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Congratulations on purchasing Persuasion: Psychology of Selling – Secret Techniques Only the World’s Top Sales People Know to Close the Deal Every Time and thank you for doing so. Any salesperson who has spent an hour with a potential customer only to have them bail at the last minute has no doubt wished for the ability to control the minds. While direct mind control still isn’t possible, the power of psychology allows you to unlock the next best thing, persuasive sales techniques that can dramatically improve your conversions in an extremely short amount of time. 

The following chapters will discuss everything you need in order to take your sales game to the next level, starting with a wide variety of psychological sales triggers you can start taking advantage of today. Next, you will learn all about the power of reverse psychology and how it can be used to get potential customers to sell themselves on specific products. 

From there, you will learn all about the power of the social proof and how it can be used to mitigate potential risk about your product or service, whatever it may be. Then you will learn all about the importance of being an authority and how you ensure that your customers can see you as one for your niche. Finally, you will learn about the importance of body language and how you can maximize yours to supercharge your sales.  

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: Powerful Sales Triggers
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Reciprocity: Reciprocity is the idea that if you give your prospective clients something that they perceive as valuable they will feel obligated to give you something in return. If you tend to feel uncomfortable if you owe someone something, this is likely why and it is also why most businesses that are trying to sell you something start off the encounter by offering you something to drink. While this can be a powerful tool in the right situations, it is important to be aware that it won’t work on everyone as some people have an entitlement mentality which means they naturally expect other people to defer to their desires, so any hope of reciprocity goes out the window.

Unfortunately, you often won’t be able to tell which of your potential customers has an entitlement mindset, which means you need to come up with something that costs you far less than its perceived value as you will be giving it out to everyone out of the gate. At the very least you will develop a generous reputation in your chosen niche which can often end up being far more valuable in the long run anyway. 

To understand why the concept of reciprocity can be so powerful, consider a scenario where you and a friend you haven’t seen in a while go out to catch up and you enjoy a lengthy dinner, including both an appetizer and dessert. When the bill comes, you insist on paying, despite your friend’s protests over the cost, and you then go your separate ways. As this is not an uncommon scenario, it is not hard to imagine what happens next, your friend will call you up and invite you out to a similarly priced meal, their treat.

If they didn’t, odds are they would begin to feel psychologically uneasy, and their unease would continue to grow if you continued doing additional nice things for them before they had a chance to reciprocate. The only way they can psychologically even the scales is by doing an equally nice thing for you that equates to more than the total of the things you have done for them. In those who feel it, this need is nearly as strong in people they have just met as it is with people they have known for years, which is what makes this such a powerful sales tool. 

Depending on the type of sales you are in, there are numerous different ways to go about activating a reciprocity response. If you are selling the type of product that people try before they buy, throw in something that is typically expensive when bought as a single unit, that grows cheaper in bulk and then continues lavishing other small freebies on them throughout the time you are talking. If you are working an online sales angle, you make a habit of regularly creating quality content that is useful without directly trying to sell anything in return. You could also offer free lead magnet products or an eBook that you have written on your chosen niche. 
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