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L aura says

The woman who wrote this may have socia skills, but sheisalso anidiot. The book is unfortunately so
shoddily and offensively written, | often found myself needing to take breathers between chapters. At least
150 pages of thistome needn't exist. Like atrue conversationalist, Landes makes sure every single "trick" is
accompanied by one or two vapid anecdotes. She has some good tips, but far from 92 of them. Some just
make you a stupid jerk -- instructions on how to trap someone el se into speaking with abore so you can walk
away? Really?

Favorite idiotic quote-

"Most Big Apple subway riders know only two things about the subway: where they get on and where they
get off. They know nothing about the rest of the system. Most people are like NY C strap-hangers when it
comes to their hobbies and interests. They know their own pastimes, but all the others are like unvisited

stations."

You like this? By all means, grab acopy and digin.

Trevor says

There's a (likely apocryphal) story about Groucho Marx being interviewed, where the interviewer asked him
what the key to success as an actor was. Marx responded, " Sincerity is the key. Once you can fake that,
you've got it made.”

Leil Lowndes apparently feels the same way, but she appears not to catch theirony in it.
There's a difference between advice that helps bring out the real you, enabling you to put your best foot

forward, and advice that helps hide the real you, enabling you to convince people you're better than you are.
This book falls squarely in the latter camp. Not worth reading.

Chad Warner says

A useful collection of tips for social interactions, mostly for business networking. They emphasize nonverbal
communication such as body language and vocal tone. This book definitely increased my awareness of my
social behavior, and I'll keep several of the tipsin mind.

If you've read How to Win Friends and Influence People (my review) or other books about winning people
over, you won't find much new here. However, there are afew tips that countered common wisdom, such as
waiting until after a caller announces their name to sound excited (rather than sounding excited as soon as
you answer). Some tips seem disingenuous and manipulative, such astiming your smile, crafting your
compliments, and altering your behavior, but most are sound.



| listened to the audiobook, which is energetically read by the author. She comes across as overconfident, but
she's also funny at times. The 3.5-hour recording contains 62 tips instead of the book’s 92.

By the way, besides How to Win Friends, | highly recommend Never Eat Alone (my review).

My favoritetips

» When introduced to someone, pivot 100% towards them.

» When asked what you do, give an explanation along with your job title.

« Listen for the other person to drop clues about their interests, then ask about them.

* Keep turning the “spotlight” of conversation on the other person.

* Parrot the other person’s last few words, in the form of a question, to keep the conversation going.
» Ask “How do you spend most of your time?’ not “What do you do?’

» Mimic the motions and manners of the other person.

» Mimic the words and phrases of the other person.

» Usethewords “we”, “us’, and “our” to imply camaraderie.

» Thekiller compliment: privately and sincerely compliment the other person on a specific, attractive quality
or trait. Don't do this more than twice ayear per person, or you'll dilute its effect.

* On the phone, replace gestures with words.

* On the phone, use a person’ s name much more often than when face-to-face.

Sarah says

The first impulse isto rip this book to shreds in my review because of how many times it made me cringe
and cover my face with my palm. | have honestly never read anything quite so...bombastic. It gets extremely
laughable and pitiful. | shall elaborate.

The author of this book, Leil Lowndes, has divided the book into 92 "mini-essays" for each of her "little
tricks'. Each mini-essay comes with some kind of anecdote. Y ou can guarantee these anecdotes will tell us
all about Leil's very very high powered "Big Winner" or "Big Cat" friends, or her scorning and mocking one
of her "little cat" friends who made some kind of gaffe. Y ou can aso find ridiculous analogies like "when a
pack of wolvesis chasing ajackrabbit through the jungle”...then what, Leil? They're dl ridiculously lost? It
tries so hard to reinforce her own inflated sense of self-importance it's aimost like you're reading a pep talk
from the author to herself. Half of it sounds like invented garbage and...to no real end.

But to be fair, there are some decent tips in the book. Perhaps not mind-blowing tips you would never have
thought of, but certainly some communication strategies that are useful to read and draw your attention to.
There'salso afew - | would say a minority - which seem like such a hilariously bad idea | can't imagine
anyone with an ounce of sense even thinking about following them. It should be noted however that almost
every tip in the book is aimed towards people looking to make business contacts, sell things and network,
rather than making real friends or improving personal relationships. One can certainly read between the lines
and see places you could implement the tips in other ways, but do not expect them to be presented as such.

