
xiii

Table of Contents
	chapter		  page

	 Notes and Acknowledgments............................................. v 
	 Introduction: Why You Need This Book.........................vii

WHAT’S IN IT FOR ME
	 1	 WIFM – What’s In It For Me.............................................. 3
	 2	 The 7 WIFM Motivations.................................................... 5
	 3	 Reasons You Ask................................................................... 9
	 4	 Reasons You Don’t Ask...................................................... 11

HOW TO ASK FOR WHAT YOU WANT 
	 5	 Reactive vs. Proactive Responses..................................... 15
	 6	 Yes/No and Open-Ended Questions................................ 19
	 7	 Using Assumptions to Your Advantage........................... 25
	 8	 Who, What, Where, When, Why Plus How and Which.... 31
	 9	 Asking Tips and Techniques............................................. 37
	 10	 Verbal and Visual Tips and Techniques.......................... 43
	 11	 Ways to Ask......................................................................... 49
	 12	 More Ways to Ask.............................................................. 55
	 13	 Indirect Ways to Ask.......................................................... 63
	 14	 Influencing Outcomes....................................................... 67
	 15	 Negotiating Basics: Give to Get........................................ 73
	 16	 Bargaining and Bartering.................................................. 79
	 17	 Reactive and Proactive Approaches to  
		  Overcome Objections........................................................ 85
	 18	 Tips to Overcome Objections........................................... 89



xiv

chapter		  page

	 19	 More Tips to Overcome Objections................................ 95
	 20	 Get Tough and Pump It Up............................................... 99

ASK FOR THIS
	 21	 Get Discounts Galore...................................................... 109
	 22	 Crazy for Coupons........................................................... 115
	 23	 Drive Your Best Car Deal................................................ 119
	 24	 Get More Out of Retail.................................................... 131
	 25	 Valuable Information....................................................... 139
	 26	 Restaurant Revelry........................................................... 145
	 27	 Finance Matters................................................................ 151 
	 28	 Career Benefits.................................................................. 161

YOU CAN ASK
	 29	 Moving Beyond Resistance............................................. 171
	 30	 Retrain Your Brain........................................................... 181
	 31	 Putting the Decision to Ask into Action....................... 187
	 32	 Asking for Too Much or Not Enough............................ 197
	 33	 Overcoming Fear.............................................................. 203
	 34	 Ask for More Out of Life................................................. 213
	 35	 Goal Mining Expeditions................................................ 221
	 36	 Making the Right Request............................................... 229
	 37	 Empower Your Personal Relationships......................... 237
	 38	 Volunteer........................................................................... 249
	 39	 You Can Do It................................................................... 253


