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Persuasion in action

“An active attempt by one person to change another 
person’s attitudes, beliefs, or emotions associated with 
some issue, person, concept, or object.”

APA



Disclaimer

This presentation is intended for educational purposes. Contents of this 

presentation are under pressure and may be incomplete.  No copy or use of this 

presentation may be used without express M & E Group permission. Shake well 

before using. Batteries not included. Void where prohibited. Use only as directed. 

Keep your hands to yourself. If conditions persist, consult your physician.  Do not 

reproduce without express consent. Drink your water, exercise regularly, wash 

your hands and call your mother. This presentation does not constitute medical or 

legal advice. Disclaimed liability for errors and omissions in this content. Made 

with no gluten. Do not bleach.



Persuasion meets Communication 

 Greater good / win-win

 Restricted by rules of communication

 Lives within specific time and space

 Finite



Key 
Elements

• Deliberate attempt to influence others.

• People are not coerced; they are instead free
to choose through self-persuasion.

• The messages are transmitted in  many ways 
including verbally and nonverbally.

• Persuasive communication is symbolic: sounds,
words, images.



Principles

• Reciprocity

• Consistency

• Social Proof

• Liking

• Authority

• Scarcity



The Framing 
Method

• Placement: right time, people, and place

• Approach: thoughtful argument, 
construction, and presentation

• Words: careful selection of the most 
appropriate words

Describe or explain with a 
specific slant.



The “What’s In It 
for Us” Method

• Using “We” to show global 
relevancy. 

• Showing the benefit of the team 
decision.



The Scarcity and 
Urgency Method

• There’s a heightened sense of limited 
supply of time/opportunity/product to 
compel action.

• Time-based strategy



The “But you are 
Free” Method

• Remind people they are free to make a 
decision on the subject you’re discussing, 
and they will be more inclined to agree.

• Free will based. Layers well with 
data/evidence and urgency methods.



The Data and Evidence 
Method

• If you have evidence and data that 
supports your idea, your proposal will 
carry more weight.



The Agree on Small 
Points First Method

• The ‘yes ladder’ – by agreeing on 
smaller tasks it will be more likely 
to get people to agree with on a 
bigger project.

• Benjamin Franklin!







Persuasive 
Communication 
Body Language 

Tactics

• Smile, move naturally.

• Default: Open Body, raise your eyebrows, 
visible palms, neck, eye contact

• Congruent motion with the message.

• Wear color.

• Master the room.



How did they 
do it? 

• Give people a reason to listen.

• Care. Then show you care.

• Give people a reason to trust.

• Connect. Present clearly and accordingly.

• Define what needs to happen next.



Together 
We Have:

• Identified the fundamentals, key 
elements, and principles of persuasive 
conversations.

• Explored key persuasive conversation 
methods and techniques.

• Examined persuasive communication 
body language tactics. 

• Explored different examples of persuasive 
communication techniques layering.
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