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business/communi cations books at least a few times ayear, but I, more often than not, do not finish them. Magic
Words was an exception to this rule. It only took me a few sittings over the course of aweek to get through it, and I'm
already planning to go back and review some of the sections while they are fresh in my mind.A few key items that
drew mein:1) It's short and sweet. At only 132 pages, it was just long enough to give some very useful and interesting
advice, while still keeping my (sometimes short-lived) attention. David's suggestions are all immediately actionable,
and some include timelines to help ease you into bigger habit changes.2) It's funny. | personally appreciated the
occasional jokes and the stories about his children. They were relevant and helped make the read more enjoyable.3) He
includes summaries at the end of each chapter. As | neared the end of chapter one, | (not kidding you!) thought to
myself "yikes, how am | ever going to remember everything here?* And | was extremely thankful afew pages later
when | saw the first chapter summary. Those will be key for referring back to later.If you are looking for a quick read
packed with some very useful communication advice, I'd definitely recommend checking this one out.4 of 4 people
found the following review helpful. A Great ReadBy Deborah JeanY esthis book is amazing. I've never thought that
simple little words could have such an impact on getting the outcome you would hope for. This can be used for
situations involving your boss, your spouse, your parents, your children or even a customer service rep. This book
would be helpful to everyone. | love the writing style of Tim David. It's clear and insightful with atouch of humor.
This book would make a great gift for all your friends. I'm looking forward to the next book...and the next.3 of 3
people found the following review helpful. An EASY, POWERFUL and VALUABLE must-read-more-than-once
book.By Julie SouthThis book is very easy to read and understand. As an NLP practitioner (neurolinguistic
programming) I'm cognisant of the power of cause/effect when it comes to words, but | still learnt some very powerful
techniques.Thisisabook | will continue to recommend and incorporate into client training programmes for them to
apply into their own businesses.| plan to re-read "Magic Words" every quarter so that | have Tim David's teachings as
part of my unconscious language.

"An elegant and concise book." - NY TimesFans of Dr. Robert Cialdini, Daniel Pink, and Malcolm Gladwell will
enjoy thisin-depth look at the often surprising magic behind words. Words inspire. Words influence. Words sell. But
why? And how can we use words to better communicate our message o it truly connects?By exploring seven "magic
words', Tim David explains the important psychology behind how what we say affects those around us in business
and in life. Full of startling scientific research, humorous anecdotes, and word-for-word scripts, David lays out the
secrets of exactly what to say (and what to STOP saying) so our words have the magical effect we desire.Managers,
salespeople, and parents will learn: The secret word that Harvard psychologists discovered is the key to unlocking
humanmotivationThe one word that several surprising studies have found is literally influencing the major decisionsin
your lifeThe number one mistake that managers make during 1-on-1's, and the one simple word that can fix it allWhat
Dale Carnegie dubbed "the sweetest sound in any language"How one tiny word can instantly change someone's mind
for the betterHow the infamous "But Eraser" works and why so many people mess itupThe REAL magic behind the
word "thanks'And much more!"A clear blueprint for building connections and transforming relationships." - David
Horsager, bestselling author of The Trust Edge "We always knew that sticks and stones may break our bones, and now
we know exactly what words do to the human brain. Great book!" - Scott Barry Kaufman, Scientific director of the
Imagination Institute

Idquo; Whereas most communication advice is concerned with what to say or even how to say it, MAGIC WORDS
places the focus where it belongs. on the other person. Tim David offers keen insight into how to better connect with
othersin business and in life.rdquo;mdash;Adam Grant, New Y ork Times bestselling author of Give and TakeAbout
the AuthorTim David was a professional magician for eight years, giving more than three hundred live performances
per year. He is now focused on helping sales professionals, managers and |eaders, negotiators, and law enforcement
become more effective and persuasive communicators. He presents more than a hundred keynotes and training
sessions each year in addition to his audio programs, e-books, and online training programs. His clients include 3M,
Bayer, Verizon, Citizen's Bank, Travelers, Burger King, and many others.Excerpt. copy; Reprinted by permission. All
rights reserved.INTRODUCTIONThereis a problem we find in our governments, in our schools, and in our families.
It affects every country in the world and every citizen in them. We invest years of our lives and billions of dollarsin an
attempt to solveit. Big companies battle it. Nonprofits dread it. Entrepreneurs study solutionsto it. In fact, itrsquo;s
taunting me right now as you read this. Itrsquo;s big. Itrsquo;s everywhere. And | donrsquo;t see it going away on its
own anytime soon.HERE ARE SOME EXAMPLES OF I Tnbsp;.nbsp;.nbsp;.nbsp; nbsp; nbsp; bull; nbsp; Teachers
canrsguo;t get their students to do their homework.nbsp;nbsp; nbsp;bull;nbsp; Managers canrsgquo;t get their team
members to work harder or more efficiently.nbsp; nbsp;nbsp; bull;nbsp; I nterrogators canrsquo;t get their subjectsto
speak the truth.nbsp; nbsp; nbsp; bull;nbsp; Sal espeopl e canrsquo;t get their prospects to buy more
products.nbsp; nbsp; nbsp; bull;nbsp; Doctors canrsquo;t get their patients to comply with treatment

