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Daniel H. Pink is the author of five books about cognitive science and 

the changing worlds of work and learningðincluding the long-running New 

York Times bestseller, A Whole New Mind, and the #1 New York Times 

bestseller, Drive. His latest book, To Sell is Human: The Surprising Truth 

About Moving Others, offers a fresh look at the art and science of sales. 

Pink has provided analysis of business trends on CNN, CNBC, ABC, NPR, 

and other networks in the U.S. and abroad. He also lectures to 

corporations, associations, and universities around the world on economic 

transformation and the new workplace. 

  

Pink served in the White House from 1995 to 1997 as chief speechwriter to 

Vice President Al Gore. He also worked as an aide to U.S. Labor Secretary 

Robert Reich and in other positions in politics and government. Pink lives in 

Washington, D.C., with his wife and their three children. 
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An on-demand archive of this 
webinar is going to be available at  
www.edweek.org/go/PDarchives  

in less than 24hrs.  
 



As a participant of this webinar, you have earned 
a certificate of completion from Education Week 
PD Webinars.  To claim your certificate, please 
send an email to webinars@epe.org with the 
names and titles of those who attended, and the 
mailing address to which you would like the 
certificates sent. 
  



TO SELL IS HUMAN 

Daniel H. Pink 

9 April 2013 





THE AMERICAN WORKFORCE (2013) 

Source: U.S. Bureau of Labor Statistics, 2012 
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Like it or not, weôre all 

in sales now. 





BUYER 

BEWARE 



SELLER 

BEWARE 
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HOW TO BE 
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ñHigh power participants were 

almost three times as likely as 

low power participants to draw a 

self-oriented E.ò 

 

Adam D. Galinsky, Joe C. Magee, M. Ena Inesi and Deborah H. Gruenfeld. 2006. Power and 

Perspectives Not Taken. Psychological Science. 17(12): 1068-1074. 



ñ[P]ower leads individuals to 

anchor too heavily on their own 

vantage point, insufficiently 

adjusting to othersô perspective.ò 

 

Adam D. Galinsky, Joe C. Magee, M. Ena Inesi and Deborah H. Gruenfeld. 2006. Power and 

Perspectives Not Taken. Psychological Science. 17(12): 1068-1074. 



Increase your 

effectiveness by 

reducing your 

power. 



WHO SOLD THE MOST? 
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