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let’s start with persuasion


This book is about being able to succeed more, and achieve more. It’s about improving your quality of life, knowing what you want, and fulfilling your objectives more easily. This first chapter will start you off on that road by looking at how you can be more persuasive, but in a way which isn’t negative or overbearing. You’ll discover how to get your message across, and communicate in ways which help you to take people with you and get the results you want. Neuro-linguistic programming will be introduced, along with other powerful techniques for improving communication and persuasiveness.




What is persuasion?
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This business of getting the most out of life can seem so easy for some people. It appears to come quite naturally to them – and it does. Some people are born charismatic, and expect to get the best from life, and they continue to be one of the world’s sunny people throughout their lives. But that tells us something. If you expect the best, you very often can achieve it. You don’t need to be born charming and affable, you can learn how. And this won’t just be ‘pretend’ – you can learn to do it for real. Because when you act confident and approachable, you begin to feel exactly those things, and people begin to react to you as if you are those things, and before you know it, it’s not an act, it’s the real thing. You may not reach the heights of the naturally charismatic like Mahatma Gandhi, John F. Kennedy, Princess Diana or Elizabeth Taylor, but you can most certainly learn how to progress a little of the way towards this.


This is very much about persuasion delivered in a positive sense, and with no pressure. If coercion or threat is involved, we have gone well beyond the limits of what could be considered as persuasion. This doesn’t mean, however, that persuasion should lack strength and impact. What it means is being able to persuade others through calm, confident and constructive communication. I like to call this the 4Cs of effective persuasion.


Being able to communicate calmly, confidently and constructively will ensure that you:


       [image: image]  get your message across


       [image: image]  are heard


       [image: image]  make people want to listen to you


       [image: image]  give the best impression you can


       [image: image]  attract people to you


       [image: image]  are respected


       [image: image]  encourage and motivate people


       [image: image]  look and sound more self-assured and credible


       [image: image]  can influence people


       [image: image]  become someone people will trust


       [image: image]  encourage people to do what you want them to do


       [image: image]  are more in control of your life


       [image: image]  inspire people


       [image: image]  get the best possible outcome for both parties involved


       [image: image]  develop or discover your own personal charisma.


Persuasion and communication
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Persuasion is really just very good communication. The good communicator is someone we listen to and take seriously. It is someone we trust and believe to be sincere. It is a person whom we feel understands what it’s like to be in our shoes, and walk around in them. It’s the person we feel listens to us.


The main characteristics that help you to get your message across, and to take people along with you are:


       [image: image]  integrity


       [image: image]  sincerity


       [image: image]  self-confidence


       [image: image]  empathy


       [image: image]  calmness


       [image: image]  respect


       [image: image]  positivity


       [image: image]  trustworthiness


       [image: image]  genuineness.


With these characteristics, the good persuader doesn’t even need to say what it is they want, or think you should do. They will be able to put a case, and then leave it to you to make the final decision. And you will probably do just what they want, because you respect and trust them, and know they wouldn’t mislead you.


Neuro-linguistic programming
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Neuro-linguistic programming, or NLP for short, was first defined by Dr Richard Bandler, a mathematician, and John Grinder, an Associate Professor of Linguistics. They worked together at the University of California, and brought NLP in to use in the 1970s. Since then, the subject has grown immensely in popularity, and is now a very broad school, with a multitude of uses. It is difficult to give one single definition but, in essence, NLP explores the patterns of thought and behaviour people use routinely. It also provides a wide range of methods and models to help us understand how people think and behave, how these are linked, and how they can change. NLP also provides the skills and techniques needed to define and achieve our goals.


NLP encourages us to remember that our sensory input comes in five different ways, from all five senses. This in turn suggests that our memories, thoughts and internal dialogue may differ depending on which of these senses has most impact on our minds.


Some of us think mainly in picture or visual form, so may tend to use more visual words when describing thoughts: ‘I see what you mean’, or ‘It appears that…’ or ‘My flat looks out over the river’.


A similar pattern exists for the other senses. So, for example, some of us use words and phrases related to feeling or touching, such as ‘touch base’ or ‘get to grips with’. These are referred to as kinaesthetic.


