
 

 
 
 
 
 
Welcome to Verbal Self-Defense.  
 

This program is comprised of IN-Fluence – The Art and Science of Persuasion, and 

all the related videos and materials.  

Why is this program called Verbal Self-Defense? 

Because it gives you the tools to defend your position, whether you’re trying to 

make a sale, win an argument, or deflect someone who may be trying to get the 

better of you or demean you in front of others.  

 

© 2020 James I. Bond – jbond@usm-llc.com – All Rights Reserved 

mailto:jbond@usm-llc.com


 

Although meant for human interactions, such as face-to-face encounters, 

meetings, phone or video calls, webinars and even teleseminars, because it 

addresses the essence of how we persuade someone, it can apply equally to the 

advertising, social media and other promotional work you do. 

Here are a few examples of the Verbal Self-Defense / IN-fluence tools in use. 

 

Famed advertiser Bill Bernbach 

liked to use Quick-Tip #3 – 

Surprise Them with the Truth… 

to turn ordinary brands into 

massive iconic successes.  

His “Think Small” and “Lemon” 

ads helped turn the Volkswagen 

Beetle into perhaps the most 

successful car ever. In an era of 

huge cars, the seeming 

disadvantage became the 

Beetle’s greatest feature. 

 

Again, applying the naked 

“truth” formula, Bernbach introduced the catch phrase, 

“We’re #2, so we try harder,” which helped triple Avis Rent-

a-Car’s revenues in just a couple of years. 

Think about it. Who would want to say, we’re just #2?  

Yet, making this claim appealed to the “underdog” image so admired in America, 

while creating a level of credibility rarely seen in advertising. If they are willing to 

tell us this flaw about themselves, their other claims must be honest, right?  

 

 



 

I adapted this “Surprise them with the 

truth” strategy to a franchisee of 

Unishippers, a low-cost shipping solution 

for smaller companies.  

For starters, when selling or advertising, 

we rarely want to let a prospect know 

our shortcomings, do we?  

Yet, by revealing our biggest shortcoming, our pitch can sometimes become 

significantly more credible, and make selling easier. 

 

In this example, when I asked the franchisee who his ideal client was, he proudly 

proclaimed, “Anyone who ships products.”  

“No, that’s not true.”  

After a few minutes, he finally 

admitted, his ideal client was someone 

who ships between $5,000 and 

$50,000-per-month of products, 

through UPS and other carriers.  

Less than $5,000 probably wasn’t worth 

his time. Over $50,000, the client could probably get a better deal from UPS. But 

if you ship less than $50,000-a-month, they can almost always get a much better 

price for the client. 

So I got him to explain up-front, in his talks, emails and presentations, “If you ship 

more than $50,000-a-month, you can probably get a better deal from UPS. But 

less than $50,000, we can almost always get you a better price, and often, better 

service from your other carriers.”  

With this new approach, suddenly, winning new clients became significantly 

easier and his income skyrocketed. 

 



Inside the program, you’ll also learn how telephone selling became easier and less 

awkward for financial planners, by having them announce a seemingly 

embarrassing truth right up front at the beginning of the call.  

 

Why am I sharing this with you? 

Because, in this program, you’ll start to understand that Verbal Self-Defense in all 

its forms – whether face-to-face, through advertising, social media, your website 

or whatever – when adapted properly, can dramatically increase your income and 

simplify your life, as it has for so many others.  

 



GETTING HATERS TO LOVE YOUR PRODUCT OR IDEA 

Inside the Verbal Self-Defense / IN-fluence 

program, you’ll also learn about the importance 

of understanding which “Tribes” people 

associate with.  

In the U.S., we see it with pro and anti-Trump 

people, how tribal each side’s passion can be… 

and the danger of going against their tribe when 

trying to sell or explain something. 

 

GETTING GMO HATERS TO FALL IN LOVE WITH A GMO-LACED PRODUCT 

But how about people who are adamantly against having their foods laced with 

Genetically Modified Organisms (GMOs)? Is it possible to get these people to love 

a product, even if its main ingredient is a GMO? 

