science of influence

science of influence is a multidisciplinary field that examines how individuals, groups, and organizations
affect the behaviors, attitudes, and decisions of others. Rooted in psychology, sociology, and communication
studies, this science explores the mechanisms and principles behind persuasion, social proof, authority, and
compliance. Understanding the science of influence is essential for marketers, leaders, negotiators, and
anyone interested in shaping human interaction effectively. This article delves into the foundational
theories, key principles, psychological triggers, ethical considerations, and practical applications of influence.
By exploring these aspects, readers will gain a comprehensive grasp of how influence operates in both
personal and professional contexts. The following sections provide a structured overview of the core

elements that constitute the science of influence.

e Fundamental Theories of Influence

¢ Key Principles of Persuasion

Psychological Triggers in Influence

Ethical Considerations in Influence

Practical Applications of the Science of Influence

Fundamental Theories of Influence

The science of influence is grounded in several fundamental theories that explain why and how people
change their behaviors in response to others. These theories provide a framework for understanding the

dynamics of social interaction and persuasion.

Social Learning Theory

Social Learning Theory posits that people learn behaviors by observing and imitating others. This theory
empbhasizes the role of modeling and reinforcement in shaping an individual’s actions. In the context of
influence, people are more likely to adopt behaviors they see rewarded or endorsed by others, highlighting

the importance of social proof and role models.



Cognitive Dissonance Theory

Cognitive Dissonance Theory explains how individuals strive for internal consistency between their
beliefs, attitudes, and behaviors. When confronted with conflicting information or actions, people
experience discomfort and are motivated to reduce this dissonance by changing their attitudes or behaviors.
Influencers can leverage this by creating situations where alignment with a desired behavior resolves

psychological tension.

Elaboration Likelihood Model (ELM)

The Elaboration Likelihood Model describes two routes to persuasion: the central route, which involves
careful and thoughtful consideration of information, and the peripheral route, which relies on superficial
cues like attractiveness or credibility. Understanding ELM helps identify when people are more receptive

to logical arguments versus emotional or heuristic-based appeals.

Key Principles of Persuasion

Several core principles underlie effective persuasion and are widely recognized in the science of influence.

These principles serve as tools for shaping opinions and motivating actions.

Reciprocity

Reciprocity is the social norm that compels individuals to return favors or kindness. When someone
provides a gift, assistance, or concession, the recipient feels obligated to reciprocate, creating a powerful

influence tactic.

Commitment and Consistency

People desire to appear consistent in their words and actions. Once they commit to an idea or behavior,
they are more likely to follow through to maintain self-image and social standing. This principle is effective

in encouraging long-term behavioral change.

Social Proof

Social proof refers to the tendency to look to others for cues on how to behave, especially in uncertain
situations. Seeing others engage in a behavior increases the likelihood of adopting it oneself, making

testimonials, reviews, and user statistics valuable tools in influence.



Authority

Individuals tend to comply with requests or follow guidance from perceived experts or figures of
authority. Demonstrating expertise, credentials, or endorsements can significantly enhance persuasive

impact.

Scarcity

Scarcity leverages the perception of limited availability or opportunity, which increases the desirability of a
resource or action. Highlighting exclusivity or time-sensitive offers triggers urgency and motivates prompt

decisions.

e Reciprocity: Return favors to build trust

Commitment: Encourage small initial commitments

Social Proof: Showcase popularity or endorsements

Authority: Establish credibility and expertise

Scarcity: Emphasize limited availability

Psychological Triggers in Influence

Beyond broad principles, specific psychological triggers activate subconscious responses that enhance
influence effectiveness. These triggers tap into emotional and cognitive biases inherent in human decision-

making.

Fear of Missing Out (FOMO)

FOMO is a powerful motivator rooted in the anxiety of exclusion or loss. Marketers and influencers use this
trigger by emphasizing what individuals stand to miss if they do not act, thereby increasing engagement

and conversion rates.



Authority Bias

Authority bias leads individuals to ascribe greater accuracy and trustworthiness to information presented by
authoritative sources. This bias facilitates compliance and acceptance of messages endorsed by experts or

institutions.

Reciprocal Concessions

This trigger involves making a concession or compromise to encourage the other party to reciprocate in

kind. It is often used in negotiation and sales to move towards agreement by gradually reducing resistance.

Consistency Heuristic

The consistency heuristic drives people to align future behaviors with past commitments and statements.

