Delivery/ Language
· Final impact: Put the impact at the end of the sentence. 
· Hidden commands: Burying commands in sentences. 
· Intensifiers: increasing the emotional impact of a statement. 
· Object focus: Focus on the object and let the subject slip by. 
· Power words: Words that have special meaning. 
· Pronoun language: I, you and so on add power. 
· Sensory language: Language that evokes senses. 
· Short sentences: Like this. That work. Of course. 
· Temporal language: Changing time and hence meaning.
· Trivializing words: Deflating what others say. 
· Using pauses: Adding power with very largely nothing. 


Final Impact

To maximize the impact of a sentence, paragraph or speech, put the main impact at the end, such that you leave them thinking 'wow!' and in a state of desire (rather than being rather bored and wishing you would finish soon).

The final impact can be increased by building tension beforehand, hinting at wonders to come, creating allure and promise that keeps them hanging on until your last word. 

Example

I am going to let you into a secret -- but not yet. First, I want you to know that I have been listening to a lot of people like you who have similar problems. And I also think you will be pleased to know I have been able to help them get over those problems. And the secret of solving their problems lay in the effective use of a remarkable new support system.


Hidden Commands

When people are given a command, they may well react against it, particularly if they see you has not having formal authority over them. 

You can still issue commands, but the trick is to hide them within the words of a longer sentence. Here are a few ways to do that.

Note that the words of the command still exist -- they are just softened by other words which distract the other person away from any resistance and oblige them to comply.

A trick within this is to emphasize the command, in particularly the verb. Be subtle with this -- if they realize what you are doing they will be likely to resist.

Example

Please could you help me fold these sheets?

Could you help me please to fold these sheets?

If you could help me fold the sheets, please?

I wonder if you could help me fold this sheet.

I don't know whether you've folded sheets before -- could you help me fold this sheet now?

Can you fold sheets?... Great -- can you help me with these? 
After we've folded the sheets, do you want a cup of coffee?

Which end of the sheet do you want to hold?

Here, can you hold this...thanks...where shall we go for dinner tonight?


Intensifiers

Amplify the effect of a verb by using an adverb that intensifies the meaning and particularly the emotional content.

Use the intensifier to subtly suggest to the other person what emotions they should feel.

In the same way, you can also use adverbs to attenuate and reduce the natural emotional content of a verb. 

Example

That is very interesting. (basic intensifier)
That is very, very interesting. (repetition to increase effect)
That is extremely interesting. (suggests extreme response)
That is amazingly interesting. (suggests being amazed)
That is scarily interesting. (suggests being scared)
That is quite interesting. (reducing intensity)
That is a bit interesting. (reducing intensity)


Object Focus


Make the object of the sentence the focus of attention, letting the subject slip by unnoticed.

The subject may be named, or may be omitted altogether.

Example

Tell me about book that is being written. (omitted subject - who is writing the book)

Look at this awful mess that has been made by your friends. (focus on mess, friends not the focus)


Power Words


Words that hold more power than others based on the feelings, memories, qualities and associations that are made with them.
Example

Safety-oriented words: guaranteed, safe, secure, sound, healthy, strong. 

Greed-oriented words: cash, deserve, money, more, free. 

Control-oriented words: easy, quick, discover, proven, best, grab. 

Belonging/Identity-oriented words: you, love, good, approved, favorite, new. 

Trust-oriented words: certain, good, proven, real, right, scientific, sure, truth. 


Pronoun Language


Pronouns are immensely powerful little words that can add significant power to persuasive language. 

This power means that it is easy to under-do or over-do their usage. Too few and you will seem distant. Too many and you may seem aggressive or manipulative.

Example

I think that is good. [committing your view]

All you have to do now is listen to me for five minutes. [creating a bond]

He doesn't make sense to me. 

She's not like you.

Yes, we can.
You all know that we must succeed. 

They are all like that.

What did they say? 

Sensory Language


When talking or writing, it is possible to make use of our five senses. It is also possible to exclude the senses from the what is said, leading to a more objective way of speaking.

Sensory language references and stimulates the senses. Objective language seeks to engage the logical mind, but not the senses, which are considered too emotional. It is thus common in such as legal, scientific and business writing.
Example

Her brilliant red blouse fitted her slim figure like a glove.

He shouted harsh approval at the sound of her pure warbling Italian soprano.

His heart thumped as he grasped the meaning of her smile.

She could stomach his words no longer and smelled a bitter rat in his intent.


Short Sentences


Use short sentences to create punch and make a point.  Use phrases and even words as sentences. Really. Do not use too many sentences -- about three or four is usually enough. Use a short sentence as a summary after a longer description.

Generally speaking, a short sentence works well at the start of a paragraph or speech item to grab attention, and at the end, to summarize and signal completion.

Example

I want this. Not that. Right now.

When I think about what you are doing, I wonder if you realize the effect you are having on me. It hurts. A lot.


Temporal Language


When you use time in a statement, it forces the listener to cognitively move to the time indicated. All three time-zones are widely used in persuasive conversation.

Talking about the future gets people to think of possibilities. This can distract them away from current problems that are keeping them in the here and now. Possibilities can be positive, which will keep them thinking about the future. They can also be negative, which may scare them into acting.

Using words like 'now' and 'today' gives immediacy and urgency, making the present more important. This can be used to encourage decision-making without further thinking.

Talking of the past gets people to relive past experiences. It also causes them to re-experience the emotions associated with the past memories. This can be both pleasant nostalgia (if you want them to feel good) or less comfortable thoughts (if you want them to stop doing something).

Example

What will happen if you keep on smoking?

What can I do for you today?

Remember when you were young and carefree.

Now, then, remember how you will have worked hard tomorrow evening.


Trivializing Words


Some words have an effect of trivializing, of making something smaller and less important than it really is. Such words can be used both to defend and to attack.

Trivialization is often used in negotiations to make what you want seem smaller. 

Example

Time: It won't take you very long.

People: You're not that clever.

Ideas: There are better ways of doing things.

Money: It's not very expensive for what you are getting.
That was just a simple one. Show me something more difficult.

He is hardly the sharpest knife in the drawer.

Is this all you have?

It is only a small matter.

Trivial words

Just: I just want five minutes.

Only: There are only two of us.

Simply: It is simply a good thing to do.

Hardly: I hardly think that is important.

Quite: It is quite interesting.


Using Pauses

Pauses can be added in many places to add impact to your communications.

Pause after somebody has spoken and before you speak. 

Pause before a punchline or particularly important point to increase tension and add emphasis. Pausing at irregular points can also increase tension. 

Pause after a punchline or important points in order to let it sink in. 

Combine pauses with dramatic action, such as uncovering a new product, pointing to something important, etc. 

Use body language signals to emphasize the pause. A simple way of doing this is to freeze the body, perhaps with an expectant expression on your face. Knowing smiles and looking around whilst making eye-contact also is effective. 

In written text, use commas, colons, semicolons, dashes, periods and ellipsis to introduce delay. 

When you do use pauses, ensure it is worth the wait. If the outcome does not match the drama, you will cause disillusionment and disappointment, as well as losing credibility.

Beware of using pauses too much, as this can tip the tension over into irritation.

Example

And here it is ... the birthday cake!

Can you please...sit down.

There are people here ... and they know who they are ... oh, yes ... who are ready to make real changes today.