Overdl, the book isn't terrible if we purely look at the content, but you're going to struggle your way through
al of Lell's garbage boasting and Big Cat little cat talk. | fedl like patting myself on the back for getting
through it, to be honest!




Michelle says

I'm on amission of self-improvement. | found many of the tipsin this book to be very helpful (especialy
those focused on conversations), and I'm aready putting some of them into practice. What | liked was the
practical advice and clear examples and anecdotes for each tip.

| docked a star because | while | understand where Lowndes was going with the "Big Cat" vs "Little Cat"
comparison (or "Big Winners' vs"Losers'), at times| felt shetook it too far. For example, it came acrossin
the book that you're either a Big Cat communicator, or you're aLittle Cat. That's too black-and-white for me.
I think it's OK to be a"Medium Cat", because we're humans, not robots. | think it's best to strike a healthy
balance. Too much of either thing is no good, in my humble opinion.

Also, near the end of the book, | felt that it was unnecessary for her to list which one of the friends she
mentioned in her anecdotes were successful and which ones weren't. She made it sound as though all of her
friends who made a single social faux pas were suddenly failuresin life. Having good social skillsis
important, | get it, but c'mon, we're going to make mistakes along the way, too and we shouldn't be deemed
permanent failures as aresult. Mistakes are a part of learning.

But overall, great book, and as | mentioned earlier, | did leave with some good tips to put into practice, so
that's a bonus.

Sarah says

| read this book because the title was appealing to me, an awkward turtle. But it wasn't helpful at all. I'm not
good at small talk even when | know what | should say, | probably have ADD and | don't like looking people
in the eyes for too long. Nearly all these tips are so phony and about basically being a fake person for other
people so they like you. Thetips are all fairly obvious (if not contradictory) but it doesn't help anyone like
me who already knows the lot of it but has severe trouble in actually applying them! | need a book that can
give me a perspective of someone with limitations and how to work with them to my benefit, because surely
thereis one. Thisoneis not that book. Also don't listen to the audiobook, oh my bananas, | couldn't stand the
phoniness and fakeness that drips from the voice of author.

Sepideh R says

Brian says

2 word review, shit sandwich.



SeyedM ahdi Hosseini says
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Topu Apple says

Reza Mardani says
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Alexis says

This lady probably has some good socia skills herself, but she's agod damn idiot.

Nadin Adel says

The author starts by saying that Dale Carnegie's book of How to Win Friends and I nfluence Peopleis
not applicable for the 21st century any more. However, the author did nothing but copying the same
lameideas from hisbook and attached her name on the cover. | real timewaster. Nevertheless, |
listened to it through as an audiobook, however it keepsto be waste my valuable moments of peace. |
really have to stop giving a chance to this sort of self-development books and keep in mind that they
are nothing but turning you into a nasty doormat to peoplein order to be accepted. Just be your self
and everything isgonna be terrifically fine!




v lbrahim v says

It isgood to be reminded of these skillsif you are working with people and counseling them. Some of them |
found came natural to me as | invest my entire life in being fully there for people in their needs and pains.

Theoderik Trajanson says

1. The Flooding Smile — Don't flash an immediate smile when you greet someone, as though anyone who
walked into your line of sight would be the beneficiary. Instead, look at the other person’s face for a second.
Pause. Soak in their persona. Then let a big, warm, responsive smile flood over your face and overflow into
your eyes. It will engulf the recipient like awarm wave. The split-second delay convinces people your
flooding smile is genuine and only for them.

2. Sticky Eyes— Pretend your eyes are glued to your conversation partner’ s with sticky warm taffy. Don't
break eye contact even after he or she has finished speaking. When you must ook away, do it ever so slowly,
reluctantly, stretching the gooey taffy until the tiny string finally breaks.