This trigger is effective in securing ongoing engagement once an initial agreement is made.

Ethical Considerations in Influence

The science of influence carries significant ethical responsibilities, as the techniques and strategies
employed can impact autonomy and decision-making. Ethical influence respects individual freedom and

transparency.

Informed Consent and Transparency

Ethical influencers ensure that their persuasion efforts do not manipulate or deceive. Providing clear

information and allowing informed choices protects the rights of individuals and fosters trust.

Avoiding Manipulation and Coercion

‘While influence aims to guide decisions, crossing into manipulation or coercion violates ethical standards.

Maintaining respect for the audience’s autonomy and avoiding exploitative tactics is paramount.

Balancing Influence with Responsibility

Practitioners must balance the desire to persuade with the duty to promote honest and beneficial outcomes.

Ethical influence supports mutual benefit rather than one-sided gains.



Practical Applications of the Science of Influence

The principles and theories of the science of influence are applied across diverse fields to achieve desired

outcomes in communication, marketing, leadership, and social change.

Marketing and Advertising

Marketers use influence techniques to shape consumer behavior by leveraging social proof, scarcity, and

authority cues. Campaigns are designed to tap into psychological triggers, increasing brand loyalty and sales.

Leadership and Management

Effective leaders apply the science of influence to motivate teams, foster collaboration, and drive
organizational change. Understanding commitment and consistency helps in setting goals and ensuring

follow-through.

Negotiation and Conflict Resolution

Negotiators utilize principles such as reciprocal concessions and consistency heuristics to reach agreements

and resolve disputes. Influence strategies facilitate communication and mutual understanding.

Social Movements and Advocacy

Advocates harness the power of social proof and emotional triggers to mobilize support and effect societal

change. Influence science informs strategies that amplify messages and engage communities.

1. Marketing and Advertising: Engage consumers through trusted cues
2. Leadership and Management: Inspire and align teams
3. Negotiation and Conflict Resolution: Reach agreements efficiently

4. Social Movements and Advocacy: Drive collective action



Frequently Asked Questions

‘What is the science of influence?

The science of influence studies how individuals can affect the thoughts, behaviors, and decisions of others

through psychological principles and social dynamics.

Which psychological principles are most important in the science of

influence?

Key principles include reciprocity, commitment and consistency, social proof, authority, liking, and

scarcity, as identified by psychologist Robert Cialdini.

How does social proof work in influencing people?

Social proof works by leveraging the tendency of individuals to look to others' behavior to guide their own

actions, especially in uncertain situations.

Can the science of influence be used ethically in marketing?

Yes, when used transparently and responsibly, influence techniques can help marketers communicate

value and build trust without manipulation.

‘What role does authority play in the science of influence?

Authority influences people by leveraging perceived expertise or status, making individuals more likely to

comply with requests or advice from authoritative figures.

How can understanding the science of influence improve leadership
skills?

Leaders can use influence principles to motivate teams, build rapport, foster commitment, and drive

positive change effectively within organizations.

Additional Resources

1. Influence: The Psychology of Persuasion

This classic book by Robert B. Cialdini explores the key principles that drive people to say “yes.” Drawing
on extensive research and real-world examples, Cialdini explains six universal principles of influence:
reciprocity, commitment and consistency, social proof, authority, liking, and scarcity. The book provides

practical insights for understanding how persuasion works and how to apply these techniques ethically in



everyday life.

2. Pre-Suasion: A Revolutionary Way to Influence and Persuade

Also by Robert B. Cialdini, this book delves into the crucial moment before you deliver a message — the
“pre-suasion” phase. It reveals how setting the right context and focusing attention can prime people to be
more receptive to your influence attempts. The book combines psychology and neuroscience to show how

subtle cues shape decision-making outcomes.

3. Yes!: 50 Scientifically Proven Ways to Be Persuasive

Written by Noah J. Goldstein, Steve J. Martin, and Robert B. Cialdini, this book offers 50 practical and
research-backed techniques for increasing your persuasive power. Each chapter provides a concise
explanation of a specific influence strategy, supported by scientific studies and real-life examples. It’s a

useful guide for marketers, negotiators, and anyone interested in the science of persuasion.

4. The Art of Influence: Persuading Others Begins With You

Chris Widener’s book emphasizes self-awareness and integrity as foundational elements of influence. It
blends psychology with personal development, showing how becoming a person of value and trust
naturally increases your ability to influence others. The book includes actionable advice on communication,

leadership, and relationship-building.

