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How to Get People to Do What You Want: The Art of Influence and Persuasion

how to get people to do what you want is a question that many of us ponder, whether
in personal relationships, the workplace, or everyday interactions. It’s not about
manipulation or coercion but about mastering the art of influence and communication to
inspire cooperation and goodwill. Understanding how to encourage others to align with
your ideas or requests can improve collaboration, reduce friction, and create more positive
outcomes for everyone involved. Let’s dive into some practical strategies and insights on
how to genuinely connect with people and motivate them to act in ways that benefit both
parties.

Understanding the Psychology Behind Influence

Before exploring specific techniques, it’s essential to grasp why people say “yes” or “no.”
Human behavior is driven by a mix of emotions, logic, social pressures, and personal
incentives. When you know what motivates someone, you can tailor your approach
effectively.

Recognize What Matters to Them

Everyone has different priorities—some value recognition, others crave security or
autonomy. By identifying what matters most to the person you’re trying to influence, you
can frame your request in a way that appeals to their interests or alleviates their concerns.
This approach taps into intrinsic motivation, making it more likely they’ll respond
positively.

The Role of Reciprocity

One of the most powerful principles in social psychology is reciprocity—the idea that
people feel compelled to return favors or kindness. When you do something helpful or
show genuine appreciation, others are more inclined to help you in return. This isn’t about
keeping score but about building trust and goodwill over time.

Communication Techniques to Encourage
Cooperation

How you present your ideas or requests can dramatically affect the outcome. Effective
communication is key to influencing others without exerting pressure or creating
resistance.



Use Positive Language and Framing

The words you choose matter. Instead of focusing on what someone shouldn’t do,
emphasize positive outcomes and benefits. For example, saying “If you complete this task,
it will help the team meet its goals and shine in front of management” is more motivating
than “Don’t miss the deadline.” Positive framing inspires enthusiasm and a sense of
purpose.

Ask Open-Ended Questions

Inviting dialogue rather than issuing commands encourages people to engage
thoughtfully. Questions like “How do you think we can improve this process?” or “What
ideas do you have to make this project successful?” make others feel valued and part of
the decision-making process. This collaborative spirit often leads to higher commitment.

Be Clear and Specific

Ambiguity can cause confusion and hesitation. When you want someone to do something,
clearly articulate what you need, why it’s important, and when you expect it. Specific
requests reduce uncertainty and make it easier for others to comply.

Building Trust and Rapport

People are naturally more willing to cooperate with those they trust and like. Building
authentic relationships creates a foundation for influence that lasts.

Show Empathy and Listen Actively

Taking the time to understand someone’s perspective demonstrates respect and openness.
Active listening—nodding, summarizing their points, and asking clarifying
questions—helps build rapport and reveals any concerns or objections they may have.
Addressing these honestly paves the way for smoother collaboration.

Be Consistent and Reliable

Trust grows when people know they can depend on you. Following through on your
promises, being punctual, and maintaining integrity in your actions encourages others to
reciprocate that reliability.



Leverage Social Proof and Authority

Humans tend to look to others when deciding how to behave, especially in uncertain
situations.

Use Examples and Testimonials

Sharing stories of how others benefited from following a similar course of action can be
persuasive. Whether it’s colleagues who succeeded by adopting your idea or respected
figures endorsing a particular approach, social proof taps into our natural tendency to
conform to group norms.

Establish Your Credibility

People are more likely to listen when they perceive you as knowledgeable and trustworthy.
Demonstrating expertise without arrogance, providing evidence, and admitting when you
don’t know something all contribute to your authority in a respectful way.

Motivating Action with Incentives and
Encouragement

Sometimes, people need a little extra nudge to move from intention to action.

Offer Meaningful Incentives

Incentives don’t always mean money or tangible rewards. Recognition, opportunities for
growth, or even a simple thank-you note can motivate people to participate
enthusiastically. Understanding what motivates someone personally allows you to offer the
most impactful incentive.

Break Down Tasks into Manageable Steps

Large requests can feel overwhelming. Helping people see the process as a series of
achievable steps reduces anxiety and increases the likelihood they’ll follow through. This
method also provides moments to celebrate progress, reinforcing motivation.



The Importance of Timing and Patience

Even with the best approach, timing can influence how willing someone is to cooperate.

Choose the Right Moment

Approaching someone when they’re stressed, busy, or distracted reduces your chances of
success. Pay attention to their mood and environment, and find a time when they’re more
receptive to conversation.

