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The Science of Influence, 2005  

How the conscious and unconscious minds have different needs and often conflict 
with each other. This information is extremely useful in changing your perspective on 
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also help you to gain a better idea of why other people do what they do, so you can 
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forms of politics. Morality, by its very nature, makes it hard to study morality. It binds 
people together into teams that seek victory, not truth. It closes hearts and minds to 
opponents even as it makes cooperation and decency possible within groups 
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How a person's environment, in conjunction with personal drive and motivation, 
affects his or her possibility and opportunity for success. People who accomplish truly 
remarkable things work harder than others (10,000 hours) and are also helped by 
unusual circumstances that provide them special advantages 
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this is helping each team member recognize strengths and weaknesses in working as 
a team, so that the group can improve how they collaborate. 
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Short work; makes case for ethics as the most important element for influencing 
people (by earning and retaining respect) for your ethics, lifestyle, modesty, and 
caring treatment of others. If you achieve that, and then share how your proposal will 
really be beneficial to others, then they will want to accept the proposal. 
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When faced with the difficulties and challenges in life, humans need resources for 
staying healthy (physically, emotionally, spiritually). Delay gratification, accept 
responsibility, be honest and flexible in how you respond to difficulties (be ready to 
change).  
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