plans.nbsp; nbsp; nbsp; bull; nbsp; Parents canrsquo;t get their kids to behave.nbsp;nbsp;nbsp; bull;nbsp; Entrepreneurs
canrsquo;t get investors to buy in to their vision.nbsp;nbsp;nbsp;bull;nbsp; Nonprofit organizations canrsquo;t get



people to donate to a cause.nbsp; nbsp; nbsp; bull;nbsp; Poker players canrsquo;t get their competition to bet
big.nbsp; nbsp; nbsp; bull; nbsp; Religious |eaders canrsquo;t get people to convert.nbsp;nbsp; nbsp; bull;nbsp; Negotiators
canrsquo;t get their opponents to make concessions. The biggest problem in the world?Not being able to get peopleto
do stuff.Solve this problem and you can solve anything. If more parents could motivate their children and effectively
lead them into adulthood, if more teachers could inspire and engage their students, if more doctors could influence
their patients toward greater health, then this world would be a better place. To do anything of any significance on this
planet, you need an army. If you want to create lasting change or do Idquo;real and permanent good,rdquo; as Andrew
Carnegie espoused, then you need to motivate a movement. | donrsquo;t care if you want to start abusiness, or a
nonprofit organization, or afamily. It doesnrsquo;t matter if you want to make a movie, write abook, or go to Mars.

