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In a world where every e-mail, every request and every event we plan competes against
other compelling demands, the skill of persuasion is essential. Of course, you can google
“persuasion” and read for hours. How do you know which advice to take and which to toss?

Believe it or not, principles of persuasion stay constant. The recognized expert in influence
and persuasion is Robert Cialdini, whose groundbreaking work, Influence: The Psychology of
Persuasion, holds a copyright date of 1984. Yet, experts still turn to Cialdini to learn six
principles as relevant today as they were 20+ years ago.

Cialdini’s principles are easy to understand, and they are as relevant for you as they are for
any scholar. Here’s a quick overview:

1. Principle of reciprocation

Given that every human culture follows a rule of reciprocity, we can think of it as a
powerful universal law. It's very simple: “If you give something to me, | am obligated to
give something in return.”

In addition, says Cialdini, “You are given a moment of power after someone has thanked
you. . ... " Take care to use the moment productively. For example, don't say, “It was
nothing, no problem at all.” Use the influence you've just won by saying “l was glad to

help. It's what partners do for one another. I'm sure you would do the same for me.”

This principle explains why successful professionals are so committed to networking. In
networking, we share information, leads, and even business secrets—relying completely
on the principle of reciprocity. Without reciprocity, networking is useless.

2. Principle of scarcity

You can’t miss this principle in action if you watch TV. It's always a limited time offer, and
the offer extends to the lucky few who dial fastest. Advertisers use the technique of
scarcity because it works! People want things that are unique and rare. If you can
convince them that you hold the path to scarce desirable things, people will follow you.

What's more, people are motivated to keep what they have. They hate to lose things
even more than they desire to acquire new things. Cialdini puts it this way, “People are
more motivated by the idea of losing something than gaining those same things.”

When attempting to persuade, be sure to tell your prospects and colleagues not only
about what they will gain by following your plan, but what they will lose if they don't.

3. Principle of authority

Expertise is a key element in influence and persuasion. We look up to the experts in
every field. Yet, many people feel embarrassed to “toot their own horn.” It's important to
find a variety of ways to convey your expertise and qualifications, including your
education, experience and connections with others who are widely respected.

Balance your qualifications with honesty about your weaknesses. Large corporations
precede their strongest argument in favor of their product or service by mentioning a
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weakness in their position. This establishes them as both powerful and honest. The time
to deliver your strongest point is immediately after admitting a weakness.

4. Principle of commitment and consistency

In order to feel balanced, we need to believe we are consistent within ourselves. That's
why salespeople say things like this, “If | can demonstrate the product performs better
than my competitor’'s will you buy it?” Once the prospect says, “Yes,” he or she will feel
compelled to follow through with the commitment.

During the process of presenting your case, get people to say, “Yes,” along the way.
This increases the chance they wills say, “Yes,” at the end. Increase your chances even
more by having prospects write down their commitments.

5. Principle of consensus

People rely on the judgments of those around them when they make decisions. We look
to our friends and neighbors when it's time to hire a contractor. We read the testimonials
on the backs of books. “We decide what we should do by looking at what others like us
do in that situation,” says Cialdini.

As you present your plan or proposal, refer to endorsements by those in your industry,
organization or professional association. Use statistics and testimony to show consensus
regarding your plan of action.

6. Principle of liking

Cialdini identified likeability as a principle of persuasion decades ago. Subsequent
research keeps proving him right. Tim Sanders book, The Likeability Factor, published in
2005, is a fascinating study of how likeable people are more likely to succeed in every
area of life than their less likeable counterparts.

One way to build likeability is to find and point out similarities between yourself and
others. We like people who are similar to us, perhaps because they feel familiar and
safe. The earlier in a relationship you find similarities, the more positive that relationship
will be over time.

Persuasive skill is a predictor of success in both business and personal life, as it always has
been. You can count on Cialdini’'s six principles of persuasion as reliable guides in a very
demanding world. Cialdini provides six principles you need to know—six principles you need
to master. Start today!
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Receive a FREE E-Book, Secrets to Get Busy People to Respond to Your Messages at
www.inCredibleMessages.com

Award winning speaker, trainer and coach, Bonnie Budzowski delivers learning experiences
that make meeting professionals shine. Audience members and coaching clients are
surprised and delighted at Bonnie's relevant, practical and entertaining expose of how
everyday communication habits limit, or even sabotage, their success. Bonnie is author of
Secrets to Get Busy People to Respond to Your Messages and Clickety Clack: 86 Ways to
Keep Your Speech on Track.

Contact Bonnie at bonnie@inCredibleMessages.com or call 412-828-1629.
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