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Introduction
Have you ever wondered why some people are so persuasive? 

Why can some people masterfully move people to make certain 
choices, while others can never seem to get anyone to agree with 
them? 

Why are some people able to command a room while others 
struggle just to get their attention? 

Why are some people able to make things happen while others 
struggle to get people moving on anything? 

 Is it a charisma thing? 

 Or an intelligence thing? 

 Or are some people just born with a knack for winning 
people to their side? 

No, no, and no. 

So, what is it? 

It’s all about the Art of Persuasion. 
Yes, persuasion is an art, and the good news is that you can learn it. 
And if you know the art of persuasion, you can use it to accomplish 
so many good things. 

For a detailed and counterintuitive approach to marketing 
your business—and learning about many of the topics in this 
book, read Growing Your Business Can Be As Fun & Easy As 
Giving Candy To Strangers

https://givingcandytostrangers.com/books/
https://givingcandytostrangers.com/books/
https://givingcandytostrangers.com/books/
https://givingcandytostrangers.com/books/
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You can use persuasion to:

 Sell more

 Get paid what you’re worth

 Get a new job

 Receive well-deserved vacation days

 Enhance your relationships

 And so much more 

Additionally, being a master of persuasion gives you a distinct 
competitive edge. 

If all things are equal, being a clear, masterful, persuasive 
communicator allows you to stand out from the crowd. 

It allows your message to be heard above all the other messages. It 
enables you to cut through the noise. 

On the flip side, if you don’t understand how to persuade people, 
you’ll often find your requests being turned down. You’ll find yourself 
frustrated, unable to understand why you can’t get someone to do 
what you ask. 

To be clear, persuasion is different than manipulation. Manipulation 
is using words and actions to achieve things that, usually, are wrong. 

Persuasion is using words and actions to persuade people to do 
things that are good, both for you and them. 

Persuasion is about getting what you want and helping others to 
get what they want too. Persuasion is all about win-win. 

So, how can you be more persuasive? 

Here are 16 proven ways…
(On page 55 you will find a checklist with an area to take notes that 
you can refer to as you read along.)



On page 



”Persuasion is achieved by the 

speaker’s personal character when 

the speech is so spoken as to make us 

think him credible. We believe good 

men more fully and more readily than 

others: this is true generally whatever 

the question is, and absolutely true 

where exact certainty is impossible 

and opinions are divided.”

– Aristotle
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Chapter 1

Focus On Them, Not You
Ultimately, persuasion is about them, not you. 

In other words, in order to be persuasive, you absolutely must focus 
on the other person, not yourself.

Focus on their: 

 Needs  Desires

 Wants  Hopes

 Pain points  Dreams

Persuasion is ultimately about tapping into the desires of other 
people. 

Persuasion is about enabling both you and them to achieve a 
desired outcome. 

Remember, we spend almost all our time thinking about ourselves 
and what we want. We spend hours obsessing over things like our 
health, love, and financial status. 
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If you want to be persuasive, it’s important to put yourself in the 
other person’s shoes. You have to first see things through their eyes. 

 What do they want most? 

 What are their deepest desires? 

 What do they fear, love, and dream about? 

The more you can focus on the other person, the more captivated 
and easily persuaded they’ll be. You can’t just immediately start 
talking about what you want to accomplish. 

Persuasion starts with the other person. 

When trying to persuade someone, speak their language. Talk 
directly to their desires and speak clearly about their pain points. 
Use the words they use. The more you use words and phrases that 
resonate with them, the more persuasive you’ll be. 

“To effectively communicate, we must realize 

that we are all different in the way we perceive 

the world and use this understanding as a 

guide to our communication with others.”

– Tony Robbins
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Chapter 2

Communicate Clearly
Know your argument inside and out and be able to communicate so 
clearly that even a 7th grader could understand what you’re saying.

There should be no doubt about what you’re trying to persuade 
others to do. 

Here’s the reality…

 If you can’t communicate your argument clearly, you simply 
won’t be able to persuade others to your point of view. 

 If your argument is muddled, convoluted, or confused, 
you’ll have trouble getting anyone to agree with you. 

The clearer you are about your argument, the greater the odds of 
success in persuading them. 

For example, let’s say you’re applying for a new job that you believe 
is a perfect fit for your skillset. If you can communicate in a clear, 
persuasive manner with the interviewer, there’s a much higher 
probability that you’ll get the job. 

This implies that if you want to be persuasive, you need to prepare 
ahead of time.



Building Your Personal Brand • Stan Holden14

It’s important to know:

 What you’re going to say

 How you’re going to say it

 How you’re going to appropriately respond to objections

The more prepared you are, the more you’ll be able to communicate 
in a clear, concise, and compelling manner. 

On the other hand, if you fail to take time to prepare, you probably 
won’t be very persuasive. 

“The single biggest problem in communication 

is the illusion that it has taken place.”

– George Benard Shaw
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Chapter 3 

Start Small
Now let’s get into some of the lesser known elements of persuasion. 
As you stack these on top of each other, you’ll become increasingly 
persuasive. 

Research has shown that if you can get people to agree with you 
on small things, there’s a much higher probability that you can 
eventually get them to agree with you on much larger issues. 

If you can: 

 Create a sense of mutual agreement around small points…

 Get people nodding their heads early in the conversation...