Y ou canrsgquo;t do it alone. Itrsquo;s pretty hard to be aleader if no oneisfollowing. If you want to move mountains,
then you need to be able to move people. THE STANDARD SOLUTIONSMost people try to motivate others by
begging, bribing, and reasoning them to death. When that doesnrsguo;t work, they get desperate and start nagging,
manipulating, or deceiving to get the results they want. They believe that |dgquo;getting to yesrdquo; is the only goal of
their communication. In reality, thatrsquo;s not good enough. Not only do we want people to say Idquo;yesrdquo; to
us, but we want them to follow through and DO what they promised.Thisis a book about words that turn into action.
Itrsquo;s about motivating employees, engaging students, starting movements, empowering children, helping
customers, and becoming an influential leader. In short, itrsquo;s about getting people to do stuff.Kind of.| should start
right away with the big secret of getting people to do stuff. Itrsquo;s simple and yet paradoxical.Y ou
canrsquo;t.Getting people to do stuff isthe goal, not the process. If you try to motivate people directly, you will fail.
Anyone who has ever tried to change someonersgquo;s behavior knows thisto be painfully true.As best-selling author
Daniel Pink says, ldguo;Mativation is not something we do to other people.rdquo; The old adage goes, |dquo;Y ou can
lead a horse to water, but you canrsquo;t make him drink.rdquo; However, you can make him thirsty.Motivation and
influence are about creating conditions where the human brain becomes Idquo;thirstyrdquo; in such away that the
body follows. The great news is that the vast majority of brains are already thirsty in some way. They are going
through life with a series of wants, needs, and desires. Y ou just have to drill down, find their motivation, and tap into
it. When you do that, watch out! Y our biggest problem will not be generating motivation, but directing it.The seven
magic words in this book arenrsquo;t just words. Their roots touch the deep needs that every person has. Saying
Idgquo;becauserdquo; is about establishing purpose. Saying ldquo;yesrdquo; displays acceptance. Using a
personrsguo;s hame shows significance. These are deeply human drives that we al share. They connect us.In order for
any communication to get resultsmdash;whether itrsquo;s amagic trick Irsquo;m performing on the stage, or asales
pitch yoursguo;re giving in the boardroommdash;it must begin with an elusive little thing called human
connection.Human connection is the soil where |dquo;getting people to do stuffrdquo; grows. Get this piece right and
you can mess up in alot of other areas and still get results. Get this piece wrong and the game is over before
yoursquo;ve even begun.When teachers are truly connected with their students, learning happens. When doctors are
truly connected with their patients, healing happens. When companies are truly connected with their customers,
business happens.A SKILL IN CRISISWhile the quantity of human interaction has been skyrocketing, the quality of
human connection has been dissolving.Socia psychologist Sara Konrath believes that itrsquo;s no coincidence. Her
research numbers are shocking.A growing number of studiesnbsp;.nbsp;.nbsp;. over the past three decades have found
decreases in empathic concern (i.e., sympathy for the misfortunes of others) along with increasesin narcissism.This
pattern of decreasing empathy and increasing self-centeredness has led us to a situation where Idquo;getting people to
do stuffrdquo; is all about us and our own motivations instead of about them and their motivations. ltrsquo;s no
wonder wersquo;ve gotten so bad at it.So the greatest problem in the world requires the greatest solution in the world:
an immediate and widespread increase in human connection.And words are a darn good place to start.nbsp;In 1967,
UCLA professor Albert Mehrabian published two now-famous research papers that made avery bold claim. Only 7
percent of what we communicate to others has anything to do with the words that we say; the rest is transmitted
through our vocal tone and body language (38 percent and 55 percent, respectively).The phrase |dquo;ltrsguo;s not
what you say, itrsquo;s how you say itrdquo; has since reached clicheacute; status. Over the last five decades,
Idgquo;expertsrdquo; have been brandishing this statistic as a means of selling their books or getting you to attend their
body language seminars. This concept has been all but beaten into our headsmdash;and often by people who
donrsquo;t fully understand what the original study actually found.If you believe their interpretation of

M ehrabianrsquo;s study, then you should be able to watch a show in Spanish and understand 93 percent of what is
going on from vocal tone and body language alonemdash;even if you donrsquo;t speak Spanish! It doesnrsquo;t work
that way.Herersquo;s what Mehrabian himself said: |dquo;Unless a communicator is talking about their feelings or
attitudes, these equations are not applicable.rdquo; This explains why non-Spanish-speaking people can watch a
Spanish TV show and accurately perceive the emotions that the characters are portraying.However, words arenrsquo;t
completely devoid of emotion either. As psychologist John Gottman points out, |dquo;Plays would not exist if words
did not contain a great potential for communicating emotional information.rdquo;And mastering wordsis an even
more important skill in atime when emails and texts have taken over a significant percentage of our interactions.So



whorsguo;s right? |s what you say more important than how you say it, or vice versa? Does it depend on the
situation?Actually, itrsquo;s the wrong question.What you say isnrsquo;t necessarily important. How you say it
isnrsguo;t necessarily important. Even the intent behind what you say isnrsquo;t necessarily important either.So stop
worrying about all that stuff. Itrsquo;s not about you anyway. Instead, start focusing on what people hear. Rather than
look at percentages, we need to start looking at the overall effect that our communication has on the people we share it
with.How language affects peoplemdash;thatrsquo;s the true magic of words.[It] wasnrsquo;t language itself. It
wasnrsquo;t the utterance of language itself. It wasnrsquo;t even what somebody meant. But itrsquo;s how that
language affected me.mdash;Walter Mosley, |dquo;Let That Weight Go,rdguo; TheMoth.orgY OUR LAZY