Be Patient and Respect Autonomy

Pushing too hard or expecting immediate compliance can backfire. People value their
independence and may resist if they feel coerced. Offering space and time to consider
your request shows respect and often leads to more genuine agreement.

Practical Examples of How to Get People to Do
What You Want

Let’s consider a few real-life scenarios to illustrate these principles:

At Work: Instead of demanding your team stay late to finish a project, explain how
their extra effort will impress clients and boost the company’s reputation. Offer to
provide snacks or a small bonus as appreciation.

With Friends: If you want a friend to join you for an event, highlight how much fun
it will be and remind them of past enjoyable experiences together rather than simply
insisting they come.

At Home: When asking family members to help with chores, discuss how their
contribution makes the home more comfortable for everyone and express gratitude
for their support.

Each example shows respect, clear communication, and an understanding of what
motivates the other person.

---

Mastering how to get people to do what you want is less about control and more about
connection. By focusing on empathy, clear communication, trust-building, and genuine
motivation, you create an environment where cooperation flows naturally. These skills not



only help you achieve your goals but also foster stronger, more positive relationships in
every area of life.

Frequently Asked Questions

How can I persuade others to agree with my ideas?
To persuade others, clearly communicate the benefits of your idea, listen to their
concerns, and find common ground. Use evidence and stories to make your points
relatable and credible.

What are effective techniques to influence people
positively?
Effective techniques include building rapport, showing empathy, using positive body
language, asking open-ended questions, and appealing to people's values and interests.

How do I motivate someone to take action?
Understand their motivations and goals, provide clear and achievable steps, offer
encouragement, and highlight the positive outcomes of taking action.

Can building trust help in getting people to do what I
want?
Yes, building trust is crucial. When people trust you, they're more likely to listen and
cooperate. Be honest, reliable, and consistent to establish trust.

How important is communication in influencing others?
Communication is vital. Clear, respectful, and persuasive communication helps others
understand your perspective and feel valued, increasing the likelihood they'll follow your
suggestions.

What role does emotional intelligence play in
influencing people?
Emotional intelligence allows you to recognize and manage your emotions and those of
others, helping you respond appropriately and build stronger connections, which enhances
your influence.

How can I use social proof to encourage people to follow
my lead?
Social proof involves showing that others are already doing what you want, which creates



a sense of validation and reduces resistance. Share testimonials, examples, or statistics to
demonstrate this.

Is it effective to offer incentives to get people to do what
I want?
Offering incentives can be effective if they align with what the person values. However,
intrinsic motivation and genuine interest often lead to more sustainable cooperation than
external rewards alone.

How do I handle resistance when trying to influence
someone?
Listen to their concerns without interrupting, acknowledge their perspective, address
misunderstandings, and find compromises. Patience and empathy can help overcome
resistance.

Additional Resources
How to Get People to Do What You Want: Strategies Rooted in Psychology and
Communication

how to get people to do what you want is a question that has intrigued leaders,
marketers, educators, and everyday individuals alike. Whether in professional settings or
personal relationships, influencing others effectively requires more than just demands or
directives. It involves a nuanced understanding of human behavior, communication
techniques, and motivational triggers. This article explores evidence-based methods and
practical insights into how to get people to do what you want, weaving in psychological
principles and communication strategies that enhance persuasion and compliance.

Understanding the Psychology Behind Influence

At the core of learning how to get people to do what you want is grasping the
psychological frameworks that govern human decision-making. People are not purely
rational actors; emotions, social context, cognitive biases, and perceived incentives all
shape their willingness to cooperate or comply.

The Role of Reciprocity and Social Proof

Reciprocity is a powerful social norm suggesting that people feel compelled to return
favors or kindness. Studies show that when you do something beneficial for someone, they
are more likely to respond positively to your requests later. Leveraging reciprocity can be
as simple as offering help, sharing valuable information, or providing compliments before
asking for a favor.



Social proof, another potent influence mechanism, relies on the tendency of individuals to
mimic the actions of others, especially in ambiguous situations. Highlighting that others
have already agreed to or benefited from what you propose can significantly increase
compliance rates. This principle is widely used in marketing, where testimonials and user
reviews serve as social proof.

Authority and Commitment

People are generally inclined to follow instructions from those they perceive as experts or
authority figures. Establishing credibility through demonstrated knowledge or experience
can increase the likelihood people will adhere to your requests. However, this influence is
nuanced; overbearing or illegitimate authority can backfire and breed resistance.

