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			The art of convincing in any situation 

			
					Issue: what techniques and strategies can be put in place to win over a prospective customer, team or listener to your cause in a few minutes? 

					Uses: influencing people without manipulating them is an art form and an undeniable asset in the world of work, as well as in daily life.

					Professional context: negotiation, project support, conflict management, job seeking, loan application, professional relationships.

					FAQs: 	What basic steps should I follow in order to be successful in my arguments? 

	How should I act in order to avoid being seen as manipulative?

	What posture should I adopt while arguing? 

	What is the irrefutable technique for persuading somebody? 

	How much time do I need to learn to become convincing? 

	What are the traps to avoid if I want to convince somebody? 

	I was unsuccessful at convincing the other person. Should I give up? 

	What sort of arguments can I use? 




			

			We spend our lives trying to convince other people. From the young, dynamic middle manager who is trying to get a promotion to the parent who wants to make their child clean their bedroom, as well as the new graduate who is trying to land a job at a sought-after company, daily life is overflowing with situations in which arguing well is inevitable. Thus, knowing how to use this tool skilfully and ethically can become a substantial advantage in both professional and personal life.

			That said, while for some persuasion is second nature (they could sell ice to an Eskimo!), for others, getting a glass of water at a bar in the middle of the desert seems impossible. Nonetheless, there are some fundamental principles to help you argue in order to defend the things you care about. These basic elements will require your know-how as much as your social skills. Subtly bringing together these two cornerstones of interpersonal relationships will give you a considerable advantage in all situations where you wish to win over a person, a team or your listener to your way of thinking. 

			In 50 minutes, discover all the skills which will allow you to speak fluidly and with ease in order to win people over, no matter the situation. Prepare to let your inner Steve Jobs (founder of Apple and great American speaker, 1955-2011) come out! 

		


		
			Persuasive speaking: the basics

			Some fundamental concepts 

			Persuading vs manipulating 

			One of the inherent dangers of any persuasive argument is the thin line between persuasion and manipulation. If this thought has already come to mind, it is a good sign as it shows that you have questioned the ethics of this exercise in some way. Where are the limits between one and the other? Can we easily slip into manipulation and if so, how can we guard against this? Even in their own definitions, the two terms remain potentially difficult to distinguish from one another. 

			
					Persuading: leading somebody to adopt your opinion by using emotions. 

					Manipulating: controlling somebody in an underhand way, influencing them as you please

			

			
				
					Something to remember 

					Persuading and convincing are both part of argumentation. While the first appeals to feelings, the second calls upon reason, the ability to analyse and the critical mind. To argue effectively, it is useful to use the two approaches together. 

				

			

			There is, however, an aspect that makes all the difference: the objective being pursued. Indeed, the aim of manipulation is to manoeuvre the person without them realising, solely for the benefit of the manipulator. On the contrary, when we talk about persuasive argumentation, we may also talk about counter-arguments. It is thus a discussion of ideas where each participant holds the cards which, if played right, can be used to convince the other person of the legitimacy of their opinion. 

			The techniques for these two types of communication are very similar, and can even be identical, as they use the same tools. The important aspect is therefore the way in which they are used. This idea can be illustrated using the example of a knife: if you entrust this very sharp instrument to a skilled chef, he will cook a delicious meal; but place it in the hands of a psychopath and prepare to run away to escape him. The thing that differentiates them is their objectives. 

			Logos, pathos, ethos 

			“Of the modes of persuasion furnished by the spoken word there are three kinds. The first kind depends on the personal character of the speaker; the second on putting the audience into a certain frame of mind; the third on the proof, or apparent proof, provided by the words of the speech itself” (Aristotle, 1994)

			In a work about persuasive arguments, it is impossible not to mention the trio that forms the basis for persuasion: logos, pathos and ethos. These three fundamental pillars of argumentation still constitute the art of rhetoric today. Nevertheless, the concept is not new, having been introduced during Antiquity by renowned speakers such as Plato (Greek philosopher, circa 428-348 B.C.), Demosthenes (Athenian politician, 384-322 B.C.), Aristotle (Greek philosopher, 384-322 B.C.) and Cicero (Roman politician, 107-43 B.C.). 

