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THE BASICS 

1. Persuasion is not Manipulation - Manipulation is 
coercion through force to get someone to do something that is not 
in their own interest.  Persuasion is the art of getting people to do 
things that are in their own best interest that also benefit you. 
 
2. Persuade the Persuadable -  Everyone can be persuaded, 
given the right timing and context, but not necessarily in the short 
term.  The first step of persuasion is always to identify those people 
that at a given time are persuadable to your point of view and focus 
your energy and attention on them. 
 
3.  Context and Timing - The basics building blocks of 
persuasion are context and timing.  Context creates a relative 
standard of what's acceptable.  Timing dictates what we want from 
others and life.   
 
4. You have to be Interested to be Persuaded -  You can 
never persuade somebody who's not interested in what you're 
saying.  The first art of persuasion is learning how to consistently 
talk to people about them; if you do that then you'll always have 
their captive attention. 
 

Four Steps of Art of Persuasion – Effective 
Communication. 
 
STEP ONE: ESTABLISH YOUR CREDIBILITY 
Why is establishing credibility important to the art of persuasion? 
Simply put, people are more likely to be persuaded by someone 
they trust. Credibility is made up of two factors: your level of 
expertise and your relationships. If you think you lack expertise 
around the issue you’re trying to persuade your team on, consider 
bolstering your knowledge of the subject or product through 
classes, courses, or work experience or by bringing in an outside 
knowledge source to back up your claims. 
 
 
STEP TWO: FIND COMMON GROUND 

Too often, business leaders, professionals approach persuasion myopically — that is, they try to 
persuade an audience that an idea or solution is good for its own sake, not the audience’s. A key to 
effective persuasion, then, is to highlight the advantages that the people you are trying to persuade 
would experience. In order to do that, you must thoroughly understand the challenges that your 
audience faces, and what they most care about. 

 

Persuasion attempts to 

influence people's beliefs, 

attitudes, intentions, 

motivations, or behaviors in 

relation to an event, idea, 

object, or other person(s). 

Persuasive communication 

achieves five things: 

stimulation, convincing, call 

to action, increasing 

consideration, and tolerance 

for alternative perspectives. 
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STEP THREE: PROVIDE EVIDENCE 
This may seem like a no brainer; people are more likely to be persuaded when you give them 
evidence that the idea you’re trying to convince them to support actually works. What’s surprising, 
though, is the kind of evidence that people respond to most. When it comes to persuasion, it’s best 
to combine hard evidence (like numbers and statistics) with more emotionally resonant language 
that uses examples and anecdotes. 
 
Why focus on “emotional” evidence? Because research shows that decision-making is an emotional 
process. To appeal to emotions, cite your evidence by using evocative, illustrative language, and 
channel your inner Hemingway to tell a story. it’s hard to win over people when they can’t even 
remember your key points. If you’re in a storytelling slump, try drawing from your own personal 
anecdotes or—even more resonate—use examples that involve the people you’re trying to persuade. 
 
STEP FOUR: CONNECT EMOTIONALLY 
The final step in the art of persuasion? Connecting on an emotional level with your audience. Note, 
though, that this step is different from the “emotional evidence” used in step three. In this case, you 
need to show your audience that you’re emotionally committed to your ideas. Can your audience 
tell that you’re passionate about persuading them? If they can, it’s a good sign. But beware, you 
don’t want to go off the emotional deep end — being overly emotional could be read as being weak 
or imbalanced. 
 
To strike the right emotional tone, persuaders need to “read the room” to understand what kind of 
emotional argument to make. Will your audience respond best to scare tactics or a more uplifting 
message? To figure this out, leaders should talk with a few key members of the team to get an 
“emotional read” on the group, and then use that feedback to inform their persuasion techniques. 
 
Four-steps Strategy in practice: 
 
Clearly identify your goal. 
For instance: 

• Gain the interest of a potential new client 
• Improve employee productivity 
• Increase sales of products or services for an existing client 

 
Determine your approach.  
For instance: 

• Appeal through reason, logic, and factual information 
• Appeal through values and emotions – less tangible, but frequently crucial elements of persuasion 
• Appeal through invoking higher authorities (credible studies or spokespersons who endorse your 

point of view) 
 

Be prepared with evidence.  
For instance: 

• Demonstrate proof with tangible and verifiable proof. 
• Provide your prospective client with proof your business will uniquely meet their needs 
• Show your existing client the proof that demonstrates how increased use of your services will 

benefit their business. 
 

Use compelling language.  
For instance: 

• Rather than saying “Your food is lousy, give me my money back,” consider: “Your food is normally 
so delicious; I look forward to eating here in future.” 



• Instead of writing: “Your business signs are shabby, I could fix that,” try: “We have some beautiful, 
reasonably priced signage available that would really draw attention to your business.” 

• Avoid a barrage of statistics, instead simplify: “This graph shows you how your sales would rise if 
you use our service. I’m happy to walk you through the fine points at your convenience.” 
 
 

 “Persuasion in any aspect of life works best when it is focused, 
calm, and determined..” 

 

 

 

 

 

 

 

 

Please feel free to contact us:  
Antwerp Consulting & Business Strategy  
Fb: facebook.com/AntwerpBusinessCommunity  
Meetup: meetup.com/Antwerp-Business-Community 
Website: antwerpbusinesscommunity.com  
Email: team@antwerpbusinesscommunity.com  
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