Commitment and consistency theory suggests that once people commit to an idea or
action, they strive to remain consistent with that commitment. This insight underpins
strategies like the “foot-in-the-door” technique, where a small initial agreement paves the
way for larger requests.

Effective Communication Techniques to Motivate
Action

Learning how to get people to do what you want also involves mastering communication
skills that foster cooperation rather than confrontation. The manner in which requests are
framed and delivered can significantly affect outcomes.

Clarity and Specificity in Requests

Ambiguous requests often lead to confusion or reluctance. Being clear and specific about
what you want reduces uncertainty and makes it easier for others to comply. For example,
instead of saying, “Can you help me with the project?” specify, “Can you review the
financial report by Thursday afternoon?”

Appealing to Interests and Needs

Tailoring your approach to align with the other person’s interests, goals, and values makes
your request more compelling. Understanding what motivates your audience—whether it
is recognition, financial reward, or personal growth—allows you to frame your ask in a
way that resonates.



Using Positive Language and Tone

The choice of words and tone shapes how your message is received. Positive language that
emphasizes benefits and collaboration tends to elicit more favorable responses than
negative or demanding tones. For instance, “I’d appreciate your expertise on this” sounds
more inviting than “You need to do this.”

Strategies and Techniques to Increase
Compliance

Beyond psychological principles and communication skills, there are practical strategies to
encourage people to follow through on your requests.

Building Rapport and Trust

People are far more likely to respond positively when there is a foundation of trust and
mutual respect. Investing time in relationship-building, active listening, and empathy can
create an environment where people feel valued and more willing to help.

Offering Incentives and Rewards

While intrinsic motivation is powerful, extrinsic incentives such as bonuses, recognition, or
privileges can also drive action. However, it’s important to balance incentives so they
don’t undermine intrinsic motivation or appear manipulative.

Timing and Context Sensitivity

Choosing the right moment to make a request can influence its success. People are more
receptive when they are less stressed, have the capacity to help, or when the request fits
naturally into their schedule or priorities.

Using the “Foot-in-the-Door” and “Door-in-the-Face”
Techniques

These classic persuasion techniques involve sequencing requests strategically:

Foot-in-the-door: Start with a small request to gain initial agreement, then follow
with a larger ask.



Door-in-the-face: Begin with a large, often unreasonable request that is likely to be
refused, then retreat to a smaller, more reasonable one.

Both approaches rely on psychological consistency and concession principles to increase
the likelihood of compliance.

Ethical Considerations in Influencing Others

While understanding how to get people to do what you want can be a valuable skill, it is
critical to apply influence ethically. Manipulation, coercion, or deceptive tactics can
damage trust and relationships in the long term.

Being transparent about your intentions and respecting the autonomy of others preserves
goodwill and fosters sustainable cooperation. Moreover, ethical influence often yields
better results, as people who feel respected and empowered are more motivated and
engaged.

Comparing Influence Across Different Contexts

The effectiveness of methods to get people to do what you want can vary depending on
context:

Workplace: Authority, incentives, and clear communication are often effective, but
emotional intelligence and rapport matter for team cohesion.

Sales and Marketing: Social proof, scarcity, and reciprocity are frequently
employed to influence consumer behavior.

Personal Relationships: Empathy, trust, and mutual respect are paramount, as
overt pressure can harm intimacy.

Adapting your approach to the social setting and cultural norms increases the likelihood of
successful influence.

The Role of Nonverbal Communication

Nonverbal cues such as body language, facial expressions, and eye contact can reinforce
or undermine verbal requests. Confident posture and genuine smiles can increase
approachability and trustworthiness. Conversely, inconsistent signals may create
confusion or suspicion.



Attention to nonverbal communication is a subtle yet crucial dimension in understanding
how to get people to do what you want.

Leveraging Technology and Digital
Communication

In today’s digital age, much interaction happens through email, messaging, and social
media. Learning how to get people to do what you want in virtual settings involves
crafting concise, respectful, and engaging messages. Personalization and timely follow-ups
enhance responsiveness.

Additionally, platforms allow for strategic use of social proof, such as displaying likes,
shares, or endorsements, to encourage participation or agreement.

