
We’ve got
just ONE

SHOT here!

You will be
assimilated!

It’s all
about

being right!

It’s all
about me!

Lots of
numbers

Un-questioned
AUTHORITY

Resist
compromising

PERSISTENCE
(Wear them

down!)

LISTEN
Meet

together
weekly

Learn &
negotiate

Meet 1-1

Build
emotional
support
system

CONNECT
EMOTIONALLY

Discuss
merits of
position

Dialogue
before,
during,

and after

Develop
ideas
that

resonate
& flow

Consider
positions

from
every
angle

The
Necessary Art
of Persuasion

by
Jay Conger

PROVIDE
EVIDENCE

ESTABLISH
CREDIBILITY

FRAME
for

COMMON
GROUND

Lack of
Expertise

Strongly
state

position

Highly
assertive

(data-
based)

assertion

Lack of
Credibility

Up front
Hard sell

Great
arguments
are good
enough

Personal
Enthusiasm

Pure
LOGIC is
enough

It’s all
about THE
“CLOSE”

Relationships

Expertise

Feedback,
solutions, testing

& revision

Prepare to adjust
viewpoints

Personally engage
stakeholders

Promotive
interaction groups

Engage and
evolve

Incorporate,
compromise,

flexibility, sacrifice

Judicious compromise
prepared in advance

Measure potential
emotional response

Seek common
ground

FORGE
SOLUTIONS

GALVANIZE
CHANGE

MOVE
IDEAS

COMMITMENT

PRACTICE

SCIENCEART

DEVELOP
SKILLS

In SYNC:
1. Emotionally
2. Intellectually
3. Politically

Honest, trustworthy,
fair, steady,

Hire consultants,
experts

Measure
potential

emotional
response

Launch pilot
projects &
initiatives

Partnership
with key

stakeholders

Partner with
co-workers,
stakeholders

Learn
Complexities on

the job

Think through
evidence,

arguments, and
perspectives

Share
credit

Helpful &
supportive

Persuasion is a negotiating and learning process built upon finding shared solutions, careful preparation, thoughtful
framing of arguments, presenting vivid supporting evidence, and listening to the needs of the audience. Persuasion is

about using language to motivate others, articulating wisdom and strategy, and mobilizing others to adapt and evolve in
response to challenges in business environments.

Great balls of fire! The art of persuasion is sort of like juggling.
Here is a matrix that provides some conceptual “ticklers” in a felicitous format that may be useful in helping the aspiring

persuader avoid some common mistakes and to incorporate some of the key steps and ideas presented by
Jay Conger in the article “The Essential Art of Persuasion,” published in the Harvard Business Review, May-June 1998.

Matrix of salient ideas developed by Wolfram Alderson 2006
This is a brainstorm tool: add your own ideas to strengthen the persuasion process.

(The key ideas and the way they are presented here are inspired by Conger’s work, but do not necessarily represent his point of view.)

Sell Hope not
Perfume

Test ideas
with trusted
confidants

Vivid word
picture

Accurate
sense of

emotional
state

Compelling,
tangible, and

quality
arguments

Numerical data + stories,
metaphors, and analogies

Build on emotional
themes

Balance of
emotional

commitment

“Second sense”
past events

possible reaction
informal conversations

Illuminate
advantages

Lollipops

Establish
mutual
benefits

Know your
audience

Key step #2

Key step #3

Key step #4
Key step #1

Don’t drop the persuasion ball!
(These ideas & approaches can be
problematic and even extinguish a

persuader’s effectiveness)

SPIN

Identify
tangible
benefits

Be prepared
to alter or

compromise

Link collective
support

Canvass key
individuals

Primacy of
emotions

End on a
positive

note

Tap into
popular

sentiments

Keep these hot ideas spinning
when practicing the art and

science of persuasion!

The Persuasion Sphere
of Influence

Command
& Control

Key steps in the
persuasion

process

Ideas to juggle while practicing the art of persuasion.

Change
Agent
Leader


