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Foreword

Have you ever been converted into doing or buying something you afterward regretted? Have you ever stopped midway through a favor for a friend, and thought – “Why did I even agree to this?”

Chances are somebody has used one of the techniques included here on you. They work on a subtle level, for a lot of thought processes and decisions take place below your awareness. And that's what makes them so mighty.

Would you like to discover what these strategies are? How do you distinguish them, and stop yourself before it's too late or how can you use them to your benefit? Knowledge is the initial step. 

Here you will gain the insight into 
The Secrets Behind Subtle Psychology



Synopsis
Telemarketers use different techniques to get you to listen to them. Here is a subtle psychological techniques names foot in the door.  

Getting That Initial “In” 
A while ago, I got a telephone call from a telemarketer. Generally they'd try to impress me with a grand sales line when I answered, but this one was unlike the others.

The second I answered the call, he told me that he was only doing a fast phone survey, one that would only require 30 seconds. There was no personal information being gathered, he said. Altogether safe and anonymous, and he isn’t attempting to sell me anything. Generally I'd have made a polite apology, but 30 seconds didn’t appear like such a long time, so I said ok.

And that was the beginning of the snare. He began with little, innocent inquiries. What is your age bracket? What is your job? Where do you go for vacations? These questions weren’t intrusive, so I replied happily.

Before long he was expanding to some really personal questions. Midway through the survey, he started assuring me there was only “one last question”. I was becoming irritated and suspicious as the questions got more personal, but his speedy assurances and non-stop blabber left me little time to think the right way, so I kept answering. At the close of the interview, he thanked me courteously and hung up. The survey had taken 5 minutes, and the data I had given was very personal indeed.

“Geez,” I thought. “At any rate he didn’t try to sell me anything.”

Well this wasn't really the case.

Somebody phoned to follow up a couple of days later. Instantly she called me by name and referred to some personal data I had given. No more was she a stranger, now she seemed to be a friend. I believed it was somebody I had met but blanked out.

All of a sudden she reminded me of the first telephone call, and congratulated me – I was among the lucky 10 people to have qualified for a limited gift. All I had to do was to attend a seminar (why I got the feeling there won’t be only 10 individuals there, I don’t know). I had gone for one such sitting before – and this one was in all likelihood to be the equivalent: a long, awful, sales talk.

It was then I at last realized I had been fooled – fallen for one of the most primary tricks social hucksters practice!

This strategy is known, slightly informally, as the “foot in the door strategy”.

And there's a reason for the long telemarketer story. “This is simply a kindergarten trick – any four-year-old child will recognize this!” That was my first thought when I first encountered this simple strategy. But when I closed the textbook, closed my eyes, and recalled a few examples from my past – I recognized just how effective it was in the correct hands.

This plan of attack involves getting a individual to agree to a little request, and then bit by bit presenting larger ones. The telemarketer used this when I agreed to respond to a brief impersonal survey. He then dragged it on with incessant amounts of “just one more question, sir!” Till I completed the full survey, which took 5 minutes and necessitated a lot of personal information.

This much is clear – if he had called for a full 5-minute survey initially, I'd have said no. A lot of individuals would have done the same.

As a whole, individuals are far more probable to comply with a request that costs little in time, revenue, effort, or bother. But, once you've agreed to the initial request, they'd start to ask for more.

An intriguing point: In the follow up call, they reminded me straight off of the first survey. How come? A lot of reasons – but one I would like to discuss here: they were hoping to cue me about my prior commitment. Quite an effective technique.

Synopsis
A great psychological technique when it works.
This Can Backfire
This strategy centers on the theory of cognitive dissonance. This is a big concept, but we will have just a short look at it here. 

Cognitive dissonance is an uncomfortable feeling induced by holding two contradictory ideas at the same time. The "ideas" or "cognitions" at issue may include attitudes and beliefs, the cognizance of one's behavior, and facts. 
The hypothesis of cognitive dissonance suggests that individuals have a motivational drive to cut down dissonance by changing their attitudes, beliefs, and behaviors, or by justifying or rationalizing their attitudes, beliefs, and behaviors. Cognitive dissonance hypothesis is among the most influential and extensively studied hypotheses in social psychology.

Dissonance generally occurs when a individual perceives a logical incompatibility among his or her cognitions. This happens when one thought implies the opposite of some other. 
For instance, a notion in animal rights could be translated as inconsistent with eating meat or wearing fur. Acknowledging the contradiction would lead to dissonance, which may be experienced as anxiety, guilt, shame, anger, embarrassment, stress, and other damaging emotional states. 
When people's thoughts are consistent with one another, they're in a state of harmony, or consonance. If cognitions are unrelated, they're categorized as irrelevant to one another and don't lead to dissonance.

By getting me to agree to the first request when the telemarketer called in the previous chapter, they were hoping I had assembled a mental image of myself as a friend, a client, or a supporter. Cognitive dissonance – discomfort – comes about when we take actions that are incongruent with this mental image. And if I agreed to the increasing requests, they were building up my mental image – at the same time making it harder and harder to go against it, to say no to the following request.

Experimenters have also discovered that individuals would often change their positions towards something to match their behaviors to avoid the discomfort that dissonance induces. For example, after having spent 5 minutes on a survey I didn't initially want to do, I may change my attitude towards the survey – “it wasn’t that bad, as a matter of fact it was quite fun to do.”

Regrettable, then, that the company didn’t recognize they had gotten on my nerves with their first telephone call. I had developed a mental image of myself as somebody who had been strong-armed and lied to by their company – and cognitive dissonance worked against them.


Synopsis
A like strategy is the Low Ball plan of attack and I just recognized the guy who sold me my car used it on me.

Watch Out For The Low Ball 
The Low ball works by first making closure and commitment to the thought or item which you want the other human to accept, then employing the fact that individuals will act consistently with their beliefs to hold up the commitment when you alter the agreement.

There's also an illusion of irrevocability whereby a individual trusts that a decision made can't be overturned, for instance when a individual agrees to buy a car and believes the handshake as the final transaction (as different than forking over the money).

Agreeing to a low price produces excitement and not purchasing after this state is brought on may lead to an equally deep depression, which the individual may stave off by continuing with the more expensive purchase.

Once the final price isn't that much higher than elsewhere, the individual weighs up the bother of going elsewhere with the short-run benefit of holding their purchase very soon.

students where asked to take part in an experiment. The control group was told during the postulation that it would be at 7am. The low ball group was only told this later. Twenty-four% of the control group agreed to this, while fifty-six% of the low ball group agreed (and 95% of these in reality turned up).

Researchers found it to be significant that the person believes that they've made a free and non-coerced agreement to the beginning request. In particular adding 'but you are free to accept or to refuse' to the first request expanded compliance.

However the same person must make both requests.

A sales agent, for instance, may get you to commit to buying a car at a particular price. They'll then leave you for a couple of minutes, perhaps saying they need to get the paperwork. The true reason, though, is to give you time to work up your mental image. In this time, in addition to seeing yourself as a purchaser already, you may also convince yourself the car is a wonderful purchase.

Then the representative comes back. There has been an “error” in the calculations. The cost is higher than he initially thought it was. But it's much tougher for you to reject the new price, for you've already beefed up your mental image.[image: image1.png]
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