BRAINY our brain loves shortcuts. The world is a complex place and your brain is being relentlessly assaulted with an
incredible amount of sensory information. Y oursquo;ve got to have a series of preprogrammed responses to help you
deal with the deluge.Thatrsquo;s why when you hear a sudden loud noise, your body jolts to attention. When you see
delicious food, your mouth waters. When the room is dark, hot, or both, you get drowsy. Automatically. Y ou
donrsguo;t have to think, it just happens.Like Pavlovrsquo;s dogs, we experience these conditioned responses because
our brain has learned to anticipate whatrsquo;s coming next. Some of these lessons are programmed into our brains
through thousands of repeated life experiences. Some are preprogrammed deeper into our brains through hundreds of
thousands of years of our ancestorsrsquo; experiences.Isit possible that there are similar ldquo;cause-and-effectrdquo;
responses happening in our brain when we hear certain words? Isit possible that there are certain pieces of human
communication that universally command a very specific ldquo;shortcutrdquo; reaction?Y up.lt is also possible to
intentionally cue up those reactions in the brains of those around usin order to more effectively communicate. Y ou
see, the words discussed in this book are not merely buzzwords or catchphrases. They donrsquo;t depend on the
listenerrsquo;s status or upbringing. (In some cases, it doesnrsguo;t even matter if the personislistening.) They lose
none of their potency when translated into other languages, and they are unaffected by cultural shifts. The
phenomenon created by these magic words is a deeply human, instinctive response.Y ou now know something that 90
percent of the population either doesnrsquo;t fully understand or refuses to accept.Whenever you speak, yoursquo;re
affecting the brain of anyone who hears you. If you choose not to speak, your silence affects them. Y our
communication changes their very neurochemistry. The people who refuse to accept this do so because they are afraid
of being manipulative. Some donrsquo;t like the idea of influencing other peoplersquo;s thoughts for supposed ethical
reasons, and some just donrsquo;t want the responsibility. However, in order to be an effective communicator, you
must embrace this fact: whether you intend to or not, you are manipulating the thoughts, feelings, and actions of
others.Donrsquo;t worry, yoursquo;re in good company. Here are some of the great manipulators of history: Mother
Teresa, Abraham Lincoln, Martin Luther King Jr., Winston Churchill, Maya Angelou, Gandhi, Eleanor Roosevelt, and
countless others who have used the people-moving power of words to ignite human rights movements, free slaves,
empower the weak, and bring about political reform. They are great communicators, yes, but manipulatorsAWhen we
think of manipulation, we think of the not-so-great manipulators of history. People like Bernie Madoff, Frank
Abagnale Jr., Benny Hinn, or anyone else who uses the same exact skillsto sell bad used cars, acquit guilty
defendants, or con the elderly out of millions. But in reality, both groups influenced the thoughts, emotions, and
actions of lots of other people.The difference, then, isin intention. No one doubts that communication is a powerful
tool. And just like physical tools, communication can be used to build up or tear down. In the hands of Paul Bunyan,
an ax isa helpful tool. In the hands of Lizzie Borden, it is a deadly weapon. Itrsquo;s not the ax itself; itrsquo;s the
intent of the person using the ax.The rest of this book will provide you with powerful tools. Before using any of them,
give yourself the ldquo;public relations test.rdquo; Ask yourself: Idquo;What would happen if this conversation were
recorded and picked up by every major news outlet? How would the public feel about my intent? Would 95 percent of
people agree that what Irsquo;m doing is the right thing?rdquo; When our intent is questionable, we tend to want to
hide in the shadows. When our intent is positive, we have no problem shouting it from the rooftops.Fortunately, most
of us arenrsquo;t like Lizzie Borden. If yoursquo;re the type of person who would read a book like this, then | doubt
your intention isto hurt other people with your words. Instead, the real danger for us comes when we end up like Chris
Hanson.In 2003, Chris Hanson was the punter for the Jacksonville Jaguars. Head coach Jack Del Rio tried motivating
Chris and the rest of histeam by placing a huge tree stump in the locker room along with an ax. Players were
encouraged to hack away at the log alittle bit each day in order to illustrate the value of persistence. ldquo;Keep
chopping woodrdquo; was the metaphorical mantra.Sometime around the fifth week of the NFL season, Hanson took a
hack at the log and missed. Instead, he took a hunk out of hisleg. So serious were hisinjuries that he was immediately
rushed to the hospital for emergency surgery. Fortunately, Chris Hanson recovered and was able to continue punting
footballs for the Jaguars.In this case, the ax wasnrsquo;t really used as atool and it wasnrsquo;t really used as a
weapon. It was a powerful tool in the hands of an unskilled craftsman. Thatrsquo;s the dangerous middle ground
where damage gets done and people get hurt. Itrsquo;s the same with communication. It is a powerful tool, but all too
often it iswielded by unskilled craftsmen.