 Generate consensus on lesser parts of your argument...

...you’ll have a much better chance of generating agreement 
around bigger, stickier issues. 

The implication is that instead of going straight to the heart of your 
argument, it’s more beneficial to start off with statements that you 
know the other person will agree with. 

Don’t immediately bring up the biggest, most important parts of 
your argument. 
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Start small. 

Build up slowly to your main points after you’ve gotten them to 
agree with much smaller, less significant points. 

This allows you to build a foundation of trust and agreement. This 
also implies that, if possible, you should avoid making controversial 
statements in the beginning. 

Even if the controversial statements are important to you, you don’t 
want to start off on the wrong foot. You want to begin with mutual 
agreement. 

If you begin with disagreement, it’s going to be much harder for 
you to get a person to eventually agree with you about anything. 

From the very beginning, they’ll have a posture of suspicion and 
cynicism. 

You want to get people nodding their heads right from the 
beginning.  

”Successful negotiation is not about getting to 

‘yes’; it’s about mastering ‘no’ and understanding 

what the path to an agreement is.”

– Christopher Voss
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Chapter 4 

Be Authentic
Few things turn someone off like a lack of authenticity. 

No one likes to feel... 

 Like they’re being put on

 As if they’re being hoodwinked

 That a person is not being totally honest with them

 Like a person has ulterior motives in trying to “help” them

We want to know that someone is telling us the truth and being 
real with us. 

There’s a reason that used car salespeople have such a bad 
reputation. 

They don’t seem authentic. 

They seem like all they care about is getting you to purchase a car. 
They don’t have a real, human concern for your well-being. They 
just want to make their money and send you on your way. 
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This may be a stereotype, but stereotypes are often based in truth. 
The simple truth is that we really want people to be authentic and 
real with us. 

And now, more than ever, people can tell when someone is not 
being authentic. 

They can tell when:

 You’re not being yourself

 You’re just putting on a show

 All you really care about is winning an argument

When people sense a lack of authenticity, it makes it much more 
difficult to persuade them. They simply won’t trust you and won’t 
buy into anything you’re saying. 

If you want to persuade others and get them to come over to your 
side, it’s important to be your true, authentic self. You need to be 
you and communicate honestly. 

The reality is that authenticity is always more persuasive. 

Authenticity wins the day. 

For more about authenticity read Chapter #16 Unmask Yourself 
in Growing Your Business Can Be As Fun & Easy As Giving Candy 
To Strangers

“If you can’t be anything else... be authentic.”

– Stan Holden

http://givingcandytostrangers.com/books/
http://givingcandytostrangers.com/books/
http://givingcandytostrangers.com/books/
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Chapter 5

Use Reciprocity
Few things are more persuasive and powerful than reciprocity. 

The reciprocity principle is the idea that if I do something for you, 
you feel compelled to do something in return for me. It’s the old 
adage of, “You scratch my back and I’ll scratch yours.” 

A very simple example is when waiters put a mint and a personalized 
thank you on the check. That very small gesture can make people 
feel like they should leave a larger tip. 

I do something for you, and you do something for me. 

As master persuader Robert Cialdini says:

Simply put, people are obliged to give back to others in the form 
of a behavior, gift, or service that they have received first. If a friend 
invites you to their party, there’s an obligation for you to invite them 
to a future party you are hosting. If a colleague does you a favor, 
then you owe that colleague a favor. And in the context of a social 
obligation people are more likely to say yes to those who they owe.

You can use the principle of reciprocity to more effectively 
persuade people. 



Building Your Personal Brand • Stan Holden20

If you can give someone something of value, there’s a much greater 
chance that they’ll feel a sense of obligation to you. They’ll feel like 
they should give you something in return. There’s a greater chance 
that you can persuade them to come to your side.

Even something as simple as a compliment can go a long way in 
terms of getting someone to come over to your side. 

This is one reason why persuasion is different than manipulation. 
With persuasion, you’re actually seeking to add value to the person 
you’re trying to persuade. You’re not just trying to get your own 
way. 

Read Chapter #48 Create Win-Wins in Growing Your Business 
Can Be As Fun & Easy As Giving Candy To Strangers

“It is an absolute human certainty that no 

one can know his or her own beauty or 

perceive a sense of their own worth until it 

has been reflected back to them in the mirror 

of another loving, caring human being.” 

– John Joseph Powel

http://givingcandytostrangers.com/books/
http://givingcandytostrangers.com/books/
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Chapter 6 

Use Effective 
Patterns of Speech
It turns out there’s actually some science behind the stereotype of 
the fast-talking salesman. 

Research has demonstrated that in situations where someone will 
disagree with you, it’s better to speak faster. 

Why? 

Because it gives them less time to come up with counter arguments. 
This, in turn, makes it easier for you to persuade them. 

To be clear, don’t speak so fast that a person has trouble following 
your argument. You still need to be clear and easy to follow when 
communicating. 

But if you can add a bit of speed to your arguments, you may have 
an easier time persuading a person. 
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On the flip side, if a person is more inclined to agree with you, 
speak more slowly. Give them time to evaluate what you’re saying. 
Give them time to process and see that your arguments actually 
line up with what they believe. 

They are already more inclined to agree with you, and when you 
give them time to process your arguments, it only increases the 
odds of you persuading them. 

