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Process aimed at changing a person’s (or 
 a group’s) attitude or behavior toward some event, idea, object, or other person(s), by using written or spoken words to convey information, feelings, or 
 reasoning, or a combination of them.
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““What is distinctively What is distinctively human at the most human at the most
 fundamental level is the fundamental level is the capacity to persuade and be capacity to persuade and be
 persuaded.”persuaded.”
 Bertrand RussellBertrand Russell Outline of PhilosophyOutline of Philosophy (1927) (1927)
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PERSUASION Communicating with others in a way that induces them to voluntarily think or act differently
 POWER Command, assertion, force, coercion, threat
 PAYMENT Material incentives, reward, compensation, negotiation, exchange, bargaining, transaction
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1. Simplicity/Clarity2. Know the audience and its
 predispositions3. Storytelling,
 Examples/Demonstrations4. Reciprocation 5. Liking: Similarity and Empathy6. Empathy, Listening and Feedback7. Salience8. Analogies/Metaphors9. Counter-intuitive sources and
 arguments 2
 10. Commitment/Consistency11. Repetition12. Authority/Credibility13. Conformity/Social proof,
 Similarity 14. Liking/Association15. Humor 16. Scarcity17. Learning and Developing
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Keep your message simple and comprehensible. KISS.
 The challenge: our subjects are complex and we are logos-oriented.
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Listening, empathy.
 We typically know our audiences in a half-baked way. We need to use all available resources to know the audience
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“The key to leadership is effective persuasion through stories.” “Narratives are the most powerful currency of persuasion.”
 Retention by students Religious Texts Stories:• Represent an intrinsic reality, have credibility. • Capture attention and engage the mind.• Let the listener interpret the message in his/her own terms.
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We are more likely to persuade someone if we have given them something.Concessions: what can I afford to give away?Listening is the cheapest concession you can make.
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We are more likely to be influenced by people we know and like.
 Who do we like? We like people:
 1. Who are similar to us (Similarity Principle)
 2. Who like us.
 “Like” = We like people who are positive, respectful, appreciative, empathetic.
 Are you liked? That is, do you like others?
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1. Conventional understanding: this is one dimension.
 Likable/Emotionally Assertiveness Intelligent
 AssertivenessAssertivenessStanding up for your views and principlesStrongConvictionDecisiveHigh standardsAnalyticalFocus on the argument, the data (logos oriented)
 Likable/EILikable/EIEmpatheticListening Concern for process and interpersonal relationshipsRespectfulCare and concernAppreciativeComplimentaryPositive/upbeat
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2. This is a false choice. There are really two dimensions.
 high
 high
 low
 low
 Assertiveness
 Likable/EI
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Using existing categories in people’s minds (recall selective perception exercise).
 Must get metaphor “right.”
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Counter-intuitive sources and arguments.
 Novel, fresh, surprising information may be necessary to cause people to modify their predispositions and beliefs.
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People feel personal and interpersonal pressures to honor and to behave consistently with their prior commitments. People wish to be (and to appear to be) consistent with what they have already said and done.Commitments are most powerful when they are:
 1. Active (ex. written vs. oral)2. Public3. Effortful4. Felt to be an inner responsibility (one has voluntarily chosen
 to make commitment without strong outside pressure)
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• More learning and more retention with repetition.
 • “Double your pleasure….”
 Repetition
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We are more likely to be persuaded (even without the inclination to do so) by someone who is perceived to be an authority.
 The two key elements of credible authority: knowledge/expertise and trustworthiness.
 Conviction
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People are often persuaded to change their attitudes or behavior in response to real or imagined group pressure.
 The power of social norms.
 Conformity is a time-saving device, increases chances of being correct, yields social approval or avoids disapproval.
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We are more likely to be influenced by people we know and like.
 We like people:1. Who like us.2. Who are similar to us.3. Who have cooperated with us for common goals.4. With whom we have pleasant associations.
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Humor evokes:
 1. The Reciprocation principle.
 2. The Liking principle.
 3. Interestingness.
  

Page 21
                        

Opportunities seem more valuable when their availability is limited.
 Applies to information and ideas, not just commodities.
 Couch your persuasion argument in terms of what an audience stands to lose, not just in terms of the anticipated benefits (since loss appears to be a more motivating concept than gain).
 Information that is scarce, new, or exclusive should be stated early in a persuasion message (establishing a strong reason for people to listen). 

Page 22
                        

Learning and Developing the Artistry of Persuasion (Mostly
 Good News)1. Persuasiveness is not entirely innate.2. We can learn, acquire, develop, cultivate new habits and skills of persuasion and
 improve old ones.3. Other personal talents (e.g. intelligence) are more difficult to nurture and change.4. Success in adult life (professional and personal) probably depends more on
 persuasion skills than on native intelligence.5. It is extremely unlikely that a person will totally transform his/her persuasion
 skills. 6. Rather, people can make marginal improvements in their persuasion skills.7. But these marginal improvements can be decisive in how successful people are in
 persuasion. That is because we rarely lose our most important persuasion projects by a lopsided landslide.
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• Thinking that you are better at persuasion than you are, and therefore failing to hone your skills. Instead, take a long, hard look at yourself, and see where your skills need to be improved.
 • Trying too hard to persuade.  Seeming too keen probably puts people off faster than anything else.
 • Failing to put in the effort required to get what you want.  Nothing, or at least not much, is free in this world.
 • Talking too much.  Stop, and just listen to the people you need to persuade.
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• Being afraid of rejection.  This can even stop people from trying to persuade in extreme cases.
 • Not being prepared.  You can’t ‘wing it’ every time. Your audience will see through you, and will think that you value your time more highly than theirs.
 • Forgetting that the whole conversation is important.  You need to engage in order to persuade, right from the beginning.
 • Providing too much information, which just confuses people, and makes them think you are trying to blind them with science.  What, they ask, are you not telling them?
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1. Persuasion principles are self-evident. Persuasion is too easy.
 Answer: Conceptually that is true, but not in practice.
 2. Persuasion is unethical. It is mere manipulation.
 Answer: The techniques of persuasion, like many other technologies, are neither inherently good nor evil. They can be used to advance noble or pernicious purposes.
 3. Persuasion is an innate skill. Persuasion is too hard. Some people are natural born persuaders, most aren’t.
 Answer: That is true. However with sustained practice most of us can improve our persuasion skills, and that may be decisive.

Page 26
                        

What do we do next?What do we do next?
 Where do we go from here?Where do we go from here?
 ·      ·      The two responsibilities of persuasion: The two responsibilities of persuasion:
 To be ethical and to be effectiveTo be ethical and to be effective
 ·      ·      An answer to the biggest challenge: An answer to the biggest challenge:
 Is persuasiveness fundamentally innate?Is persuasiveness fundamentally innate?
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