Why People Say “No” to Good Ideas and How to Change Their Mind
Fundamentals of Persuasion and Consensus Building

The Part About Toilets

e People tend to overestimate their understanding of the world by confusing
their personal experience with deep understanding
o 'This is why people get defensive when you tell them they’re wrong (even
when they really are wrong)
e Instead of being critical of people’s understanding, be curious about their
understanding using questions like
o Tell me more about that?
o  What's a specific example of your concern?
o I think what I'm hearing is. .. Is that right?

e Superpower response: Are you open to the possibility that...

The Part About Feelings

e How you think about a person affects your ability to engage with that person
o Stay grounded by focusing on what you can control (your preparation)

e The other person has to make up their own mind
o Give people a chance to give you what you want

e There are lots of ways to get the outcome you want
o Reflecting on contingencies lowers the pressure on specific interactions

The Part About What to Say

e Thinking about your audience includes thinking about their potential
objections
o Pro tip: address those objections proactively
e People need to understand the Why before they’ll let you work on the How
o Focus on the outcomes of your idea, not the details

e Talk about how your idea affects the other person’s interests

The One Thing to Remember:

Onmnce a person knows you've heard them, it's much easier for them to hear you
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