The interplay of psychological insight, effective communication, ethical integrity, and
contextual awareness forms the backbone of influencing others successfully. Whether
persuading colleagues, customers, or friends, mastering these elements improves the odds
that people will willingly do what you want.

How To Get People To Do What You Want

  how to get people to do what you want: Get People to Do What You Want Gregory
Hartley, Maryann Karinch, 2008-08-15 In business, school, romance, or your neighborhood, it is
valuable to know what attracts people, what repels them, and what makes them tick. How do people
see you? And how do you see others? In Get People to Do What You Want, you'll find the practical
answers to these questions and in the process, discover how to win people over. You will gain an
upper hand in your interaction with others that translates into higher starting salaries, greater
productivity, and better relationships in which you are never the victim. You'll learn about:
*One-on-one interaction. *Group dynamics. *The projection of leadership. *Instinctual trust and
mistrust of others. *Other elements of human behavior that must be understood to win people over
for more than a few moments. Get People to Do What You Want is the perfect, modern complement
to Dale Carnegie's 1937 classic work on the topic. In fact, you might think of them as the Old and
New Testaments of interpersonal skills. Interrogation is about getting people who do not like you
(the enemy) to side with you long enough to get your desired outcome. It means motivating human
behavior to create a bond that allows someone who may dislike you to feel obliged to cooperate with
you. This book teaches you skills honed in years of interrogation and expanded by use in the
business world. By combining these skills with your unique background, you will easily attract the
people you want and get rid of the ones you don't.
  how to get people to do what you want: The Complete Idiot's Guide to Starting Your
Own Restaurant Howard Cannon, 2002 Offers advice on opening a restaurant, including site
selection, marketing, staff management, menu pricing, kitchen organization, and cash overages.
  how to get people to do what you want: Millionaire Success Habits Dean Graziosi,
2023-08-15 Now in paperback: Legendary business coach and entrepreneur Dean Graziosi takes you
from where you are in life to where you want to be, using simple tools to reshape daily routines and
open new doors to prosperity--whether you're a fellow entrepreneur, an employee or executive, or a
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new grad in your first job. “In this book there are amazing recipes to get the life you want faster,
easier, and with less stress. Read it and live rich!” — David Bach, nine-time New York Times
best-selling author and financial expert Millionaire Success Habits is a book designed with one
purpose in mind: to take you from where you are in life to where you want to be by incorporating
easy-to-implement “Success Habits” into your daily routine. Legendary business coach Dean Graziosi
has broken down the walls of complexity around success and created simple strategies that you can
quickly put to use to reach the level of wealth and abundance you desire. This book is not about
adding more time to your day. It is about replacing those things that are not serving your future with
success habits designed specifically to assist you on your journey to a better you. In these pages,
you’ll: Drill down deep to identify your “why”—the true purpose that drives you and the real reason
you want to prosper Expose and overcome the “villain within” that’s holding you back Unlock the
single biggest secret to being productive (it’s probably not what you think) Believe in your own
massive potential—so you can make it a reality Use Dean’s 30-day Better Life Challenge to catapult
you into your new life Now in paperback, Millionaire Success Habits gives you the tools you need to
radically reshape your daily routine and open new doors to prosperity.
  how to get people to do what you want: Weekly Compilation of Presidential Documents ,
2000
  how to get people to do what you want: Dragonheart Todd J. McCaffrey, 2009-10-27 The
specter of sickness looms over the Weyrs of Pern, felling fire-lizards and threatening their dragon
cousins, Pern’s sole defense against the deadly phenomenon that is Thread. Fiona, the young rider of
queen dragon Talenth, is about to assume the duties of a Weyrwoman when word spreads that
dragons have begun succumbing to the new contagion. As more dragons sicken and die, Weyrleader
B’Nik and queen rider Lorana comb Fort Weyr’s archives in a desperate search for clues from the
past that may hold the solution to the plague. But could the past itself prove the pathway to salvation
for Pern’s imperiled dragons? Guided by a mysterious ally from a wholly unexpected place, and
trusting in the dragon gift for transcending time, Fiona will join a risky expedition with far-reaching
consequences for both Pern’s future and her personal destiny.
  how to get people to do what you want: Congressional Record United States. Congress,
1946
  how to get people to do what you want: Achieve Lasting Process Improvement Bennet
Lientz, Kathryn Rea, 2009-11-03 Methods of improving business processes are developed on an
ongoing basis, but few are successful. Common problems encountered include the failure of
processes to meet expectations and the inability to sustain or replicate these business processes.
Involvement of personnel at grassroots level, as well as at management level, is essential in
implementing effective process improvement methods. The authors present a step-by-step approach
to the issue of effective process improvement, offering more than 200 tips and guidelines as well as
addressing specific common problems and issues. The strategy presented is to take a broad and
intuitive, but learned view of process improvement methods, and the tactics expounded are based on
guidelines, common faults, and lessons learned. The authors disparage process improvement
operations that depend on jargon and the support of just upper management, and promote
grassroots involvement and self-sustaining measurement, making this an essential guide for all with
involvement in process improvement.
  how to get people to do what you want: Overcoming Depression 3rd Edition Paul Gilbert,
2009-05-01 Overcoming app now available via iTunes and the Google Play Store. A Books on
Prescription Title Break free from the hell of depression If you suffer from depression you are far
from alone. Depression is very common, affecting over 300 million people around the world. Written
by Professor Paul Gilbert, internationally recognised for his work on depression, this highly
acclaimed self-help book has been of benefit to thousands of people including sufferers, their friends
and families, and those working in the medical profession. This fully revised third edition has been
extensively updated and rewritten to reflect over ten years of new research on understanding and
treating depression, particularly the importance of developing compassionate ways of thinking,



