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The sages asked, “Who is mighty?’ and answered, “ That person who can control their own emotions and
make, of an enemy, afriend.”

In the bestselling book The Go-Giver, Bob Burg and John David Mann revolutionized the way we think
about success via one very simple lesson: “ Shifting one’ s focus from getting to giving (constantly and
consistently providing value to others) is both very fulfilling and the most profitable way to do business.

Now Burg is back with a new book, offering deeper insight about what it meansto be truly influential and
providing powerful strategies for mastering the art of persuasion.

Faced with the task of persuading someone to do what we want, most of us expect, and often encounter,
resistance. We see the other person as an adversary and often resort to coercion or manipulation in order to
get our way. But while this approach might at times bring us short-term results, it |eaves people with a bad
feeling about themselves and about us. At that point, our relationship with the person is weakened and our
influence dramatically decreased.

Thereis a better way.

Drawing on his own experiences and the stories of other influential people, Burg offers five simple principles
of what he calls “ ultimate influence”—the ability to win peopleto your sidein away that |eaves everyone
feeling great about the outcome...and about themselves!:

-Control your own emotions. Responding camly rather than allowing your emotions to get the better of
you will ensure not putting the other person on the defensive but rather help them remain open to your ideas.

‘Under stand the clash of belief systems: Every individual operates based on an unconscious set of beliefs,
experiences, and ideas, which are most likely very different from yours. Understand this and you can avoid
confusion and numerous misunderstandings that stand in the way of most people’s ability to influence.

-‘Acknowledge their ego: People want to feel good about themselves; if you make someone genuinely feel
good, you're one step closer to making an aly.

-Set the proper frame: People react and respond to other people. Approach potential conflicts from a
position of benevolence, resolution, and hel pfulness and they will follow suit.

-Communicate with tact and empathy: While the first four principles are vital, thisiswhat bringsit all
home. Saying the right thing at the right time makes all the difference in terms of moving people to your side
of the issue and taking the appropriate action that benefits all concerned.

In the tradition of Dale Carnegie's How to Win Friends and Influence People and Robert Cialdini's Influence,
Burg offers a tried-and-true framework for building aliances at work, at home, and anywhere el se you seek
to win people over.
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Dustin Hartley says

Kind of funto read, but really just a pop psych book.

Frank Calberg says

On page 6, the author notes that "ultimately, people do things for their reasons, not for our reasons’, that
everyone's actions are ultimately based on self interest - and continues arguing that it is important to
understand, embrace and keep this law of human nature at the top of our minds. In other words, your
influence is determined by how abundantly you place other peopl€e'sinterests first. What do you think about
this viewpoint? Do you agree or diagree? And why?

On page 23-24, | learned about the differences between persuasion and manipulation. Manipulation, | found
out, aims at control - not cooperation. It aimsto hurt and results in awin/lose situation. It does not consider
the good of the other. Instead, a manipulator will try to make you feel bad, play on your negative emotions to
get compliance from you. Persuasion, on the contrary, aims to serve and seeks to enhance the self esteem of
the other party.

From page 34 to about page 50, | learned that when you are being verbally attacked, it isimportant to remain
calm and be in control of your feelings. In this regard, keep in mind that nobody can make you angry - you
must give them permission to do so. Try to take a deep breath and simply listen to the person attacking you.
When he or she pauses, then think, apologize and ask what you have done wrong. Show understanding, put
yourself in "the shoes of the other person” and offer your help - even if you fedl treated very unfairly.
Important: Keep your voice low.

On page 183, | learned how to deal with a person who interrupts you:

1. First, wait until the person has finished his’/her thought. Then politely say: "Dave, while | appreciate your
feelings about thistopic, it doesn't do either of us any good if you interrupt me while I'm trying to answer the
guestion you asked me.

2. A second method isto - like in method 1 - let the person finish his/her thought. Then, without any sign of
emotion or frustration, just finish with your original thought.

3. A third method isto say, "Would you like me to finish my first thought or answer the question you just
asked?' Y ou could also add, "Sorry, perhaps I'm not smart enough, but | can only answer one question at a
time."

4. If you face a person who really doesn't want to hear your viewpoint, you can, for example, say, "Dave, are
you genuinely interested in my thoughts on this? | feel, you have already made up your mind on thisissue."

Towards the end of the book, on page 210, | learned more about the importance of simply listening. In this
regard, the author mentions that sometimes, a person just need to be heard. And when he/sheis heard, the
problem may often dissolve.

