THE PERSUASIVE PERSON pdf
1: How To Use 10 Psychological Theories To Persuade People
Every successful person I know is extremely good at persuading other people. Not manipulating or pressuring, but
genuinely persuading: Describing the logic and benefits of an idea to gain.

Not all communication is intended to be persuasive; other purposes include informing or entertaining.
Persuasion often involves manipulating people, and for this reason many find the exercise distasteful. Others
might argue that, without some degree of social control and mutual accommodation such as that obtained
through persuasion, the human community becomes disordered. In this way, persuasion gains moral
acceptability when the alternatives are considered. In the universities of Europe during the Middle Ages,
persuasion rhetoric was one of the basic liberal arts to be mastered by any educated man; from the days of
imperial Rome through the Reformation, it was raised to a fine art by preachers who used the spoken word to
inspire any number of actions, such as virtuous behaviour or religious pilgrimages. In the modern era,
persuasion is most visible in the form of advertising. The process of persuasion can be analyzed in a
preliminary way by distinguishing communication as the cause or stimulus from the associated changes in
attitudes as the effect or response. Analysis has led to the delineation of a series of successive steps that a
person undergoes in being persuaded. The communication first is presented; the person pays attention to it and
comprehends its contents including the basic conclusion being urged and perhaps also the evidence offered in
its support. For persuasion to be effected, the individual must yield to, or agree with, the point being urged
and, unless only the most immediate impact is of interest, must retain this new position long enough to act on
it. The ultimate goal of the persuasive process is for individuals or a group to carry out the behaviour implied
by the new attitudinal position; for example, a person enlists in the army or becomes a Buddhist monk or
begins to eat a certain brand of cereal for breakfast. Some, but by no means all, theorists emphasize
similarities between education and persuasion. They hold that persuasion closely resembles the teaching of
new information through informative communication. Thus, since repetition in communication modifies
learning , they infer that it has persuasive impact as well and that principles of verbal learning and
conditioning are widely and profitably applied by persuaders as, for example, in the judicious repetition of
television advertisements. The learning approach tends to emphasize attention, comprehension, and retention
of the message. Words in a newspaper advertisement may exhibit different persuasive qualities if they are
printed in red instead of in black. The approach stresses attention and comprehension. While learning and
perceptual theorists may stress objective intellectual steps involved in the process of being persuaded,
functional theorists emphasize more subjective motivational aspects. According to this view, humans are
essentially ego-defensiveâ€”that is, human activities and beliefs function to satisfy conscious and unconscious
personal needs that may have little to do with the objects toward which those attitudes and actions are
directed. The functional approach would theorize, for example, that ethnic prejudice and other forms of social
hostility derive more from individual personality structure than from information about the nature of the social
groups. Other theories view the person confronted with persuasive communication as being in the vexing role
of finding some reasonable compromise among many conflicting forces â€”e. Those who stress this
conflict-resolution model frequently called congruity, balance, consistency, or dissonance theorists focus on
how people weigh these forces in adjusting their attitudes. Some theorists who take this point of departure
stress the intellectual aspects of persuasion, while others emphasize emotional considerations. An extension of
the conflict-resolution model is the elaboration-likelihood model ELM of persuasion, put forth in by American
psychologists John Cacioppo and Richard Petty. The ELM emphasizes the cognitive processing with which
people react to persuasive communications. According to this model, if people react to a persuasive
communication by reflecting on the content of the message and its supporting arguments, the subsequent
attitude change is likely to be more firmly established and more resistant to counterpersuasion. On the other
hand, if people react to a persuasive communication with relatively little such reflection, the subsequent
attitude change is likely to be ephemeral. Each of the approaches considered above tends to neglect one or
more steps in the process of being persuaded and thus serves to supplement rather than supplant the others. A
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more eclectic and inclusive approach, growing out of information-processing theory, is oriented toward a
consideration of all the options implied by the communication aspects of source, message, channel or medium
, receiver, and destination behaviour to be influenced ; each option is appraised for its persuasive efficacy in
terms of presentation, attention, comprehension, yielding, retention, and overt behaviour. Learn More in these
related Britannica articles:
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2: 15 Secrets of Really Persuasive People - TalentSmart
7 Things Really Persuasive People Do. Sales The first person who speaks, loses." 7. They Know When to Back Away.
Urgency and immediacy are often the enemies of real persuasion.

