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1.1 Introduction
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This book has a very simple goal. We'll cover all the types of manipulation that other people can use against you so that you can better protect yourself. And we'll cover several dimensions: emotional manipulation, fact manipulation, ID and many others. Let's take a moment to look at the goals and structure of this book.

Our biggest goal is to illustrate the different types of manipulation. These include how cognitive bias is explored by manipulators, false opposites, mental effort, skill, bias, sympathy in others, how someone is manipulated by pressure, emotional blackmail, intimidation, creating false cacti, and much more.

How facts themselves are the beginning of different scales, how to contrast things to change their apparent value, and how to manipulate by identification, artificially making someone feel understood, or using false commonalities, among many other methods.

By the end of this book, you'll be more adept at recognizing and stopping manipulation when it's done around you or to you, exploring how manipulation works. We'll cover nine key ways in which nine key ways are used. The first is consistency, manipulation. In short, when we say or do something, we're more likely to act on it. This is consistency. We don't want to contradict ourselves. So, here's the key.

By getting someone to say or do something, to some degree you change their subsequent behavior because they can't contradict themselves. Then comes Google, the emotional manipulation, the emotional reaction to get the other side to identify with them and take the blame. Bullying, emotional blackmail, crying, begging for mercy and others, making the other side feel guilty of your feelings after this exhausting manipulation.

Most of the effort involved in something is actually mental effort. In other words: If you think something is effortful, it's. And if you think it's not effortful, it's not. So, here's the key. When you change how strenuous something seems to be, you change whether or not people do it. Manipulation of standards or in other words, unfair comparisons, certain standards for one person or thing and different criteria for another.

These changes in the value that each of them seems to have, because in reality they haven't really compared fairly. After that comes pressure, manipulation, in short, pressuring people, intimidating them, creating false scarcity to pressure them in other ways to make a decision they aren't really prepared for.

After that comes identification, manipulation, in short, making the other side feel understood or similar to you in some way to artificially create common ground and make them trust you more, which makes them let their guard down. Quite simply. When you change facts, obfuscate them, or simply lie about them, they're changed and people see them in a different way.

You can embellish facts or simply lie. After that comes the real super weapon of manipulation, which is context manipulation. By changing what you compare something to, you change its value. By changing the options or highlighting different things about the options, you can make each of them look excellent or bad.

Just by comparing in label manipulation, by ascribing certain names or labels to a person or thing. You can reduce them to that label, which usually sticks in the long run and even withstands counter-evidence. In this way, you can reduce a person or thing to a particular label. That is one of the most devastating ways.

Now you know our goals and the types of manipulation we're going to explore. Now, without further ado. Let's get right into it.
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1.2 Useful Information
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The Persuasion Wiki To consolidate your knowledge, you can use the Persuasion Wiki at the end of the book. This wiki contains several features, such as summaries and descriptions of techniques (both for this book and for other books); additional materials (PDFs, YouTube videos, and more) that expand on these techniques; uses of these techniques in entertainment (movies and TV shows) and reactions to them; breakdowns of persuasion techniques in current news stories;
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1.3 Consistency Manipulation
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Let's talk about the principle of consistency, manipulation. This principle is very simple. If you make someone say they're going to do something or perform an action, they're more likely to comply in the future, because we never want to contradict ourselves. So, if you make someone say, "I like this or I'm going to do this or I want to do this," you're going to be trapped in that consequence if you don't realize that.

Let's take a look at that. Consistency. Manipulation is very simple. It consists of forcing a person to commit to something, or at least work towards something, which makes them more willing to continue investing in it. The reason for this is the psychological principle of permanence. It says that we don't like to contradict ourselves.

We want to remain consistent. So, once we commit to something, whether with words or with actions, we tend to move in that direction. That leads to what we call a consistency track. That's why, for example, a charity will get you to sign a petition. If you sign it, you're more likely to donate or take action. There is a limit to this.

There are several ways to use this principle to manipulate. One of them is active choice. When you ask a question, the answers shouldn't be reactive, like a yes or no, but active in the first person. For example, I'll do this, or I'll not do that. The weight of the person saying it in the first person is much greater. Also, it's an escalation of commitment.

If you ask the person to take a small action and then ask them to take a bigger action, the weight of the person keeps increasing. The charity example we just mentioned. Another example is getting people to do something. When they take the initiative to do something, they like it better. An example of that is contests. If you get someone to write a slogan to get a product, they like the product better.

Or the IKEA effect. If you assemble a product yourself, you might get more because you took the initiative to assemble it. Another example: habits. If you get someone to do something once or twice. Chances are they'll continue to do it, especially with bad habits.

This type of manipulation usually works by first asking the person to say or do something the manipulator wants, and then simply taking advantage of that existing commitment to steer them in the same direction. It's almost inertia when they make the first move. They just keep going in the same direction.

For example, a salesperson asks the person to say what they like about a product or why they like it, or even get them to use it. All of these actions create consistency. They lead the person to like the product more. Another cognitive bias that supports this is rationalization. In short, we all tend to do things emotionally first and then justify them later with logic.

For example, you buy a car on a whim and then say afterwards, "Oh, I'm sure I had a good reason to buy it at the time. Absolutely. Or you may even invent facts to lie to yourself by saying, "Oh, I think it was one of the best cars in that class at the time. In other words: We do things because we want to. Or for random reasons. Then later we pretend we had a reason all along.

So, when you do or claim something. Always ask yourself. Does this action force me to act in accordance with the other side? What are some examples of consistency? Manipulation. The first is terms and conditions. You'll find that many contracts have a part in the terms and conditions where you have to write in the first person. I commit to this, or I'll do this. They take advantage of this principle. If you write in the first person, you're much more likely to abide by those terms.

Assuming you pay attention when you actually sign. But you know where I'm going with this, right? The other example is NGOs, as we just discussed, specifically for escalating commitments. First, they get you to do a little action. Just visit the website or sign a petition. And now that you've joined the cause, they ask you to sign more and more, join this group, donate a little bit, do it a lot, and so on.

And look, when I talk about manipulation, in many cases, charities manipulate you for a good reason. Right? They're helping the planet, animals, or others. I'm just mentioning the theoretical principle, OK, to conclude by clarifying that you don't know what the intent is when someone gives you the answer. You could ask directly, just be clear. What would you do, or don't you do?

Forcing the person to state it in the first person, for example, you're asking for a raise. And the person is being kind of vague. And you say, look, just be honest with me. Are you going to give me the raise or are you not going to give me the raise? Any force, the person to state that I will give you the raise or I will not give you the raise. What are our key takeaways here? 

The first is that consistency works because you don't want to contradict yourself. Nobody does. So, in other words, if you just get someone to state or do something, they'll keep going in that direction. It can be triggered with both words and actions. Consistency works by both getting someone to take an action or say that they will do something, both types of commitment work and both have very similar effects. 

And finally, rationalization helps. Here we. All do things emotionally and then try to find a reason for them afterwards. Consistency takes advantage of this. So, one gets you to do something, even if for a random
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