Principles of Persuasion





Definition: (Underline “key” words.)





An attempt to change a specific behavior via an attitude, value or belief.





Why is it important to know whether you are trying to change an A, V or B?


So you know approximately how much time it is going to take. (Most people try to rush persuasion, causing them to fail.) 





If you remember nothing else about persuasion,


remember the following three elements:





1. Try (as much as possible) to make them want to do what you want them to do.





2. Try (as much as possible) to make them need to do what you want them to do.








3. Mention AND handle the opposition. (Bring up all reasons they don’t want or need it, and have good “comebacks” prepared for each.)














What is the paradox of persuasion?





Forget about what you want, and you’ll increase your chances of getting it. (Instead, focus on them!)