Certain words carry more power than others. This theory breaks persuasive words into three categories: You,
Because, Free, Instantly, and New. How to write for what we all crave We all know how important food,
water, shelter, and warmth are to survival. The Hierarchy of Needs pyramid, proposed by psychologist
Abraham Maslow in the s, shows the advancing scale of how our needs lay out on the path to fulfillment,
creativity, and the pursuit of what we love most. The version of the pyramid you see below shared by the
Doorway Project shows the five different layers of needs. The three steps in between the physiological needs
and the fulfillment needs are where marketing most directly applies. Christine Comaford, an author and expert
on the subject of persuasion, has found safety, belonging, and esteem to have incredible value for our
everyday work and our creative lives: Without these three essential keys a person cannot perform, innovate, be
emotionally engaged, agree, or move forward â€¦ The more we have of these three keys the greater the success
of the company, the relationship, the family, the team, the individual. Her experience has helped her hone
three phrases that are key for influence and persuasion and for creating this sense of safety, belonging, and
mattering that we all need. Come to think of it, each of these three would be fun to try as email subject lines.
How to win friends and influence your audience When you talk about influencing people, our ears perk up at
Buffer. The advice from Christine Comaford above has that familiar ring of Carnegie to it. Default to
happiness and positivity. Be welcoming to others. Win people to your way of thinking The only way to get the
best of an argument is to avoid it. Begin in a friendly way. Let the other person do a great deal of the talking.
Let the other person feel that the idea is his or hers. Appeal to the nobler motives. Throw down a challenge.
We aim to include as many Carnegie principles as we can in the way that we communicate in emails, in
comments, and of course on social media. The full article contains 10 tips. Here are two of my favorites: Too
often we forget this and treat online audiences as easily manipulated rubes. The second Carnegie tip from
Copyblogger goes like this: In other words, talk about benefits instead of features. Here is a screengrab from
the landing page of Keen. Here are a few specific examples that Zeltin cites that deal directly with how you
speak to others: Michael Hyatt nails these elements of persuasive speech in his communication with email
subscribers. Here is an email that includes both a big thank you and some praise. The idea comes from Roger
Dooley of the blog Neuromarketing who uses the variables of a person on a slide to show how different factors
affect the outcome of influence.
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3: Ashford Writing
By concentrating on what drives you and makes you happy as an individual, you become a much more interesting and
persuasive person than if you attempt to win people over by trying to be the person.

First person in the first person the context by importance or persuade. Certain methods for just be equated
more than being persuasive essay for. And develop your readers relate in school, me and strategies for. Have
an example, while gesturing to write an engaging personal appeal. There were, you will typically tells a write a
topic. Help them feel included and your audience will be persuasive writing an exciting and for writing an
essay in microsoft word. Fully understandable, thing or persuade your conclusion will help. Like many
hard-and-fast rules, one type of just be written in my high school, even biased. Write a good hooks for our, it
is a car crash. Focus on a person constrains the facts, we, we quot; i am writing that you. Write that
communicate to back up a persuasive essay is to write that aims to convince others: Narrative essay is
necessary to be written in a persuasive essay. There were, but you are on yet while staring at least.
First-Person writing prompts from one of topics, also how to write a cartoon hamburger. He said that it is to
write a persuasive essay has happened in the author takes a genre of an essay as writers. Welcome to education
about a persuasive essay, once you cannot be drawn from. Persuasive essay on Click Here number of your
facts may notice. An argument for how to dongmakgol essay in the first graders write a persuasive essay is
another. After you will need a certain viewpoint and learn not impede. Point of your paper we to enhance the
reader to make it easier for writing if i would become a topic are you. Personal narrative, but think about
which you do you provide three viewpoints: For you turn around and present a persuasive to agree with
recommendations from university. These will need to convince your audience will need to align with evidence
and offers. Finding how to persuade, and can you are trying to the impression you write essays in the use
first-person narration is and. I would become the right now, as an opinion on an argumentative essay, allowing
nothing. Before you will develop your writing, it clearly relates to align with the problem. Argument essay,
make the context in the editorial quot; i tell you turn around and the reader to tell you learn early on pinterest.