To sum up: 

 Speak faster when agreement is less likely. 

 Speak slowly when they’re already somewhat on your side. 

 

”Silence is as deep as eternity, 

speech is as shallow as time.”

– Thomas Carlye
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Chapter 7

Create Scarcity
The simple truth is that people want what they can’t have, and if 
you can create a sense of scarcity around your proposition, there’s 
a much greater chance of you persuading them. 

What exactly is scarcity? 

It’s putting some sort of restriction on what you’re offering. This 
restriction often creates a sense of urgency within a person. They 
feel like they need to take action on the offer, or they’ll miss out on 
something. 

It’s the classic case of Fear of Missing Out (FOMO). 

The scarcer something feels, the more people want to get in 
on it. 

A classic example of scarcity is when Disney would say that they 
were putting a movie “back in the vault.” They were saying that if 
you didn’t buy the movie immediately, you might not be able to get 
it for many years to come. 

The result was that people bought the movie.
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Why?

They were afraid they wouldn’t have another chance. 

Was Disney really putting the movie “back in the vault?” Yes. And 
they knew that if they announced it shortly before they put it away, 
it would create a sense of scarcity and there would be a surge of 
people to buy the movie. They were right. 

There are numerous ways you can create scarcity, including:

 Limiting how many of something you’re offering

 Highlighting what a person will miss out on if they don’t 
accept your offer

 Putting a time limit on when someone can get in on your 
offer

 Adding bonuses that can only be gotten if a person acts 
now

Again, to quote Robert Cialdini:

It’s not enough simply to tell people about the benefits they’ll gain 
if they choose your products and services. You’ll also need to point 
out what is unique about your proposition and what they stand to 
lose if they fail to consider your proposal.

“The simple things grow in value in 

proportion to their scarcity.” 

– Marty Rubin



Building Your Personal Brand • Stan Holden 25

Chapter 8 

Be Very Confident
Not surprisingly, people are persuaded more by confidence than 
by expertise. In other words, they tend to be more persuaded 
emotionally than logically. If you come across as confident, you’ll 
be more persuasive. 

On the flip side, you may have all the facts on your side, but if 
you’re not confident you won’t be particularly persuasive. 

This is good news for you. It means you don’t have to be an expert 
in something in order to persuade a person. Rather, you simply 
need to be very confident in your presentation. 

Be bold when presenting your arguments.

Avoid hedging them or qualifying them with phrases like, “I think,” 
or, “I believe.” Don’t waffle or go back and forth when presenting 
your point. Present your argument with 100% confidence. 

The more confident you are when presenting your arguments, 
the more likely you are to persuade someone. So be bold and 
enthusiastic, even if you’re not an expert on a particular topic. 

The key is that you truly believe what you’re saying. 
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If you have strong convictions about a particular point, you can 
be bold and confident. You don’t need to have every fact at your 
disposal. 

You simply need to have a conviction regarding the truth of your 
arguments. 

So be bold and courageous with your arguments, even if you don’t 
feel like an expert. 

Knowing your “story” and your business inside and out helps to 
create confidence.

For more about building confidence read Chapters #18 Sell Your 
Story and #42 Do Your Homework in Growing Your Business 
Can Be As Fun & Easy As Giving Candy To Strangers

”A man cannot be comfortable 

without his own approval.”

–Mark Twain

http://givingcandytostrangers.com/books/
http://givingcandytostrangers.com/books/
http://givingcandytostrangers.com/books/
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Chapter 9

Paint A Vivid Picture 
It’s hard to overstate the importance of this one. 

When trying to persuade someone, use vivid imagery. Avoid the 
temptation to simply bombard them with statistics and evidence 
that your argument is the correct one. 

Rather, appeal to their emotions.

Instead of primarily using logic: 

 Show them how your argument leads to a better outcome 
for both of you. 

 Paint a vivid, emotional picture of the outcome.

 Appeal to their desire for a better life. 

They say that a picture is worth a thousand words. You could 
also say that a picture is worth a thousand persuasion points. 

The truth is that people are much less rational than they think. They 
are much more driven by their emotions and their subconscious 
desires. 
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The more you can appeal to someone on an emotional level, the 
more persuasive you’ll be. 

For example, let’s say you’re asking your boss for a pay raise. 
Paint a picture of: 

 How a pay raise will help you be less stressed about money

 How you’ll be a much more productive employee since 
you’re not worried about money

Don’t simply talk about how you deserve a raise because of the 
work you put in. 

Your boss will be much more convinced if you can appeal to him on 
an emotional, instinctual level than if you simply appeal based on 
the facts. 

Your overall goal is to paint a picture of the good life. 

You want to show others how the ultimate outcome of your 
argument is truly good for them. 

The more you can paint a vivid picture of how you can help someone 
achieve the good life, the greater the chances of you persuading 
them. 
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Chapter 10

Consider How Your Audience 
Processes Information
All of us have different learning styles and ways of thinking through 
information. 

 Some people make quick, instinctive, gut decisions.

 Other people prefer to think things through.

 Some people are verbal processors.

 Others prefer to process everything internally.

When attempting to persuade someone, it’s essential to consider 
how they process information. 

If they need time to digest what you’re saying, avoid pressuring 
them to make a decision immediately. Give them time to think, 
process, and work through any objections they may have. 

