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To Stan and Liza

I have always loved the desert. One sits down on a desert sand dune, sees nothing, hears nothing. Yet through the silence something throbs, and gleams.

Antoine de Saint-Exupery
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INTRODUCTION

Have you got something you’re dreaming of doing? Is there a message you’d like to give the world? Maybe it is a business you’d like to start, a worthy cause that needs your help or an idea you’d like to bring to fruition. Most of us have a dream, something we want or feel compelled to do. What’s yours?

In the last fifteen years I have worked with thousands of people, one to one or a few at a time, focusing on one thing: refining the way they communicate so that their key idea or message would get through in the way they wanted and needed it to. So they could win more often. So they could make things happen around them. I have worked in the major commercial centres of the world – Tokyo, Sydney, Singapore, London, New York, Frankfurt, Paris, Toronto, São Paulo, Buenos Aires, San Francisco, Geneva, Zurich and Mexico City, among others.

Some of my clients are responsible for leading and managing vast numbers of people. Some will, over their lifetimes, earn more money than the incomes of many small countries. They have degrees from the best universities around the world and they run some of the world’s top corporations and institutions, including those in advertising, law, investment banking, manufacturing, research, not-for-profit agencies and governments.

But no matter how many billions of dollars are at stake, how earth-shatteringly good or important an idea is, or how experienced, famous or clever a person may be, their success largely boils down to one thing: how well they can communicate persuasively with others. Simply put, this ability will determine whether they fail or succeed in what they set out to do.

Being able to communicate in the way we want in order to achieve our goals is our biggest challenge and provides our greatest opportunity for success. Of course, persuasive communication is not the only thing that will grant us all our desires or solve the world’s problems. But I can put my hand on my heart and say that in my experience it is a major contributing factor in my clients achieving their personal and professional goals.

So, whatever it is you want to achieve, persuasive communication will be an essential part of it. Communication is central to life – everyone’s life. You can’t not communicate. Or to put it another way, you have to communicate, like it or not and whether you feel good at it or not. The way you communicate will shape your relationships with others, both publicly and privately, as well as determining what you create for yourself in life. So, why not make sure that you do feel good at it?

MY STORY

My first full-time job was in Sydney, where I lived for a few years after finishing college in the United States. I worked for a couple of dynamic entrepreneurs who were launching a new form of technology on to the Australian market. My job was to persuade people who might benefit from the technology to buy it. I loved it, and the launch was a great success. A couple of years later I moved on to help launch a venture called Australian Geographic – a magazine and a chain of retail stores – which was also very successful.

My next move was to a new young company called Rogen. There I teamed up with another couple of wonderful entrepreneurs. Together we shared a dream about building a global organisation doing what we really loved: persuasive face-to-face communication. We offered potential clients coaching, consulting in high-stakes situations, new-business pitching, leadership training, selling, negotiating and presenting.

At Rogen I found that all the things I had always enjoyed doing came together under one umbrella. By the age of twenty-eight I was a partner there and by the time I left twelve years later we’d grown from a four-person operation in Sydney to an international company employing 150 people worldwide.

I was responsible for developing the United States market in 1992. With little more than the determination to make it work and a telephone, I opened an office in New York. Four years later it employed fifteen people and had a turnover of two million dollars a year. In Los Angeles it was a similar story and after that I went to London to open the first European branch of the company.

Finally, after twelve years of no fixed address, earning more frequent-flyer miles than I can use in a lifetime, lonely boyfriends, seven-day weeks and friends and family wondering whether I existed any more – you get the picture – I decided it was time to change the pace. I sold my stake in Rogen, stayed on in London and carried on doing what I do best: teaching people how to use persuasive communication to enhance their lives. This seemed like the right point to do something I’d wanted to do for a long time – to put all that I’d learned together in a form that anyone could access and use. This book is the result.

It’s been born out of my fascination that something so simple and common to all of us – our ability to communicate persuasively – can, at its best, propel us to great heights of achievement and success.

