
SCIENCE OF
PERSUASION



Landing sales or dealing with staff matters
requires influence. Your ability to harness the
core levers of human motivation can make or

break your ability to guide a prospect to
purchase or a team member to achieve their full

potential. Understanding and activating these
drivers of persuasion separates the top sales

staff and leaders from the rest.

Decades of research by psychologist Robert
Cialdini have identified six universal principles
that persuaders can leverage to their benefit:

liking, reciprocity, social proof, authority, scarcity,
and consistency. Savvy sales professionals and

leaders recognize that mastering these
principles amplifies influence across every client

/ staff interaction.

INTRODUCTION
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People are more easily persuaded by
those they know and like.
Relationship building, identifying
commonalities, and demonstrating
understanding creates bonds that
make a prospect receptive when it
comes time to close.

The Principle of Liking
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The innate rule of reciprocation compels us to
repay favours, gifts, and concessions. Generous
offers early on trigger an obligation to return the
favour. This could help sales people if they
provide free products/trials or insights that help
prospects, trigger reciprocity which they cash in
via future purchases. Or if a manager is flexible
in holidays or time off, then staff are more willing
to help when they need it.

The Principle of Reciprocity



We are wired to follow the lead of
similar others. Endorsements,

reviews and success stories can
relay help overcome scepticism.
Seeing how satisfied others have

been can help move deals forward
and gain easier buy in and

accelerates momentum.

The Principle of Social Proof
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Deference to authority can be
automatic in human
psychology. Those able to
establish their experience and
expertise gain instant influence.
Demonstrating authentic
authority is essential to guiding
major decisions.

The Principle of Authority



Opportunities seem more
valuable when limited. Restricted

access/supply heightens
desirability and fuels action.

When we occasionally highlight
unique access, deadlines, or
constraints it encourages a

more timely commitment.

The Principle of Scarcity
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Humans strive for personal
alignment between attitudes and
actions. Once a verbal
commitment or small step has
been made, we seek to behave
consistently with it. Securing small
wins early therefore anchored
larger investments down the line.

The Principle of Consistency



Activate these core
motivators artfully across

your conversations to unlock
enhanced influence.

Channelling these
demonstrated levers of

persuasion separates those
who hear “yes” from the rest.

SUMMARY
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