5. Made to Stick: Why Some Ideas Survive and Others Die

By Chip Heath and Dan Heath, this book examines why certain ideas are more memorable and influential
than others. The authors identify six principles that make ideas “stick”™ simplicity, unexpectedness,
concreteness, credibility, emotions, and stories. Understanding these elements helps readers craft messages

that resonate and persuade effectively.

6. Drive: The Surprising Truth About What Motivates Us

Daniel H. Pink explores the science behind human motivation and how it relates to influence. He
challenges traditional carrot-and-stick approaches, emphasizing autonomy, mastery, and purpose as key
drivers of behavior. This book provides valuable insights for leaders and influencers looking to inspire

genuine commitment and engagement.

7. Thinking, Fast and Slow

Daniel Kahneman’s groundbreaking work on cognitive psychology explains the dual systems of thinking:
the fast, intuitive system and the slow, deliberate system. Understanding these modes of thought is crucial
for influence, as it reveals how people make decisions and how biases affect judgment. The book offers

profound implications for persuasion strategies and decision-making.

8. Contagious: Why Things Catch On

Jonah Berger investigates the factors that lead ideas, products, and behaviors to become viral and widely
adopted. He outlines six principles of contagiousness, including social currency, triggers, emotion, public
visibility, practical value, and storytelling. This book is essential for anyone interested in marketing, social

influence, and spreading ideas effectively.



9. Persuasion: The Art of Getting What You Want

Written by Dave Lakhani, this book provides a practical guide to mastering persuasion techniques based on
psychology and behavioral science. It covers strategies for building rapport, overcoming objections, and
ethically influencing others in business and personal contexts. The book emphasizes the importance of

empathy and authenticity in successful persuasion.
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science of influence: Influence Robert B. Cialdini, 1988 Influence: Science and Practice is an
examination of the psychology of compliance (i.e. uncovering which factors cause a person to say yes
to another's request) and is written in a narrative style combined with scholarly research. Cialdini
combines evidence from experimental work with the techniques and strategies he gathered while
working as a salesperson, fundraiser, advertiser, and other positions, inside organizations that
commonly use compliance tactics to get us to say yes. Widely used in graduate and undergraduate
psychology and management classes, as well as sold to people operating successfully in the business
world, the eagerly awaited revision of Influence reminds the reader of the power of persuasion.
Cialdini organizes compliance techniques into six categories based on psychological principles that
direct human behavior: reciprocation, consistency, social proof, liking, authority, and scarcity.
Copyright © Libri GmbH. All rights reserved.

science of influence: The Science of Influence Kevin Hogan, 2010-10-19 Get customers,
clients, and co-workers to say yes! in 8 minutes or less This revised second edition by a leading
expert of influence continues to teach a proven system of persuasion. Synthesizing the latest
research in the field of influence with real-world tested experiences, it presents simple secrets that
help readers turn a no into a yes. Every secret in this book has been rigorously tested, validated, and
found reliable. Learn dozens of all-new techniques and strategies for influencing others including
how to reduce resistance to rubble Make people feel instantly comfortable in your presence Decode
body language, build credibility, and be persistent without being a pain Expert author Kevin Hogan
turns the enigmatic art of influence and persuasion into a science anyone can master The amazing
secret of The Science of Influence is its simplicity. After you read this book you will immediately
understand why people say no to you and learn how to turn that no into a yes from that moment on.

science of influence: The Science of Influence Brian Tracy, 2019-02-11 A CRUCIAL SKILL TO
DEVELOP One of the most crucial skills for everyone to develop is influence. Without it, human
relations are ineffective at best, and disastrous at worst. Whether you're trying to communicate your
business idea to an investor, encourage your children to embrace your moral values, or break an
addiction to endless web surfing—if you lack the skill of influence, you will be unable to convince
yourself or anyone else. The human mind is like a titanium lock. If you communicate poorly—through
endless talking, inattentive listening, or over-the-top pressure—it’s like spinning the numbers on the
lock over and over uselessly. But if you develop the key skills of influence, it’s like knowing the exact
combination to that lock and gaining access to the consciousness of another person—or to your own.
This book provides the right combination to that highly guarded lock. It will show you the skills of
influence. It will enable you to produce incredible results—happier personal relationships, more
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sales, more profitable partnerships, and an increased ability to hold yourself to commitments that
are important to you.

