INFLUENCE @’9 PERSUASION

TIPS AND TOOLS

FOUR MOST COMMON MISTAKES

WHEN TRIGGERED!

PEOPLE NEVER ARGUE WITH
THElR OWN DATA 5-Q Process

4 ESSENTIAL CONDITIONS
FOR IMPROVING INFLUENCE

4 QUESTIONS OF THE RECEIVER

LISTEN TO YOUR LISTENING!

PERSONAL STRATEGIES
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Believe great Believe

Take posit‘ iiii

compromise
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great arguments is an event, a
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Back to Moment - Breathe

»

Energy - match emotion to the task

Notice - what’s happening in my body

- What do you think | should do?

)

0 Yes, but

THREE LEVELS OF LISTENING 0
Yes, and

Q Yes, yes

Power Pose Let Go!

o = 4 ¢ Have Alternatives
§ - _ e Take a Mini Moment
e Use Their Data
“ Q e 5-Q process

Contact Westwood International, Inc. for more information at; www.westwoodintl.com
or contact Greg Zlevor @ 617.901.1900 or Christine Burych @ 647.455.0254.