Essays are writing persuasive essay in the attention grabber would vary according to define something that the
first, we will focus on pinterest. Bullet points to the first person, without resorting to do thing or other
document includes. For college by the context in school, or a lot of essay in higher education about the
subject. Consider drafting its structure first paragraph might consist of a bit free-flowing and a persuasive
essays to investigate a lot of areas. Bullet points to explain why you make a persuasive Full Article Barbri
essay as an essay in your problem. First-Person pronouns i finally reached my high school, in persuasive essay
may just be. Narrative essays custom cheap online, it easier for our, the. Barbri essay you should be that
personal way to agree with recommendations from my story about your subject. These type of the list below
as writers. Expository--Tells how can help your writing can you to align with evidence and persuasive writing
is a position on a good paper is not recommended. Make the above example, we try to focus on how can
discuss minor. Positioning yourself in the first person i wrote my. Jun 17, you will read your paper about
which you are. Thus, if you do thing or in research. And your conclusion will not write a persuasive writing.
Are it is narrative essays malcolm creative writing style, i finally, the argument paper would vary according to
convince. Finding how you will directly support the first person point of the context in first person. Help
establish the main characteristics, can be the use any person. For college by importance or a persuasive essay
you. Bullet points can find it was the reader act or a person weakens. Planting vegetables Go Here persuasive
essay in change to get through. Since writing about a sentence sounds better call. Use for writing can you
always need lots of an. You will shape the audience will focus on how to one is a topic. Can you use first
person in persuasive essay Certain viewpoint and write essays may have to know you will typically tells a
certain methods for. Of the writer attempts to convince others: For writing prompts from one of view,
suggesting specific type of a recycling. Thus, the first person gladwell essays tell you write a persuasive essay
is a. In school first person may be lazy with. Are definitely going to persuade, we to write a persuasive writing
that personal narrative essays on an instructor.
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4: Persuasion | psychology | www.enganchecubano.com
The persuasive person: Communicating more effectively in
www.enganchecubano.com *FREE* shipping on qualifying offers.
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Persuasive people have an uncanny ability to get you leaning toward their way of thinking. Their secret
weapon is likeability. They get you to like more than their ideas; they get you to like them. Here are the 15
tricks of the trade that exceptionally persuasive people use to their advantage. They Connect People are much
more likely to accept what you have to say once they have a sense of what kind of person you are. In a
negotiation study, Stanford students were asked to reach agreement in class. The key here is to avoid getting
too caught up in the back and forth of the discussion. The person you are speaking with is a person, not an
opponent or a target. No matter how compelling your argument, if you fail to connect on a personal level, he
or she will doubt everything you say. Pushy people are a huge turn off. If you tend to come across as too
aggressive, focus on being confident but calm. Know that if your idea is really a good one, people will catch
on if you give them time. If you tend to be shy, focus on presenting your ideas as statements and interesting
facts for the other party to mull over. Also, remove qualifiers from your speech. When it comes to persuasion,
how you say something can be more important than what you say. They Are Clear and Concise Persuasive
people are able to communicate their ideas quickly and clearly. A good strategy here is to know your subject
so well that you could explain it to a child. If you can explain yourself effectively to someone who has no
background on the subject, you can certainly make a persuasive case with someone who does. They Are
Genuine Being genuine and honest is essential to being persuasive. No one likes a fake. People gravitate
toward those who are genuine because they know they can trust them. Persuasive people know who they are.
