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Persuasion



How were you 

persuaded to change?

Think of a time when 

you changed your 

attitude or behavior 

about something or 

someone.



What is Persuasion?

Change

• A Person or
Group’s

• Attitude or 
Behavior 

About

• Event

• Idea 

• Practice

• Other
person(s)

Using

• Evidence

• Language

• Artistic or 
visual medium 

• Shared 
Experience

To Affect

• Reasoning

• Feelings

• Cooperation

• Actions

• Combination



Cognitive Hierarchy

Numerous
Faster to change

Peripheral
Specific to 
situation

Few in number
Slow to change

Central to beliefs
Transcend 
situations

Behaviors

Behavioral  

Intentions

Attitudes and 

Norms

Beliefs & 

Values

POSITION

INTERESTS

NEEDS

Connecting Concepts



Connect 
Emotionally

Provide 
Evidence

Frame 
Common 
Ground

Establish 
Trust & 

Credibility

Four Elements 
of Persuasion



Establish 
Trust & 

Credibility

Four Elements 
of Persuasion



Connect 

personally

Work with a 

trusted peer

Be genuine and 

accountable

Establish 
Trust & 

Credibility

Four Elements 
of Persuasion

Time and 

repetition



Frame 
Common 
Ground

Establish 
Trust & 

Credibility

Four Elements 
of Persuasion



Create alliances

Break down 

barriers

Affirm shared 

values and 

outcomes

Empathize and 

understand

Identify common 

interests and 

concerns

Frame 
Common 
Ground

Establish 
Trust & 

Credibility

Four Elements 
of Persuasion



Provide 
Evidence

Frame 
Common 
Ground

Establish 
Trust & 

Credibility

Four Elements 
of Persuasion



Know your 

audience

Provide 

context

Be prepared

Creative, 

multi-modal 

examples

Provide 
Evidence

Frame 
Common 
Ground

Establish 
Trust & 

Credibility

Four Elements 
of Persuasion



Connect 
Emotionally

Provide 
Evidence

Frame 
Common 
Ground

Establish 
Trust & 

Credibility

Four Elements 
of Persuasion



Embodied 

experience

Use active 

listening

Use the arts and 

storytelling

Mirror body 

language

Connect 
Emotionally

Provide 
Evidence

Frame 
Common 
Ground

Establish 
Trust & 

Credibility

Four Elements 
of Persuasion



Logos

Ethos

Kairos

Pathos

Find the 
Persuasive 
Moment

Location

Situation

State of mind

Shared experience



Adapt to your Audience

Uninformed Sympathetic Critical Resistant 

Imagine you are designing an aquarium exhibit on the impacts of ocean plastic pollution.



❑ E s t a b l i s h  C r e d i b i l i t y

❑ F r a m e  C o m m o n  G r o u n d

❑ P r o v i d e  E v i d e n c e

❑ C o n n e c t  E m o t i o n a l l y

Ask what they do and do not know

Share references and testimonials

Fill in knowledge gaps

Use logic and storytelling

Uninformed Four Audiences



❑ E s t a b l i s h  C r e d i b i l i t y

❑ F r a m e  C o m m o n  G r o u n d

❑ P r o v i d e  E v i d e n c e

❑ C o n n e c t  E m o t i o n a l l y

Discuss common bonds

Focus on shared vision and 
outcomes

Reinforce positive emotions

Ask for their help

Sympathetic Four Audiences



❑ E s t a b l i s h  C r e d i b i l i t y

❑ F r a m e  C o m m o n  G r o u n d

❑ P r o v i d e  E v i d e n c e

❑ C o n n e c t  E m o t i o n a l l y

Select evidence that is credible

Address risks and concerns

Share pros and cons

Respond to criticism evenly

Critical Four Audiences



❑ E s t a b l i s h  C r e d i b i l i t y

❑ F r a m e  C o m m o n  G r o u n d

❑ P r o v i d e  E v i d e n c e

❑ C o n n e c t  E m o t i o n a l l y

Create rules of engagement

Challenge them to problem solve

Reference their trusted sources

Emphasize benefits

Resistant Four Audiences



Reflection 
Exercise

Think of a situation where you are 
trying to change someone’s 
attitude or behavior. 

1. Who is your audience? What is 
their primary characteristic(s)?

A Persuasion 
Strategy



Reflection 
Exercise

2. What outcome are you seeking?

3. What elements are you using in 
your approach? 

A Persuasion 
Strategy



Reflection 
Exercise

4. What actions could you take to 
strengthen your strategy or adapt 
your approach for your audience?

A Persuasion 
StrategyUninformed

Sympathetic

Critical

Resistant



Map 
A Persuasive 

Approach

Persuasion Video
with Liz Madison

Improve Your 
Persuasion Strategy 

Optional 
Homework
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