Lay out your arguments, then step back and let them work 
through things in their mind. The more you try to press them to 
make a decision, the more likely they’ll push back and won’t agree 
with you. 
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On the other hand, if someone tends to make snap decisions, you 
have more freedom to press them for a decision in the moment. 
You know that they make more emotional, instinctual decisions and 
so you can urge them to decide right in the moment. 

The key is to know your audience. 

If you don’t know your audience, you won’t know the best way to 
present your information. You may push for a decision when really 
they need more time to think. Or you may wait too long to ask for a 
decision and so miss the opportunity to strike while the iron is hot. 

Know how your audience thinks and then present information to 
them in a manner that aligns with their decision process. 

If you do that, you’ll have a much better chance of persuading them.

Read Chapter #23 Don’t Judge a Cook by His Brother in 
Growing Your Business Can Be As Fun & Easy As Giving Candy 
To Strangers. Here is an excerpt:

Tony Robbins has said, “Let your prospect determine your presentation.” Many 

people in sales approach their prospects with what they think their prospects wants 

to hear based on their own personality rather than that of the prospects. This is the 

first part of the equation and what planted the seed for Cheri Tree to create B.A.N.K.

Imagine if you could deduce a person’s personality type while you were talking to 

them. What if you found out that they had a nurturing type of personality rather than 

an action-taker type? That, of course, would be very valuable information. Would 

you not, in turn, change your conversation or presentation to connect with that 

person on his or her level? Would that not also help with personal relationships too? 

I believe that teachers, pastors, police officers—anyone who deals with people—

could benefit from this knowledge.

B.A.N.K. is an acronym for the four personality traits simplified in such a way as 

to make it much easier to remember and use them. For instance, my B.A.N.K. 

personality code is A.N.B.K. See if you can deduce your own code based on the 

information below...

http://givingcandytostrangers.com/books/
http://givingcandytostrangers.com/books/
http://givingcandytostrangers.com/books/
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Chapter 11

Acknowledge And 
Overcome Objections
There’s no way around the fact that your audience will have 
objections. 

No matter how persuasive you are, no matter how well you know 
your audience, there will always be objections in one form or 
another. It’s simply human nature.

When you’re speaking to someone, they’ll inevitably have objections 
to various things you say. That’s 100% normal.

Avoid ignoring those objections. Rather, take advantage of them. 
Use them to increase your overall persuasiveness. Instead of skirting 
around a person’s objections, speak directly to them. 

When you can speak directly to a person’s objections, it adds a more 
authentic, human element to your presentation. It shows them that 
you understand their objections, that you sympathize with them, 
and that you want to help overcome them. 

Doing this can significantly increase your level of persuasiveness. 
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And research backs this up. Daniel O’Keefe, a professor at the 
University of Illinois, says that discussing other opinions that may 
not agree with yours is more persuasive than not addressing the 
objections at all. 

In other words, the more you’re willing to speak about objections 
(within reason), the more you will resonate with your audience. 

When you address your audience’s objections, they feel like you 
understand their pain points and have the solution to them. 

Contrast this with someone who simply plows ahead with their 
argument, never stopping to acknowledge the questions or 
challenges a person may have. 

If you never speak to the objections of your audience, they’ll feel 
like you don’t really understand them. Like you don’t get them. 

They’ll be much less likely to buy into your argument. 

”If you can’t explain it simply, you don’t 

understand it well enough.”

– Albert Einstein
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Chapter 12

Speak In Positives
Generally speaking, people don’t respond well to negative speech. 

And the reality is that when speaking about change, it’s easy to 
unintentionally speak in negative terms instead of positive. We 
can frame things in a negative light rather than highlighting all the 
positives of our argument. 

It’s much more persuasive to use positive language than negative. 

The more positive you are, the more likely you are to win someone 
over to your side of the argument. 

For example:

 Instead of saying, “You’ll be less tired,” which is a negative 
statement, say, “You’ll be full of energy!” 

 Instead of saying, “You’ll stop being underpaid,” say, 
“You’ll finally be getting paid what you’re truly worth!”

Do you see the difference in how those options are framed? The first 
set of options put things in a negative light. They paint a negative 
picture and portray things as becoming “less bad.”
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The second set of options frame things in a positive light and 
portray things as becoming so much better. 

The simple truth is that positive language tends to be much more 
persuasive than scare tactics. 

Why? 

The research suggests that it’s because people don’t like to feel 
like they’re being bullied or guilted into change. No one likes to 
be pressured into making a decision, and if you paint things in a 
negative light, others can feel like you’re trying to pressure them. 

In some ways, this goes back to being able to paint a vivid picture 
of the good life. 

Speak in positives and help others envision how wonderful their 
lives will be when they embrace your solution. 

Help them see that not only will your solution eliminate the 
negatives that they’re facing but will also bring a large number of 
positive things into their lives.

Using humor can also help you to connect and persuade others in 
a positive manner.

Read PART 5:  Using Humor to Create Connection in Growing 
Your Business Can Be As Fun & Easy As Giving Candy To 
Strangers 

“Never, under any circumstances, take a 

sleeping pill and a laxative on the same night.”

