Nechame se presvedcit?

B PhDr. Milena Blahakova

) To je ale otazka! pomysli si néktefi z nas.
Byt o néem presvédcen prece znamena
mit nazor, ktery je opravdu pevny. Nazor,
ktery ma nejen racionalni jadro, ale i silny
emocionalni naboj. Kvali nému jsme
ochotni ignorovat jiné nazory. Pfijali jsme
ho dobrovolné, jsme si jisti jeho spravnos-
ti. Néco takového prece neopustim jen
kvuli tomu, Ze mé chce nékdo ovlivnit!

PresvédCovani je jednou ze zakladnich
manazerskych dovednosti. Aby byl manazer
uspésny, musi nutné usmériovat rozdilné
nazory a zajmy ostatnich lidi ve prospéch
spole¢nych cilll. Pfi pfesvéd¢ovani nemusi-
me nutné& ménit nazory svého partnera —
nékdy staci, kdyz je dokadzeme ukazat v no-
vych souvislostech. Pfesvéd€ovat nezname-
na vrsit argumenty jeden na druhy, zvySovat
tlak a diraz na partnera. Rekneme si sami:
¢emu lidé vic véfi —tomu, na co pfijdou sami
nebo tomu, co jim fekneme my?

Spravnost vlastniho nazoru hajime pro-
stfednictvim argumentl. Svoje argumenty
maji v diskuzich obé strany, obé jsou pfesvéd-
Ceny o jejich spravnosti, sile, jasnosti. Da
se vUbec rozhodnout, &i argumenty jsou sil-
né&;j$i? Mechanicky bychom mohlifici, Ze ano,
v pfesvédéovani jsou UZITEK a DUVERA.

Predstavte si to:

Chcete dosahnout uréitého rozhodnuti
a argumenty, které v jeho neprospéch pou-
Zije vas kolega, se vam moc nelibi. Mate
pocit, Zze nema pravdu. Jenze jeho soucas-
ny nazor vychazi z jeho zkusenosti, osvéd-
Cil se mu, ma pro néj vyznam, a tak se mu
nechce pfistoupit na vase argumenty. MUzete
zacit diskutovat o tom, kdo ma pravdu,
ale k ni¢emu to zpravidla nepovede. Mozna,
ze mlzete celou véc fesit prikazem — ale vy
jste ho chtéli pfece presvedcit!

Musime na to jinak: zakladni pravidla zni:
B \ychazejte z pohledu partnera: musi

se citit dllezity.

B Divejte se na véc jeho o€ima, jinak ne-
pochopite, o co mu jde a ktery argument
je pro néj dulezity (zpravidla je to ten, kte-
ry viibec nepovazujeme za podstatny).

B Vas argument mu musi ukazat novy smy-
sl a uzitek — musi uspokaoijit jeho potreby.
Priprava na pfesvédcovani se zkratka ne-
obejde bez pfemysleni o vasem partnerovi.
Cim vic toho vite, tim Iépe se dokazete pfi-
pravit: udélejte si malou inventuru

B Které cile partnera muze nase nabidka/
mySlenka uspokojit?

B Které vlastnost navrhu se tykaji potieb
a cil(l partnera.

B Které aspekty v mém navrhu partnerovi
brani dosahnout jeho cile.

B Co muze ziskat, kdyz mi bude naslou-
chat: miize se vyhnout nepfijemnym zku-
Senostem a ziskat néjaky prospéch.

B Jaké ztraty utrpi, pokud muj navrh nevy-
uzije?

V samotném rozhovoru znejte jeho nazory
— maji pro néj velky vyznam, ale ukazte, co
se zménilo od doby, kdy vznikly, jak se zméni-
ly podminky. Nezapomente mluvit o tom, co
by mohlo byt v budoucnu zdrojem problémui —
nestraste, ale objektivné mluvte o dusledcich.

Ukazte, Ze vas navrh dava moznost, jak
zmeénit hrozbu v pfilezitost a co z toho bude
vas partner mit.

Aby naSe argumenty fungovaly, musime za-
pomenout na sebe, ale myslet o€ima partnera
ukazat mu uzitek; ziskat jeho pozornost; pro-
budit jeho zjem; vyvolat touhu — potfebu.

Poté, co jsme provedli tuto strategickou
pfipravu, muzeme zacit pracovat na vlast-
nich argumentech. Mohou byt nejen vécné,
logické (razné vypocdty, statistiky apod.)
ale i emocionalni, ve kterych vyuzivame citd,
fantazie, zdUraznujeme vdli, odvolavame
se na autoritu.

