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Most of my writing today focuses on the psychology of credibility. That's a pretty specific little nook.
And, while every person who wants to communicate any kind of message needs credibility, it seems
very few people understand it. Knowing that, I sought to discover the processes, skills and tools that
actually inspire other people to see you as credible.I knew I was going to be a writer from the time I
was in the fifth grade at Carnegie Elementary School in Tulsa, Oklahoma. I relished in the challenge
posed by a blank sheet of paper. I'd further challenge myself by placing a random letter at the top
left. My first sentence had to start with a word starting with that letter.Along the road of writing, I
wrote direct mail programs and catalogs for JCPenney, magazine ads for different ad agencies,
radio spots for the Sheraton - and on and on. But, the most interesting writing was&hellip; Read
more(please enable JavaScript to read more)
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Book Description: Morgan James Publishing, United States, 2009. Paperback. Book Condition:
New. 227 x 152 mm. Brand New Book ***** Print on Demand *****. Why do people like you, or trust
you? Why do they hire you, or follow you?This book shows that it's all in your "Likeability" and
"Credibility" qualities. Lovas and Holloway explore and expose these qualities, and show you how to
systematically improve both. If you want to improve your results with people, you need to
understand how those people perceive you. That's where Likeability and Credibility become vital to
you. This is a must-read for every professional interested in achieving greater success!Michael
Lovas and Pam Holloway are authors of several popular programs and books including, "Face
Values: How to read people and adjust your presentation to connect with them in less than three
minutes!" Find more of their fascinating resources at: Bookseller Inventory # APC9781600375347

Book Description: Michael Lovas, 1999. Paperback. Book Condition: VERY GOOD. Paperback;
English language; very good condition. Your book will be securely packed and promptly dispatched
from our UK warehouse. For buyers outside the UK we now offer significantly lower rates on our
airmail shipping. Bookseller Inventory # 10276hay007

Book Description: Paperback. Book Condition: New. 152mm x 12mm x 227mm. Paperback. Why do
people like you or trust you? Why do they hire you or follow you?This book shows you that it's all in
your Likeability and Credibility. Lovas and Holloway.Shipping may be from our UK, US or Australian
warehouse depending on stock availability. This item is printed on demand. 192 pages. 0.295.
Bookseller Inventory # 9781600375347

Book Description: Ensight Press, 2010. Paperback. Book Condition: Good. corners/edges very
lightly worn/dented, covers slightly scuffed/scratched, pages clean/tight/bright. Item may show signs
of shelf wear. Pages may include limited notes and highlighting. Includes supplemental or
companion materials if applicable. Access codes may or may not work. Connecting readers since
1972. Customer service is our top priority. Bookseller Inventory # mon0000034527

Everything you read here is currently being used in our own business. Before we publish a book, we
publish our ideas and advice in articles. And, before we release an article, we test the ideas in real
life and then share them in this blog. Enjoy! And, please let us know how you like the information
here.

Maslowâ€™s Hierarchy of Needs has come up in conversation several times of late, which says to
me itâ€™s time to revisit the old masterâ€™s work. Typically when weâ€™re talking about Maslow,
it means sales and marketing are disconnected from the customer. In other words, we&#8217;re
talking self actualization, but the customer is still stuck at the safety level.

We saw this play out in the financial services world in 2007-2008. Prior to the meltdown, the



marketing conversation was one of &#8220;life&#8221; planning, living the dream, creating your
ideal calendar. Every broker and independent advisor in the country had some variation of a
self-actualized program. Receptivity was pretty good when things were going well. But all of that
came to a screeching halt when the markets tanked. When you see half your net worth evaporate,
and you find yourself knocked back to level 2, itâ€™s hard to focus on self-actualization.

The first time we revisited Maslow was after 9/11, an event that knocked the entire country back
down to stage 2. In the aftermath of 9/11, we watched an interesting thing happen. Although we
were all revisiting stage 2, it was the love and belonging of stage 3 that helped us overcome our
fears and insecurities and move forward.

Although I appreciate Maslowâ€™s work, and agree with the basic concepts, Iâ€™m not a fan of
the strict linear structure. I think the stages are enmeshed in a variety of ways and there is rarely a
clean step-by-step movement forward. Just as we saw some integration after 9/11, I think weâ€™re
seeing the same thing today. People are still concerned about their safety and security, but they are
not waiting to clear that stage before focusing on the others.

Maslow and others like him have provided us with some wonderful tools for understanding human
needs and motivations. And, thatâ€™s really the key. You canâ€™t effectively market to, sell to or
build a relationship with an individual if you donâ€™t understand his/her psychology, and in
particular his/her needs and motivations.
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