			
					Logos concerns argumentation itself, meaning the content of the speech calling on intellect. It understands the reasoning and logic of the thinking of the person that expresses themselves. It is based on detailed facts, concrete evidence, statistics, figures, etc.

			

			
				
					Example 

					Sir, here is the folder on which I am basing my application for the position of X. You can see that my results over one year have grown by 20% and that the profit for the company was 8%. I learnt from your associate that Thomas will soon move on to an international position. We have been working together for five years and now I need to look ahead with a broader perspective. Richard Branson (English entrepreneur, born in 1950) said that opportunities are like buses: there is always another one coming. Personally, I want to move forward in the bus that you’re driving and take the place that will be free at the next stop. 

				

			

			
					Pathos is centred around listening. It is the part of an argument that appeals to the feelings of the other person. Every word, turn of phrase or anecdote is used with the sole aim of activating the primary or secondary feelings: fear, joy, anger, sadness, disgust, surprise, interest, hope, pity, amazement, etc. The vast majority of contemporary media partake in one-upmanship in terms of pathos in the broadcasting of their programs: everything, or almost everything, is done to connect their messages directly to the emotional fibre of the viewers, without going through the part of the brain used for analytical reflection (logos). 

					Ethos relies on the speaker who delivers their speech and aims to make a positive impression on the other person or the audience. This concerns reputation as much as presence, charisma, the speech or the person’s publications. In the art of convincing, this is the pillar that takes the longest to construct. Indeed, a reputation needs time and consistency, as well as certain ethics. If you do not enjoy the credibility that would grant you the status of an expert, concentrate your efforts on your manner of being and on your charisma to win the trust of your listener. 

			

			
				
					Example 

					Think about a sector that interests you, whatever that may be (a cause, a product, a service offered by your company or a sport). Who is the person who, in your eyes, represents it best? Ask some of your peers who are interested in the same speciality to play this little game. If all their responses focus on one individual, it is highly likely that they possess the ethos that is presented here. 

				

			

			Finally, in order to convince effectively through persuasive argumentation: 

			
					carve out a recognised and respected image for yourself in your chosen sector;

					know how to appeal to the emotions of the other person; 

					using the first two steps, show that your point of view is logical. 

			

			Prepare the groundwork

			Plan your argument 

			Do you think that great speakers arrive on stage with a big smile and no worries, ready to deliver their speech and win over the crowds? Do you believe that those invited onto television sets dealing with current affairs bring only their expertise and experience? This is not the case at all. All good arguments must be well-prepared if you want to make them convincing. There are several reasons for this: 

			
					structuring your speech and constructing an underlying theme; 

					emphasising key points; 

					going straight to the essential by removing any superfluous elements; 

					shaping particular turns of phrase that will move your target; 

					being able to think clearly during your performance and thus saving your energy to manage your nerves and unforeseen events; 

					believing in yourself. 

			

			Your persuasive argument cannot rely on improvisation. To prepare it effectively, follow these key steps:

			
					identify the need of the person or group that you wish to convince; 

					propose an adequate solution to this need; 

					predict the potential advantages for the other person; 

					determine potential objections and respond to them;

					identify your qualities and strengths. 

			

			
				
					Coach’s tip 

					Practice in front of the mirror, then correct yourself and practice again in front of friends or family. Improve your speech again and restart. In order for it to be convincing, an argument must be delivered in a fluently and energetically. As you go through this exercise, your speech will become part of you and you will find it easier to deliver it. 

				

			

			Seize the right moment: Kairos

			It was in Ancient Greece that the idea of the “supreme moment”, which the Greeks named Kairos, appeared. Pierre Aubenque (French philosopher, born in 1929) described it as a “coincidence between human action and time, which makes the time opportune and the action good” (as cited in Derval, 2007). 

			When you have to convince somebody else, knowing how to seize the right moment to begin a relationship with them will increase your chances of success. Just as a surfer takes to the waves at the right moment, your ability to perceive this opportune moment will make all the difference. So how do you seize this opportunity? 

			If we work on the assumption that Kairos exists, we can logically deduce that inappropriate times also exist. That is to say, we can be either too early or too late. Specialists in temporal blunders sit on either side of this opportune instant during which action is most effective. 