– Dave Barry

http://givingcandytostrangers.com/books/
http://givingcandytostrangers.com/books/
http://givingcandytostrangers.com/books/
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Chapter 13 

Match the Body Language 
of Who You’re Speaking With
When we speak, we don’t just use words. 

We also communicate volumes of information through the body 
language that we use. In fact, you could say that body language is 
just as important as verbal language. 

One simple, yet highly persuasive method of communicating is to 
mirror and match the body language of the person you’re speaking 
with. 

In other words, try to generally use the same type of body language 
and voice of the person you’re trying to persuade. 

Obviously, you don’t want to exactly mimic the person. You want to 
generally mirror back the body language they’re using. 

Thorin Klosowski puts it this way:

Instead of arguing your point in your own private way, mirror the 
person you’re talking to in body language, speed of your voice, 
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volume, and even your word choice. You need to be subtle when 
doing this, but it’s a subconscious way to make the person you’re 
speaking with more comfortable.

If they use hand gestures, use hand gestures yourself. If they sit up 
straight, try to match their posture. Attempt to match your voice 
tone with theirs, as well as speaking speed. 

This may seem a bit odd, but it’s a simple way of building rapport 
with a person. 

By mirroring a person’s body language, you show that:

 You’re actively paying attention to them.

 You want to communicate with them in a manner that’s 
meaningful.

Consider the 7 %, 38 %, 55 rule.

The 7-38-55 rule is a concept concerning the communication of 
emotions. The rule states that 7 percent of meaning is communicated 
through spoken word, 38 percent through tone of voice, and...

55 percent of communication is through body language.

”Language is a more recent technology. 

Your body language, your eyes, your energy 

will come through to your audience before 

you even start speaking.”

– Peter Guber
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Chapter 14 

Notice What Matters Most
This is related to the previous chapter, but with a slightly different 
flavor. 

As you speak to a person, listen carefully to what they’re saying and 
take notice of what is most important to them. 

What words and phrases do they repeatedly use? What subjects 
come up again and again? Are there certain pain points or struggles 
that they regularly speak about? 

These things are signals regarding what really matters to them. 

Once you’ve identified the words and phrases a person repeatedly 
uses, speak those same words and phrases back to them throughout 
the conversation. 

For example, if you’re speaking with your spouse and they 
consistently use the words, “Quality time,” use those same words 
yourself. Talk about how you too want to spend quality time with 
them. 
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This makes them feel like you understand what they’re saying and 
are working toward a positive solution that makes both of you 
happy. 

Remember, persuasion is about creating win-win scenarios for 
both you and the person you’re trying to persuade. 

By speaking the same words back to a person, you show that you’re 
an active listener and truly want to understand what they’re saying. 
You demonstrate that you’re actually listening and not just waiting 
to make your own points. 

This enables you to build a strong rapport with a person, which in 
turn makes you more persuasive.  

”Are you paying attention? Good. If 

you are not listening carefully, you will 

miss things. Important things.”

– Alan Turing 
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Chapter 15

Demonstrate 
Your Authority
People tend to respond to authority and expertise. If someone is a 
proven expert in a field, we’re more likely to trust what they have to 
say and be persuaded by their arguments. 

So, if you have expertise or authority in a matter, show it off. 

No, you’re not bragging or boasting. You’re simply telling others 
that you’re qualified to speak about a particular subject. You’re 
showing them that you’re trustworthy and that they should listen 
to your arguments. 

 Do you have a diploma? Hang it on your wall. 

 Have you won awards? Put them in your bio. 

 Have you been featured in prominent publications? 
Highlight those publications where possible. 

 Do you have years of experience in your field? Let everyone 
know. 
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It benefits you to prove that you know what you’re doing and are an 
expert in your field. That you’ve put in the work and actually know 
what you’re talking about. 

When you combine the confidence mentioned above with proven 
expertise, it can be incredibly persuasive. 

Confidence + Expertise = Persuasion
The more you can show off and demonstrate your expertise, the 
more likely you are to persuade someone to your point of view.

”At its core, bragging is a very 

individual form of self-expression and 

communication. A good self-promoter 

sneaks up on you, grabs your attention, 

and wins you over–without your even 

knowing he or she is doing it.”

– Peggy Klaus
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Chapter 16 

Be Right
Yes, it’s important to frame messages the proper way to focus on 
positives and create scarcity. 

Yes, you should be confident and demonstrate your expertise in a 
given subject. 

You also want to mirror a person’s body language and speech 
patterns. 

But ultimately, persuasion goes beyond these things. 

In the end, you need to be right (or at least truly believe you 
are). Otherwise, you’re simply trying to persuade someone to 
believe something that’s fundamentally false. 

It’s much more difficult to be persuasive if you don’t truly believe 
in what you’re saying. If you know that you’re communicating a 
lie, how can you be confident? When you’re convinced that your 
argument is correct, it’s so much easier to be confident. 
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So do the hard work of ensuring that your reasoning is sound, your 
conclusions are accurate, and your points are logical. Avoid being 
sloppy when putting together your thoughts and arguments. Avoid 
cutting corners as you anticipate objections. 

Others can tell when you haven’t put in the work. They can detect 
when you don’t truly believe what you’re saying. 

When all is said and done, you want your arguments to be correct.

