78 Persuasion Techniques to Get People
to Do What You Want Them To Do

The list below is all the tools we have available to
persuade someone and by choosing one, or a
combination, we can change their behaviour.

In essence, get that person to do what we want.

1. Expert
(Credibility)

Someone’s qualifications

@

2. Intimacy

This part is about
how much we

make us believe in them know about
(One of 4 Parts of the each other
Trust Model) (One of 4 Parts of
the Trust Model)
3. Reliable 4, Self
Orientation

This part of the trust
model informs us of the
importance of doing as
we say we will

(One of 4 Parts of the
Trust Model)

2

Talk about yourself a
lot and watch people
be dissuaded

(One of 4 Parts of the
Trust Model)

5. Relationship

When someone asks
you to trust them
because you have
known them for a
while
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6. Consistency

‘But you gave Bob a
pay rise’
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7. Fair

Using the word ‘fair’

to encourage someone
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8. Reciprocity

You invite me to your
party and then | do

to be fair the same

9. Empathy 10. We

‘That sounds really Using ‘we’, rather than

tough’ ‘you' to bring people
on-board

11. Liking 12. Common

We like people like
ourselves

Ground

We like people who like
what we like

13. Social Proof

If others like it, we
might too

14. Humility

Being humble can win
a lot of people over

15. Love

As Meatloaf said, ‘I'll
do anything for love...’

16. Humour

Make them laugh and
they’ll be more open
to you

17. Cheeky

‘Go on, give me your
number. You know
you want to’
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18. Emotional
Response

You stir an emotion

19. Enjoyment

If you like doing
something, you are
more likely to do
more of it

d

+

20. Enthusiasm

Who was ever swayed
by someone so
enthusiastic?
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21. Compliment 22. Praise

Giving compliments :. A 'well done’ can move

breaks down barriers mountains

23. Gift (Bribe) J | 24 Please M
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In the positive, gifts are % * | Saying ‘please’ helps PLEASE

powerful. In the negative,
a bribe is too
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25. Thank you THA

NK

A simple ‘thank you’
can go a long way
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SORRY,
S—

26. Sorry

An apology can stop a
‘war’ before it starts

27. Belief

If we believe in
someone or something
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28. Respect

Respecting someone
can drive us to take
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we will move mountains action
for them/it
29. Whole world 30. Listen

Cut out all distractions
will show the person
how important they are

The research tells us
that people just want
to be heard
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31. Courteous

There is a reason why
we research, for example
how to bow, before we
visit Asia

32. Smile

Richard Branson said
that a ‘Smile and a
handshake go a long
way’

33. Guilt

‘The kids would love to
see the tree up’

34. Escalation
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‘Get me the manager
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35. Bullying

B

Doing what someone
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36. Threat

‘If you don’t do x,

wants because you feel | willdo y’
intimidated
37. Irritator 38. Competition E

‘Of course | know what
to do’ People use it to
persuade, negatively
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We want to beat other ﬁ
people and they want |
to beat us |
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I've included some inflge_ncing techniques too, as | believe they can be used in the short
term. Plus, a few negotiation techniques, that | feel come under the persuasion umbrella.
See the full article on our website - makingbusinessmatter.co.uk/persuasion-techniques/

39. Time 40. Time Pressure
‘It will only take you ‘We need to get this done
5 minutes’ before the client notices’
41. Logic LY 42. Repetition

Saying the same thing
again, and again, and
again, and again

43. Ask

‘Would you help me to
get this done, please?’

N . 7
‘This projectis a - -
no-brainer’ ” ~
o

44. Tell

‘Go and tidy your
bedroom’

45. Words P

For example, ‘Because’
is the most influential
word

46. Three Words

‘Get Brexit Done’ L

DONE

47. Halve Your
Words

and double your impact

48. Body Language O
How we sit, stand, express

our face, etc. influences

what a person will then do

49. Pause

Using pauses in our
sentences can
significantly
persuade people

50. Storytelling &
Stories are one of the

most powerful ways

to share an idea

51. Metaphors

‘When | stood on the top
deck of Titanic | could
see directly into the eyes
of the Statue of Liberty’

52. Trigger the
Golden
Question

HOW?

‘We enable learners to
change behaviours’

53. Push

One half of aninfluencing  __
technique that encourages

us to share what is on our

mind

54. Pull

The other half of the
influencing technique
encourages us to ask
what's on their mind
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55. Negotiate

56. Reversing

If you then | Influencing can be
like two magnets, as -0
soon as you back - -.
away, they come to you -
57. Swap 58. Framing

‘What would you do
in my shoes?’
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The lottery is either; A
99.9% chance of winning
nothing or a chance of
becoming a millionaire

59. Anchoring

‘Ladies & Gents I'm not
going to even ask £25
for this bundle of meat’

60. Door in the
Face
Ask for something big

to get a no, and then
ask for something smaller

61. Foot in the
Door
Get agreement to

something smaller and
you are then more likely

62. Free

Reminding people
that they are free

to make a decision
will help them side

to get agreement to with you
something larger
63. Confidence 64. Clarity

Be confident in what you
say and it will carry more
weight

Be very clear about what
you want. No waffle

65. Limit Choices

Avoid choice paralysis
by offering only 3
options

66. Last Choice

When people offer
choices, the one they
want is always the last one

67. Plan

If you have a plan of how
to achieve something, it
can be very persuasive

68. Vision

Sharing a vision of what
it looks like when we
achieve it

69. Inspire

By inspiring people they
will deliver much more

70. Insight

Most colds are transferred
in the house by touching O
the fridge

71. Image o

A picture tells a
thousand words

72. Necessity

Sharing that they need
this, can be compelling

73. Financial

Getting what you want o

because you paid for it

74. Scarcity

Exclusive deals

75. Plea

A plea for someone to
do something can be
very effective

76. Wearing
People Down
You've asked. You've

pleaded. And you
keep on trying

77. Generate

Anticipation
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Film posters and their
trailers do this very well

78. Reduce
the Risk

By eliminating risks
they are less worried
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https://www.youtube.com/makingbusinessmattercouk
https://www.linkedin.com/company/making-business-matter/
https://www.makingbusinessmatter.co.uk
https://www.makingbusinessmatter.co.uk/persuasion-techniques/

