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In this session you will learn about:

Bring a trusted advisor
Stakeholder collaboration
The science of inluence
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Youve done a good when:

You make yourself look good? g
4

You make your client look good? .
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How IBM blew a £50m contract
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Attributes of a trusted advisor?
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Empathy is paying
attention to another
NumMman peing, asking
what they are teeling,

and making a
commitment to
understanding their
Welglel

— Chris Voss, Former FBI Chief Hostage
Negotiator
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You could face three situations

Design a change
Sell a change
Implement a change



Co-creation

Design a change




Walk it around
key stakeholders
INDIVIDUALLY

Sell a change




Collaboration

Implement a change
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Professor Robert
Cialdini
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ROBERT B. CIALDINI, PH.D.

2006

International Bestseller - over 750,000 copies sold
Noah Goidstein PhD, Steve Martin and Robert Cialdini PhD

60 secrets from the
science of persuasion

‘This thinking s the real deal. Don't miss oul' [
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STEVE J. MARTIN, NOAH J, GOLDSTEIN
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\What are the 6 principles of persuasion?
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Social Proof
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Commitment and
Consistency
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Authority




Reciprocity




Scarcity
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Principles of Persuasion

Social Proof

Commitment & Consistency
Liking

Authority

Reciprocity T

il R
bt &

M
Irirrrl*..'.*

L .
L ] : +
" L L]
;i -8 1 "
.-..a-d-l-l--!ll-ll-w-q.....“_ "
P L L ]
& & ¥ LR ]
bt
L I ¥y
” -

N

e T L S L Ll

ST EEEE RS &
LR L

TR LR
T FT T LR S L
o i A

L
T L L LER
Ty TR LR LN #

TELE! BEFE ""”‘1--."
-

(1}




A Mentimeter

\\What we covered today

Bring a trusted advisor
Stakeholder collaboration
The science of inluence
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Questions?

1 questions
O upvotes
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Gardeners Not
Mechanics

HHHHHHHHHHHHHHHHHH Validapie on

Amazon
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@, | Hardback
w Paperback

Kindle
Gary Lloyd