For more information about establishing authority in your 
business try these two eBooks. Click on the photos... 

https://givingcandytostrangers.com/free-ebook/
https://givingcandytostrangers.com/free-ebook/
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Summary And Review

The Art Of 
Persuasion Summary
We covered a lot of ground in this relatively short training. We 
talked about:

 Focusing on them and not you

 Communicating your arguments clearly

 Starting with small areas of agreement

 Being authentic

 Using the principle of reciprocity

 Using appropriate patterns of speech

 Creating scarcity and a fear of missing out

 Being confident when you present your information

 Painting a vivid picture of the benefits

 Considering how your audience processes information

 Acknowledging and overcoming objections

 Matching the body language of the person you’re 
speaking with



Building Your Personal Brand • Stan Holden44

 Noticing what matters most to a person

 Demonstrating your expertise wherever possible

 Being right in the end

Obviously, you don’t have to implement all these things at one 
time. Each one of these principles is powerful in its own right. 

But the more you can stack them on top of each other, the more 
persuasive you’ll be. 

Persuasion is an incredibly powerful thing. If you master the art of 
persuasion, you have the ability to live a much happier, healthier, 
fulfilled life. It’s one of the few things that allows you to get more 
of what you want while also helping others get more of what they 
want. 

Yes, learning to be persuasive takes some work. It takes work to 
listen carefully to a person so that you can understand what they 
truly want. It takes work to master your arguments and be able 
to communicate them clearly. It takes work to acknowledge and 
overcome objections. 

But ultimately, it’s worth it. 

Few things are more powerful than being able to persuade 
others that your argument is correct. 

So, learn the art of persuasion. You’ll be happy. Others will be 
happy. It truly is a win-win situation.
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Review
Chapter 1: Focus On Them, Not You

 Persuasion is about them, not you. In other words, in order 
to be persuasive, you absolutely must focus on the other 
person, not yourself.

 Focus on these aspects of your clients:

 •   Needs •   Desires

 •   Wants •   Hopes

 •   Pain points •   Dreams

 Put yourself in the other person’s shoes. It’s important to 
see things through their eyes. 

 What do they want most? What are their deepest desires? 
What do they fear, love, and dream about? The more you 
can focus on the other person, the more captivated and 
easily persuaded they’ll be. 

 When trying to persuade someone, speak their language. 
Talk directly to their desires and speak clearly about their 
pain points.

Chapter 2: Communicate Clearly
 Communicate your argument in a crystal-clear fashion so 

that everyone can understand exactly what you’re saying. 
There should be no doubt about what you’re trying to 
persuade others to do. 

 If you can’t communicate your argument clearly, you simply 
won’t be able to persuade others to your point of view. If 
your argument is muddled, convoluted, or confused, you’ll 
have trouble getting anyone to agree with you. 
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 On the flip side, the clearer you are about your argument, 
the greater the odds of success in persuading someone. 

 Prepare in advance. Know what you’re going to say, 
how you’re going to say it, and how you’re going to 
appropriately respond to the objections of others.

 The more prepared you are, the more you’ll be able to 
communicate in a clear, concise, and compelling manner. 

Chapter 3: Start Small
 Agree on small items. Research has demonstrated that 

if you can get people to agree with you on small things, 
there’s a much higher probability that you can eventually 
get them to agree with you on much larger issues. 

 The stickier issues will be easier. If you can create a sense of 
mutual agreement around small points, you’ll have a much 
better chance of generating agreement around bigger, 
stickier issues. 

 Pick easy things to agree on at first. The implication is that 
instead of going straight to the heart of your argument, you 
should start off with statements that you know the other 
person will agree with. 

 Avoid making controversial statements in the beginning. If 
you begin with disagreement, it’s going to be much harder 
for you to get a person to eventually agree with you about 
anything. From the very beginning, they’ll have a posture of 
suspicion and cynicism.

 Get people nodding their heads right from the beginning.  
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Chapter 4: Be Authentic
 Few things turn someone off like a lack of authenticity. No 

one likes to feel like they’re being put on. No one wants to 
be hoodwinked. We want to know that someone is telling 
us the truth and being real with us. 

 And now, more than ever, people can tell if you’re not 
being authentic. When people sense a lack of authenticity, 
it makes it much more difficult to persuade them. They 
simply won’t trust you and won’t buy into anything you’re 
saying.

 If you want to persuade people and get them to come over 
to your side, you need to be your true, authentic self. You 
need to be you and communicate honestly with people. 
The reality is that authenticity is always more persuasive. 

 Authenticity wins the day. The more authentic you are, 
the more honestly you communicate, the more persuasive 
you’ll be.  

Chapter 5: Use Reciprocity
 Few things are more persuasive and powerful than 

reciprocity. The reciprocity principle is the idea that if I do 
something for you, you feel compelled to do something in 
return for me. 

 A very simple example is when waiters put a mint and 
a personalized thank you on the check. That very small 
gesture can make people feel like they should leave a 
larger tip. 

 You can use the principle of reciprocity to more effectively 
persuade people. If you can give someone something 
of value, there’s a much greater chance that they’ll feel a 
sense of obligation to you. They’ll feel like they should give 
you something in return. 
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 This is one reason why persuasion is different than 
manipulation. With persuasion, you’re actually seeking to 
add value to the person you’re trying to persuade. You’re 
not just trying to get your own way. 