Here's further inspiration on some topics dealt with in the book:
http://www.slideshare.net/frankcal ber...
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Ken Montville says

| really like the easy readability of Bob Burg's books and this one is no exception. Unlike the "Go-Giver"
books he has co-authored with John David Mann, this book is more a more typical "non-fable" book.

The book explains easy-to-follow and seemingly simple steps to becoming a person of influence with a gift
for being able to persuade even your most ardent adversary. As with the other books I've read by Bob Burg,

the advise and guidance in this book is principle centered. There is no Machiavellian scheming or plotting.

This book really does speak to our better selves and by becoming better people we can become more
persuasive and influential.

Good book. Well worth the timeto read it.

Mollie Marti says

Anyone who knows Bob Burg knows that he is a master at edifying others -- asin he practices and seeksto
liveit, day in and day out. |'ve read his new book cover to cover, and will continue to frequently useit asa
resourcel

Adversariesinto Alliesis wisdom wrapped in warmth. Reading it feels like sitting down with a dear mentor.
Y ou walk away reconnected to what's most important, equipped with the ability to get what you want in a
way that expands others.

Bobisafriend. If you know my work, you'll have seen his wisdom and graciousness infused in the forward
to Walking with Justice. Y ou also will have heard a story about the sage advice his father shared with him as
ayoung boy.

"Bob's father expected him to know the answersto these questions. The first four came from a Jewish sage,
and his father added a fifth question: Who is arich person? One who rejoicesin their lot. Who iswise? One
who learns from all others. Who is mighty? One who can control their own emotions, and make of any
enemy afriend. Who is honored? One who honors others. Who is brave? One who is smart enough to be
afraid and still do their job." (page 78).

Inwhat | believe is his greatest work to date, Bob brings this wisdom to life, with specific tips to regulate
your emations, understand and expand others, communicate clearly and powerfully, and create win/win
outcomes.

| predict that you will finish this book with the desire and ability to create less drama and more impact - a
recipe for success. If you are ready to create more of what we want in life...through helping others get more
of what they value and need...you now have an essential guidebook to help you.



Marty Wolff says

Bob Burg is so well read and he has so many experiences, it makes this book so special that | believe Bobis
in the big leagues with Robert Cialdini, Dan Pink and othersin the world of influence. All executives should
read this book and share it with all department heads. Then VP of Sales and Sales Managers should read and
share with the sales and marketing teams. This book is ablueprint for personal and professional successin a
sometimes short-sighted world.

Donna says

Thiswasn't what | expected. It was a pragmatic look at commonsense and good manners. It gave clear and
practical applications for anyone who wasn't taught such thingsin their youth. It could also be arefresher
course for those who may have forgotten those things or who need help with their verbal skills. Overall, |
guess it was a good reminder.

Christie says

A powerful book that gives you great techniques on how to best understand the art of negotiation from a
strategy not often taught. | HIGHLY recommend it

Luke says

There's nothing in this book that you won't aready know, but it's good to read this kind of thing every once
inawhile just as areminder.

Winsow Morrell says

Therewere alot of thingsthat | feel like | have already read in other books. It was still enjoyable and thereis
some great material in the book.

Mickey Baines says

| felt as though the author was "preaching to the choir," during most of the book because | believe in the
points he made wholeheartedly. Most of hisideas and suggestions, though, are so much easier for someone
who, by nature, has much empathy for others. If that isn't you, then | am not sure how well you will find the
book, or how easily it will be for you to adopt this method/approach.



That doesn't mean you shouldn't read the book. The concepts are effective and using allies always leads to
more success than combatting adversaries, if for no other reason, than you have more time to spend working
toward your goal rather than fighting against those who stand in your way.

Doug says

It's not often that | write areview before | finish abook.
I'm making an exception, here.

Adversariesinto Alliesis not Bob Burg's first book and history will tell usif it is his most celebrated. While
much of the content, on the surface, may seem obvious and "good manners 101" | caught myself reflecting
on many instances where | could be giving 1% more effort to my communication and realizing 110%
benefit.

Bob is one of the few thought leaders who clearly walks the walk on a daily basis and you won't find a sane
person on the planet that can say anything disparaging about him. His book is not simply a"how to

influence" book, it is clearly ablueprint for how to be an exceptional human being.

Get this book.