3. Epoxy Eyes— This brazen technique packs a powerful punch. Watch your target person even when
someone el se istalking. No matter who is speaking, keep looking at the man or woman you want to impact.
4. Hang by Y our Teeth — Visualize acircus iron-jaw bit hanging from the frame of every door you walk
through. Take a bite and, with it firmly between your teeth, let it swoop you to the peak of the big top. When
you hang by your teeth, every muscle is stretched into perfect posture position.

5. The Big-Baby Pivot — Give everyone you meet The Big-Baby Pivot. The instant the two of you are
introduced, reward your new acquaintance. Give the warm smile, the total-body turn, and the undivided
attention you would give atiny tyke who crawled up to your feet, turned a precious face up to yours, and
beamed a big toothless grin. Pivoting 100 percent toward the new person shouts “1 think you are very, very
specia.”

6. Hello Old Friend — When meeting someone, imagine he or sheis an old friend (an old customer, an old
beloved, or someone else you had great affection for). How sad, the vicissitudes of life tore you two asunder.
But, holy mackerel, now the party (the meeting, the convention) has reunited you with your long-lost old
friend! The joyful experience starts a remarkable chain reaction in your body from the subconscious
softening of your eyebrows to the positioning of your toes—and everything between.

7. Limit the Fidget — Whenever your conversation really counts, let your nose itch, your ear tingle, or your
foot prickle. Do not fidget, twitch, wiggle, squirm, or scratch. And above all, keep your paws away from
your puss. Hand motions near your face and all fidgeting can give your listener the gut feeling you're
fibbing.

8. Hans s Horse Sense — Make it a habit to get on adual track while talking. Express yourself, but keep a
keen eye on how your listener is reacting to what you' re saying. Then plan your moves accordingly. If a
horse can do it, so can a human. People will say you pick up on everything. Y ou never missatrick. You've
got horse sense.

9. Watch the Scene before Y ou Make the Scene — Rehearse being the Super Somebody you want to be ahead
of time. SEE yourself walking around with Hang by Y our Teeth posture, shaking hands, smiling the
Fooding Smile, and making Sticky Eyes. HEAR yourself chatting comfortably with everyone. FEEL the
pleasure of knowing you are in peak form and everyone is gravitating toward you. VISUALIZE yourself a
Super Somebody. Then it all happens automatically.

10. Make a Mood Match — Before opening your mouth, take a “voice sample” of your listener to detect his or
her state of mind. Take a“psychic photograph” of the expression to seeif your listener looks buoyant, bored,
or blitzed. If you ever want to bring people around to your thoughts, you must match their mood and voice



tone, if only for a moment.

11. Prosaic with Passion — Worried about your first words? Fear not, because 80 percent of your listener’s
impression has nothing to do with your words anyway. Almost anything you say at first is fine. No matter
how prosaic the text, an empathetic mood, a positive demeanor, and passionate delivery make you sound
exciting.

12. Always Wear a Whatzit — Whenever you go to a gathering, wear or carry something unusual to give
people who find you the delightful stranger across the crowded room an excuse to approach. “Excuse me, |
couldn’t help but notice your . . . what 1S that?’

13. Whoozat — Whoozat is the most effective, least used (by nonpoliticians) meeting-people device ever
contrived. Simply ask the party giver to make the introduction, or pump for afew facts that you can
immediately turn into icebreakers.

14. Eavesdrop In — No Whatzit? No host for Whoozat? No problem! Just sidle up behind the swarm of folks
you want to infiltrate and open your ears. Wait for any flimsy excuse and jump in with “Excuse me, |
couldn’t help but overhear. . . .” Will they be taken aback? Momentarily. Will they get over it? Momentarily.
Will you be in the conversation? Absolutely!

15. Never the Naked City — Whenever someone asks you the inevitable, “And where are you from?’ never,
ever, unfairly challenge their powers of imagination with a one-word answer. Learn some engaging facts
about your hometown that conversational partners can comment on. Then, when they say something clever
in response to your bait, they think you're a great conversationalist.

16. Never the Naked Job — When asked the inevitable “ And what do you do,” you may think “I’m an
economist/an educator/an engineer” is giving enough information to engender good conversation. However,
to one who is not an economist, educator, or an engineer, you might aswell be saying “I'm a

pal eontol ogi st/psychoanal yst/pornographer.” Flesh it out. Throw out some delicious facts about your job for
new acquai ntances to munch on. Otherwise, they’ll soon excuse themselves, preferring the snacks back at the
cheese tray.