science of influence: The Small Big Steve Martin, Noah Goldstein, Robert B. Cialdini,
2014-08-28 At some point today you will have to influence or persuade someone - perhaps ask a
colleague a favour, negotiate with a contractor or get your spouse to put out the recycling. In The
small BIG, three heavyweights from the world of persuasion science and practice - Steve Martin,
Noah Goldstein and Robert Cialdini - describe how, in today's information-overloaded world, it is
now the smallest changes that lead to the biggest differences in results.Offering deceptively simple
suggestions and explaining the extensive scientific research behind them, the small BIG presents
over fifty small changes - from the little adjustments that make meetings more effective to the
costless alteration to correspondence that saved a government millions. The small BIG is full of
surprising, powerful - and above all, tiny - changes that could mean the difference between failure
and success.

science of influence: What Is the Influence of the National Science Education Standards?
National Research Council, Division of Behavioral and Social Sciences and Education, Center for
Education, Committee on Science Education K-12, Steering Committee on Taking Stock of the
National Science Education Standards: The Research, 2002-12-05 In 2001, with support from
National Science Foundation, the National Research Council began a review of the evidence
concerning whether or not the National Science Education Standards have had an impact on the
science education enterprise to date, and if so, what that impact has been. This publication
represents the second phase of a three-phase effort by the National Research Council to answer that
broad and very important question. Phase I began in 1999 and was completed in 2001, with
publication of Investigating the Influence of Standards: A Framework for Research in Mathematics,
Science, and Technology Education (National Research Council, 2002). That report provided
organizing principles for the design, conduct, and interpretation of research regarding the influence
of national standards. The Framework developed in Phase I was used to structure the current review
of research that is reported here. Phase II began in mid-2001, involved a thorough search and
review of the research literature on the influence of the NSES, and concludes with this publication,
which summarizes the proceedings of a workshop conducted on May 10, 2002, in Washington, DC.
Phase III will provide input, collected in 2002, from science educators, administrators at all levels,
and other practitioners and policy makers regarding their views of the NSES, the ways and extent to
which the NSES are influencing their work and the systems that support science education, and
what next steps are needed.

science of influence: The Science of Social Influence Anthony R. Pratkanis, 2011-02-25 The
contributions to this volume capture the thrill of current work on social influence, as well as
providing a tutorial on the scientific and technical aspects of this research. The volume teaches the
student to: Learn how to conduct lab, field and case research on social influence through example by
leading researchers Find out about the latest discoveries including the status of research on social
influence tactics, dissonance theory, conformity, and resistance to influence Discover how seemingly
complex issues such as power, rumors, group and minority influence and norms can be investigated
using the scientific method Apply knowledge to current influence campaigns to find out what works
and what does not. The Science of Social Influence is the perfect core or complementary text for
advanced undergraduate or graduate students in courses such as Attitudes and Attitude Change,
Communications, Research Methods and, of course, Social Influence.

science of influence: Six Degrees of Social Influence Douglas T. Kenrick, Noah ]J. Goldstein,
Sanford L. Braver, 2012-02-10 Over the course of the last four decades, Robert Cialdini's work has
helped spark an intellectual revolution in which social psychological ideas have become increasingly
influential. The concepts presented in his book, Influence: The Psychology of Persuasion, have
spread well beyond the geographic boundaries of North America and beyond the field of academic
social psychology into the areas of business, health, and politics. In this book, leading authors, who
represent many different countries and disciplines, explore new developments and the widespread



impact of Cialdini's work in research areas ranging from persuasion strategy and social engineering
to help-seeking and decision-making. Among the many topics covered, the authors discuss how
people underestimate the influence of others, how a former computer hacker used social
engineering to gain access to highly confidential computer codes, and how biology and evolution
figure into the principles of influence. The authors break new ground in the study of influence.

science of influence: Pre-suasion Robert B. Cialdini, 2016 What separates average
persuaders from extraordinary successful ones? Using the same combination of rigorous scientific
research and accessibility that made his Influence an iconic bestseller, Robert Cialdini explains how
the best communicators capitalize on privileged moments for change, in which audiences become
receptive to a message before they experience it. Optimal persuasion is achieved through optimal
persuasion. To change minds, savvy pre-suaders first change states of mind. His first solo book in
more than thirty years, Cialdini's Pre-Suasion draws on his experience as the most cited social
psychologist of our time and explains the methods of master pre-suaders. He draws on an array of
studies and accounts, from successful online marketing campaigns to effective wartime propaganda
efforts, illustrating how the artful channeling of attention leads to potent pre-suasion and positive
outcomes. Book jacket.

