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People are attracted to those that they perceive to be similar.  The effect is very small for superficial features like clothes or race but very strong for perceived similarity of attitudes.  We like people who seem to agree with us because a) we think they're smart, b) we'll probably get along, and c) they'll probably like us too.

To pretend to agree with someone even when you don't really, for the purpose of getting something they can give you, like a job, is called ingratiation.  In general this works best if you pretend to agree about 70%.  Research shows that less is not enough, and more is both suspicious and boring.

To find people who share your attitudes and thus will like you, join clubs that share your interests, whether it is hobbies, politics, or sports.  Volunteer to help others, because you never look so good as when you are giving of yourself to others.  

The strongest predictor of liking is reciprocal liking.  We really like the person who likes us.  We really respect their taste.  If you've figured this out, you know that the most powerful and seductive line on earth is "I love you."  When someone says that, is it always true?

A series of experiments at the University of Wisconsin used actors following various scripts to find out what to say to make one college student most attractive to others.  The script that worked best involved: 1) Making it seem that other people are attracted to you.  2) Showing that you are selective and don't merely like everyone you meet.  3) Reciprocal liking: Tell the person you like them,

For example, once I phoned an attractive woman I'd met at a party.  When I asked her out, she told me, "Lot's of guys ask me out, and I mostly turn them down. But I'll go out with you."  All the rules fell into place in just a few seconds.

This can also be used in seeking a job.  "Some other companies are interested in me, but I would prefer to work for you than for them because …"