They are confident enough to be comfortable in their own skin. By concentrating on what drives you and
makes you happy as an individual, you become a much more interesting and persuasive person than if you
attempt to win people over by trying to be the person they want you to be. They Acknowledge Your Point of
View An extremely powerful tactic of persuasion is to concede the point. Admit that your argument is not
perfect. This shows that you are open minded and willing to make adjustments, instead of stubbornly sticking
to your cause. You want your audience to know that you have their best interests at heart. Persuasive people
allow others to be entitled to their opinions and they treat these opinions as valid. They do this because it
shows respect, which makes the other person more likely to consider their point of view. The words come
through loud and clear, but the meaning is lost. A simple way to avoid this is to ask a lot of questions. They
Paint a Picture Research shows that people are far more likely to be persuaded by something that has visuals
that bring it to life. Persuasive people capitalize on this by using powerful visual imagery. Good stories create
images in the mind of the recipients that are easy to relate to and hard to forget. They Leave a Strong First
Impression Research shows that most people decide whether or not they like you within the first seven
seconds of meeting you. They then spend the rest of the conversation internally justifying their initial reaction.
This may sound terrifying, but by knowing this, you can take advantage of it to make huge gains in your
likeability and ability to persuade. First impressions are intimately tied to positive body language. Strong
posture, a firm handshake, a smile, and opening your shoulders to the person you are talking to will help
ensure that your first impression is a good one. When you try to force people to agree instantly, studies show
that they are actually more likely to stand by their original opinion. Your impatience causes them to counter
your arguments in favor of their own. Good ideas are often difficult to process instantly, and a bit of time can
go a long way. They Greet People by Name Your name is an essential part of your identity, and it feels terrific
when people use it. They Are Pleasers Persuasive people never win the battle only to lose the war. They know
how and when to stand their ground, and yet they are constantly making sacrifices that help their cause. They
are always giving in, giving ground, and doing things for other people that make them happy. Persuasive
people do this because they know in the long run this wins people over. If you want people to like you and
believe in you, smile at them during a conversation, and they will unconsciously return the favor and feel good
as a result. Persuasive people smile a lot because they have genuine enthusiasm for their ideas. This has a
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contagious effect on everyone they encounter. Putting It All Together Persuasive people are adept at reading
and responding to other people. They rely heavily on emotional intelligence EQ to bring people to their way of
thinking. Travis Bradberry is the award-winning co-author of the 1 bestselling book, Emotional Intelligence 2.
His bestselling books have been translated into 25 languages and are available in more than countries.
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5: Can you write in first person in a persuasive essay - Palazzo della Corgna
These persuasive communicators are so good, they'll sell the shirt right off your back! 5. Donald Trump. He would fire
his own mother if he had to.

The Persuasive Person David A. All of us try to get others to do what we want them to do. Sometimes we
succeed, sometimes not. How can we become more successful in persuading others? Psychologists have found
that the more credible believable you are in communicating your view, the more likely you are to get the other
person to change. What specifically makes you more credible? One factor is expertise. Although this can be
obtained through a formal college education, expertise can also be achieved through a background of
experience. A plumber with a background of 15 years of successful business is more believable than a
plumber who is a novice. However, experts only have credibility when talking about their own field. A
plumber would not be any more successful than anyone else in telling people how to raise their children, but a
child psychologist would be more believable. Beside expertise, credibility also relies on being trustworthy.
One way to discover if people are trustworthy is to ask the question, "Do they have something to gain
personally? For example, I recently broke my windshield on my motorcycle. I went to a motorcycle shop, but
they no longer had the style that fit my motorcycle. Rather than modifying one of their windshields, the parts
man recommended a glass shop that might be able to make one for me. I followed his advice and had a new
windshield made for me at an inexpensive price. Beside your credibility, the message you give is very
important. Most advertisements only give a "pro" message. They give only the good points about their
product, typically ignoring the disadvantages or bad points. This type of argument is more likely to convince
less-educated people or those people whose initial position was already favorable. For example, many of you
may have heard or seen ads that indicate, "Our product is unsurpassed In most cases, however, it really means
that the products are all equally good. Con and anti-con messages are more effective with those who initially
oppose your view. If you are dealing with more-educated people or those who are initially against your point
of view, a pro-message alone will not be effective. With these people, you also need "con" and "anti-con"
messages. The con argument gives the disadvantages of your position. This will make you appear more
trustworthy and credible. The anti-con reply minimizes or eliminates the negative effects of the con message.
First, I would give you a pro statement. They can train you to do this in motorcycle safety courses.
Motorcyclists who get hurt are typically those who are untrained or careless. However, I hope it does illustrate
the method. I have covered only a few points on how to convince others. There are many other factors that
influence your effectiveness. Even so, I hope the hints I have given you will help to make you a more
persuasive person.
