Session #10: The Persuasion Formula

The Persuasion Formula:
This is a 3-part formula for thinking through any situation in which persuasion will be critical: mediations, negotiations, requests of
your family, and more.
1.
2.
3.

Acknowledgement: The foundation of all persuasion rests on our ability to acknowledge others, to explicitly share our understanding of and
appreciation for their realities. We must acknowledge other people’s challenges and struggles, and their successes, before attempting to
make a request of them.
Ambition: Next, we must also stoke their Ambition for a better future. As we do that, we can gain greater persuasion by sharing explicitly
how their actions can bring them great intrinsic reward (personal meaning, passion, and enjoyment) and extrinsic reward (social recognition
or reward like status, money, power, awards, social popularity or appreciation).
Affect: Finally, we must overlay to all this communication a high dose of Affect, or emotion. We have to share stories or utilize our tone in
order to make people feel like wanting to do something on an emotional level.

Sentence Completion Exercise:
Use the following sentence starters to think about this framework. You can apply it to yourself or to someone you are trying to influence. An
area of my life I need to persuade people better to support me is…
In my next situation of persuasion (think of someone specific you want to persuade), the things I’d have to say to them to acknowledge them
would be things like…

In my next situation of persuasion (think of someone specific you want to persuade), the things I’d have to say to them to stoke their Ambition
would be things like…

In my next situation of persuasion (think of someone specific you want to persuade), the things I’d have to say to them to gain more Affect
(emotion) from them would be things like…

Source: This tool is based on proprietary concepts from High Performance Institute’s Certified High Performance Coach Program™. Do not duplicate or distribute without permission.

Session #10: Persuasion Planning
Persuading is influencing others to believe and/or commit to something.
If this definition rings true, then what do you want others to believe or commit to? Thus begins the first lesson in persuasion: you must think
through persuasion attempts in advance. The #1 issue most people face in not being more persuasive or influential with others is that they
simply don’t plan in advance. So, in the moment they’re left speechless or undirected.
Whether you are attempting to persuade your spouse to do something or your customer to take action, the simple questions below will help
you plan your next persuasion situation.
Sentence Completion for Persuasion Planning
1.

The belief or action I am trying to influence with this person is…

The reason I want to influence them to believe/commit to this is…

2.

The ways I can bring this suggestion up to them and frame it positively so they see it benefits us both are…

3.

The future benefits this person will personally experience for adopting my suggestion are…

Source: This tool is based on proprietary concepts from High Performance Institute’’s Certified High Performance Coach Program™. Do not duplicate or distribute without permission.

Session #10: Persuasion Planning 2
Sentence Completion for Persuasion Planning, continued.
4.

The intrinsic and extrinsic rewards that would motivate this person for doing what I suggest are…
[Intrinsic rewards are more personal rewards for doing something, things we do because they align with things we find personally
meaningful like our passions, desires, values, etc. Extrinsic rewards are more external and traditional rewards like money, status, fame,
power, achievement, etc.]

5.

The daily tangible impacts this person would feel/sense if they were to do what I’m suggesting would be…
[Think about their daily life – what would really change, be better? Paint the picture vividly.]

6.

The benefits that would happen for others if this person were to do what I suggest are…
[Does them believing/doing what you suggest benefit other people too, and if so, how?]

7.

The consequences this person would experience for not doing what I suggest are…
[Be detailed here, again trying to paint a picture of a daily reality and ultimate outcome that would not be good if they didn’t believe/
commit. When sharing this with them, use “implied” language, meaning you share the consequences when referring to other’s experiences.
(e.g. “A lot of people who don’t believe/commit to this often end up…”).]

8.

The deadline I can make real and share with this person is… and the reason they’ll want to hit that deadline is…

Source: This tool is based on proprietary concepts from High Performance Institute’’s Certified High Performance Coach Program™. Do not duplicate or distribute without permission.

