
ART OF PERSUASION

The art of getting others to see things as you see them -- usually called persuasion -- is a key one for entrepreneurs,
and it needs to be honed.

When leaders fail to successfully master the art of persuasion, their businesses often fail. Cognitive dissonance
is powerful when it relates to competition and self-concept. People like to listen to those who are
knowledgeable and trustworthy, so if you can 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. Job candidates persuade recruiters to hire them. Everyone wants
to be thought of as intelligent, so if you go in refuting everything they say, they're bound to ignore you. It is
extremely important to forge a connection with whomever you are trying to persuade. You can learn about
both sides of the art of persuasion well enough to get what you want more easily and protect yourself at the
same time. Like any other art, the art of persuasion is neither positive nor negative in itself. A simple reminder
that you are committed to the welfare of others will build your credibility before you lay out your argument.
Here are three tips that can help you to become a master in the art of persuasion. Main article: Classical
conditioning Conditioning plays a huge part in the concept of persuasion. In other words, the effectiveness of
any influence technique can be situational. It is ideal to use persuasive information that lands near the
boundary of the latitude of acceptance if the goal is to change the audience's anchor point. This means that
within certain contexts, scarcity "works" better. For the most part, he found that when high levels of emotional
appeals pathos were used, people were more likely to be persuaded. We also like people more who are similar
to us and attractive people are typically found to be more likable. 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 size of these latitudes varies from topic to topic.
The "teacher" was told by a supervisor, dressed in a white scientist's coat, to ask the learner questions and
punish him when he got a question wrong.