17. Never the Naked Introduction — When introducing people, don’t throw out an unbaited hook and stand
there grinning like abig clam, leaving the newlymetsto flutter their fins and fish for atopic. Bait the
conversational hook to get them in the swim of things. Then you're free to stay or float on to the next
networking opportunity.

18. Be aWord Detective — Like a good gumshoe, listen to your conversation partner’s every word for clues
to hisor her preferred topic. The evidence is bound to slip out. Then spring on that subject like a sleuth on to
adlip of the tongue. Like Sherlock Holmes, you have the clue to the subject that’s hot for the other person.
19. The Swiveling Spotlight — When you meet someone, imagine a giant revolving spotlight between you.
When you' re talking, the spotlight is on you. When the new person is speaking, it’ s shining on him or her. If
you shine it brightly enough, the stranger will be blinded to the fact that you have hardly said a word about
yourself. The longer you keep it shining away from you, the more interesting he or she finds you.

20. Parroting — Never be left speechless again. Like aparrot, simply repeat the last few words your
conversation partner says. That puts the ball right back in his or her court, and then al you needto dois
listen.

21. Encore! — The sweetest sound a performer can hear welling up out of the applauseis“Encore! Encorel
Let's hear it again!” The sweetest sound your conversation partner can hear from your lips when you're
talking with agroup of peopleis*“Tell them about thetimeyou . . .” Whenever you're at a meeting or party
with someone important to you, think of some stories he or she told you. Choose an appropriate one from
their repertoire that the crowd will enjoy. Then shine the spotlight by requesting a repeat performance.

22. Ac-cen-tu-ate the Pos-i-tive — When first meeting someone, lock your closet door and save your
skeletons for later. Y ou and your new good friend can invite the skeletons out, have a good laugh, and dance
over their bones later in the relationship. But now’ s the time, as the old song says, to “ ac-cen-tu-ate the pos-
i-tive and elim-i-nate the neg-a-tive.”

23. The Latest News. . . Don’t Leave Home without It — The last move to make before leaving for the party



— even after you've given yourself final approval in the mirror—isto turn on the radio news or scan your
newspaper. Anything that happened today is good material. Knowing the big-deal news of the moment is
also a defensive move that rescues you from putting your foot in your mouth by asking what everybody’s
talking about. Foot-in-mouth is not very tasty in public, especially when it’ s surrounded by egg-on-face.

24. What Do You Do—NOT! — A sure sign you' re a Somebody is the conspicuous absence of the question,
“What do you do?’ (Y ou determine this, of course, but not with those four dirty words that 1abel you as
either aruthless networker, a social climber, a gold-digging husband or wife hunter, or someone who's never
strolled along Easy Street.)

25. The Nutshell Résumé — Just as job-seeking top managers roll a different written résumé off their printers
for each position they’ re applying for, let a different true story about your professional liferoll off your
tongue for each listener. Before responding to “What do you do?’ ask yourself, “What possible interest could
this person have in my answer? Could he refer business to me? Buy from me? Hire me? Marry my sister?
Become my buddy?’ Wherever you go, pack a nutshell about your own life to work into your
communications bag of tricks.

26. Y our Personal Thesaurus— Look up some common words you use every day in the thesaurus. Then, like
slipping your feet into anew pair of shoes, slip your tongue into afew new words to see how they fit. If you
like them, start making permanent replacements. Remember, only fifty words makes the difference between
arich, creative vocabulary and an average, middle-of-the-road one. Substitute aword a day for two months
and you'll bein the verbally €lite.

27. Kill the Quick “Me, Too!” —Whenever you have something in common with someone, the longer you
wait to reved it, the more moved (and impressed) he or she will be. Y ou emerge as a confident big cat, not a
lonely little stray, hungry for quick connection with a stranger. P.S.: Don’'t wait too long to revea your
shared interest or it will seem like you’ re being tricky

28. Comm-Y OU-nication — Start every appropriate sentence with you. It immediately grabs your listener’s
attention. It gets a more positive response because it pushes the pride button and saves them having to
trandateit into “me” terms. When you sprinkle you asliberally as salt and pepper throughout your
conversation, your listenersfind it an irresistible spice.