Most of my biggest triumphs have been communication-based. So have my biggest embarrassments and errors of judgement! I’ve learned as I’ve gone along and now I’m delighted to be able to pass on the very best of what I’ve discovered.

WHAT THIS BOOK WILL DO FOR YOU

This book is about how you can develop and refine your persuasive communication skills and then use them to make the things you want happen. What do I mean by making things happen?

For my friend who organises a charity, improving her persuasive communication skills meant finally winning a long battle with her local authority. She has since attracted the interest of a publisher and is writing a book, which may lead to a film, about her experiences.

For a client who runs one of the largest corporations in the UK and the United States, it meant convincing the shareholders that he was the right person to run the company after a take-over.

To another client, improving his communication skills meant making a lifetime’s dream come true by successfully setting up his own business.

For a bright young student, it meant getting a place at her choice of university.

For a determined mum wanting to change things at her child’s school for the better, it meant winning a place on the board of governors.

For a senior scientist, it meant convincing the company’s board of the merits of his new invention and then being granted the support and funding to put it into production.

And for an artist wanting to find recognition, it meant his first major exhibition and a successful string of sales.

So, what will you gain from reading this book? Here are some realistic expectations:

You will be able to:

• Understand how your personal communication skills affect your life and your ability to make things happen

• Increase your level of awareness and flexibility

• Use your power of persuasive communication to make better choices

• Learn how to successfully plan, prepare and deliver whatever you want to communicate

• Be ready to go for opportunities when they present themselves

• Keep your momentum going once you have achieved your goals and achieve even more

If you’re ready to take on the responsibility for making your idea or message real and successful then you’ll find the encouragement and practical information you need here. You will learn how you can make an enormous impact on whether you succeed or fail by paying attention to every aspect of your communication. Let me explain how it will work.

The book is broken into three clear and easy-to-follow sections:

First, ‘Getting the Basics Right’. This section is about understanding why and how persuasive communication is so critical and then making sure you’re absolutely clear about what it is you want to communicate.

By the end of this section, you will be able to clearly define and describe your idea, or message, and identify the key outcomes you want.

The next section will help you put together a ‘toolbox’ of fundamental communication skills that you can call on when you need them most. The modern world expects us to be communication gymnasts and I want you to be able to do cartwheels!

In the third section I will help you prepare for the most critical make-or-break moments – those times when the stakes are high and you will be called upon to get it right first time. Whether it’s a speech, a presentation, a chance to convince someone that your idea will work, a sudden opportunity you want to go for or an interview for the job of your dreams, you’ll learn the secrets of how to succeed.

The information in this book comes from a treasure-chest of experience, proven techniques and insights that have worked for people all over the world. It will help you to clarify your own thinking and then communicate your ideas to others in a way that will enable you to make permanent and meaningful changes. As well as learning how to communicate more clearly and persuasively, you will have the opportunity to become a better listener, improve the quality of your relationships and achieve your goals. If you’re committed to refining your skills, I promise you will enjoy rewards. Eventually, you will use the skills more naturally, confidently and authentically and, best of all, not have to think about it all too much.

My vision is pretty simple. I want to live in a world where we all wake up in the morning feeling excited and empowered about what we can achieve.

You already hold the key to your success. What I will do is help you to get your message, goal or idea out of your head and turn it into something real. This book is a gift from me, the people I’ve worked with and those who have guided me in getting it to you. It’s my hope that your life will be enriched by what is in it and that as you travel through it you will enjoy the journey.



PART ONE

GETTING THE
BASICS RIGHT


OEBPS/images/title.jpg
THE ART OF
PERSUASION

JULIET ERICKSON





OEBPS/page-template.xpgt
 

   

   
	 
    

     
	 
    

     
	 
	 
    

     
	 
    

     
	 
	 
    

     
         
             
             
             
             
             
        
    

  

   
     
  





OEBPS/images/ART_Piii.jpg
HODDER &
STOUGHTON





OEBPS/images/cover.jpg
THE ART OF
PERSUASION

Juliet Erickson






