Enhancing your Persuasion Skills

How to Influence People’s Decisions




Part 1: Introduction:
Neuroscience and Persuasion



1. Rational Decision:
Prefrontal Cortex






The Case of Phineas Gage
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2. The Reward System
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2 SCHEMAS DE PRISES DE DECISION
SYSTEME1  SYSTEME 2

“FIRST REACTIONS" “THINKING"

System 2 = slower, conscious, reflective,
daliberative, analytical, rational, logical
Processing = Neacorte.

System 1 = fast, automatic, impulsive,
associative, emotional. and unconscious
processing = limbic.




Part 2: Create Your Persuasion Attempt
from Scratch



PRACTICAL EXERCISE

In Groups.

1. Select a card and read carefully your case of persuasion
attempt.

2. Prepare an elevator pitch with strong argument with your group.

3. Select who in your group will present your work in front of the
audience.



Part 3. Techniques and Principles of
Persuasion






1. Guilt



1.1 Reciprocity
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RECIPROCITY



1.2 Door In the Face












2. Fear



PREFRONTAL
CORTEX
A

Location of
fear in the
brain




2.1 Fear and Reassurance



8%




2.2 Scarcity






The Reef Atlantis » * 4 Value Deal < 169
Paradise Island, Nassau

. There are 2 people looking at this resort.

§ Latest booking: 7 hours ago

King Studio with Harbor View FREE canceliation
9 more room types »

Comfort Suites Paradise Island *xx
Paradise Island, Nassau

Latest booking: 6 hours ago

Standard Room with King Bed - Non-Smoking
FREE cancellation - PAY LATER, Breakfast included

5 more room types »

Melia Nassau Beach ###* 7% Value Deal < 209

Classic Double Room with Island View (2 adults)
14 more room types »

Coral Towers Atlantis *x x4+ 75 Value Deal < 245
Paradise Island, Nassau

There is 1 person looking at this resort.
Latest booking: 8 hours ago

Standard Room with Terrace View FREE cancellation
2 more room types »

Score from 35 reviews

Price for 11 nights
S$4,814

Very good 8.3

Score from 131 reviews

Price for 11 nights
$§4,192

Book now

Good 7.

Score from 245 reviews

Price for 11 nights

Score from 98 reviews

Price for 11 nights
88-4.650- S$ 2,781




Scarcity Principle

» What they stand to lose?
> What

, is unique / rare in your proposal?




3. Confidence



Location of
confidence in
the brain




3.1 Credibility/Authority






“It is only shallow people who do not judge
by appearances” Oscar Wilde

The Picture of Dorian Gray



Credibility

Referred you to a credible, external source
(diplomas, another person, research, an award, etc.



113,597 DOCTORS FROM COAST TO COAST WERE ASKED:
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» Competent expert — credible

» Message delivered by someone else




4. Happiness






4.1 Humor



'NESPRESSO.

PRESENTS



4.2 Similarities






4.3 Compliments



4.4 Cooperation



TECHNIQUES

> Humor

> Similarities

» Compliments

» Cooperation



5. Unity






5.1 Consistency
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Lowball Offers

- The Ultimate Guide -







5.2 Social Proof






RECIPROCITY
SCARCITY
CREDIBILITY
DOOR IN THE FACE
CONSISTENCY
SOCIAL PROOF
SIMILARITY
HUMOUR
COOPERATION
FEAR AND REASSURANCE
EGO
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