29. The Exclusive Smile — If you flash everybody the same smile, like a Confederate dollar, it loses value.
When meeting groups of people, grace each with adistinct smile. Let your smiles grow out of the beauty big
players find in each new face. If one person in a group is more important to you than the others, reserve an
especially big, flooding smile just for him or her.

30. Don't Touch a Cliché with a Ten-Foot Pole — Be on guard. Don’t use any clichés when chatting with big
winners. Don’t even touch one with aten-foot pole. Never? Not even when hell freezes over? Not unless you
want to sound dumb as a doorknaob. Instead of coughing up acliché, roll your own clever phrases by using
the next technique.

31. Use Jawsmith’s Jive — Whether you' re standing behind a podium facing thousands or behind the
barbecue grill facing your family, you' [l move, amuse, and motivate with the same skills. Read speakers
books to cull quotations, pull pearls of wisdom, and get gems to tickle their funny bones. Find afew bon
motsto let casually dlide off your tongue on chosen occasions. If you want to be notable, dream up a crazy
guotable. Make’ em rhyme, make ’em clever, or make 'em funny. Above all, make'em relevant.

32. Call a Spade a Spade — Don’t hide behind euphemisms. Call a spade a spade. That doesn’t mean big cats
use tastel ess four-letter words when perfectly decent five- and six-letter ones exist. They’ ve simply learned
the King's English, and they speak it. Here' s another way to tell the big players from the little ones just by
listening to afew minutes of their conversation.

33. Trash the Teasing — A dead giveaway of alittle cat is his or her proclivity to tease. An innocent joke at
someone else's expense may get you a cheap laugh. Nevertheless, the big cats will have the last one. Because
you'll bang your head against the glass ceiling they construct to keep little cats from stepping on their paws.
Never, ever, make ajoke at anyone else’ s expense. You' Il wind up paying for it, dearly.

34. It'sthe Receiver's Ball — A football player wouldn’t last two beats of the time clock if he made blind



passes. A pro throws the ball with the receiver always in mind. Before throwing out any news, keep your
receiver in mind. Then deliver it with asmile, asigh, or a sob. Not according to how you feel about the news,
but how the receiver will take it.

35. The Broken Record — Whenever someone persists in questioning you on an unwelcome subject, simply
repeat your original response. Use precisely the same wordsin precisely the same tone of voice. Hearing it
again usually quiets them down. If your rude interrogator hangs on like a leech, your next repetition never
failsto flick them off.

36. Big Shots Don't Slobber — People who are VIPsin their own right don’t slobber over celebrities. When
you are chatting with one, don’t compliment her work, simply say how much pleasure or insight it’s given
you. If you do single out any one of the star’ s accomplishments, make sure it’s a recent one, not a memory
that’ s getting yellow in her scrapbook. If the queen bee has a drone sitting with her, find away to involve
him in the conversation.

37. Never the Naked Thank Y ou — Never let the phrase “thank you” stand alone. From A to Z, always follow
it with for: from “Thank you for asking” to “Thank you for zipping me up.”

38. Scramble Therapy — Once a month, scramble your life. Do something you' d never dream of doing.
Participate in a sport, go to an exhibition, hear alecture on something totally out of your experience. Y ou get
80 percent of theright lingo and insider questions from just one exposure.

39. Learn a Little Jobbledygook — Big winners speak Jobbledygook as a second language. What is
Jobbledygook? It’ s the language of other professions. Why speak it? It makes you sound like an insider. How
doyou learnit? You'll find no Jobbledygook cassettes in the language section of your bookstore, but the
lingo is easy to pick up. Simply ask afriend who speaks the lingo of the crowd you' [l be with to teach you a
few opening questions. The words are few and the rewards are manifold.

40. Baring Their Hot Button — Before jumping blindly into a bevy of bookbinders or a drove of dentists, find
out what the hot issues are in their fields. Every industry has burning concerns the outside world knows little
about. Ask your informant to bare the industry buzz. Then, to heat the conversation up, push those buttons.
41. Read Their Rags— Is your next big client a golfer, runner, swimmer, surfer, or skier? Are you attending a
social function filled with accountants or Zen Buddhists—or anything in between? There are untold
thousands of monthly magazines serving every imaginable interest. Y ou can dish up more information than
you'll ever need to sound like an insider with anyone just by reading the rags that serve their racket. (Have
you read your latest copy of Zoonooz yet?)

