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Key Benefits & Takeaways
In this workshop, participants learn to:

Develop the core influence skills – asking great questions and listening to  •	
understand – that are behind the most successful leaders and managers.
Effectively apply Cialdini’s Six Universal Principles of Persuasion  •	
to inspire ethical, positive, and lasting change in others.
Shorten the cycle to build and strengthen trusted relationships.•	
Identify small changes in current influence approaches to have a bigger  •	
impact on people’s willingness to say collaborate and say “yes.”
Acquire a common framework and language for effectively handling  •	
challenging influence situations. 
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By drawing on a wide range of peer-reviewed 
research studies and real-world examples, this 
workshop provides participants with a clear 
understanding of ethical persuasion and ways to 
apply scientifically-proven tactics to build stronger 
trust-based relationships, to reduce uncertainty, to 
gain commitment, to inspire action, and ultimately, to 
achieve optimal results.

It’s a given that all professionals 
must be adept at positively 
influencing the people around 
them in order to gain commitment 
for ideas and initiatives. Here, 
participants will learn and practice 
the most effective techniques 
of persuasion, researched by 
behavioural scientists around the 
world.  

The workshop provides verifiable 
and practical knowledge about how 
to influence without authority, while 
improving relationships across 
the organization and externally 
with partners and suppliers. The 
workshop is also designed to 
improve any team member’s 
capacity to build trust, gain support 
and inspire action.  

“This program will help 
any professional use 
their influence ethically 
and wisely.”

Charles T. Munger,
Vice Chairman
Berkshire-Hathaway Inc.



Introduction & Context
Business Case for Influence•	
The Influence Continuum•	
The Trust Equation•	

Principle #1: Reciprocity
Gifts vs. Rewards•	
Give First, Go First•	
Reciprocity Styles•	

Principle #2: Liking
Similarities & Validation•	
A Difficult Relationship•	
Cryptograms!!!•	

Principle #3: Social Proof
Leveraging Peer Influence•	
The Science of Change •	
Managing Uncertainty•	

Principle #4: Authority
Trappings: Triggers of Influence•	
How Rapid Response Trumps Perfection •	

Principle #5: Scarcity
Loss vs. Gain•	
Tap into other people’s F.O.M.O.•	

Principle #6: Consistency
Voluntary, Active and Public•	
The Multipliers•	
Asking Great Questions•	

Integrative Exercise
“Jimmy’s Trouble” (90 min) •	

Wrap-Up & Closing
A-Ha! Moments•	
Action Plan •	

Because influencing without authority is the new 
norm of business today, this program will benefit 
anyone who wishes to inspire positive change in 
others. And because we face influence situations 
every single day, the tactics learned in this program 
are directly applicable back on the job. 

Content Outline
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Heath Slawner, CMCT
Heath is a strategic communications 

and leadership expert. He designs and 

delivers soft-skills training workshops 

for clients around the world, including 

the United Nations, and is the only POP-

certified facilitator in Canada.  

Visit www.speakers.ca for more info.

“I am very pleased to 
recommend Heath 
Slawner, who has trained 
with me personally to 
deliver the Principles of 
Persuasion™ workshop 
at the highest levels of 
clarity and competence.”

Dr. Robert Cialdini,  
Author, “Influence: Science & 
Practice” and President, IAW


