemingly insignificant visual cues, and apparently unimportant details of location can prime people to say 'yes' even before they are asked. And as Cialdini reveals, it's
a world you can master. If you understand the tools of pre-suasion, you will better placed to win a debate, get support for an idea or cause, promote a campaign - even persuade yourself to do something you
find difficult. Drawing on the latest research, and packed with fascinating case studies, Pre-Suasion is a masterclass in enhancing your powers of influence. 'Mind-blowing.' Management Today 'Accessible
and intellectually rigorous.' Books of the Year, The Times 'Fascinating, fluent and original.' Tim Harford, author of The Undercover Economist Strikes Back
????????????????????????? ?????????????????????????? FBI???????????? ????????????????????? ??????????????????? ???????•???Chris
Voss???????????????????????????????????????????????????????????FBI???????????FBI???????????????????????????????????????????????????????????????????????????????????? ????????
???????????????????????????????MBA??????????????????????????????????????????????????????????????????????????????????????????????????????????????????????
????????????????????????????????????????????????????????????????????????????????????????????????????
?????????????????????????????????????????????????????????????????????????????????????????
This is a Summary of the original book, Influence: The Psychology of Persuasion by Robert Cialdini.The book is an authoritative work on the art of persuasion. It discusses the mental attitudes that make you
say "yes," and, more importantly, explains how to use these . The author walks you through six universal principles and explains how to be a skilled influencer, while at the same time knowing how to shield
yourself from negative persuasions. The author, Dr. Robert Cialdini, is the pioneering authority in this rapidly developing area of psychology. For over three decades, Dr. Cialdini, painstaking conducted a databased study parallel to a medium-term course of study on what motivates humans to alter behavior. The result is Influence which is highly recommended by critics. This book is for you. It will not fail to inspire
you to consider the need for a deep personality change through an intelligent understanding of the psychology of persuasion. Available in a variety of formats, this summary is aimed for those who want to
capture the gist of the book but don't have the current time to devour all 336 pages. You get the main summary along with all of the benefits and lessons the actual book has to offer. This summary is intended
to be used with reference to the original book.
Influence: The Psychology of Persuasion by Robert B. Cialdini - Book Summary - (With Bonus) Do you have difficulty getting people to comply with your requests? Find it hard to turn people down? Robert
Cialdini found himself always unwillingly saying yes to other people's requests and this led him to research about compliance which ultimately led to the birth of the best-selling book "Influence" which explores
the psychology behind persuading people. Robert Cialdini found himself always unwillingly saying yes to other people's requests and this led him to research about compliance which ultimately led to the birth
of the best-selling book "Influence" which explores the psychology behind persuading people. "By concentrating our attention on the effect rather than the causes, we can avoid the laborious, nearly
impossible task of trying to detect and deflect the many psychological influence on liking." - Robert Cialdini This book is far more than just another book about persuasion. Influence will inspire personal
change within yourself and push you to achieve success. As Robert Cialdini says, what we should focus on, is the effect. This book today, will bring about the positive effect that'll empower the greatness
inside of you. Scroll Up Now and Click on the "Buy now with 1-Click" Button to Download your Copy Right Away P.S. If you truly want to learn much more about influencing people and brush up your
marketing skills, this book is perfect for you. P.P.S. This is a ZERO-RISK investment. Should you find this book unworthy of a coffee price of $2.99, get a refund within 7 days! The Time for Thinking is Over!
Time for Action! Scroll Up Now and Click on the "Buy now with 1-Click" Button to Download your Copy Right Away!
The foundational and wildly popular go-to resource for influence and persuasion—a renowned international bestseller, with over 5 million copies sold—now revised adding: new research, new insights, new
examples, and online applications. In the new edition of this highly acclaimed bestseller, Robert Cialdini—New York Times bestselling author of Pre-Suasion and the seminal expert in the fields of influence and
persuasion—explains the psychology of why people say yes and how to apply these insights ethically in business and everyday settings. Using memorable stories and relatable examples, Cialdini makes this
crucially important subject surprisingly easy. With Cialdini as a guide, you don’t have to be a scientist to learn how to use this science. You’ll learn Cialdini’s Universal Principles of Influence, including new
research and new uses so you can become an even more skilled persuader—and just as importantly, you’ll learn how to defend yourself against unethical influence attempts. You may think you know these
principles, but without understanding their intricacies, you may be ceding their power to someone else. Cialdini’s Principles of Persuasion: Reciprocation Commitment and Consistency Social Proof Liking
Authority Scarcity Unity, the newest principle for this edition Understanding and applying the principles ethically is cost-free and deceptively easy. Backed by Dr. Cialdini’s 35 years of evidence-based, peerreviewed scientific research—including a three-year field study on what leads people to change—Influence is a comprehensive guide to using these principles to move others in your direction.