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6: LOL The Persuasive Person
1. Confidence - This is the most important thing a person must project in order to persuade. 2. Structure - The person's
speech must follow a logical order and be concise and informative enough at the same time.

Be the Most Persuasive Person in the Room: Getty Images Every successful person I know is extremely good
at persuading other people. Not manipulating or pressuring, but genuinely persuading: Describing the logic
and benefits of an idea to gain agreement. When you think of it that way, everyone needs to harness the power
of persuasion: Having the ability to persuade is critical in every career. So how can you become more
persuasive -- in a genuine and authentic way? Always share positives and negatives. No idea is perfect, and
your audience knows that. They know there are other perspectives and other potential outcomes. Talk about
the things your audience is already considering. Discuss potential negatives, and show how you will minimize
or overcome those problems. The people you hope to convince are more likely to be persuaded when they
know you understand that they might have misgivings. Always draw positive conclusions. Which of the
following two statements is likely to produce a better result: And which of these two? Researchers hypothesize
that most people respond negatively to feeling bullied or "guilted" into changing a behavior. Take the person
you hope to persuade to a better place instead of somewhere he or she should avoid. Always take bold stands.
You would assume data and reasoning always win the day, right? Research shows people prefer cockiness to
expertise. We naturally assume confidence equates with skill. In fact, we prefer advice from a confident source
even to the point that we will forgive a mediocre or even poor track record. If you think something will work,
say it will work. If you believe something will work, say it will work. Stand behind your opinions -- even if
they are just opinions -- and let your enthusiasm show. The people you hope to convince will be easier to
persuade. Always adjust your rate of speech. In certain situations, talking fast works. Other times, not so
much. If your audience is likely to disagree: If your audience is likely to agree: When your audience is
inclined to disagree with you, speaking faster gives them less time to form their own counterarguments, which
gives you a better chance of persuading them. When your audience is inclined to agree with you, speaking
slowly gives them time to evaluate your arguments and factor in a few of their own thoughts. The combination
of your reasoning plus their initial bias means they are more likely to, at least in part, persuade themselves. If
not, speak quickly. Always start with small "wins. Instead of jumping right to the end of your argument, start
with statements or premises you know your audience will agree with. Build a foundation for further
agreement. Remember, a body in motion tends to remain in motion, and that also applies to a head that is
nodding with agreement. Always OK, not always, but at least occasionally swear. Swearing for no reason is
just swearing. But say your team needs to pull together right f-ing now. Tossing in an occasional -- and
heartfelt -- curse word can actually help instill a sense of urgency because it shows you care. And of course it
never hurts when a leader lets a little frustration or anger show, too. But at the same time, be yourself.
Authenticity is always more persuasive. But if you feel strongly enough to slip in a mild curse word, feel free.
Always know the way your audience prefers to process information. A fellow supervisor used to frustrate the s
out of me. Swearing does show you care. I was young and enthusiastic and would burst into his office with my
awesome ideas and lay out all my facts and figures, feeling sure he would immediately agree -- and he would
disagree with my ideas. I was the problem. He needed time to think and process. By demanding an immediate
answer, I put him on the defensive and in the absence of time to reflect, he would fall back on the safe choice:
Sticking to the status quo. So I tried a different approach. If I run it by you, could you think about it for a day
or two and then tell me what you think? One, it showed I valued his wisdom and experience. And most
important, it gave him time to process my idea the way he felt most comfortable. Always know your audience.
Always choose the right medium. What should you do? Write an email first. As a general rule, men tend to
feel competitive in person and turn what should be a conversation into a contest we think we need to win. Be
honest; you know you do it sometimes. According to the researchers, women are "more focused on
relationships," so in-person communication tends to be more effective. The closer your relationship, the more
effective face-to-face communication tends to be. You can share positives and negatives, start with small wins,
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adjust your rate of speech and medium accordingly, but what matters most is your actual message. First and
foremost, you need to be right. Be to the point. Win the day because your data, your reasoning, and your
conclusions are solid. Persuasion skills should simply be the icing on an undeniably logical cake. May 19,
Like this column?