			
					Before Kairos: here we find very passionate, emotional people who are in too much of a hurry to act to be able to contain themselves. Being too hasty, they try to quickly convince the other person and experience only failure. 

					After Kairos: the slowness and lack of self-confidence of indecisive people generally causes them to miss the boat. They then have no other choice than to let this opportunity that has presented itself to them pass them by.

			

			Thus, the two main tracks to explore in order to improve your temporal sharpness and increase your chances of acting at the right moment to convince the person you are talking to are:

			
					learning to regulate your emotions and to be patient;

					believing in yourself so that you do not hesitate to act when the opportunity arises. 

			

			Sowing the seeds

			Everything plays out here: once you have prepared, you must be able to put the person you are talking to at ease so that they are in the right mood to listen to your reasoning. Here are some tips for sowing the seeds of a good relationship. 

			Centre yourself with the COACH model 

			Centring is a very important element and is often neglected by the majority of people who are preparing to convince someone else. It is more than just a moment of concentration; it allows you to be 100% involved and to focus on all the elements present in the relationship between the other person and you. It reflects the best part of you; it represents your zone of excellence. Remember the following acronym in order to put this internal state into practice: 

			
					Centred on the situation, the person you are talking to, your senses, your breathing and the present moment; 

					Open to the infinite possibilities that are being offered to you, to the other person’s arguments and to the solutions that they come up with; 

					Aware and attentive towards the other person, beyond appearances and preconceptions; 

					Connected to the other person, to yourself, to your relationship and to all the elements that make up your shared environment;

					Hospitable by making the space reassuring from an interpersonal point of view and being ready to welcome all unforeseen events. 

			

			Get synchronised

			Synchronisation enables you to adapt to individuals’ different communication styles and to be in harmony with the perception that the person you are speaking to has of the world, through their gestures, words and the tone of their voice. You thus enter into a relationship of unconscious trust: “I am like you, I move and speak like you and I feel the same things as you; I am your ally, you have nothing to fear, I simply want to understand you”. Remember pathos: acting positively on the other person’s emotions will give you an advantage in your argument. By identifying with you, your partner will be more easily convinced by your words. 

			
				
					A helpful clarification 

					Being in synch does not mean mimicking. It is about adopting a natural attitude that can be accentuated or guided while remaining respectful, with the aim of issuing a welcoming message (an unconscious message showing your kindness).

				

			

			There are several types of synchronisation:

			
					Nonverbal, in which we take on the gestures of the other person, their posture, their micro-expressions or their facial expressions, their breathing (this is the ideal synchronisation, but also the most difficult to achieve). 

					Paraverbal, which involves adapting to their voice, meaning their intonation, rhythm, timbre, delivery and volume.

					Verbal, which is related to the structure of their speech. We thus use the same vocabulary and structure our sentences in a similar way. 

					Internal state, which is taking up the other person’s emotions, their perception, their background and their interpretations regarding the situation. While remaining detached, the implicit message is: “I understand, I am like you”. Consequently, you should speak enthusiastically to somebody passionate or in a professional tone if the person is reserved. 

			

			Synchronisation clearly requires you to be able to listen to the other person above all. 

			Listen before arguing 

			Those who manage to convince easily have a simple secret: they listen to the person in front of them. If you can only remember one technique, this should be it. It is not about listening distractedly, while thinking about your future squash match or your last party, but giving your full attention to the other person. Follow these six golden rules to practice active, quality listening. 

			
					Show interest in the other person. They are the one who will give you all the useful elements to help you face unforeseen events during your argument.

					From there, ask questions about their interests, their needs, what they are currently experiencing, etc. 

					Reformulate their words to show that you were following or if you are not sure that you have fully understood something. Ask for clarification. They will therefore share more. 

					Agree by nodding your head and through verbal validations (“yes, I understand”, “I can imagine”). This shows your availability and your support of their words. 

					Let them finish all their sentences and wait until the ball is in your court before speaking. There is nothing worse for somebody expressing their thoughts than being cut off. 

					Keep in mind the things that matter to the other person. You can then rely on these when it is your time to work through your arguments. 

			

			
				
					Did you know? 

					Why do we have two ears and one mouth? To listen twice as much as we speak!

