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Information processing. See

Decision-making process
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142–152, 250–251
King, M. L., Jr., 64, 151
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‘‘Lady in Red’’ technique, for eye
contact, 268–269
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270–272; imprecision in, 182–183;
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Mental mentors technique, 106–110
Mentors, virtual, 106–110
Meta-mirror position, 170–174
Metaphors, use of, 63–69, 245–248
Metaprograms, 191–202, 254–257
Metrics, 82–85
Midtown case (example), 40–43
Mimicking, and body language, 123
Mirroring, and body language, 123
Modality, 82–85
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Moves management, 9
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Neutral position, of posture, 263–264
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‘‘No’’ responses, dealing with, 206–212
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‘‘Past, present, future’’ metaprogram,
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‘‘Period of time’’ preference, and decision

making, 220–221
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273–275; and good writing, 62–63
Philanthropy, 3, 10
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Points of view, and influence, 5
Positions, perceptual, 157–176
Positive anchors, 95, 96–103
Posture, principles for, 262–266
Power pauses, 271–272
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259–275
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Relationship flow, and rapport, 119
Resourceful state, 95, 96–103
Resources, availability of, 86–88
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Senior managers, as stakeholders, 52
Sensory systems, and language, 137–152,

246–257
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77–91
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22–24
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Staff, as stakeholders, 52
Stakeholders, 51–52
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Thinking: filters and, 183–191; imprecise

language and, 182–183
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language, 271
Timing, and decision making, 216–226
The Tipping Point (Gladwell), 24
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263–264
‘‘Toward or away from’’ metaprogram,
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elements of influence, 5
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Values, and influence techniques, 8
Vantage Point (film), 157–158
Verbs, and good writing, 62
Viesca, B., 87–88
Viral marketing, 2
Virtual mentors technique, 106–110
Vision, and =mc framework, 54–57
Visual language, 247–248
Visual sensory system, 139, 141–152,

253–254
Vocabulary, and good writing,

59–61

Voice: as communication channel,
120–122; matching of, 126–128, 132

Volunteers, as stakeholders, 52

W

Walk, Stop, Talk (WST), as movement
principle, 265

WaterforLife (example), 166–169
Website, 235
Women’s Cancer Run (example), 80–82
Word choice, and good writing, 59–61
Words, as communication channel,

120–122
World Vision, 41–42
Writing, for fundraising influence,
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