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Pathfinder Curriculum 

 Relationships

 Critical Thinking and Discussions

 Influence

 Persuasion

 Negotiation

Face to Face Communication Skills

Persuasion is about Problem Solving

Party #1

Party #2

Convincing

Party #1

Party #2
Compromise

Party #1

Party #2

Collaboration
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Persuasion is about Problem Solving

 Does it matter who moves?

◦ Movement requires flexibility

How do I become a persuasive person?

Relationship Quality Promotes Flexibility

Tentativeness

Humility

Empathy

Simplicity & Sincerity

Curiosity

Openness

Respect for Content, Counterpart, & Self

Engagement
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Credible People Are More Persuasive

◦ Competence

◦ Trustworthiness

◦ Good Will

◦ Dynamism

◦ Eyewitness Access to information

◦ Background and Training

◦ Good track record

Laws of Persuasion

 Cialdini’s Laws

◦ Reciprocation

◦ Commitment and Consistency 

◦ Liking 

◦ Social Proof 

◦ Authority 

◦ Scarcity
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Persuasive Discussion

 Differentiate between positions and interests

 Separate people from the problem

 Invent options for MUTUAL gain

 Beware Traps

◦ Develop OBJECTIVE and VERIFIABLE criteria

Newsletter

Positions and Interests

 Interest = What do I want as an outcome?

 Position = How do I get what I want?

 Why AND Why Not?

 Understand your own interests

◦ Vivid

◦ Specific

◦ Tentative

 Understand their interests

◦ Empathy

◦ Curiosity

◦ Restatement and confirmation
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Separate people from the problem

 Be hard on the problem and soft on the people

◦ Positive support to the people proportional to the scope 

of the problem

◦ Give the benefit of the doubt

 Even in an attack, focus on the objectives and 

interests

◦ Recast an attack on you as an attack on the problem

◦ Ask questions and pause

 Avoid “why”

 “What makes you say that”

 “Tell me more about that”

Invent options for MUTUAL gain

 Define the problem as mutual BEFORE entertaining a 

solution

◦ Current Impact

◦ Future consequences

◦ Sharing issues (commitment)

 Be open to their definitions

 Isolate interests first and develop solutions last (together)

 Avoid premature judgments and magic bullets

 Learn to hold multiple discussions

 Separate brainstorming from deciding
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Separate

Team 1 Needs

 Need 1

 Need 2

 Need 3

Team 2 Needs

 Need A

 Need B

 Need C

Team 1 Solutions

 " Solution 1

 " Solution 2

 " Solution 3

Team 2 Solutions

 " Solution A

 " Solution B

 " Solution C

Cooperation

ð§The Needs (by priority)

 Need 1

 Need A

 Need B

 Need 2

 Need C

 Need 3

ð§Potential Solutions

 Doesn’t solve 1 or 3

 Doesn’t solve A

 Doesn’t solve C



10/20/2010

8

Beware Traps

 Trust (not the issue)

 Honesty (confirmation fixes dishonesty)

 Certainty (contingencies are simple if things 

are certain)

 Ploys (make them explicit and suggest 

options, or emulate their principles)

 Diffuse with humor 

Develop OBJECTIVE and VERIFIABLE criteria

 How will we know if we have achieved the objective?

 What makes that a good measure?

 How will we know that we are on the right track?
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�Q�u�e�s�t�i�o�n�s� �?

What Is My Question?

What if the other guy hasn’t been trained?

Why should I have to go to all that trouble?

 If I take the classes, will I really be competent?


