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Why are you here today?




What influences you to say yes?

Imagine the scenario. You meet someone at this
event. They offer you something — a product,
a partnership arrangement, a service.

What will influence you to say yes to them?
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6 domains — to influence powerfully
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3. Social proof
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4. Liking

Wo— -

- _\f;v :-“" e . ‘.‘ - ';-,G f-. i.

_ = --.;.... ‘ ; -. - .“

W g »
e R - W
.
»




5. Authority




!'{-:'s onc of the busi-
€T riven in toan. While his
door may say Office Howrs
2 10 4, he's actually on call
24 howurs a day.

Thedoctor is a scientist,
a diplomat, and a fricndly
sympathetic human being
2ll in one, po matter how

Jong and hard his schedule.

//cz‘o/r/”g/ 70 2 recert Naliorntorde Surver:

ORE 1OCIORS SMOKE CAMELS
THAN ANY OTHER CIGARETTE

D()( TORS im every bramch of medicine—113,.597
in all—were quened in this nationwide study
of cigarette preference. Theoe leading rescarch or-
ganizations made the survey. The gist of the query
was-—What cigarctze do you smmoke, Doczoe?

Your ““T-Zone”” Will Tell You...

¥ for Taste . . .
¥ for Throat . . .

The brand named st was Camel!

The rich, full xvoe and cool muldmess of Camnel's
superb blend of cosbier tobaccos scem o have the
same appeal to the smoking tastes of doctors as to
millsons of other smnokers. If you are a Camel
smoker, this preferemce among doctars will hardly
surpnse you. If you're not — well, try Camels now,

CAM E I_JS Costlier

Jobaecos



6. Scarcity




Applying principles of influence

In your marketing
messages and sales

activities
Current successes In face to face interaction
in influencing with clients and .
prospects influence

To engage staff and
colleagues
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