8 Principles That CanFeed You For Life! L
(For wise and ethical use onlg)




8 Core
Principles For
Effective

Persuasion




1. The Mirror
Principle

Accurately reflect the customer's current
reality to build trust

Demonstrate deep understanding of their
situation and challenges

Create cognitive resonance that makes
customers feel genuinely understood

Address emotional experiences, not just
factual situations

The opening moments of your presentation
should reflect the prospect's current reality
so sharply, they wonder how you already
knew”

This requires GREAT QUESTIONS (i.e. Moses
Questioning Strategy)



2. The Reframing
Principle

Help customers see familiar situations from new
perspectives

Reframing does not involve changing the facts, but rather
changing the context or framework through which those
facts are interpreted.

Shift from problem-focused to opportunity-focused
thinking

Change time horizons (short-term costs vs. long-term value)
Make hidden costs of inaction visible and concrete

Present strategic narrative shifts where the presentation
stops being about a product and becomes about a

movement. (MAGA)

LULRS T SO GOUNED




Reframing Types

(He who shapes or frames the argument usually wins)

* Problem-to-Opportunity: Transform challenges into growth
possibilities

* Cost-to-Investment: Shift focus from expense to returns over time

* Feature-to-Benefit: Connect technical specs to human outcomes

* Short-term to Long-term: Expand time horizons for better decisions

* Individual-to-Collective: Show broader organizational impact

* Comparative: Change reference points for evaluation

* Risk: Shift perception of where true risk lies



3. The Hero’s
Journey Principle

Position the customer as the protagonist of
their transformation story

Salesperson serves as guide/mentor, not the
hero

Help customers articulate compelling visions
of success

Provide tools and guidance while respecting
customer agency

Create emotional investment in the
transformation process

Sales presentations often position the
company or product as the hero: But
psychologically, this doesn't land well.

What works better is making the prospect the
hero with the salesperson as the guide
helping them adapt, win, and lead.



4. The Risk
Reversal Principle

Make the status quo feel riskier than the proposed change

Highlight cumulative costs and growing vulnerabilities of
inaction

Address and mitigate perceived risks of the solution
Show how the solution actually reduces existing risks

Most buyers are risk averse. The moment your presentation
sounds new, unfamiliar, or complex, the brain does what it's

wired to do—protect itself.

If appropriate, make the status quo feel like the bigger
gamble while positioning the proposed solution as a way to
reduce risk.

The Risk Reversal Principle works because human decision-
making is built to avoid loss more than to pursue gain.




5. Unity Principle

Establish shared identity and common ground.
Use industry-specific language and references
Demonstrate insider knowledge and understanding
Create "us" vs. "them" dynamics appropriately

This shared identity creates a sense of connection
and trust that makes people more receptive to new
information and perspectives.




6. Consistency
Principle

The practice of helping customers see how the proposed

solution aligns with their existing commitments, values,
and self-image.

Align recommendations with existing customer
commitments

Help customers articulate their own priorities
Show how solutions extend current values and goals

Leverage public commitments for stronger motivation




1 7. Reciprocity
Principle

The practice of providing genuine value before
asking for commitment.

When someone provides us with something of
value — whether tangible or intangible — we
naturally feel motivated to provide something
of value in return.

The value provided must be given freely,
without explicit expectations of return - or it
loses much of its value.

Offer personalized insights and assistance
Give freely without explicit expectations

Create social obligation through helpful actions




8. Scarcity Principle

The practice of helping customers recognize the unique
value and limited availability of the proposed solution.

Ethical scarcity involves highlighting truly limited resources,
time-sensitive opportunities, or unique capabilities that
cannot be easily replicated elsewhere.

Highlight genuine limitations and time-sensitive
opportunities

Ensure that the scarcity being highlighted is relevant to the
customer's specific needs and goals.

Focus on unique value that can't be replicated elsewhere
Emphasize opportunity costs of delay

Avoid artificial urgency or false scarcity




Integration

The Mirror Principle creates the foundation of trust and

understanding that makes customers more receptive to
reframing.

The Reframing Principle helps customers see new
possibilities that position them as heroes in their own
transformation stories.

The Hero's Journey Principle creates emotional
investment that makes risk reversal more compelling.

The Risk Reversal Principle addresses the fears and
concerns that might otherwise prevent customers from
acting on their hero's journey.




Integration

The Unity Principle establishes the relational foundation
that makes consistency appeals more powerful.

The Consistency Principle creates internal motivation
that is reinforced by the social obligation generated
through reciprocity.

The Reciprocity Principle builds goodwill that makes
scarcity messages seem more like helpful information
than manipulative pressure.

The Scarcity Principle reveals legitimate urgency that
helps overcome the inertia that might otherwise delay
action on reciprocal obligations.




Persuasion vs
Manipulations

Intent: Genuine desire to help vs. self-
serving goals

Information: Complete and accurate vs.
selective or distorted

Pressure: Respectful timing vs. artificial
urgency

Outcomes: Long-term satisfaction vs.
buyer's remorse

Transparency: Open about limitations
vs. concealing downsides




Key Success Factors

Authenticity: Genuine concern for customer well-
being

Expertise: Deep knowledge of customer's world and
challenges

Patience: Allowing time for proper decision-making

Integrity: Consistent alighment between words and
actions

Empathy: Understanding customer's emotional and
practical needs

Persistence: Commitment to long-term customer
success
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