P¥i ovliviiovani — argumentaci bychom méli
dodrzovat nasledujici zasady:

B VZdycky pouzivame argumenty pro i pro-
ti. Jakakoliv jednostrannost je podezrela
— zivot nikdy jednostranny neni

B Nic nezveliCujeme. Zapomeneme na silna
slova jako NIKDY, VZDYCKY a podobné.

B Oteviené mluvime o vlastnim presvédce-
ni — bez néj je nase vlastné bezzuba.

B Pouzivame srozumitelna slova — srozu-
mitelna pro naSeho partnera, on nam
musi rozumét.

B Zduraziiujeme jeho a spole¢ny zajem.

B Opakujeme argumenty.

Pozornost vénujeme i pfiprave toho, v ja-
kém poradi budeme argumenty predkladat:
mUzeme zacit nejsilngj$im i nejslabsim — pak
se da nas postup lehce predvidat: pokud silu
argumentt zvySujeme, partner si zvyka, nej-
silngjSi argument ho nepfekvapi a je na ngj
pfipraven. Pfi obraceném postupu nam zase
zUstane nakonec ten nejslabsi — to je $koda.

Pravé o tom poslednim se obvykle vede po-
lemika, a my ztracime €as i energii na detailu,
ktery nemusi byt vibec podstatny. NevyuZzili
jsme prilezitost.

Dulezité je, jak pfipravime prezentaci ar-
gumentu:

1. Zacnéme o tom, jaké je téma naseho roz-
hovoru: o ¢em budeme mluvit

2. Paknavazme na to, jaka je situace a pro¢
se problémem vibec zabyvame

3. Jasné feknéme, jaky je nas cil: kam se
chceme dostat. Co to pfinese nasemu
partnerovi

4. Pak teprve — az jsme partnera pfipravili,
zatnéme s argumenty

5. Zdlvodnéme opravnénost naseho poza-
davku

6. Doplime podporujici udaje: Cisla, vzta-
hy, dasledky, skute¢ny pfibéh — potiebu-
jeme vzbudit zajem

7. Ukazte mu vlastnosti, podrobnosti navr-
hu — teprve tehdy, az ho zaujmete, bude
naslouchat. Do té doby nema divod, od-
mita slySet, brani se

8. Zeptejme se partnera na nazor k jeho
navrhu. Vyslechnéme pozorné jeho sta-
novisko a mluvme o ném.

| reagovani na argumenty protistrany
se fidi pravidly:

B Nejprve musime protiargumenty vyslech-
nout.

B Pak pfijmout a pochopit. To neznamena
souhlas, ale empatii.

B Musime upfesnit, o co vlastné partnerovi
jde, shrnout podstatu jeho protiargumentu.

B Na zavér se rozhodujeme, jak budeme
reagovat.

I my na zavér shrneme, co je predpokla-
dem ucinného presvédcovani. Uz by vas
nemélo pfekvapit, Zze argumenty samy
0 sobé nejsou dostate¢nym zakladem uspé-
chu. Navic potifebujeme

B Vlastni pfesvédceni — mit ho a umét ho
vyjadfit. Moc dobfe se na nas totiz pozna,
zda svym argumentim véfime nebo ne.

B Sebejistota a divéra v sebe sama, zna-
lost svych silnych a slabych stranek.

B Vyjadreni kladnych pocit a vztaht k dru-
hému, shoda na spole¢nych zajmech,
schopnost identifikovat motivy druhého.

B Partnersky pfistup, respekt a ucta: vzbu-
dit pocit dulezitosti, hledat vyhody pro dru-
hého.

B Aktivni naslouchani , které umozni pocho-
pit postoje partnera i zplsob jeho mysleni.

B Empatie — uméni oprostit se od vlastni-
ho pohledu na véc.

B PromysSleny postup prace s argumenty
a zplsob predkladani argumenta.

Takhle byste se nechali presvédcit?



B Will you Let me Persuade
You?

What a question?, some of you may think. To be persuaded me-
ans to have an opinion that is really unshakeable. An opinion that
has not only a rational core but also a strong, emotional charge. You
are able to ignore other opinions because of it. You've accepted it
voluntarily, you are sure of its rectitude. You cannot leave something
that like behind just because somebody else wants to influence you!

Persuasion is one of the key managerial skills. To be successful,
a manager needs to guide other people's different opinions and inte-
rests in favour of their common goals. When persuading, you ne-
edn't necessarily change you partner's opinions: it's sometimes
enough to show them in a new context. To persuade doesn't mean to
pile up one argument after the other, increase pressure and insisten-
ce on your partner. What do you think: do people trust more what
they come up with by themselves or what you tell them?