				

			

			Use the power of a smile 

			Smiling can radically change the other person’s perception of you and improve the quality of your relationship. In fact, it transmits a subconscious signal to the person that receives it that can be translated as “I do not wish you any harm, you have nothing to fear from me”. 

			This form of nonverbal communication directly calls on our instincts and subconscious. Thus, in a context where one person is tense, the very fact of meeting a smiling person can significantly reduce their stress level. In summary, a simple smile given during an argument will reassure the other person, give you an engaging position and contribute to the positive development of the relationship. 

			Nevertheless, there is a particular case where smiling does nothing and can even have the opposite effect: the salesman smile. Not that all salesmen use this smile, but it could make the individual flee or feel uneasy. A genuine smile generally leads to the appearance of little wrinkles in the corners of the eyes. In a salesman smile, only the zygomatic muscles are put to work, which will irreversibly trigger distrust in the other person. Smile, yes, but make sure that you mean it. 

			Show empathy

			The term ‘empathy’ comes from the German word Einfuhlung meaning ‘aesthetic sympathy’. It describes the feeling when somebody steps into another’s shoes. Since then, this definition has evolved thanks to the work done in different research fields such as philosophy, psychology and neuroscience. 

			According to Jean Decety (French neurobiologist, born in 1960), empathy appears when we respond emotionally to another person’s emotion. In a context where we have to convince somebody, however, we must be able to distinguish what the person feels from what we feel and to regulate our own emotions in order to maintain the right position and manage the situation. 

			Show congruence

			Congruence means adapting our words, feelings and actions to match our values and personal convictions. The idea of congruence was created by the American psychologist and therapist Carl Ransom Rogers (1902-1987), who explained it as follows: 

			“People whom we trust […] are being what they are, …we are dealing with the person himself, and not with a polite or professional façade” (cited in Wyatt, 2000: 57).

			During a persuasive argument, being congruent involves embodying the speech you have prepared as faithfully as possible and letting go of any social masks; or more specifically, avoiding wearing one. By seeing you as honest

			
			
					Be convinced and persuaded by the legitimacy of your argument. This seems obvious, but if you show the least bit of doubt about one of your arguments, you can be sure that the person you are speaking to will notice and jump on it without delay. You can then say goodbye to your objective. Before you launch into your argument, try to detect its flaws. Once you have identified them, you have two options available: either you simply decide not to put them forward, thus avoiding the risk of them being disproved, or you strengthen them by establishing possible counter-arguments and by finding effective responses to them. 

					Be aware of your nonverbal communication. If you wish to convince an employer to hire you by emphasising your dynamism and good humour, avoid being slouched in your chair and adopting the body language of a lethargic and miserable person. Instead, opt for an honest attitude, sweeping and rhythmic movements, a wide smile (see Use the power of a smile, above) and optimism in the face of any challenge. 

					Take a chance on transparency, the sister of congruence. You will thus show that the main value of your argument is honesty. Nowadays, with the internet, duping people is becoming more complicated and showing dishonesty can earn you significant backlash as well as causing you to lose credibility. Thus, rather than making a client believe that buying your product will revolutionise their life and their purse, explain this product’s advantages and disadvantages in a factual manner. Then ask your prospective buyer about their feelings: you will get all the necessary information to direct the next part of your argument. 

			

			Reap the rewards 

			
			Express your needs

			
			
			
			Bend without breaking like a reed in the wind 

			
			
			
					openness towards the thoughts and feelings of the other person; 

					non-judgement; 

					empathetic listening. 

			

			
			
			
			
			
					Set up limits beforehand regarding response times, the tone used, the number of counter-arguments and the responses that you will give. You will thus establish an operating framework within which you can develop with a sense of security.

					Stay focused on the other person. 

					Welcome their counter-argument unconditionally without judgements or preconceptions. 

					Reformulate their words to show that you have understood them, that you have listened and that you have granted importance to their point of view even if it differs from your own. 

					Form a link between their objection and the part of your speech which relates to this objection, with the aim of creating a third way forward and bouncing back. You can begin your response with “exactly”, “what great timing”, “precisely”, “incidentally”. 

			

			
			Finish elegantly 
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