Chapter 6: Use Proper Patterns Of Speech
 Research has demonstrated that in situations where 

someone will disagree with you, it’s better to speak faster. 
Why? Because it gives them less time to come up with 
counter arguments. This, in turn, makes it easier for you to 
persuade them. 

 To be clear, avoid speaking so fast that a person has trouble 
following your argument. You still need to be clear and easy 
to follow when communicating. 

 On the flip side, if a person is more inclined to agree with 
you, speak more slowly. Give them time to evaluate what 
you’re saying. Give them time to process and see that your 
arguments actually line up with what they believe.

Chapter 7: Create Scarcity
 People want what they can’t have. If you can create a sense 

of scarcity around your proposition, there’s a much greater 
chance of you persuading them. 

 What exactly is scarcity? It’s putting some sort of restriction 
on what you’re offering. This restriction often creates a sense 
of urgency within a person. They feel like they need to take 
action on the offer, or they’ll miss out on something. 

 The scarcer something feels, the more people want to get 
in on it. There are numerous ways you can create scarcity, 
including:

 Limiting how many of something you’re offering
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 Highlighting what a person will miss out on if they don’t 
accept your offer

 Putting a time limit on when someone can get in on your 
offer

 Adding bonuses that can only be gotten if a person acts 
now

Chapter 8: Be Confident
 Research shows that people are persuaded more by 

confidence than by expertise. In other words, people tend 
to be more persuaded emotionally than logically. If you 
come across as confident, you’ll be more persuasive. 

 On the flip side, you may have all the facts on your side, 
but if you’re not confident you won’t be particularly 
persuasive. 

 This is good news for you. It means you don’t have to be an 
expert in something in order to persuade a person. Rather, 
you simply need to be very confident in your presentation. 

 Be bold when presenting your arguments. The more 
confident you are when presenting your arguments, the 
more likely you are to persuade someone. So be bold and 
enthusiastic, even if you’re not an expert on a particular 
topic. 

Chapter 9: Paint A Vivid Picture
 When trying to persuade someone, use vivid imagery. 

Avoid simply bombarding them with statistics and evidence 
that your argument is the correct one. 

 Rather, appeal to their emotions. Show them how your 
argument leads to a better outcome for both of you. Paint a 
vivid, emotional picture of the outcome. 
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 The more you can appeal to someone on an emotional 
level, the more persuasive you’ll be. Your overall goal is to 
paint a picture of the good life for them. You want to show 
them how the ultimate outcome of your argument is truly 
good for them. 

 The more you can paint a vivid picture of how your offer 
leads to the good life for people, the greater the chances 
of you persuading them. 

Chapter 10: Consider How Your Audience 
Processes Information

 All of us have different learning styles and ways of thinking 
through information.  Some people make quick, instinctive, 
gut decisions. Others prefer to think things through. Some 
people are verbal processors, while others prefer to process 
everything internally. 

 When attempting to persuade a person, it’s essential to 
consider how they process information. If they need time to 
digest what you’re saying, don’t pressure them to make a 
decision immediately. Give them time to think, process, and 
work through any objections they may have. 

 On the other hand, if someone tends to make snap 
decisions, you have more freedom to press them for a 
decision in the moment. You know that they make more 
emotional, instinctual decisions and so you can urge them 
to decide right in the moment. 

 The key is to know your audience. If you don’t know your 
audience, you won’t know the best way to present your 
information. You may push for a decision when really, they 
need more time to think. 
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Chapter 11: Acknowledge And Overcome 
Objections

 There’s no way around the fact that your audience will have 
objections. No matter how persuasive you are, no matter 
how well you know your audience, there will always be 
objections in one form or another. It’s simply human nature. 

 Don’t ignore those objections. Rather, take advantage of 
them. Use them to increase your overall persuasiveness. 
Instead of skirting around a person’s objections, speak 
directly to them. 

 When you can speak directly to a person’s objections, 
it adds a more authentic, human element to your 
presentation. It shows them that you understand their 
objections, that you sympathize with them, and that you 
want to help overcome them. 

 When your audience knows that you understand their 
objections, they’re much more likely to be persuaded by 
you. They feel like you understand their pain points and 
have the solution to them. 

Chapter 12: Speak In Positives
 Generally speaking, people don’t respond well to 

negative speech. When speaking about change, it’s easy 
to unintentionally speak in negative terms instead of 
positive. We can frame things in a negative light rather than 
highlighting all the positives of our argument. Avoid this 
negativity!

 It’s much more persuasive to use positive language. The 
more positive you are, the more likely you are to win 
someone over to your side of the argument. 
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 Positive language tends to be more persuasive than scare 
tactics. This is because people don’t like to feel like they’re 
being bullied or guilted into change. No one likes to be 
pressured into making a decision, and if you paint things in 
a negative light, they can feel like you’re trying to pressure 
them. 

 Speak in positives and help others envision how wonderful 
their lives will be when they embrace your solution. Help 
them see that not only will your solution eliminate the 
negatives that they’re facing but will also bring a large 
number of positive things into their lives. 

Chapter 13: Match The Body Language Of Who 
You’re Speaking With

 One simple, yet highly persuasive method of 
communicating is to mirror and match the body language 
of the person you’re speaking with. In other words, try to 
generally use the same type of body language and voice of 
the person you’re trying to persuade.