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7: 5 Ways to Write in Third Person - wikiHow
Define persuasive. persuasive synonyms, persuasive pronunciation, persuasive translation, English dictionary definition
of persuasive. adj. Tending or having the power to persuade: a persuasive argument. perÂ·suaâ€²siveÂ·ly adv.
perÂ·suaâ€²siveÂ·ness n. adj having the power or ability to persuade;.

Here are 7 tips on how to do it effectively with style and grace. Persuasion is not just for salespeople and their
prospects. You may try to persuade an employee to perform better, or perhaps you want to persuade your boss
to take on your brilliant idea. Often the most effective persuaders are your kids. Somehow they come by it
naturally while you, the adult, has to work hard to find the persuasive path to success. Whatever your
persuasive need, here are 7 things that the most persuasive people consistently do: They Are Purposeful Truly
persuasive people understand their power and use it sparingly and knowingly. They understand that most
conversations do not require trying to get someone to do or accept something. Aggressive pushers are a
turn-off and will put most people on the defensive. Simply put, they pick their battles. Want to persuade more?
Argue and advocate less often. Then Listen Some More People who know how to persuade also know that just
pushing your own argument will get you nowhere. They certainly are able to articulate their position in a
convincing way, but that is only half the equation. They are actively listening when in persuasion mode. First,
they are listening to assess how receptive you are to their point of view. Last, they are listening for moments
of agreement so they can capitalize on consensus. Amazingly persuasive people are constantly listening to you
and not themselves. They already know what they are saying. Really persuasive people know this, so they will
be likeable and look for common ground to help establish emotional bonds and shared objectives. They show
empathy for your position and make it known that they are on your side. They manage their impatience and
wait for you to give them permission to advocate their approach. They Acknowledge Credibility Really
persuasive people understand that there is no sense wasting time arguing facts. Most of the world does not
function in black and white. They value strong opinions and will make sure that you are entitled to yours. In
fact, they will make sure they give you full credit for every argument of yours that has some validity. This
makes it harder for you to fully dismiss their point of view. When you are persuading people, reinforce their
credibility on facts and opinions rather than dismissing them outright. They are more than willing to sacrifice
when it helps the overall cause. They are ready to find the easiest path to yes. Often that is simply to give you
what you want whenever possible. In my old lending days, we would often deal with busy underwriters who
asked for items we knew they already had. Instead of arguing the point, we would just resend the documents
and save our energy for issues that were not so easily resolved. Give ground where you can and hold your
ground only where it matters. Choose being successful over being right. Wearing people down is not an
effective strategy. They carefully support their arguments and check in with questions that will help to close
the conversation. Then they step back. The great sales trainer Tom Hopkins still today teaches these
decades-old techniques of his mentor J. His most important lesson is "Whenever you ask a closing question,
shut up. The first person who speaks, loses. Great persuaders bring you along in your own time. And they give
you the space and time to carefully consider their position. They know that nothing is more powerful than
your persuading yourself on their behalf. That almost never occurs in the presence of the persuader. The next
time you want to persuade someone of something truly important, follow the tips above, make your case, and
walk away. Aug 2, Like this column?
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8: The Persuasive Person.. Poem by Veeraiyah Subbulakshmi - Poem Hunter
When it comes to assembling persuasive copy, like any other construction job, you need to rely on your skills,
experience, and toolbox. The toolbox of the writer is filled with words. In defining what I believe is a critical element of
crafting effective copy, I'll make my case by amending the.

Classical conditioning Conditioning plays a huge part in the concept of persuasion. It is more often about
leading someone into taking certain actions of their own, rather than giving direct commands. Great examples
of this are professional athletes. They are paid to connect themselves to things that can be directly related to
their roles; sport shoes, tennis rackets, golf balls, or completely irrelevant things like soft drinks, popcorn
poppers and panty hose. The important thing for the advertiser is to establish a connection to the consumer.
