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At the end of this 

session, 

you should be able to:

1. Assess the factors most 

likely to influence 

receptivity

2. Build consensus by 

identifying mutual 

interests

3. Understand the power 

of silence

4. Use language to “own” 

the conversation

5. Describe the power of 

third party validation



3



How Do We Convince People 
To Go Along With Our Ideas?
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Photo: flickr.com/photos/bonniesducks/

people

How do we 
convince

to go along with
our ideas?
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APPROACHES TO INFLUENCE

Source: G. Richard Snell and Mario Moussa. The Art of Woo (2008).

AUTHORITY: using formal power 

POLITICS: coalitions and alliances

RATIONALITY: evidence and data 

RELATIONSHIPS: building upon similarities

INTEREST-BASED: responding to underlying needs



Four years ago, you became a vegan and 
started running five miles a day – and your 
life was changed forever. 

You feel amazing and you are convinced that 
if everyone on your campus adopted the 
same lifestyle, productivity would skyrocket 
and health care costs would plummet. 

While you can’t mandate diet changes, you 
can advocate for an hour of paid time each 
day for exercise. 
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The power of insider 
status

(insert picture of person 
whispering)

status.
The

insider
power of



Third Party Validation

10

What is

validation?
third-party



How might you use

validation
third-party

to secure the people
you need?



RECIPROCITY – The desire to give back to someone who has 

given us something

SCARCITY – The desire to have those things that are rare or limited

AUTHORITY – The desire to listen to authority figures, even when it 

is questionable

CONSISTENCY – The desire to be consistent with what we have 

said or done

LIKING – The desire to say “yes” to those we know and/or like

CONSENSUS – The desire to follow the lead of those similar to us

from

Robert Cialdini
Lessons

&Adam Grant.



How will you 

trustwin the 
of the people

running 
this operation?



First, Make Them Feel Safe
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Safety

first.



How will you
overcome

this?



Source: Vecchia G, et. al . Crisis (Hostage) Negotiation: Current 
Strategies and Issues in High-Risk Conflict Resolution Aggression 
and Violent Behavior 10 (2005) 533 – 551.

Behavioral Change 

Active Listening

Empathy

Rapport

Influence



Over the years, your institution has won several national awards for its 

recycling initiatives and organic dining options. Last year, everyone was 

thrilled when your campus ranked #1 in terms of eco-friendly building 

construction. 

Wanting to build upon past success and secure a solid reputation as the 

most environmentally responsible college in the United States, your 

president has called for a moratorium on vehicle use by students, faculty 

and staff by this time next year. “I want our campus to be clean and our 

people to be healthy,” she said in her announcement.

With 3 kids under the age of 10, there is no way you have time to take 

mass transit or park at a satellite lot. 



We must separate position from interest 

PARTY A
PARTY B

We must

interest

separate

from
position



• Inheritance  taxes

• Socialist medicine

• Small coffee

• Social safety net

• School vouchers

Own the 
language.