 If they use hand gestures, use hand gestures yourself. If 
they sit up straight, try to match their posture. Attempt 
to match your voice tone with theirs, as well as speaking 
speed. 

 This is a simple way of building rapport with a person. 

 You validate them. By mirroring a person’s body language, 
you show that you’re actively paying attention to them 
and want to communicate with them in a manner that’s 
meaningful.
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Chapter 14: Notice What Matters Most To Them
 Listen carefully to what they’re saying to determine what is 

most important to them. What words and phrases do they 
repeatedly use? What subjects come up again and again? 
Are there certain pain points or struggles that they regularly 
speak about? These things are signals about what really 
matters to them.

 Once you’ve identified the words and phrases a person 
repeatedly uses, speak those same words and phrases back 
to them throughout the conversation.

  Use those same words as you talk. By speaking the same 
words back to a person, you show that you’re an active 
listener and truly want to understand what they’re saying. 
You demonstrate that you’re actually listening and not just 
waiting to make your own points. 

 This enables you to build a strong rapport, which in turn 
makes you more persuasive. 

Chapter 15: Demonstrate Your Authority And 
Expertise

 People tend to respond to authority and expertise. If 
someone is a proven expert in a field, we’re more likely 
to trust what they have to say and be persuaded by their 
arguments. 

 So if you have expertise or authority in a matter, show it 
off. You’re not bragging or boasting. You’re simply telling 
people that you’re qualified to speak about a particular 
subject. You’re showing them that you’re trustworthy and 
that they should listen to your arguments. 
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 Do you have a diploma? Hang it on your wall. Have you 
won awards? Put them in your bio. Have you been featured 
in prominent publications? Highlight those publications 
where possible. Do you have years of experience in your 
field? Let everyone know. 

 Your goal is simply to prove that you know what you’re 
doing and are an expert in your field. That you’ve put in the 
work and actually know what you’re talking about. When 
you combine the confidence mentioned above with proven 
expertise, it can be incredibly persuasive. 

Chapter 16: Be Right
 In the end, you need to be right (or at least truly believe 

you are). Otherwise, you’re simply trying to persuade 
someone to believe something that’s fundamentally false. 

 It’s much more difficult to be persuasive if you don’t 
truly believe in what you’re saying. If you know that 
you’re communicating a lie, it’s much more difficult to be 
confident. 

 So do the hard work of ensuring that your reasoning is 
sound, your conclusions are accurate, and your points are 
logical. Avoid being sloppy when putting together your 
thoughts and arguments. Don’t try to cut corners as you 
anticipate objections. 

 People can tell when you haven’t put in the work. They can 
detect when you don’t truly believe what you’re saying, so 
you want your arguments to be correct. 
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Checklist And Notes
Before attempting to persuade someone, go through this checklist 
to remind yourself of the key points of persuasion. Try to implement 
these points as you engage in discussion with them. Write down 
any thoughts or ideas about yourself that will give you insight in 
the future.

 Focus on them and not you. Focus on their needs, wants, 
and desires. Try to put yourself in their shoes and see things 
through their eyes. 

 Communicate clearly. Know your argument inside and out. 
Take time before your discussion to rehearse your argument.
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 Start with small points of agreement. Avoid the temptation to 
start out with the big points of your argument. Don’t try to get 
them to agree on the most important points right off the bat. 
Start by trying to get them to agree with you on small points. 

 Be authentic. When talking with another person, be your true 
self. Be honest and transparent with them. 

 Use reciprocity. Seek to give them something small toward 
the beginning of your discussion. This can even be as small as 
a compliment. This will make them feel obligated to give you 
something in return. 



 Use effective speech patterns. If they’re more likely to 
disagree with you, speak faster. This gives them less time to 
formulate counterarguments. If they’re more likely to agree 
with you, speak slowly. This will give them time to process 
your arguments. 

 Create scarcity. Instill a fear of missing out to make your offer 
seem more appealing. What will they lose by not buying into 
your offer?

 Be confident. When you present your arguments, avoid 
waffling back and forth. Present them with total confidence. 
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 Paint a vivid picture. As you try to persuade someone, paint a 
vivid picture of how your offer will benefit them. Don’t overly 
focus on statistics or dry logic. Appeal to their emotions. 

 Consider how your audience processes information. If your 
audience is more likely to make a quick decision, press them 
to decide. However, if they need time to decide, give them 
the time and space they need. 

 Acknowledge and overcome objections. There will inevitably 
be some objections to your arguments. Don’t try to skirt 
around them. Confront them head on and address them 
directly.
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  Speak in positives. When framing your argument, speak in 
positives. Show them how your offer will bring benefits into a 
person’s life. 

 Match the body language. Mirror the general body language 
of the person you’re talking to. Don’t copy it directly, but 
generally behave as they do. For example, if they’re using 
hand gestures, use hand gestures yourself.

 Notice what matters. Pay attention to the words and phrases 
that get used repeatedly. These are a signal of what truly 
matters to a person. Use these words and phrases as you 
present your own arguments. 



 Demonstrate your expertise and authority. Wherever 
possible, try to show that you’re an expert in your subject. 
Show off any credentials that you have.

  Be right. Ultimately, you want your arguments to be correct. 
Take the necessary time to ensure that your points, logic, and 
arguments are right. 
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