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Chapter 1

1.
What is the definition of persuasion?

2.
What are people motivated to do? 

3.
What is the key philosophy to persuasion? 

Chapter 2

4.
In what mode to people typically operate? 

5.
What is outcome-based thinking? 
6.
Complete the exercise described in pages 31-33.

Chapter 3

7.
List and briefly describe the 9 laws of persuasion.  For each one, provide an example that you have seen in your life.

Chapter 4

8.
Complete the exercise on pages 71-72

9.
What role do questions play in the persuasion process?

10.
List and briefly describe the three types of power words

11.
What are time-pressured techniques?

12.
What are credibility techniques?

13.
How are secrets used in persuasion?

14.
What is the role of future pacing in persuasion?

Chapter 5

15.
Describe the use of proxemics in persuasion.  Provide an example from your life. 

16.
Describe the use of strategic movement in persuasion.  Provide an example from your life. 

17.
Describe the importance of physical appearance in persuasion.  Provide an example from your life.


18.
Describe the use of congruency in persuasion.  Provide an example from your life.

Chapter 6

19.
What five pieces of information (intelligence) should be gathered? 

20.
List and briefly describe the five life-style categories. Which one is you? What friends or colleagues would be examples of each type? 

Chapter 7

21.
List the four communication styles.  Which are you?  What friends or colleagues would be examples of each type?  

22.
How would you communicate to each of the styles?

Chapter 8

23.
List and briefly describe the six keys to mastery of the self. 

24.
What are the four elements of self-talk? 

Chapter 9

25.
What are the 7 keys to instant rapport?  Which of these do you typically use?  Are there any that you would feel uncomfortable or have difficulty in using? 

Chapter 10

26.
What are the 7 keys to a successful presentation?

Chapter 11

27.
What are the keys to dealing with resistance? Provide an example that you have used or has been used on you.

28.
What are six ways to close a sale?  Provide an example that you have used or has been used on you.

Chapter 13

29.
What are three processes that help us focus on what is important in a situation? 

30.
List and briefly describe the 8 meta-programs for persuasion.

