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Influence: Science and Practice is an examination of the psychology of
compliance (i.e. uncovering which factors cause a person to say "yes" to
another's request) and is written in a narrative style combined with scholarly
research. Cialdini combines evidence from experimental work with the
techniques and strategies he gathered while working as a salesperson, fundraiser,
advertiser, and other positions, inside organizations that commonly use
compliance tactics to get us to say "yes." Widely used in graduate and
undergraduate psychology and management classes, as well as sold to people
operating successfully in the business world, the eagerly awaited revision of
Influence reminds the reader of the power of persuasion. Cialdini organizes
compliance techniques into six categories based on psychological principles that
direct human behavior: reciprocation, consistency, social proof, liking, authority,
and scarcity. New Reader's Reports are included in the Fourth Edition and
illustrate how readers have used one of the principles or have had a principle of
influence used on them.
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Editorial Review

Review

Here's what people are saying about the material in INFLUENCE: Science and Practice:

“This marvelous book explains in clear, practical language the ways in which we become persuaded. It offers
excellent insights for those who sell, but even more importantly for all of us who negotiate and buy.”
—ROGER FISHER, Director, Harvard Negotiation Project, Co-author of “Getting to Yes.”

“For marketers, it is among the most important books written in the last 10 years.” —JOURNAL OF
MARKETING RESEARCH

“The best sales tip I ever got was encouragement to read INFLUENCE by Dr. Robert Cialdini. It was so
profound and insightful, I read it three times in a row.” —GREG RENKER, President, Guthy-Renker

“It would be marvelous reading for students taking Social Psychology.” —DAVID MYERS, Hope College

“The book is tremendously entertaining and very popular with students. It makes excellent reading for a
Consumer Behavior or Advertising class.” —ALAN J. RESNIK, Portland State University

“INFLUENCE should be required reading for all business majors.” —JOURNAL OF RETAILING

From the Publisher
FEATURES:

• Engaging writing style with amusing anecdotes.
• Includes citations from both recent and classic research.
• Describes how to resist unwanted influence attempts.



• Well known and influential author speaks frequently on “The Power of Ethical Influence” to such
organizations as IBM, the Mayo Clinic, and NATO.

NEW TO THIS EDITION:

• New reports from readers illustrate how a principle has worked on or for them.
• Additional examples from current events illustrate psychological research, such as holiday gift crazes for
Beanie Babies, Furbies, and Pokemon; the Columbine High School shootings; and the FBI's decision to
attack Branch Davidian headquarters in Waco, Texas.

From the Back Cover

Over a quarter million copies sold!

How does this information make you feel about the book? If, even for a moment, you thought that a proven
and popular book might be the one you were interested in, you may have been persuaded by a potent
principle of influence—in this case, the principle of social proof.

Have you ever found yourself saying “yes” to a telemarketer or to a child selling candy and then wonder why
you have just agreed to subscribe to a magazine that you really aren't interested in or to buy a candy bar that
you really don't want? In this revised, updated, and expanded book, not only will you find out what
techniques were used to get you to say yes, but you will also learn some worthwhile ways to defend yourself
from future requests.

Users Review

From reader reviews:

Ned Aguayo:

The book Influence: Science and Practice (4th Edition) can give more knowledge and information about
everything you want. So just why must we leave the good thing like a book Influence: Science and Practice
(4th Edition)? Several of you have a different opinion about book. But one aim in which book can give many
information for us. It is absolutely proper. Right now, try to closer with your book. Knowledge or data that
you take for that, you can give for each other; you can share all of these. Book Influence: Science and
Practice (4th Edition) has simple shape however you know: it has great and large function for you. You can
search the enormous world by available and read a e-book. So it is very wonderful.

Ella Nebel:

In this era globalization it is important to someone to receive information. The information will make anyone
to understand the condition of the world. The health of the world makes the information better to share. You
can find a lot of references to get information example: internet, magazine, book, and soon. You will see that
now, a lot of publisher in which print many kinds of book. The particular book that recommended for your
requirements is Influence: Science and Practice (4th Edition) this e-book consist a lot of the information with
the condition of this world now. This kind of book was represented how can the world has grown up. The
dialect styles that writer make usage of to explain it is easy to understand. The writer made some analysis
when he makes this book. Here is why this book acceptable all of you.



James Martin:

As we know that book is essential thing to add our information for everything. By a reserve we can know
everything we really wish for. A book is a pair of written, printed, illustrated or perhaps blank sheet. Every
year was exactly added. This publication Influence: Science and Practice (4th Edition) was filled regarding
science. Spend your time to add your knowledge about your scientific disciplines competence. Some people
has several feel when they reading a book. If you know how big selling point of a book, you can really feel
enjoy to read a e-book. In the modern era like today, many ways to get book that you just wanted.

Martha Bryant:

That publication can make you to feel relax. That book Influence: Science and Practice (4th Edition) was
vibrant and of course has pictures on the website. As we know that book Influence: Science and Practice (4th
Edition) has many kinds or variety. Start from kids until adolescents. For example Naruto or Private eye
Conan you can read and believe you are the character on there. Therefore not at all of book usually are make
you bored, any it offers you feel happy, fun and rest. Try to choose the best book for yourself and try to like
reading which.
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