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Daniel H. Pinls the author of five books about coghnitive science and

the changing worlds of work and learningd including 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.


http://www.danpink.com/books/to-sell-is-human
http://www.danpink.com/books/to-sell-is-human
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An ondemand archive of this
webinar Is going to be available at
www.edweek.org/go/PDarchives

IN less than 24hrs.
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As a participant of this webinar, you have earnec
a certificate of completion from Education Week
PD Webinars.To claim your certificate, please
send an email tavebinars@epe.orgvith the
names and titles of those who attended, and the
mailing address to which you would like the
certificates sent.
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AUTHOR OF THE NEW YORK TIMES-BESTSELLING

DRIVE AND A WHOLE NEW MIND

TO SELL IS
HUMAN

THE SURPRISING TRUTH
ABOUT MOVING OTHERS




THE AMERICAN WORKFORCE (2013)

Sales workers

Source: U.S. Bureau of Labor Statistics, 2012



What percentage of your work involves convincing or persuading people to give up something they
value (attention, effort, money, time, etc) for something you can offer?

0 10 20 30 40 50 60 70 80 90 100

Indicate the answer
by pushing the slider 0
to the appropriate

percentage




What percentage of your work involves convincing or persuading people to give up something they
value (attention, effort, money, time, etc) for something you can offer?

Indicate the answer
by pushing the slider 41
to the appropriate

percentage




THE AMERICAN WORKFORCE (2013)

Traditional
sales

Source: U.S. Bureau of Labor Statistics, 2012



U.S. Job Growth by Industry Sector (2000 - 2012)
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Source: Bureau of Labor Statistics, 2012. Job numbers are in millions
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High power participants were
almost as
low power participants to draw a
selFfori ented E. O



(PJower leads individuals to
anchor too heavily on
vantage point,
P & ros pd ;mt



Increase your
effectiveness by
reducing your
power.



Average revenue per hour ($)

WHO SOLD THE MOST?
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Source: Adam Grant, University of Pennsylvania




WHO SOLD THE MOST?

$155

$125
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Source: Adam Grant, University of Pennsylvania



