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What percentage of your work involves convincing or persuading people to give up something they
value (attention, effort, money, time, etc) for something you can offer?
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“High power participants
were almost

as low power
participants to draw a
self-oriented E.”




“[Plower leads individuals
to anchor too heavily on
vantage point,

perspective.”

Increase your
effectiveness by
briefly reducing
your feelings of

power.
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Imagine what Use your head
the other side as much as your
Is : heart.




“...adding a

detail in an
otherwise positive
description of a target can
give that description a

3
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“The core logic is that when
individuals encounter
after
already having received positive
information, the weak negative
information
of the

positive information.”

Danit Ein-Gar, Baba Shiv and Zakary L. Tormala, “When Blemishing Leads to Blessoming:
The Positive Effect of Negative Information,” Journal of Consumer Research 38 (2012):
846-859.

WHO SOLD THE MOST?

Introverts Extroverts

Source: Adam Grant, University of Pennsylvania




WHO SOLD THE MOST?

Sales Revenue by Levels of Extraversion
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Ambiverts?

Don’t be more
persuasive, don’t
be a glad-hander.

Be more like
yourself.
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