The answer is a resounding yes, but only 

if you can link your product to an even 

greater cause, say global warming.  

That’s exactly what Beyond Foods has 

done. Launched by a human genome 

scientists, their plant-based-meats have 

taken over the diets of so many with 

great taste (genetically designed, of 

course) and a promise that eating their plant-based meat will help save the world 

from the effects of cattle on the planet.  

 

THE POWER OF A BIG PROMISE 

How about a dating app that promises to help empower women, but in reality, 

does little if anything, to deliver on that promise?  

Could the power of their claim be so important to so many, that its shortcomings 

would be totally overlooked? 



A recent Businessweek article berated 

the dating app Bumble – which 

promotes itself as a women’s 

empowerment company – as missing 

the mark.  

The article claimed the company’s 

culture goes counter to the promise, 

and many of the app features they tout 

as empowerment tools, are un-proven to do anything to help empower women.  

Yet, Bumble remains a darling of the media, mostly because the grandness of 

their mission is so important, the media are unwilling to turn on them.  

So, what about your product or idea? 

Could you link it to something so important to the “tribe” you are going after that 

they will stand by you, regardless? 

 

ARE YOU A RACIST? – HOW TO DEAL WITH A PERSONAL INSULT 

Here’s a prime example of how these strategies can 

also help personally.  

In the program, you’ll learn how certain emotional 

wake-up words, like STINKY and VOMIT, trigger an 

automatic psychological response in most people.  

Telling someone, “I don’t want you to vomit all over 

your insurance policy, but did you see what’s in this,” is 

one way to wake up their senses and focus them on what you are about to say. 

But what would you do if someone used a toxic word AGAINST you? What if 

someone called you a racist? 

Personally, in our era of political correctness, the word RACIST is a wake-up word, 

that can be hard to defend against, if it’s used against you. 



A friend recently told me how a co-worker was always looking for ways to call him 

and just about anyone else in his office a racist. This person wasn’t black and was 

not part of a discriminated group, but that didn’t seem to make a difference.  

And he didn’t care if the person was Republican or Democrat or Independent or 

whatever. To him, everyone was a racist, and he was the one who would blurt it 

out for everyone to hear. 

So, how would YOU respond, if someone called you a racist, and you knew in your 

heart of hearts that you were absolutely not one? 

The answer lies in the program’s 7 Tools #6 – Reframe the Reference… In this 

case, you basically disagree by AGREEING. 

DISAGREE BY… AGREEING? 

Before you think this sounds a little crazy, bear with me on this, because it works, 

and it worked! 

Assuming you are not a racist, you need to go against your instinct. The instinct is 

to disagree, saying, “No, I am not a racist.”  

The problem with this approach is, with many who abuse the term racist, this will 

enlarge the impact of their words rather than reduce it.  

Instead, with my friend, I suggested doing the exact opposite.  

This may not always work, but in this case, it worked amazing well and amazingly 

quickly. 

I suggested, whenever he calls you a racist, agree.  

Say, “You are absolutely right. I AM a racist – especially against people like you, 

who so abuse the word racist, you are hurting those who truly suffer from racism. 

How dare you!”  

HOW “REDINTEGRATION” CONTROLS US 

As you’ll learn in the program, we are governed by something called 

redintegration – the need for symmetry, for balance, for order, for completion.  

With redintegration governing us, we resist injustice, but we do it by responding 

exactly the way something has been presented to us. Someone calls us a racist, 



we need to respond, to correct them. But we do it following the format they used. 

They say, You are a racist, we respond with, no, I am not a racist. 

That’s our instinct. It’s a habit wired into all of us. And it’s often the wrong 

response. 

To improve our success, we need to learn a new habit. Just like my friend 

discovered, a slight twist in how we interact with others can often change 

everything. 

And that’s what this program will teach you – the slight twists that will 

dramatically improve the success you achieve when interacting with others. 

Enjoy! 

BTW – Watch this video – on the “simple twist” that changes everything. 

 

 

 
 

 https://youtu.be/WyHPXEHmqAM  
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