Similarly, you may be more ‘olfactory’ and use phrases relating to the nose, like ‘the sweet smell of success’.


Then there are those who concentrate on the auditory and use phrases like ‘I hear what you’re saying’ or ‘that’s music to my ears’.


The history of persuasion
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Thoughts and writing about persuasion can be traced as far back as Aristotle, the Greek philosopher, in the fourth century BCE. His theory of persuasion was part of a major philosophical work, which formed three now famous books written around 350 BCE. In Aristotle’s world, persuasion was all to do with using words effectively in speaking or writing, in other words, rhetoric. Plato, his teacher, saw this as ‘winning the soul through discourse’. Other philosophers, at the time and since, favour the use of ‘dialectics’, rather than rhetoric. They see rhetoric as a longish speech or letter given by one person, whereas dialectics is all about a dialogue between two people holding different views and wishing to persuade one another.


Little more on the subject of persuasion can be found until Dale Carnegie’s ground-breaking and still best-selling book, How to Win Friends and Influence People was published in 1936. This book is regarded by many as the first self-help book. It was the first book to assert the importance of attitude in our dealings with others, rather than focussing mainly on how to behave, and what to say. Born to poor farming parents in 1888 in Missouri, USA, Carnegie had a natural flair for public speaking. He worked on the farm to support his college education, then worked as a travelling salesman and an actor before he began a very successful career teaching public speaking in New York City in 1912. The leaflets he had written to accompany his courses came together as his first and subsequent books.


Carnegie promoted these ideas:


       [image: image]  being friendly


       [image: image]  smiling


       [image: image]  listening


       [image: image]  remembering people’s names


       [image: image]  not arguing or finding fault


       [image: image]  expressing appreciation


       [image: image]  making people feel good about themselves


       [image: image]  being genuinely interested in people.


This, he suggested, was the best way to influence people, and bring them round to your way of thinking – in other words, persuading them. These ideas and this book have since spawned a multitude of others in a similar vein, and on related subjects.
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twenty ways to communicate better


In this chapter you will find out why good communication plays such a pivotal role in getting results. You’ll also discover why it’s impossible not to communicate, even if you say nothing. Twenty approaches to good communication are explored here. Each is straightforward and easily digested. There will be secrets of body language, hints to get people talking, the right kinds of questions to ask, why good listening makes for good communication, and why just liking people will give you a head start. Everything in this chapter, and throughout the book, can be used in communication of every type: in person, on the telephone, on the web or via text or e-mail – just adapt to suit.




1 Remember that you can’t not communicate
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You knock on a neighbour’s door to ask if they will take a contact number for you, in case your alarm goes off when you’re out. Having just moved in, you haven’t met any of your neighbours yet. This seems a good way to introduce yourself and get another job off your to-do list. The door opens abruptly, and a tall, slim man, aged about 45, clean shaven with short, neatly combed mousy hair and a very upright bearing appears, and says loudly and coldly, with little expression on his face,




‘Yes?’




In those few short seconds he has communicated lots of information to you, hasn’t he? As you read this, you may even have quite a clear picture of him in your mind’s eye.


Or, you come home from work, tired and distracted. You flop down on the sofa, beside your partner of five years, and reach out to give her a hug. But she leans away from you to avoid your embrace, without turning her head to look at you. You know immediately you’re in the doghouse for something, and it’s not going to be a relaxing evening.


What all this shows clearly is that it is impossible not to communicate. As soon as we are within sight and sound of someone, we are communicating, giving off messages with our bodies, our appearance and our behaviour. We can even be telling others a lot by what we’re not doing or saying.


2 Know your starting point
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When you begin to think about how to persuade others, you’re not starting from nowhere. It’s crucial to be aware of the messages you are currently sending out, and then to adapt and change these if necessary to communicate the message you want to give.


3 Improve your skills
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It is impossible not to communicate, and persuasion is just one form of communication. And as with all forms of communication, the skills involved can be improved. We’ve already discovered in Chapter 1 that characteristics such as integrity, empathy, sincerity, respect, trustworthiness and genuineness are essential should you want to communicate well, and persuade others. Let’s look now at ways you can effectively communicate these to other people.
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