Chrissays

Adversariesinto Alliesis not so much about forcing people to your way of thinking and doing but more
about learning to understand people better and to get them to want to work with you. The challenge with
education isthat it ignores the crucial skills that people need - People & Communication Skills. The most
undervalued degree out there is psychology, yet it is the only degree where you learn about human behavior
and why people act the way they do. Anyone with that degree should be paid more than the average salary is
but they don't.

The author created this book, with tons of examples throughout, to show that you just need to pause for a
moment in your life before blurting out the first thing that comes to mind and reason through how you want
to deal with each situation. People want to help people first off but if you approach them with rough edges
don't expect to get your way.

What | enjoyed about this book was that it taught you to see the whole situation and view it from how people
would see your problem. Positive influencers see the solution as a whole, whereas, negative influencers,
people out to take advantage of others, only see the solution as forcing someone's hand. Positive influencers
are not only to take advantage of anyone but instead create a positive outcome that everyone can benefit
from and that right there is the harder of the two to create.

The chaptersin this book are shorter enough that you can read afew at the beginning of your day and try and
find situations to apply them to. That way you can practice what you are reading. No chapter islonger than



three or four pages so it makes for a nice quick read but also great for kids and teens to read who need to
improve their people skills. That is something more parents should do with their children.

Anyone can benefit from reading a book like this so if you enjoy improving your people skills then pick this
one up and read it, there might be alot you aready know but just like with any skill, its good to have a
refresher, especialy the most important skill set you can have that will bring you the best joy around.

Jim Brown says

Disclaimer: | have read all of Bob Burg's books and articles and love everyone of them. So when he
published his latest book, | considered it amust read. So having said that....

Thisreally isamust read! For whom? At first you might think thisis a book for peoplein sales but in reality
it isfor anyone who wants to improve their personal relationships whether that be with a spouse, child,

friend, neighbor, customer, employer, you name it.

Thisisreally abook that lays out how you should think, what you should say and what you should do to
improve any relationship but especially those you encounter in your business life.

This book isfor everyone who wants to make more money and be happy doing it.

Would | read it again? Absolutely
Would | giveit asagift? Absolutely

Posted a review on http://www.ReadForA Change.com

Enjoy, | did!

Nazrul Buang says

Just finished reading "Adversariesinto Allies: Win People Over Without Manipulation or Coercion” (2013)
by Bob Burg. | decided to pick up this book after coming acrossits high ratings on several sites, including
Goodreads, just to learn more about the contents.

Bob Burg belongs to the same mold as Dr. Stephen Covey, Dale Carnegie, Zig Ziglar, John Maxwell and
other motivational speakers/writers. All of them have the same motif in their books: how to be influential to
other peoplein apositive way. Burg further elaborates his five main pillars of influence - controlling one's
emotions, understanding of clash of beliefs, acknowledging egos, framing, and tactful and empathetic
communication - and goes into detail for each of them.

Adversariesinto Allies would serve very well to readers who would like to be influential or are interested to
know how does one become influential. While | appreciate Burg's work in this book, the contents are hardly
original or personally enlightening for me. There are many other books with similar content, so | would
recommend this book only for those who haven't across any other book of itskind yet. To me, abook that
describes the why and how on influence (i.e. the scientific literature) such as books by Adam Grant or



Influence would interest me more.

If the book had been alittle more rigorous and original, and less "tough and go" with its 50-plus book, |
believe it would render itself a more engrossing read.

NEXT BOOK: "The Culture Map: Breaking Through the Invisible Boundaries of Global Business' (2015)
by Erin Meyer.

Charmin says

Highlights:
1. Influencers send a letter to his or her boss. This should be usually typed rather than handwritten.
Edify — you build them up in the minds of other people.

2. Tak about immediately communicating value to another person’slife.
Influence happens through focusing on the needs, wants, and desiresto others.

3. Your goal isto awayslive in the solution. Acknowledge the problem but focus on the solution.
4. Tact and empathy. Communicate consideration for the other person’s fedling.
5. Compliment the offender and leave him and his comment without the power to hurt you.

6. A person acts rudely because she “wants’ you to become flustered and lose control.
Principle of Agreement: nobody argues with himself.

7. The more you maintain these good manners, the more successful you are likely to be in accomplishing
your goal.

8. The ability to remain calm when others aren’t is another separator that creates influence and allows us to
gently persuade. The rare person who stays calm controls not only themselves but the entire process.

9. You'll never offend a person by showing them the courtesy of making life easier for them.

10. The less attached to the outcome you are, the more persuasive you will be.




