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Management is the craft of getting stuff done through others.
We most effectively persuade others by appealing to a set of deeply rooted human drivers and needs.

1-Liking: People are more likely persuaded by those they like.  
Praise charms and disarms.  It repairs bad relationships.  

Praise their traits, attitudes and performance.

Find common area of interest and enjoyment.
At Tupperware parties, guests liking the host was two times as important in the buying decision as the evaluation of the products.
2-Reciprocating: The Golden Rule-treat others as you wish to be treated.  Smile at someone and what do                           they do?  When AmVets mail solicitation included a gift of address labels, their response rate doubled.  In an INC Magazine survey of purchasing managers they were more likely to buy if they had received a gift.  What do you want from others: trust, commitment, care, cooperation, help?  Well give it to them first!
3-Peer Power:  We are faced with so many choices; how do we decide?  If your peers support a decision it is highly likely you will.  When asking for charitable contributions, the longer the list of peers who

gave, the more likely you will give.
4-Consistency: Humans have a deep desire to be consistent.  Those who make their commitment: Public, Active and Written tend to follow through at a rate ten times higher than those who don’t.

People asked to volunteer who make a written commitment vs. those who don’t are three times 

 more likely to show up.
5-Voluntary:  He that complies against his will


Is of his own opinion still ………………Samuel Butler
6-Experts: Expertise persuades. One expert on TV can shift public opinion by 4%.  Stroke victims failed to follow through on their physical therapy until all the certificates and awards of the physical therapists were prominently posted.  There was a 34% increase in follow through that has held up.
7-Scarcity: People want what they can’t have.  They love exclusivity and being the first to know; to have.
8-Care: Do you act in ways that show you put my interests ahead of yours?  No deception! No coercion!

Circle those you are weakest on.  Make a commitment to practice those.
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