42. Clear “Customs’ — Before putting one toe on foreign soil, get a book on dos and taboos around the world.
Before you shake hands, give a gift, make gestures, or even compliment anyone’ s possessions, check it out.

Y our gaffe could gum up your entire gig.

43. Bluffing for Bargains — The haggling skills used in ancient Arab markets are alive and well in
contemporary Americafor big-ticket items. Y our price is much lower when you know how to deal. Before
every big purchase, find several vendors—a few to learn from and one to buy from. Armed with afew words
of industryese, you're ready to head for the store where you' re going to buy.

44. Be a Copyclass — Watch people. Look at the way they move. Small movements? Big movements? Fast?
Slow? Jerky? Fluid? Old? Y oung? Classy? Trashy? Pretend the person you are talking to is your dance
instructor. Is he ajazzy mover? |s she a balletic mover? Watch his or her body, then imitate the style of
movement. That makes your conversation partner subliminally real comfy with you.

45, Echoing — Echoing is asimple linguistic technique that packs a powerful wallop. Listen to the speaker’s
arbitrary choice of nouns, verbs, prepositions, adjectives—and echo them back. Hearing their words come
out of your mouth creates subliminal rapport. It makes them feel you share their values, their attitudes, their
interests, their experiences.

46. Potent Imaging — Does your customer have a garden? Talk about “ sowing the seeds for success.” Does
your boss own aboat? Tell him or her about a concept that will “hold water” or “stay afloat.” Maybe heisa
private pilot? Talk about a concept really “taking off.” She playstennis? Tell her it readly hits the “ sweet
spot.” Evoke your listener’s interests or lifestyle and weave images around it. To give your points more



power and punch, use analogies from your listener’ s world, not your own. Potent Imaging also tells your
listeners you think like them and hints you share their interests.

47. Employ Empathizers — Don’t be an unconscious ummer. V ocalize compl ete sentences to show your
understanding. Dust your dialogue with phrases like “| see what you mean.” Sprinkle it with sentimental
sparklerslike “That's alovely thing to say.” Y our empathy impresses your listeners and encourages them to
continue.

48. Anatomically Correct Empathizers — What part of their anatomy are your associates talking through?
Their eyes? Their ears? Their gut? For visual people, use visual empathizers to make them think you see the
world the way they do. For auditory folks, use auditory empathizers to make them think you hear them loud
and clear. For kinesthetic types, use kinesthetic empathizers to make them think you feel the same way they
do.

49. The Premature WE — Create the sensation of intimacy with someone even if you' ve met just moments
before. Scramble the signalsin their psyche by skipping conversational levels one and two and cutting right
to levelsthree and four. Elicit intimate feelings by using the magic words we, us, and our.

50. Instant History — When you meet a stranger you'd like to make less a stranger, search for some special
moment you shared during your first encounter. Then find a few words that reprieve the laugh, the warm
smile, the good feelings the two of you felt. Now, just like old friends, you have a history together, an Instant
History. With anyone you'd like to make part of your personal or professional future, look for special
moments together. Then make them arefrain.

51. Grapevine Glory — A compliment one hearsis never as exciting as the one he overhears. A priceless way
to praiseis not by telephone, not by telegraph, but by tell-a-friend. Thisway you escape possible suspicion
that you are an apple-polishing, bootlicking, egg-sucking, backscratching sycophant trying to win brownie
points. Y ou also leave recipients with the happy fantasy that you are telling the whole world about their
greatness.

52. Carrier Pigeon Kudos — People immediately grow a beak and metamorphosi ze themselves into carrier
pigeons when there’ s bad news. (It's called gossip.) Instead, become a carrier of good news and kudos.
Whenever you hear something complimentary about someone, fly to them with the compliment. Y our fans
may not posthumously stuff you and put you on display in amuseum like Stumpy Joe. But everyone loves
the carrier pigeon of kind thoughts.




