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Congratulations on purchasing this book and thank you for doing so.

The following chapters will discuss everything that you need to know to master the art of persuasion. From the first chapter, you learn about how persuasion is used and what you need to do to become a more persuasive person. 

Chapter two will give you a completely new outlook on manipulation. You will see how you can use it to benefit yourself in just about every area of your life. In the next chapter, you will learn about hypnosis. It is a persuasion technique that you can learn and use to your advantage on a regular basis.

As you progress through this book, you will learn about NLP and deception. Both of these concepts will make it much easier for you to persuade others to see things as you do.

Up next comes mind games and mind control. These might sound like something out of a movie, but the truth is, they are used in daily life regularly. In fact, you have been exposed to them frequently throughout your life and you likely do not even realize it. Knowing how to harness and control these skills will ensure you get what you want.

The book concludes with chapters on seduction and subliminal psychology. Once you can master these persuasion techniques, you will find that there is little you are unable to do in your life.  

There are plenty of books on this subject on the market, thanks again for choosing this one! Every effort was made to ensure it is full of as much useful information as possible, please enjoy.
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Chapter 1: Tips and Information for Excelling at Persuasion 
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Persuasion is truly a type of art. You have to nudge hard enough to make progress, but not so hard that you appear aggressive. Once you advance your persuasion skills, you will be able to strike this balance every time without intense effort. To put it simply, with practice, you will naturally be a more persuasive person.

There are several techniques that you can use to persuade others. You simply need to analyze the situation and decide which one is going to work for getting what you want. Knowing these techniques makes it much easier to put them into action.

Big After Small

With this technique, you need someone to do a big favor for you, but you need to essentially prime them first. Initially, ask for a small favor. Once they agree to this, they essentially feel committed to doing what you need. Then, when you come in and ask for the larger favor, they feel compelled to agree to do it. For example, you have been slacking in class throughout the semester and you need notes for all of it. However, you first ask a classmate just for the most recent lecture notes. Once they agree, you come in and ask for the semester’s notes.

Small After Big

This is basically the reverse of above. When you need someone to do a small favor for you and you think they will not do it, go big. For example, you need to borrow $25, but your friend tends to say “no” when you ask for money. Start by asking for $100. They will, as you predicted, say “no.” So, then ask if you can just get $25 instead. The likelihood of them saying “yes” is much higher to the lower number which is the number you actually need anyway. 

Anchoring

This specific technique can be used in a wealth of situations and it is a powerful way to persuade others once you master it. This technique basically has you compare two things against one another to persuade someone to agree with you by making them think they are getting the better end of the deal. This is a persuasion technique often used by salespeople. 

For example, you go to a car lot and you see a vehicle priced at $12,000. You talk the salesperson down to $9,500 and think you got a fantastic deal. In reality, the vehicle is valued at $8,000, so the dealership came out ahead. However, since they accepted your negotiating price, you feel the deal was good. The salesperson persuaded you to feel the price you paid was good.

Commitment and Consistency

It is common for people to attain certain beliefs or actions and then stick with them. For example, once a person chooses a political viewpoint, they tend to stick with it. You can use this to your advantage. Have someone make a small commitment and go through with it. Then, influence them to start to do more things for you. That initial commitment develops a behavior in them that makes them prone to help you. This is the consistency. 
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