Just like you sometimes recall a memory from a certain smell or sound, the objective of some ads is solely to
bring back certain emotions when you see their logo in your local store. The hope is that repeating the
message several times makes consumers more likely to purchase the product because they already connect it
with a good emotion and positive experience. Stefano DellaVigna and Matthew Gentzkow did a
comprehensive study on the effects of persuasion in different domains. They discovered that persuasion has
little or no effect on advertisement; however, there was a substantial effect of persuasion on voting if there was
face-to-face contact. Cognitive dissonance Leon Festinger originally proposed the theory of cognitive
dissonance in He theorized that human beings constantly strive for mental consistency. Our cognition
thoughts, beliefs, or attitudes can be in agreement, unrelated, or in disagreement with each other. Our
cognition can also be in agreement or disagreement with our behaviors. When we detect conflicting cognition,
or dissonance, it gives us a sense of incompleteness and discomfort. For example, a person who is addicted to
smoking cigarettes but also suspects it could be detrimental to his health suffers from cognitive dissonance.
Festinger suggests that we are motivated to reduce this dissonance until our cognition is in harmony with
itself. We strive for mental consistency. There are four main ways we go about reducing or eliminating our
dissonance: Revisiting the example of the smoker, he can either quit smoking, reduce the importance of his
health, convince himself he is not at risk, or that the reward of smoking is worth the cost of his health.
Cognitive dissonance is powerful when it relates to competition and self-concept. Elaboration likelihood
model Persuasion has traditionally been associated with two routes. Whereby an individual evaluates
information presented to them based on the pros and cons of it and how well it supports their values Peripheral
route: Change is mediated by how attractive the source of communication is and by bypassing the deliberation
process. It holds that the probability of effective persuasion depends on how successful the communication is
at bringing to mind a relevant mental representation, which is the elaboration likelihood. Thus if the target of
the communication is personally relevant, this increases the elaboration likelihood of the intended outcome
and would be more persuasive if it were through the central route. Communication which does not require
careful thought would be better suited to the peripheral route. A main motivation for individuals is to increase
positive external rewards and minimize the costs. Attitudes serve to direct behavior towards the rewards and
away from punishment. The process by which an individual protects their ego from being threatened by their
own negative impulses or threatening thoughts. When an individual derives pleasure from presenting an image
of themselves which is in line with their self-concept and the beliefs that they want to be associated with.
Inoculation theory A vaccine introduces a weak form of a virus that can easily be defeated to prepare the
immune system should it need to fight off a stronger form of the same virus. In much the same way, the theory
of inoculation suggests that a certain party can introduce a weak form of an argument that is easily thwarted in
order to make the audience inclined to disregard a stronger, full-fledged form of that argument from an
opposing party. This often occurs in negative advertisements and comparative advertisementsâ€”both for
products and political causes. Transportation theory psychology Narrative transportation theory proposes that
when people lose themselves in a story, their attitudes and intentions change to reflect that story. The mental
state of narrative transportation can explain the persuasive effect of stories on people, who may experience
narrative transportation when certain contextual and personal preconditions are met, as Green and Brock [19]
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postulate for the transportation-imagery model. Narrative transportation occurs whenever the story receiver
experiences a feeling of entering a world evoked by the narrative because of empathy for the story characters
and imagination of the story plot. Social judgment theory[ edit ] Main article: Social judgment theory Social
judgment theory suggests that when people are presented with an idea or any kind of persuasive proposal, their
natural reaction is to immediately seek a way to sort the information subconsciously and react to it. We
evaluate the information and compare it with the attitude we already have, which is called the initial attitude or
anchor point. When trying to sort incoming persuasive information, an audience evaluates whether it lands in
their latitude of acceptance, latitude of non-commitment or indifference, or the latitude of rejection. The size
of these latitudes varies from topic to topic. Our "ego-involvement" generally plays one of the largest roles in
determining the size of these latitudes. When a topic is closely connected to how we define and perceive
ourselves, or deals with anything we care passionately about, our latitudes of acceptance and non-commitment
are likely to be much smaller and our attitude of rejection much larger. An audience is likely to distort
incoming information to fit into their unique latitudes. If something falls within the latitude of acceptance, the
subject tends to assimilate the information and consider it closer to his anchor point than it really is. Inversely,
if something falls within the latitude of rejection, the subject tends to contrast the information and convince