Influence-The Psychology of Persuasion was written by experimental and social psychologist Robert Cialdini. Cialdini wrote the book in part to arm ordinary people with an understanding of techniques
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employed by salesmen and other "compliance professionals" to get them to part with their money and/or time. Somewhat ironically, the book has become a manual for succeeding generations of these
compliance professionals, teaching them to deploy the six "weapons of influence" to increase their sales, or charitable donations or volunteer recruitment or whatever their goal might be. Every Summarease
business book summary is written by an MBA graduate of a Top Ten business school with over 20 years of business experience. Our Summary & Analysis titles include everything contained in the 10-Minute
Book Summary versions, plus a much more detailed summary of the material included in the book, and some observations of our own about the concepts.

?????????????????????????????????????????????????????????
Traditional Chinese edition of Thinking, Fast and Slow, Amazon Best Books of the Month, November 2011. Kahneman is psychology professor emeritus at Princeton University and the 2002
Nobel Prize in Economic Sciences. In Traditional Chinese. Annotation copyright Tsai Fong Books, Inc. Distributed by Tsai Fong Books, Inc.
Traditional Chinese edition of Made to Stick: Why Some Ideas Survive and Others Die, a Business Week bestseller. An entertaining examination of why some ideas stick to people's
consciousness and others don't.
??????????30????? ?Amazon????????No.1 ????????800?? ?????????????????? ???????????????? ????????? ??????????????????????? ?????? ????????? ???? ??????????????? ????
??????????????? ??? ?????? ??????? ???? ???????? ???? ??????? ???? ??????? ?? ?????????????????????????????????????????????????????
???????????????????????????????????????????????????????????????????????????????? ?????????????????????????????????????????????????????????
???????????????????????????????????????????????????????????????????????????????????????????
????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????
??????????????????????????????????????????????????????????????????????????? ?????????????????????????????? ?????????????????????????????????????????????????????
??????????????????????????????????????????????????????????????????????????????????????????????????????????????????
Traditional Chinese edition of Drive: The Surprising Truth About What Motivates Us by Daniel Pink. Challenges the fact that humans are motivated by hope of gain and loss of fear, citing
examples that intrinsic motivation comes from the opportunity to grow, to have some autonomy over the work that we do, and to take part in something bigger than oneself.
Summary of Influence Influence, a classic book, written by Dr. Robert B. Cialdini, explains the psychology of persuasion. Though this book focuses on the persuasion tactics of marketing and
sales organizations, the principles it puts forth apply to all persuasion situations. Influence tries to explain the psychology of why people say “yes” and gives practical guidelines on how to
apply these findings in daily life situations. Dr. Cialdini received his graduate and postgraduate training from the University of North Carolina and Columbia University. He is considered to be
one of the top experts in the field of the study of influence and persuasion. This book is a result of his thirty-five years of rigorous, evidence-based research. He even did a three-year long
experiment in which he took on several roles to test his theories. His motivation for studying this behavior was that he had gotten tired of being taken advantage of everywhere he went. He
wanted to know why he, a reasonably intelligent man, was so susceptible to sales pressures. He presents his ideas asking his readers to “learn what people are doing to try to exploit you so
you won’t fall for it.” Dr. Cialdini relies on two main sources for his conclusions: social experiments and advice from compliance professionals. As a researcher, he used the participant
observer approach and participated in the activity he wished to observe – as a potential employee or trainee. Drawing from his extensive research in the field of social psychology, this book
explores six “rules of thumb,” or principles, of persuasion. Although there are thousands of different tactics that compliance practitioners employ to produce an affirmative response, according
to Cialdini, the majority fall within six basic categories which he terms “weapons of influence.” Each of these categories is governed by a fundamental psychological principle that directs
human behavior and forms the basis of a chapter in the book. Here is a Preview of What You Will Get: ? A Full Book Summary ? An Analysis ? Fun quizzes ? Quiz Answers ? Etc. Get a copy
of this summary and learn about the book.
