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Reciprocity

People tend to feel a strong internal
push to return anything they perceive
to be a favour or positive gesture.

Fr ClarityWorks Sales & Leadership Development i p' r
A

Rapport

People are more likely to be
persuaded by someone who they like,
or who is like them.

Persuasion Principles

@ People want to feel important

& People make decisions on
emotion & justify with logic

@ People generally like being told
what to do

@ People are motivated by both
pain and pleasure

@ People buy people first — trust is
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always #1.
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Consistency
People tend to act consistently with
previously established behavioral norms.
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. Director
Thlnker I Terms of reference

Strpctured Clearly defined job descr.
| Quiet Focused goals
| Focused Rewards & recognition
Approp. amt of socialization No micro-management
Adequate timelines

Nice chairs | Open social atmosphere
Fun + people + windows Unstructured / freedom
Nice colours . ’ | Drinks on friday
Cappuccing maker Team atm. / after work act.
Art / pictures of family High energy
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Verbal
Wrapping

People are more likely to be
persuaded when language is used
skillfully and effectively.
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For Additional Assistance

& Consulting or training in Influence / Sales /
Service / Presentation / Negotiation /
Business & Relationship Development ...

@ Speaking to your group / convention ...

& Business or personal growth coaching ...
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Engagement

People are more likely to be
persuaded when they feel fully
engaged - mentally, physically, and
emotionally.
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Remember...
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For Additional Assistance
Give me a call ...
Toronto 416-232-0681 San Diego 858-672-8706

Check out our website ...
www.clarity-works.com

Sign up for tips, updates, etc ...
FaceBook - www.facebook.com/clarityworks

Connect with me ...
LinkedIn - www.linkedin.com/in/jurichabursky
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