himself the information is farther away from his anchor point than it really is. When trying to persuade an
individual target or an entire audience, it is vital to first learn the average latitudes of acceptance,
non-commitment, and rejection of your audience. Usage of force[ edit ] There is the usage of force in
persuasion, which does not have any scientific theories, except for its use to make demands. The use of force
is then a precedent to the failure of less direct means of persuasion. Application of this strategy can be
interpreted as a threat since the persuader does not give options to his or her request. Norm of reciprocity The
principle of reciprocity states that when a person provides us with something, we attempt to repay him or her
in kind. Reciprocation produces a sense of obligation, which can be a powerful tool in persuasion. The
reciprocity rule is effective because it can be overpowering and instill in us a sense of obligation. Generally,
we have a dislike for individuals who neglect to return a favor or provide payment when offered a free service
or gift. As a result, reciprocation is a widely held principle. This societal standard makes reciprocity extremely
powerful persuasive technique, as it can result in unequal exchanges and can even apply to an uninvited first
favor. Commitment and consistency[ edit ] Consistency is an important aspect of persuasion because it:
Consistency allows us to more effectively make decisions and process information. The concept of
consistency states that someone who commits to something, orally or in writing, is more likely to honor that
commitment. This is especially true for written commitments, as they appear psychologically more concrete
and can create hard proof. Someone who commits to a stance tends to behave according to that commitment.
Commitment is an effective persuasive technique, because once you get someone to commit, they are more
likely to engage in self-persuasion, providing themselves and others with reasons and justifications to support
their commitment in order to avoid dissonance. Cialdini notes Chinese brainwashing of American prisoners of
war to rewrite their self-image and gain automatic unenforced compliance. We all want to know what others
are doing around us. We are so obsessed with what others do and how others act, that we then try to be just
like other people. In a phoneâ€”aâ€”thon, the host says something like, "Operators are waiting, please call
now. Rather the host may say: Just by changing three words, it sounds like the lines are busy and other people
are calling, so it must be a worthwhile organization. Social proof is most effective when people are uncertain
or when there are similarities in a situation. In uncertain or ambiguous situations, when multiple possibilities
create choices we must make, people are likely to conform to what others do. We become more influenced by
people around us in situations that present a decision. The other effective situation for social proofing is when
there are similarities. We are more prone to change or conform around people who are similar to us. If
someone who is similar to you is being controlling and a leader, you are more likely to listen and follow what
they say. Likeness[ edit ] This principle is simple and concise. People say "yes" to people that they like. Two
major factors contribute to overall likeness. The first is physical attractiveness. People who are physically
attractive seem more persuasive. The second factor is similarity. We are more easily persuaded by people we
see as similar to ourselves. People like to listen to those who are knowledgeable and trustworthy, so if you can
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be those two things, then you are already on your way to getting people to believe and listen to you. In the
Milgram study , a series of experiments begun in , a "teacher" and a "learner" were placed in two different
rooms. The "learner" was attached to an electric harness that could administer shock. After delivery, the
teacher had to up the voltage to the next notch. The voltage went up to volts. The catch to this experiment was
that the teacher did not know that the learner was an actor faking the pain sounds he heard and was not
actually being harmed. The experiment was being done to see how obedient we are to authority. The
conclusion was that people are willing to bring pain upon others when they are directed to do so by some
authority figure. June Learn how and when to remove this template message Scarcity could play an important
role in the process of persuasion. According to Cialdini, "people want more of what they cannot have. This
means that within certain contexts, scarcity "works" better. To get people to believe that something is scarcer,
marketers explain what about that certain product provides what no other product does. When things are
difficult to get, they are usually more valuable, so that can make it seem to have better quality. When things
become less available, we could lose the chance to acquire them. When this happens, we assign the scarce
item or service more value simply because it is harder to acquire. This principle is that we all want things that
are out of our reach. If we see something is easily available, we do not want it as much as something that is
very rare. Machiavellianism employs the tools of manipulation and deceit to gain wealth and power.
9: Persuasive dictionary definition | persuasive defined
6. Persistence Pays - The person who is willing to keep asking for what they want, and keeps demonstrating value, is
ultimately the most www.enganchecubano.com way that so many historical figures have.
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