A Detailed and Easy to Understand Summary of "INFLUENCE: The Psychology of Persuasion. Influence is a wonderful book that demonstrates how humans are routinely tricked into making
instinctive decisions without considering the consequences, culminating in a priceless series of self-awareness lessons. In the book, Dr. Robert B. Cialdini, a pioneer in the field of persuasion
and influence, explains why people say yes and how to apply these concepts ethically in business and daily life. From a behavioral, psychological, and sociological standpoint, Cialdini
addresses the themes of reciprocity, consistency, social evidence, authority, scarcity, and the numerous aspects of loving someone or something. You'll learn how to utilize the six essential
principles of persuasion to become a good persuader--and, more importantly, how to protect yourself from deception: Now, why is this summary important? First, it brings you the key points
and takeaways from the book! Secondly, the writer has read the original book again and again. That's why he was able to extract the important details from it. Most importantly, he has distilled
those details and key points into this easy-to-read summary for your convenience. Who is this summary for? The book is for you if: You are looking for a concise version of 'INFLUENCE: The
Psychology of Persuasion. You've read the original book before but want to revisit the important information You don't have time to go through the hundreds of pages in the original book Why
is this summary perfect for you? It was written by someone who read the original book over and over again It contains a detailed summary of the original book. It includes a concise version of
each of the 6 principles in the original book. It will serve as guide to appreciate and understand the original book. Everything is presented in a simple and easy-to-understand manner To get a
copy of this summary today, simply click on the "Buy now with 1-click" button at the top right hand corner of this page. Disclaimer: This summary was not written by Robert B. Cialdini. Neither
is it intended to replace the original book. To buy the full original book, just search for the name of the book in the search bar of Amazon
??????????????????????????? ??????????????????? ??????????TED???????????? ?????????????????????????????? ????????????????? ????X???????????????? ????????????????
?????????????? ???????????????????????? ?????????????????????????????????? ?????????????????????????????????????????????????????????????????????????????????????
?????????????????????????????????????????????????????????????????????????? ????????????????????????
????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????? ?????????????????
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?????????????????????????? ????? •??????????????? •??????????? •???????????????????? •?????????????? •????????????? •????????????????????????
•??????????????????????????? •??????????????? •?????????????????????? •??????????????? ?????? ???? ??? Teach for Taiwan??? ??? ???????????? ??? ??????? ????Lawrence H.
Summers? ???????? ???????Sal Khan? ???????? ?????????Arianna Huffington? NBA?????????? ?????Brad Stevens? ???????Starfish Media Group???? ?????Soledad O'Brien? Tory
Burch????CEO???? ??????Tory Burch? ?????????? ????????Robert D. Putnam? ??????? ??????Amy Cuddy? ?????????? ??????Sonja Lyubomirsky? ??????????? ???????Barbara
Fredrickson? ?????????? ??????Joel Klein? ?????????? ????????Ed Viesturs? ??????? ???????Josh Waitzki? ???????? ?????Malcolm Gladwell? ???????????? ???????Daniel H. Pink?
??????????? ??????Susan Cain? ??????????? ???????Simon Sinek? ?????????? ??????Paul Tough? ????????? ????????Daniel Gilbert? ??????????? ?????Dan Heath? ????????????
????????Amanda Ripley? ??????????? ??????David Shenk? ????????????????????????????????????????????????????????????????????????????????????????????????????????????
??????????????????????????????????????????????????????????????????????????????????????????????????????“Passion, Patience, Persistence”????????????????? ???? ?????????
???????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????
???????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????
???????????????????????? Teach for Taiwan??? ?????????????????????????????????????????????Lawrence H. Summers????????????????????
?????????????????????????????????????????????????????????Sal Khan????????? ??????????????????????????????????????????????????????Brad Stevens????????????
???????????????????????????????????????????????????????????Soledad O'Brien?????????Starfish Media Group???? ?????????????????????????????????????????????Arianna
Huffington????????The Huffington Post????
???????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????????Tory Burch??????CEO????
????……?????????????????????????????????????????????????????????????????Robert D. Putnam???????????? ??????????????????????????????????Amy Cuddy?????????
????????????????????????????????????????Sonja Lyubomirsky???????????? ????????????????????????????????????????????????????????Barbara Fredrickson?????????????
???????????????????????????????????????????Joel Klein???????????? ?????????????????????????????????????????????????????Ed Viesturs????????????
????……??????????????????????????????????????????????????????????????????????????????????????????????????????????Josh Waitzki?????????
???????IQ??????????????????????????????????????????????????????Malcolm Gladwell?????????The Tipping Point??? ??????????Stephen Covey??????Carol
Dweck?????????????????????????????????????????????????????????Daniel H. Pink?????????????? ??????????????????????????????????Susan Cain????????????Quiet???
????????????????????????????????????????????????????????????????????????????Simon Sinek????????????Start With Why???
?????????????????????????????????????????????????????????????????????????????????Paul Tough???????????How Children Succeed???
