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Influence: Science and Practice isan examination of the psychology of
compliance (i.e. uncovering which factors cause a person to say “yes’ to
another'srequest).

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 in other positions
inside organizations that commonly use compliance tactics to get usto say “yes.”
Widely used in 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,
socia proof, liking, authority, and scarcity.
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Influence: Science and Practice isan examination of the psychology of compliance (i.e. uncovering
which factors cause a person to say “yes’ to another'srequest).

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 in other positions inside organizations that commonly use compliance tacticsto get us to say “yes.”
Widely used in 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.

Ciadini organizes compliance techniques into six categories based on psychological principles that direct
human behavior: reciprocation, consistency, social proof, liking, authority, and scarcity.
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Editorial Review

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

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

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

“The best salestip | ever got was encouragement to read INFLUENCE by Dr. Robert Cialdini. It was so
profound and insightful, | read it threetimesin arow.” -GREG RENKER, President, Guthy-Renker

“It would be marvelous reading for students taking Social Psychology.” -DAVID MY ERS, 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 magjors.” -JOURNAL OF RETAILING

From the Back Cover

Over 1.5 million copies sold!

What factors cause someone to say yes? And which techniques most effectively use these factors to bring
about such compliance? In his bestselling book, Robert Cialdini, former salesperson, fundraiser, and
advertiser, and current professor of social psychology, examines the science and practice of persuasion and
compliance. Praised for its enjoyable writing, practical suggestions, and scientifically documented content,
prior editions have been widely read by business professionals, fundraisers, and those interested in
psychology. The new edition includes:

* twice as many first hand accounts of how the book’ s principles apply to business and personal lives;

« updated coverage of popular culture and new technology; and

» more on how compliance principles work in many cultures.

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

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



“Bob Cialdini isthe most brilliant student of influence and negotiation I’ ve encountered. If everything were
onthelinein anegotiation, | can't think of anyone I’d rather have advising me.”
—TOM PETERS, The Tom Peters Group

“This book is the de facto standard to learn the psychology of persuasion. If you don’t read it, | hope you
enjoy pounding your head against the wall and throwing away marketing dollars.”
-GUY KAWASAKI, CEO, Garage.com

“His book should be in every sales and marketing person’s briefcase and reread frequently.”
—R. CRIAG WILSON, Sr. Vice President, Sales Manager, Northern Trust

Rabert B. Cialdini isawell known and influential speaker who gives frequent speeches on The Power of
Ethical Influence to such organizations as IBM, the Mayo Clinic, and NATO. Heis currently Regents
Professor of Psychology at Arizona State University, where he has also been named Graduate Distinguished
Research Professor. He is past president of the Society of Personality and Social Psychology. He attributes
his longstanding interest in the intricacies of social influence to the fact that he was raised in an entirely
Italian family, in a predominantly Polish neighborhood, in a historically German city (Milwaukee), in an
otherwiserural state.

About the Author

Robert B. Cialdini is Regents' Professor of Psychology and Marketing at Arizona State University, where
he has also been named W. P. Carey Distinguished Professor of Marketing. He hastaught at Stanford
University and Harvard’ s Kennedy School of Government. He has been elected president of the Society of
Personality and Socia Psychology. Heisthe recipient of the Distinguished Scientific Achievement Award
of the Society for Consumer Psychology, the Donald T. Campbell Award for Distinguished Contributions to
Social Psychology, and the (inaugural) Peitho Award for Distinguished Contributions to the Science of
Socia Influence.

Dr. Ciadini attributes his interest in social influences to the fact that he wasraised in an entirely
Italian family, in a predominantly Polish neighborhood, in a historically German city (Milwaukee), in an
otherwise rural state.

Users Review
From reader reviews:
Frances Nor man:

Now aday individuals who Living in the erawhere everything reachable by interact with the internet and the
resources inside can be true or not call for people to be aware of each datathey get. How many people to be
smart in getting any information nowadays? Of course the solution is reading a book. Studying a book can
help folks out of this uncertainty Information mainly this Influence: Science and Practice (5th Edition) book
because this book offers you rich information and knowledge. Of course the knowledge in this book hundred
per cent guarantees there is no doubt in it you may already know.



Migue Willis:

This Influence: Science and Practice (5th Edition) are generally reliable for you who want to be described as
a successful person, why. The reason why of this Influence: Science and Practice (5th Edition) can be one of
several great books you must have will be giving you more than just simple examining food but feed anyone
with information that probably will shock your earlier knowledge. This book is usually handy, you can bring
it all over the place and whenever your conditions in the e-book and printed people. Beside that this
Influence: Science and Practice (5th Edition) giving you an enormous of experience such as rich vocabulary,
giving you demo of critical thinking that we understand it useful in your day activity. So, let's have it and
enjoy reading.

Daniel Starkey:

Spent afree time for you to be fun activity to accomplish! A lot of people spent their spare time with their
family, or their particular friends. Usually they doing activity like watching television, likely to beach, or
picnic in the park. They actually doing ditto every week. Do you fed it? Do you need to something different
to fill your free time/ holiday? Can be reading a book may be option to fill your free of charge time/ holiday.
The first thing that you ask may be what kinds of reserve that you should read. If you want to consider look
for book, may be the book untitled Influence: Science and Practice (5th Edition) can be fine book to read.
May be it might be best activity to you.

Elliott Preciado:

Reading a reserve make you to get more knowledge from that. Y ou can take knowledge and information
from abook. Book iswritten or printed or descriptive from each source in which filled update of news.
Within this modern eralike today, many ways to get information are available for you actually. From media
social just like newspaper, magazines, science book, encyclopedia, reference book, book and comic. Y ou can
add your understanding by that book. Are you hip to spend your spare time to open your book? Or just
seeking the Influence: Science and Practice (5th Edition) when you desired it?
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