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3 tools for persuading

others to take action '[5 Pl
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‘The act or power of producing an
effect without apparent exertion of
force.’

Merriam Webster



TIME 100 Most Influential People 2020

Nancy Pelosi David Attenborough Anthony Fauci Alicia Garza
Speaker of the Broadcaster and Chief Medical Advisor to Co-founder of Black
United States House Natural Historian the President Lives Matter %

of Representatives movement



What do you need to influence people?

1. Build
partnerships

2. Listen well

3. Communicate
your message

clearly <4
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IN PARTNERSHIP WITH ITALY




Building partnerships for
COP26

Identify:

1.  Who you would like to build
new partnerships with

2. Where you can strengthen
existing relationships

3. What voices are missing




Audience mapping
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Action Point:

Create a list of individuals and
organisations you can build or
strengthen relationships with




Listening well

. Pause first
2. Ask questions

3. Choose to listen for useful
information

W7




Reinforces
assumptions

No clarity

Certainty
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‘Seek first to understand,
then to be understood.’

Stephen Covey



Types of question:

1. Closed
‘Do you think..?" "Which would
you prefer..?’

2. Open
‘What', 'Who', ‘Where’, ‘When’,
‘Why’, 'How'

3. Exploring options
‘What if’, ‘If (x) then what..?’




Action Point:

Practice listening with curiosity
by leaving room for silence
and asking questions.
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Communicate with passion

. Have a clear structure
2. Use pictures and emotions

3. Think about body language
> and voice

W7




Storytelling structure

Climax

Rising Action

Falling Action

Problem

Setting the scene Resolution

Exposition Denouement

W7



What makes up communication?

Body languag




Action Point:

Bring clarity to your message by
using stories and concrete
language.

Think about the impact you can
make with you body language
and tone of voice.







Additional Resources

Books:
‘Getting to Yes’, Roger Fisher and William Ury

‘How to Win Friends and Influence People’, Dale
Carnegie

‘Crucial Conversations’, Patterson, Grenny,
McMillan, Switzler

‘To Sell is Human', Daniel H. Pink

‘The Seven Habits of Highly Effective People’,
Stephen Covey

‘Changing the Conversation’, Dana Caspersen

TED talks:
Andrew Stanton - The clues to a great story

https://www.ted.com/talks/andrew _stanton_the
_clues_to_a_great_story