People defend the rectitude of their opinions by arguments. Both
partners have arguments in discussion, both of them are convinced
of their rectitude, strength, clarity. Is it possible to decide whose ar-
guments are stronger? Mechanically, you could say yes, but the thing
is much more complicated. The key words of persuasion are BENE-
FIT and TRUST.

Just imagine:

You want to reach a certain decision and you don't like the argu-
ments used by your colleague against it. You feel he isn't right. But
his current opinion is based on his experience, it's proven right, it's
important to him and so he doesn't want to give in to your arguments.
You can start a discussion about who is right, but that's usually good
for nothing. You can probably resolve the issue by an order: but you
intended to persuade him!

You should do it differently: the basic rules are:

B Start from your partner's perspective: he must feel important

B Look at the issue through his eyes, otherwise you will not unders-
tand what he is after and what argument is important to him (it's
usually the one that you don't consider important at all)

B Your argument should show a new sense and benefit to him — it
should satisfy his needs.

In short, preparation for persuasion cannot do without thinking about
your partner. The more you know, the better you can prepare: take
a short stocktaking.

B What partner's goals can be satisfied by our offer/idea?

B Which properties of the proposal relate to the partner's needs
and objectives?

B Which aspects in your proposal prevent your partner from achie-
ving his goals?

B What can he gain if he listens to you: can he avoid unpleasant
experience and achieve any benefits?

B What loss will he suffer if he doesn't accept your proposal?

Know his opinions in the actual discussion: they are of high impor-
tance to him, but show what has changed since he made them, how
the conditions have changed. Don't forget to mention what could be
a future source of problems, don't threaten but talk about consequen-
ces objectively.

Show that your proposal allows you to change the threat into an
opportunity and what benefits it will bring to your partner.

To make your arguments work, forget about yourselves and think
through your partner's eyes
Show him benefits; Win his attention; Raise his interest; Create de-
sire — need.

After you've prepared strategically, you can start to work on actual
arguments. They can be not only factual, logic (various calculations,
statistics, etc.) but also emotional — you can use emotions, imagina-
tion, stress will, refer to authorities.

When you influence/argue you should stick to the following princi-
ples:

B Always argue by both pros and cons. Any bias is suspicious — life
is never one-sided.

B Don't exaggerate. Forget strong words such as NEVER, ALWAYS,
etc.

B Talk about your beliefs openly - without them your reasoning is
toothless.

B Use comprehensible words - comprehensible to your partner, it's
him who needs to understand.

B Stress his and common interests.

B Repeat the arguments.

Be also careful about in what order you present the arguments:

you can start with the strongest one or the weakest one: then your
actions are easily predictable: if you intensify the strength of argu-
ments your partner gets used. The strongest argument will not sur-
prise him and he is ready for it. In the opposite case you remain with
the weakest argument at the end again, and that's a pity. It is the last
argument that is usually controverted and you waste time and ener-
gy on something that isn't necessarily important. You miss the op-
portunity.

It's important how you prepare for presentation of the argument:
1. Start to talk about the topic of the discussion: what you will be

talking about.

2. Then follow with what the situation is like and why you are dea-
ling with the issue at alll.

3. State you objective clearly: where you want to get to. What it will
bring to your partner.

4. And only then, after you've made you partner ready, start with
arguments.

5. Give reasons for the righteousness of your requirement.

6. Add supportive data: numbers, relations, consequences, a real
story: you need to raise interest.

7. Show the characteristics, details of the proposal: only if you raise
interest, your partner will listen. Until then he has no reason, refu-
ses to listen, resists.

8. Ask you partner for his opinion on your proposal. Listen to his
standpoint carefully and talk about it.

Even reactions to your counterparty's arguments is governed by
rules:

B Listen to the counterarguments first.

B Then accept and understand them. It doesn't mean approval, but
empathy.

B You should specify what your partner is aiming to, summarize the
essence of his counterargument.

B Finally decide in what way you are going to react.

Let's summarize what the precondition of effective persuasion is.
You shouldn't be surprised now that arguments in themselves are
not enough for success. You also need:

B Your own beliefs —to have and be able to formulate them. It shows
very clearly whether you believe in your arguments or not.

B Self-confidence and trust in yourselves, knowledge of your streng-
ths and weaknesses.

B Expression of positive feelings and relations to the other person,
agreement on common interests, ability to identify the other's
motives.

B Partnership approach, respect and devotion: to raise the feeling
of importance, look for advantages for the other person.

B Active listening that will allow you to understand the partner's atti-
tudes and the way of his thinking.

B Empathy — the art to free yourselves of you own view of the issue

B Well-reasoned work with arguments and argument presentation
method.

Would you let me persuade you in that way?

O



