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»What is, in fact, robbing a bank com-
pared to founding a bank?«, Bertolt Brecht once 
remarked acidly. No matter whether a salaried employee, a manager, a person buil-
ding the family home or an entrepreneur – many people had to experience already
the power of bankers first-hand. Any attempt of starting a fight with the lords and
masters of money is – more often than not – bound to fail miserably. The author
presents a record of the most outrageous of sins: From fees that rob you blind and
liquidations of securities up to selling loans to (foreign) debt collectors.
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�»A banker is a fellow who lends you his
umbrella when the sun is shining and wants it
back the minute it begins to rain.« All too often
bank customers are left standing in the rain …
Peter Kruck, born in 1965, fully-trained banker, studied journalism and communi-
cations science. The market researcher is founder, president and CEO of the
Institute of Applied Communication Research Bochum (BIFAK) and lecturer at the
Institute for Media Science at Ruhr Uni-versity Bochum. He lives in Bottrop with
his wife Simone and their dog Olli. 

USPs:�Where and when you have to be particularly careful as the 
customer of a bank

While some people create a likeable
and competent impression from the very first instant, others 
obviously find it very difficult to appear in this way. In this context, an important
medium is the spoken word as the most essential carrier in communication.
However, it is only the supplementing accompaniment in the non-verbal sphere,
which creates that particular environment that gives rise to some kind of atmo-
sphere among talking partners. Body language sends out signals for a better
understanding between talking and negotiating partners.

�Many examples, stories and pictures that make
us smile, that surprise us and instruct us make
this book practically oriented and easy to read.

Stefan Verra was born in Lienz / East Tyrol in 1973. After successfully comple-
ting his study of  music, he worked as a studio and life musician for ten years.
For years he has been working as an entrepreneur in the fields of event manage-
ment, adult education and sales training. His clients, among others, are
Electrolux, T-Mobile, Citroen, Xerox, DHL and Sanofi-Aventis.

USPs:�How-to instructions and knowledge spread in the style of 
modern edutainment.
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