science of influence: The Genius of Archimedes -- 23 Centuries of Influence on
Mathematics, Science and Engineering S. A. Paipetis, Marco Ceccarelli, 2010-05-25 Archimedes
is held in high esteem by mathematicians, physicists and engineers as one of the most brilliant
scientists of all time. These proceedings contain original, unpublished papers with the primary
emphasis on the scientific work of Archimedes and his influence on the fields of mathematics,
science, and engineering. There are also papers dealing with archaeological aspects and the myths
and legends about Archimedes and about the Archimedes Palimpsest. Papers on the following
subjects form part of the book: Hydrostatics (buoyancy, fluid pressure and density, stability of
floating bodies); Mechanics (levers, pulleys, centers of gravity, laws of equilibrium); Pycnometry
(measurement of volume and density); Integral Calculus (Archimedes as the father of the integral
calculus, method of exhaustion, approximation of pi, determination of areas and volumes);
Mathematical Physics (Archimedes as the father of mathematical physics, Law of the Lever, Law of
Buoyancy, Axiomatization of Physics); History of Mathematics and Mechanics (Archimedes’ influence
in antiquity, the middle ages, the Renaissance, and modern times; his influence on Leonado da Vinci,
Galileo, Newton, and other giants of science and mathematics); Ancient Machines and Mechanisms
(catapults, water screws, iron hands, compound pulleys, planetaria, water clocks, celestial globes,
the Antikythera Mechanism); Archimedean Solids (their rediscovery in the Rennaisance and their
applications in materials science and chemistry); Archimedean Legends (how stories of golden
crowns, eureka moments, naked runs, burning mirrors, steam cannons, etc., have influenced us
through the ages, whether true or not); The Cattle Problem (how its 18th century rediscovery
inspired the study of equations with integer solutions); Teaching the Ideas of Archimedes (how his
life and works have influenced the teaching of science, mathematics, and engineering).

science of influence: Influence PEOPLE Brian Ahearn, 2019-08-09 Would it help your career
if people said yes to you 20% more than they do now? How about 30% or 40%? It's possible if you
understand how to ethically persuade people. Influence PEOPLE can make that become a reality for
you. Brian Ahearn breaks down decades of research into actionable ideas that will have more people
saying yes to you more often.

science of influence: Influence Is Your Superpower Zoe Chance, 2022-02-01 Rediscover the
superpower that makes good things happen, from the professor behind Yale School of Management's
most popular class “The new rules of persuasion for a better world.”—Charles Duhigg, author of the
bestsellers The Power of Habit and Smarter Faster Better You were born influential. But then you
were taught to suppress that power, to follow the rules, to wait your turn, to not make waves.
Award-winning Yale professor Zoe Chance will show you how to rediscover the superpower that
brings great ideas to life. Influence doesn’t work the way you think because you don’t think the way
you think. Move past common misconceptions—such as the idea that asking for more will make



people dislike you—and understand why your go-to negotiation strategies are probably making you
less influential. Discover the one thing that influences behavior more than anything else. Learn to
cultivate charisma, negotiate comfortably and creatively, and spot manipulators before it’s too late.
Along the way, you'll meet alligators, skydivers, a mind reader in a gorilla costume, Jennifer
Lawrence, Genghis Khan, and the man who saved the world by saying no. Influence Is Your
Superpower will teach you how to transform your life, your organization, and perhaps even the
course of history. It’s an ethical approach to influence that will make life better for everyone,
starting with you.

