


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?





6 domains – to influence powerfully

Scarcity

Reciprocity

Commitment

Consistency

Social proof

Liking

Authority



1. Reciprocation



2. Commitment and consistency



3. Social proof



4. Liking



5. Authority





6. Scarcity



Applying principles of influence

In your marketing 
messages and sales 
activities

In face to face interaction 
with clients and 
prospects

To engage staff and 
colleagues

Current successes 
in influencing

New ideas to 
influence
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