
 
Interesting Facts from the Book
There are numerous facts to learn from the book “The Psychology of Persuasion” by Robert B Cialdini. In chapter five, one of the most interesting facts is that “few people would be surprised to learn that, as a rule, we most prefer to say yes to the requests of someone we know and like (Cialdini & Cialdini, 2007 pg 126).” This fact is interesting because it confirms something I have always thought about for a long time. In some cases, you may not know the person but the fact that you have liked the person, you can say yes to their requests even if they are total strangers. Liking applies most to businesses and the fact that one can accept to requests of people they know or like can help businessmen a lot. As a businessperson, one can develop networks to be known and characteristics to be liked by many. When one likes you, it will be easy to complement and cooperate. Research shows that in business, one buys the seller before buying the product. Therefore, when one has already bought the seller, it becomes automatically easy to accept his or her request. Buying the seller is simply, liking him or her. 
In addition, chapter six has also various interesting facts. Some of these facts may seem obvious but keen focus on it reveals the truth. As revealed in the chapter, title is both a difficult and easy symbol of authority to acquire. The interesting bit of it is that although it can take years to earn a title, somebody who has put no effort can adopt a mere label and receive title automatically (Cialdini & Cialdini, 2007 pg 166). Titles always come with authority. In most cases, we may have titles but if one fails to exercise the authority that comes with the title, it is easy to lose it. A person’s actions may be influenced by his or her title but, somebody who may not have applied much effort can step in and adopt the authority of the title. When one's actions are influenced by title, failure is not too far. The people around start realizing and somebody else who never worked for a title start operating under the authority of the title. It would be very easy for the person to automatically acquire the title. In the world of business, one has the authority of executing any idea he or she has but keeping the idea poses the owner to the risk of losing it because somebody else can easily adopt it and end up benefiting from it. 
[bookmark: _GoBack]Lastly, chapter seven is more interesting in its focus on the principle of scarcity. One interesting fact from the chapter is that opportunities seem more valuable to us when their availability is limited (Cialdini & Cialdini, 2007 pg 179). This is very true and very interesting to me. When you highly need somebody or something, it becomes hard to get it, but when you do not need it you can get it without any toil. Like the author, I have also realized the influence of this fact after numerous actions. I have personally experienced this several times. For example, one day I went to the market and come along a certain product or commodity very many times. Surprisingly, I needed this specific product a few days after on visiting the same market, I could not get it. The fact reigned on me that day and I learned the lesson. This fact can really help businessmen in that they can learn to utilize the rear opportunities that arise sometimes. For example, sometimes you may find that when a business person does not have a particular product, many customers need it. The contrary happens when the seller has the product and no one asks for it. Through that, the fact that opportunities seem more valuable to us when their availability is limited manifests clearly. One can use these facts in learning on how to live and relate with other people. They help in being able to connect with people well, exercising authority and seizing opportunities when they occur. 
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