science of influence: [ is for Influence Rob Yeung, 2011-09-02 “‘How to influence people
without getting them drunk or flirting: brilliant’ Venetia Thompson, bestselling author of Gross
Misconduct * How exactly can we use our body language to win friends and influence people? *
When can £1 be more persuasive than £50? « Why does giving customers more choice make them
less likely to make a purchase? Some people seem naturally more influential and persuasive. In fact
they are simply using rules and techniques that anyone can harness. Psychologist Rob Yeung
explores the latest research to expose myths and uncover the real truths about the art of influence
and persuasion. I is for Influence not only reveals the secrets behind effortlessly winning trust and
support; it will allow you to learn proven techniques for getting that promotion, winning that
business contract or even finding your perfect match. By the bestselling author of Confidence and
The Extra One Per Cent (Macmillan, 2010). “This book provides readers with the latest science on
persuasion. A must read’ Professor Cary L. Cooper, CBE, Professor of Psychology

science of influence: Yes! Noah ]. Goldstein, Steve J. Martin, Robert Cialdini, 2008-09-03
Learn how small changes can make a big difference in your powers of persuasion with this New York
Times bestselling introduction to fifty scientifically proven techniques for increasing your persuasive
powers in business and life. Every day we face the challenge of persuading others to do what we
want. But what makes people say yes to our requests? Persuasion is not only an art, it is also a
science, and researchers who study it have uncovered a series of hidden rules for moving people in
your direction. Based on more than sixty years of research into the psychology of persuasion, Yes!
reveals fifty simple but remarkably effective strategies that will make you much more persuasive at
work and in your personal life, too. Cowritten by the world’s most quoted expert on influence,
Professor Robert Cialdini, Yes! presents dozens of surprising discoveries from the science of
persuasion in short, enjoyable, and insightful chapters that you can apply immediately to become a
more effective persuader. Often counterintuitive, the findings presented in Yes! will steer you away
from common pitfalls while empowering you with little known but proven wisdom. Whether you are
in advertising, marketing, management, on sales, or just curious about how to be more influential in
everyday life, Yes! shows how making small, scientifically proven changes to your approach can have
a dramatic effect on your persuasive powers.

science of influence: Psychology of Science Robert W. Proctor, E.]. Capaldi, 2012-07-12 The
study of science, sometimes referred to as metascience, is a new and growing field that includes the
philosophy of science, history of science, sociology of science, and anthropology of science. In the
last ten years, the formal study of the psychology of science has also emerged. The psychology of
science focuses on the individual scientist, influenced by intelligence, motivation, personality, and
the development of scientific interest, thought, ability, and achievement over a lifespan. Science can
be defined as explicitly and systematically testing hypotheses. Defined more broadly, science
includes wider processes, such as theory construction and the hypothesis testing seen in children
and non-scientific adults. Most prior work in the study of science has emphasized the role of explicit
reasoning; however, contemporary research in psychology emphasizes the importance of implicit
processes in decision-making and choice and assumes that the performance of many tasks involves a
complex relationship between implicit and explicit processes. Psychology of Science brings together
contributions from leaders in the emerging discipline of the psychology of science with other experts
on the roles of implicit and explicit processes in thinking. Highlighting the role of implicit processes
in the creation of scientific knowledge, this volume links the psychology of science to many strands




of psychology , including cognitive, social, and developmental psychology, as well as neuroscience.
Ultimately, this volume raises awareness of the psychology of science among psychologists,
philosophers, and sociologists of science, and anyone interested in the metasciences.

science of influence: Science John Michels (Journalist), 1925

science of influence: Science: The Corner Curiosity HB Goldsmith , The book 'Science: The
Corner Curiosity' targets researchers and scientists worldwide. The book covers classical,
conventional, and emergent topics including science's history from ancient times to the present. It
covers various scientific topics, knowledge development, scientific research, the scientific
community, science and society, and science philosophy. It exhibits post-scientific revolution politics,
antiscience movements, metascience, discoveries, innovations, psychology and sociology of science,
scientific methodology, and scientometrics. These topics are for prospective researchers and project
fellows seeking advanced degrees in science. Science communication, literature, journalism, and
revolution are also covered in this book. The author thanks his colleagues and contemporaries for
their helpful advice, timely comments, and relevant perspectives. Researchers worldwide will find
this work comprehensive and useful. The author is grateful to "The Almighty Living God (The
Supernatural Energy of The Third World)' for helping him in creating this work. May scientists
globally get deep understanding in all fields !

science of influence: The Influence of Monarchs Frederick Adams Woods, 1913

science of influence: Civilization Considered as a Science, in Relation to Its Essence, Its
Elements, and Its End George Harris, 1861

science of influence: History of the Rise and Influence of the Spirit of Rationalism in
Europe William Edward Hartpole Lecky, 1866

science of influence: History of the Rise and Influence of the Spirit of Rationalism in Europe by
William Edward Hartpole Lecky , 1866
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