?????????????????????????????????????????????????????????????????????Daniel Gilbert??????????Stumbling on Happiness??? ????????????????????????????????????????????Da
Heath???????????Switch????? ???????????????????????????????????????????????????????????????Amanda Ripley?????????????The Smartest Kids in the World???
???????????????????????????????????????????????????David Shenk????????????The Genius in All of Us???

ORIGINAL BOOK DESCRIPTION: In this book, it is shown that our thinking is conditioned by a series of principles that guide our decision making, even if it is not the one that
suits us best, and may even seem irrational. The book develops six fundamental principles that are useful in life. These principles are constantly used by those who try to
convince us to do something that suits them, even if it goes against our own interests. These six rules are based on taking advantage of some of the behaviour patterns
internalised collectively by the human psyche in order to influence the behaviour of an interlocutor. In these pages, you will learn how those who try to persuade you will act, and
you will be able to take control of your own decisions and escape from those that are not beneficial to you.
Buy the paperback version of this book on Amazon.com and get the KINDLE Book Version for FREE. Have you ever wondered about how some people seem to be so
commanding and charismatic with their presence? Have you ever wondered where the power to influence other people comes from? Have you felt invisible and ineffectual in
your life, as if people in general, or perhaps even those closest to you, do not care about your opinions? Has this been the case even though you are quite often the person who
wants the best for everyone around you? If you answered yes to any of those questions, this book is for you! Inside, you will find all the information you need to become a more
persuasive, charismatic, and likable person. What's more, you will find advice on how to use that information to change things for the better! So often, books about learning to be
more persuasive assume that everyone wants to dominate and control their worlds. They assume, so much of the time, that people are cynical, cruel, and just looking for power
so that they can start stepping on people. That is not the case with this book! Quite the contrary, this book will give you a road map to ensuring that you are not only capable of
defending yourself against bullies, conmen, and cruelty, but that you are capable of making other people's lives better, too! Inside, you will find: The secrets to navigating any and
all social situations with charisma and swagger. How you can embody that perfect mix of friendliness, care, and assertiveness. How you can talk sense into your friends and
loved ones when they aren't acting right. Psychological facts about the secret rules that govern our every decision. Exercises that you can follow along with at home for added
practice. The deep and unexpected ability for persuasion to save the world, one person to person engagement at a time!
In this book, we have hand-picked the most sophisticated, unanticipated, absorbing (if not at times crackpot!), original and musing book reviews of "Influence: The Psychology of
Persuasion." Don't say we didn't warn you: these reviews are known to shock with their unconventionality or intimacy. Some may be startled by their biting sincerity; others may
be spellbound by their unbridled flights of fantasy. Don't buy this book if: 1. You don't have nerves of steel. 2. You expect to get pregnant in the next five minutes. 3. You've heard
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Have you walked into a store, chatted with a sales manager, made a purchase, and then regretted the purchase upon driving home? Have you ever received a sales phone call,
and then produced to purchase whatever junk the salesman was making? What about donated to a cause you didn't actually believe in, but were sold on through your
conversation with the volunteer? Enter Lessons From Influence: How to Use the Psychology of Persuasion. Influence is all about human psychology and how we, as humans,
can be persuaded to do different things based on different stimuli and information. In Influence, Dr. Cialdini argues there are six universal principles of persuasion: Reciprocity,
Scarcity, Liking, Authority, Social proof, Commitment/consistency. These principles are so powerful that they generate substantial change in a wide range of circumstances.
Some of these principles you are probably aware of, while other principles of persuasion you might be learning for the first time. In the new edition of this highly acclaimed
bestseller, Robert Cialdini-the seminal expert in the fields of influence and persuasion-explains the psychology of why people say yes and how to apply these insights ethically in
business and everyday settings. Using memorable stories and relatable examples, Cialdini makes this crucially important subject surprisingly easy. With Cialdini as a guide, you
don't have to be a scientist to learn how to use this science. This is an incredible book all about how to influence, persuade and the principles of persuasion. The book include
new research and new uses so you can become an even more skilled persuader-and just as importantly, you'll learn how to defend yourself against unethical influence attempts.
You may think you know these principles, but without understanding their intricacies, you may be ceding their power to someone else. Understanding and applying the principles
ethically is cost-free and deceptively easy. Backed by Dr. Cialdini's 35 years of evidence-based, peer-reviewed scientific research-including a three-year field study on what leads
people to change-Influence is a comprehensive guide to using these principles to move others in your direction. The rest of this post includes a summary of Influence: The
Psychology of Persuasion, takeaways from Influence: The Psychology of Persuasion, and a reading recommendation for you.
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