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Think of a time when
you changed your
attitude or behavior
about something or
someone.

How were you

persuaded to change?




What is Persuasion?

Change About

e A Person or e Event
Group’s e |des

Using To Affect

e Evidence e Reasoning
e Language * Feelings

e Practice
e Attitude or e Other

Behavior person(s)

e Artistic or e Cooperation
visual medium e Actions

e Shared e Combination
Experience




Connecting Concepts

Behaviors

Behaviordl
Infentions

Attitudes and

Norms

Beliefs &
Values

Numerous
Faster to change
Peripheral
Specific to
situation

A

Few in number
Slow to change
Central to beliefs
Transcend
situations

Cognitive Hierarchy



Establish || Frame
Trust & || Common

Credibility || Gound

Connect || Provide

s A v . .
'L\"\ “' AJAVA ‘ Emotionally || Evidence




Establish
Trust &
Credibility




Time and
repetition Be genuine and

accountable

Establish
Trust &
Credibility

Connect
personally

Work with a
trusted peer




Establish || Frame
Trust & Common

Credibility Ground

“This might be the common ground we’ve
been looking for.”




|dentify common Affirm shared
interests and values and
concerns outcomes

Establish || Frame
Trust & Common

Break down
Credibility || Ground

barriers

Empathize and
understand

Create alliances

“This might be the common ground we’ve
been looking for.”




Grazing For Conservation

Cattle’s taste for non-native grasses

: 7 A
helps vernal pools thrive ' 90%
A cow can OF THE PLANTS

i

Vernal pools are small, seasonal wetlands e about growing o’n
that form on open grasslands with . 50 |bS N California’s
winter rains. But non-native grasses ) OF GRASS grasslands
threaten to overtake these unique 4 (o day are non-native
habitats. Thankfully, cattle love i \ species

the taste of non-native grasses!
With good grazing practices, 7
cattle help keep non-native
grasses in check and

vernal pools healthy.

0 \;,% /

Sacramento”
Orcutt grassseed

Conhservancy, fa'iry'j

shrimp eggs Y
e \ N 4 Vernal Pools
P 4 provide many. important
ecosystem services. Not only do
they | provnde a unlqu_t_a‘ habitat for
b - Dt e ~ many plants and anlmals‘p_u.;
- they also take care of us! Vernal
pools catch rain, filter runoff and

recharge groundwater supplies.

Migrating birds on the Pacific
i Flyway also use vernal pools
Vernal pool as a rest stop.

fairy shrimp m

7’*—-“"20 threatened and | >

endangered species
live in and around California’s
vernal pools.

LESS THAN 10%
of California’s vernal
pools remain

| California tiger
‘\ _ salamander

//// \‘"\
\ N

Four Elements
of Persuasion

Provide
Evidence




Grazing For Conservation

on-native grasses

thrive <
A cow can

eat about

Be prepared

seasonal wetlands

wmter rains, pn-native grasses Al  OF GRASS
threaten to overtan®ghese unique B B\ 3 day
habitats. Thankfully, cattle love
the taste of non-native grasses!
With good grazing practices,
cattle help keep non-native
grasses in check and

vernal pools healthy.

gl

LESS THAN 10%
of California’s vernal
pools remain

Provide
context

Vernal pool
fairy shrimp

e —————

=20 threatened and

endangered species
live in and around California’s
vernal pools. ' 4
\ | California tiger
“_ __ salamander
L o

%4

£n grasslands with N ;.; 50 |bS .

Know your
audience

provide many. important
ecosystem services. Not only do
they provnde a unique habitat for
- many. plants and anlmals , but
they also take care of us' Vernal
pools catch rain, filter runoff and
recharge groundwate
Migrating birds

Flyway also u Cre ativel
multi-modal
examples

Butte Countys”

Py /2 \‘ 2 QU[F]\/ 1) meadowfoamSeed /7
I\

I

I

Four Elements
of Persuasion

Provide
Evidence




NATIONAL
WILDLIFE

Establish
Trust &
Credibility

Connect
Emotionally

Frame
Common
Ground




Mirror body

language P
WILDLIFE

Use active
listening Frame
Common
Ground

Connect|| Provide
Emotionally || Fvidence

storytelling

experience




Logos

Location
Kairos Situation
State of mind

Shared experience

Pathos




Adapt to your Audience

NN ERD

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



Uninformed Four Audiences

Ask what they do and do not know
\

Share references and testimonials

|
‘ Fill in knowledge gaps O Establish Credibility

/ O Frame Common Ground

O Provide Evidence

Use logic and storytelling

0 Connect Emotionally




Sympathetic Four Audiences

N\

‘ Discuss common bonds

\

Can you

help?
Focus on shared vision and
outcomes

| B .J |
‘ Reinforce positive emotions Q Establish Credibility

O Frame Common Ground

[
: O Provide Evidence
Ask for their help
0 Connect Emotionally
/




Critical Four Audiences

AN

‘ Select evidence that is credible

\

Address risks and concerns

|
‘ Share pros and cons O Establish Credibility

O Frame Common Ground

[
e O Provide Evidence
Respond to criticism evenly
0 Connect Emotionally
/




Resistant Four Audiences

Create rules of engagement

Reference their trusted sources Q Establish Credibility

\
‘ Challenge them to problem solve

/ O Frame Common Ground

: . O Provide Evidence
Emphasize benefits
0 Connect Emotionally
/




Think of a situation where you are

trying to change someone’s :
attitude or behavior. Reflection

Exercise

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




2. What outcome are you seeking?

3. What elements are you using in
your approach?

Establish Frame
Trust & Common

Credibility J| ¢round

Connect | Provide
Emotionally § Evidence

Reflection
Exercise




4. What actions could you take to
strengthen your strategy or adapt

your approach for your audience? ReﬂeC’Flon
Exercise
Uninformed cetablich | Frame
tusgen Common
Sympathetic Credibility | ©"°Und
Critical Connect | Provide

Emotionally | Evidence

Resistant




Improve Your Persuasion Strategy

1. Who is your target audience?

2. What is the optimal or preferred outcome you seek? | m p rOVQ YOU r I\/I a p
Persuasion Strategy

0
3. What is the dominant characteristic of your target audience? A P e rS l I a S I Ve
Uninformed Sympathetic Resistant Adversarial O pti O n a |

4. Consider your audience, optimal outcome, and the four elements of persuasion below. I \ ro a C | |
Which elements are a key part of your current persuasive strategy? H Ol I IeWO r

Establish Frame Common Provide Connect

Credibility Ground Evidence Emotionally

S. What actions could you take to strengthen or feature those persuasive elements that
are underutilized in your current strategy?

Persuasion

Persuasion Video
with Liz Madison
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