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Introduction

There were a dozen or so Twin Cities motivational specialists
in the room waiting to meet Dr. Denis Waitley, world-re-
nowned psychologist and speaker. I was pleased to have been
asked to join the breakfast meeting with Dr. Waitley. He was
prepared to deliver one of his superb talks that evening.

We all sat quietly and listened to Dr. Waitley brief us on his
new training system for businesses that would be implement-
ed nationwide. Personally, I was impressed and felt strongly
about “The Winner’s Edge” program for corporate America.

After Dr. Waitley’s briefing, as he sipped an orange juice
with his lovely wife who accompanied him, one of the individ-
uals in the room began to downgrade the program in a way
that embarrassed the rest of us. Dr. Waitley only smiled and
appreciated the gentleman’s remarks. As the meeting drew to
a close, the same gentleman stood up. Dr. Waitley stood up as
well and said, “John, I want to thank you for coming today and
giving me your feedback. You're a winner, John.”

John smiled, turned, and walked away saying good-bye.

At least three people walked out of the room that morning
feeling better about themselves than when they walked in:

1. John, whose self-esteem was boosted.
E 11
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12 THE PSYCHOLOGY OF PERSUASION

2. Dr. Waitley, who could be comforted that he showed compassion
to a frustrated businessman.
3. Me, who understood another dimension of the term WIN/WIN.

WIN/WIN is not simply a pie-in-the-sky notion. It is a way
of life—everyday life. Dr. Waitley had little materially to win
by his nurturing attitude toward John. He would never see
him again. Dr. Waitley simply was himself, always wanting the
other person to win, even when there is nothing material for
him to win. The “win” for him is the personal satisfaction that
comes from acting fairly. This is what the WIN/WIN philoso-
phy of life is all about. It is a belief and a high value. One of
my goals it to help people operate in a WIN/WIN way of
thinking.

Today, many people deal with their clients and families in
ways that either one or both loses.

The subject of this book is persuasion. Persuasion can be
good or bad depending upon who wields the power!

This book will describe the psychology of persuasion. We
will consider how persuasion works and, indeed, how to
become persuasive. We will consider research from therapists,
psychologists, salespeople, motivational specialists, and more.

The purpose of this book is to teach you a skill that can be
used in your personal life as well as business life. The ability to
communicate persuasively is a critical one to the success of any
individual.

One of my hopes for you is that you will learn the skills of
the Master Persuader and use them to live a more exciting,
powerful, and loving life. It is my deepest desire that after you
read this book, you will find the relationships you search for
and build your own American dream.

As we examine the persuasion process, you will discover
more than just how to get people to do what you want them
to do. You will discover how to build relationships and listen
to others’ needs so you can help people in ways you never
imagined possible.
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If you are a salesperson, your sales will dramatically
increase.

If you are married, your bond will grow deeper.

If you are fearful and tentative, you will learn how to turn
fear into power and tentativeness into confidence.

It is important to note that this book contains the most pow-
erful tools, strategies, and technologies of persuasion. The
information in this book is used by winning political candi-
dates, multimillion-dollar television ministries, and some of
the world’s most powerful people. Similarly, the exact same
tools, strategies, and technologies are used by the best-run
businesses in the world. They are used by people who have the
happiest marriages and people who love and excel in their
careers. They are used by the world’s great teachers.

The only difference is in the question of ethics. Ethics is not
a black or white issue. One person’s black is another person’s
grey. One person’s grey is another person’s white. The power
of persuasion is easily abused and easily used to manipulate. It
can easily be used to harm and create evil. Similarly, the exact
same technology and power can be used to accomplish phe-
nomenal good. It is your responsibility to wield the powers of
persuasion in an ethical fashion.

No one can determine for you what is ethical. We will dis-
cuss ethics and the process of persuasion in detail later.

It is my greatest wish that you will use the power to influence
carefully and wisely. With this understood, we will begin a
practical study on how you can implement persuasion strate-
gies in your home life and in your career or business. You will
soon realize that the power to influence comes into play hun-
dreds of times each day! May your journey into understanding
why we do things and how to get others to do things be a fas-
cinating one!
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CHAPTER 1

The Power to Influence

Everyone lives by selling something. —Robert Louis Stevenson

If there is any one secret of success, it lies in the ability to get
the other person’s point of view and see things from his angle
as well as from your own. —Henry Ford

The ability to deal with people is as purchasable a commodity
as sugar or coffee. And I will pay more for that ability, than for
any other under the sun. —jJohn D. Rockefeller

The world would be a very different place without those few
individuals who have mastered persuasion skills and used
them so effectively throughout the millennia. You may not
want to change the world, but with what you learn in this book
you will learn the tools and strategies of those who have!
Would you like to be able to have more control over the
events in your life? Would you like to be able to state convinc-
ingly your side of an issue in a discussion? Would you enjoy
being able to persuade your spouse to take you out more
often? Doubling your sales is the promise of many seminar
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20 THE PSYCHOLOGY OF PERSUASION

speakers. Would you like to know how the true masters of sell-
ing produce such astonishing results?

We should define what the psychology of persuasion means
and what you can expect to learn from this book.

Persuasion is the ability to induce beliefs and values in other
people by influencing their thoughts and actions through spe-
cific strategies. Psychology, in its most literal definition, is the
study of the soul (the soul meaning the true individual).
Therefore, this book is the study of how influence works as a
process and how someone can apply the tools and strategies of
persuasion to his or her everyday life.

We can understand the entire concept of persuasion better if
we remember that we are all motivated toward pleasure and/or
away from pain. Whether we are trying to please God or begin
a career as a criminal, almost all of our behavior comes down
to choosing or responding to various forms of stimulus that
take us toward our goals or move us away from our fears.
Understanding this simple premise will allow everything in this
book to fall correctly into place in your mind.

Simplistic as it may seem, there is something else that will
help you understand this book. Each time you come across a
term you are not familiar with, consult the glossary in the back
of the book, or a dictionary. It is very hard to learn about any-
thing when the definitions of the terms being used are
unclear.

The final advice for gaining the most from the book is that
you make sure you do the enjoyable exercises provided so you
will be able to integrate the information into your subcon-
scious immediately. If you want to be able to persuade others,
you really will want to partake in the exercises. If you’re just
reading to learn how persuasion works and don’t intend to use
this information, that’s another thing altogether! Knowledge
is only power when it is applied.

The ability to influence the behavior of another person or
group of people has been a necessary element in human cul-
ture since the beginning of time. The greatest changes in the






