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Chapter 1:

Weapons of Influence

1. Reciprocation 

2. Consistency

3. Social Proof

4. Liking

5. Authority

6. Scarcity

7. But not: Material Self-Interest
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What makes them all work:

ÅReflex Response

ïFixed-action patterns

ÅPerceptual Contrast
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Fixed-action Patterns

ÅTrigger Feature

ïCheep-Cheep

Turkey or Polecat?

ïUndulating dance

Cleaner fish or saber-toothed blenny?

ÅHeuristics

ïUsually useful.

ïWe need shortcuts.
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