behaving and feeling. It contains helpful case studies and new, easy-to-follow, step-by-step
suggestions and exercises to help you understand your depression and lift your mood.
  how to get people to do what you want: Mentoring and Sponsoring Maria Angela Capello,
Eve Sprunt, 2020-11-11 This book is a compilation of very personal approaches to mentoring and
sponsoring, breaking the stereotypes of seniority, age or experience. The authors have provided a
platform to understand that mentoring and especially sponsoring are in fact a win-win relation, in
which both sides, mentors and mentees; and sponsors and sponsored individuals learn from each
other, enhancing their career paths. How they managed to create a growth space for themselves and
their teams through mentoring and sponsoring, is a story of professional leadership. They shared a
privileged outlook to understand the root causes of barriers, as well as to envision plausible
solutions for difficult career crossroads, in which mentorship or sponsoring was key to steer step
changes. The authors propose not only their vision, but a remarkable collection of unfiltered
interviews with young and renown professionals in many sectors, from photography to music,
research, sports, energy, and more, completing a vision of what is key for both sides of the equation
pertinent to mentoring and sponsoring: the givers and the receivers. They explain what is needed to
gain the most out of the mentoring and sponsoring loops, with their own career stories. Success is
supported by many factors, in which the most important are the technical competency and
performance aligned with resilience. However, in the long path of a career, mentors and particularly
sponsors play a foundational and frequently a changing-life role, improving our perspective or
triggering reflections and actions that benefitted our journeys at work and in life. This book provides
insights on what works for an effective mentoring and sponsoring process. It is useful for all
professionals, especially those starting their career journeys.
  how to get people to do what you want: Transactions of the American Dental Association at
the ... Annual Meeting American Dental Association, 1896
  how to get people to do what you want: Elon Musk's Top 10 Tricks to Achieve a Newer
Height of Success in Any Walks of Life J.D. Rockefeller, Are you stuck into a dull life and you want to
get out? Or are you living a life wherein success is almost next to impossible? If you are about to
give up, please don’t! Elon Musk shared some of the best rules that anyone can follow in order to
achieve a successful and fulfilling life down the road. Brace yourself for a life-changing journey as
you are guided by these top 10 rules to achieve success. Be ready to establish your own PayPal and
Space X, just like Elon did? Start now!
  how to get people to do what you want: Key Thinkers in Critical Communication Scholarship
John A. Lent, Michelle Amazeen, 2015-08-04 The personal anecdotes and candid reflections on the
lives and work of these important critical scholars, and their predictions on the future of the field,
make this book a valuable resource for scholars and students of communication, media studies,
political economy, political science, and those interested in critical theoretical approaches.
  how to get people to do what you want: People Analytics For Dummies Mike West,
2019-02-20 Maximize performance with better data Developing a successful workforce requires
more than a gut check. Data can help guide your decisions on everything from where to seat a team
to optimizing production processes to engaging with your employees in ways that ring true to them.
People analytics is the study of your number one business asset—your people—and this book shows
you how to collect data, analyze that data, and then apply your findings to create a happier and more
engaged workforce. Start a people analytics project Work with qualitative data Collect data via
communications Find the right tools and approach for analyzing data If your organization is ready to
better understand why high performers leave, why one department has more personnel issues than
another, and why employees violate, People Analytics For Dummies makes it easier.
  how to get people to do what you want: Transactions of the Indiana Horticultural Society for
the Year ... Indiana Horticultural Society. Meeting, 1915
  how to get people to do what you want: Founders at Work Jessica Livingston, 2008-11-01
Now available in paperback—with a new preface and interview with Jessica Livingston about Y
Combinator! Founders at Work: Stories of Startups' Early Days is a collection of interviews with



