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before purchasing it in order to gage whether or not it would be worth my time, and all praised So Smart But...: How
Intelligent People Lose Credibility - and How They Can Get it Back:

0 of 0 people found the following review helpful. So Smart, butBy Leroy Norman GeerDr. Weiner's book isaMUST
for anyone who talks and listens to people. It isfull of excellent, easy to usetips. To me, what makes it special is that
everything he shares with the reader is based on solid and extensive research. | believeit is the best book on


http://f3db.com/pub/links.php?id=B008NBZ52G

communications | have ever read - and | have read alot of them during my 81 years.24 of 24 people found the
following review helpful. Great information; however...By Tom CarpenterFirst of al, let me say that | cometo this
book from the perspective of an Information Technology (IT) professional. In other words, | come from alarge pool of
people who are often seen as So Smart But... | firmly believe that this book will be of exceptional value to those of us
in the IT community. While there are issues with the book (is any book perfect?) that | point out in thisreview, this
should not detract from the tremendous benefit that it will bring to your career and life as a person working in any
technical specialty (legal, health care, engineering, computer technoloty, etc.).The author of So Smart But... doesa
phenomenal job of pointing out the need for better communication skills through credibility and what | call "entire
communications' - it's more than just your words, tone and body language that we hear about so often. | have to
disagree with the reviewer who said that the figure on page 20 seems unrelated to the text. It is very obviously related
to the text; however, the review may mean to suggest that a lot is left to the reader in the way of interperting the
meaning of the numbersin theimage. | think the author is attempting to say that these various "breadth" factors are
worth a certain amount in the decision process. To be sure, we would need clarification from the author. Indeed, thisis
one of my "howevers'.The other "however" is that the author starts by setting the bar VERY high and then proceeds to
almost reach it or maybe even reach it. The problem isthat, when | set the bar high, | have to leap over the bar in abig
way or many will think I've failed. I'm sure the author understands this, but the book seemsto have reached the bar
only.This bar is set in the Introduction when the author states, "So Smart But... intends to be the answer to your
demand, 'Tell me something | don't know!" | would not be pleased if you, the reader, reacted to So Smart But... by
saying, 'lt's common sense.’ Believe me, everything here should make sense, but it shouldn't be common sense.” Here
isthe mistake: "everything here... shouldn't be common sense." Most readers will interpret that as, "I am about to read
ALL new information.” The problem for the author is that most of his readers will not be people who need the book...
it will be people who read these types of books because they are self-improvement junkies. It it near impossible to
surprise us self-improvement addicts. That said, there were many places where the book made me say, "Hmmm...".
One areawas an insight of opposition. In other words, the author tells the story of atraining attendee who mocked his
use of the phrase "he goes' instead of "he says' or "he said". The author says he stated:"| told the man that he should
speak with more energy, and he goes, ‘It was..." To this attendee, | go, "Perfect grammar does NOT make a good
communicator. Infact, it usualy leads to VERY poor communications. Y ou must communicate in away that connects
to your audience. I'm sure most of the people that day were not only fine with it, but enjoyed the casual style of
speaking." I've learned, after more than 1200 days of training, that you can't please every one, so on "l go".In addition
to thisinsight, there were MANY amazingly good tips and techniques throughout the book. My measure of a
communication skills book is based on whether the author quotes the false information that only 7% of your message
comes from your words. Thisisthrown around in alot of communication skills books and is alegend based on shoddy
investigation of thorough research (the original research was thorough and the investigation of that research by most
modern authorsis shoddy). Albert would not be happy to know that people have now twisted his research so.
Thankfully, this book does NOT misrepresent, or even use, this statistic. In fact, pages 94 and 95 show a very proper
respect for language.Overall, the book definitely taught me somethings | didn't already know. That's a positive, in my
book, since I've read at least fifty book on communications skills over the years. Good job Mr. Weiner. In your next
book (paperback version?), you might consider taming down the promise in the introduction; however, | hope your
readers can overcome thisissue because the book is actually very well worth reading.O of O people found the following
review helpful. An outstanding symptom based book that helps interpersonal communicationsBy Servantof GodRiding
on his SMART concept/system (style, message, arena, receiver and timing), the author had delivered an oustanding
symptom based (please refer to the table of content) book that hel psinterpersonal communications. Despite the many
minor drawbacks as aready raised by other reviewers, the book is highly enjoyable and helpful asawhole. In
particular | like the many examples of how to demonstrate 1) main point, breadth, depth, height, sight 2) problem,
cause, consequence, solution, action even in short messages. In short, awell thought through book and did "tell me (a
serious reader) something | dont know" as promised explicity in the Introduction. Recommended!Below please find
some of my favorite passages for your reference:-When people talk about "executive presence,” they are talking about
the credibility factor we call composure. Composure is a measure of how well you have things under control. When
you have composure the people who are looking to you for that quality of control experience significantly less stress.
pg 49Ask your colleagues. "What do you do on weekends?' It's alot more invitating than, "Tell me about yourself."
pg 112Y our colleagues and most certainly your seniors like to see you with a passion for the job, afirein the
belly......No one looks at exactly what we're doing when we comein early.... It sSimply says, "l like to get started
early." It shows passion for work. And staying later to make up for coming in late doesnt help that much. pg 124

This fascinating book demonstrates that to be a good communicator and therefore an effective manager, a person must
have five qualitiesin order to be viewed as totally crediblendash;competence, character, composure, sociability, and
extroversion. While some executives seem to possess all these qualities and be born with savvy communication skills,
Weiner shows how anyone can find ways to make measurable improvements in how they present themselves that will



enhance their credibility.