founders of famous technology companies about what happened in the very earliest days. These
people are celebrities now. What was it like when they were just a couple friends with an idea?
Founders like Steve Wozniak (Apple), Caterina Fake (Flickr), Mitch Kapor (Lotus), Max Levchin
(PayPal), and Sabeer Bhatia (Hotmail) tell you in their own words about their surprising and often
very funny discoveries as they learned how to build a company. Where did they get the ideas that
made them rich? How did they convince investors to back them? What went wrong, and how did
they recover? Nearly all technical people have thought of one day starting or working for a startup.
For them, this book is the closest you can come to being a fly on the wall at a successfulstartup, to
learn how it's done. But ultimately these interviews are required reading for anyone who wants to
understand business, because startups are business reduced to its essence. The reason their
founders become rich is that startups do what businesses do—create value—more intensively than
almost any other part of the economy. How? What are the secrets that make successful startups so
insanely productive? Read this book, and let the founders themselves tell you.
  how to get people to do what you want: Academic Encounters Level 3 Teacher's Manual
Listening and Speaking Kim Sanabria, 2012-10-15 Academic Encounters Second edition is a
paired skills series with a sustained content approach to teach skills necessary for taking academic
courses in English. Academic Encounters Level 3 Teacher's Manual Listening and Speaking Life in
Society contains general teaching guidelines for the course, task by task teaching suggestions,
answers for all tasks, and chapter quizzes.
  how to get people to do what you want: Powerhouse Business Mentorship Jay J. Silverberg,
2024-08-06 Powerhouse Business Mentorship is the Definitive Business/Entrepreneurial Mentoring
Handbook Mentoring embraces vision-building, handholding, numbers-crunching, and
encouragement. It’s a two-way street consisting of the mentor (advisor/coach) and the mentee (the
committed participant). For the mentor, Powerhouse Business Mentorship offers powerful,
success-oriented techniques and proven strategies that can assure a mutually effective mentorship
experience. For the mentee, this book counsels on how to choose a mentor, how to control the
process and how to get the most out of the relationship. Mentoring is not all about ‘You need to do it
this way, my way’, but more so ‘Tell me what you are trying to do and where you want this
opportunity to take you’. Powerhouse Business Mentorship also recounts Jay’s mentoring journeys.
Some were great and delivered memorable outcomes, some merely good, and others best described
as...‘colorful’. Everything Jay has learned from his mentoring encounters has found its way into
Powerhouse Business Mentorship. Anyone leading or participating in mentorship needs to have
Powerhouse Business Mentorship as their indispensable handbook.
  how to get people to do what you want: Drugs and Violence United States. Congress. Senate.
Committee on Governmental Affairs. Permanent Subcommittee on Investigations, 1989
  how to get people to do what you want: The Crisis , 1995-02 The Crisis, founded by W.E.B.
Du Bois as the official publication of the NAACP, is a journal of civil rights, history, politics, and
culture and seeks to educate and challenge its readers about issues that continue to plague African
Americans and other communities of color. For nearly 100 years, The Crisis has been the magazine
of opinion and thought leaders, decision makers, peacemakers and justice seekers. It has chronicled,
informed, educated, entertained and, in many instances, set the economic, political and social
agenda for our nation and its multi-ethnic citizens.
  how to get people to do what you want: Open the Door to the Truth Michael Porter,
2021-09-21 Open the Door to the Truth By: Michael Porter It’s not always easy to know what you
want, let alone how to get it. When a young couple, Jack and Diane, are offered the opportunity to
learn the truth behind getting the things you desire, they learn there’s a reason for everything; that
small, financially responsible decisions add up; and hard work pays off in the end. Learn the secrets
of success in getting what you want through the real-life scenarios presented in Open the Door to
the Truth. Finally, it’s time to take action, take control of your life, and start getting what you want.
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