Basic techniques for persuasion

Emphasis

You can make a presentation more persuasive by using simple intensifiers to emphasize your points. Look at the following examples:
I'm afraid it just isn't good enough - the entire system needs updating. 

We really need to rethink our whole recruitment procedure. 

Paying off such a substantial loan is going to be extremely difficult. 

We've done much better than we expected - even better than we did last year. 

There's absolutely no chance at all of us going into profit in the first two years. 

We now lead the market, even though it's still so highly competitive. 

TASK 1 

Read the following presentation extracts. First, decide where you could add extra emphasis. Then write in the intensifiers given at the end of the sentence. The first one has been done for you as an example.

1. We're doing extremely well now. But how can we do even better? (extremely, even)

2. The project is underfunded.                                               

(whole, badly)

3. It's obvious that we made a mistake.                                     
(pretty, terrible)

4. It works out cheaper to take on casual workers.                  
(actually, much)

5. I'm aware that it's been a disaster from start to finish.      

(fully, total)

6. I'm certain that we're in a better position now.     (one hundred percent, significantly)

7. There's no hope of reaching our targets by the end of phase two.
(absolutely, at all)

8. There's been a decrease in demand, and yet sales are up on last year. (dramatic, well)

9. We shouldn't be neglecting a lucrative market.                       
(really, such, highly)

10. There's no chance of making progress.                        (absolutely, whatsoever, real)

11. It's going to be too expensive to re-equip the factory.                
(just, far, entire)

12. It's difficult to know whether the figures are going to improve. 
(just, so, actually)

13. We can't be expected to manage on a tiny budget. It's ridiculous. (really, such, just)

14. It's too late to do anything about it.                                 

(actually, far, at all)

Some emphatic expressions are very common in more formal presentations. A typical pattern is:

Subject  
Intensifier

Main Verb               Complement
I              
completely       
agree                    with everything you've said so far. 

We          
firmly               
oppose                  any suggestion that the company be sold.

Notice that the intensifier and verb form a strong word partnership. It's a good idea to learn some of these word partnerships by heart.

TASK 2 
Match up the three parts of the sentences below to make twelve emphatic expressions. 

1. We strongly           
a. reject             
1. any suggestion that we should sell.

2. We totally               
b. admit             
2. you withdraw the product.

3. We deeply               
c. recommend    
3. having to lay off 2,000 workers.

4. We freely                
d. regret             
4. that the buyout was a bad idea

5. We sincerely             
e. refuse                1. what the board is trying to do.

6. We enthusiastically  
f. accept                2. that profits will continue to recover.

7. We utterly                  g. endorse             3. that there will have to be changes.

8. We readily                  h hope                  4. to back down on this crucial issue.

9. We categorically      
i. encourage     
1. that this is in everyone's interests.

10. We fully                 
j. believe           
2. having anything to do with it.

11. We positively            k. deny             
3. the difficulties they've been having

12. We honestly             l. appreciate      
4. initiative-taking at all levels.

Focusing

If you really want to get the attention of your audience, simple emphasis may not be enough. In English there is a way you can focus key points so that everyone knows you want them to listen to what you have to say next. Look at these examples:

We can't expect too much too soon.
What we can't do is expect too much too soon.

I'd like to approach this question from two different angles.

What I'd like to do is approach this question from two different angles.

Notice how the 'What... is ...' pattern builds up the anticipation of the audience.

TASK 1 
Focus the following in the same way to draw the attention of the audience:
1. I'm going to talk about motivation.

2. I'd like to move on to the question of cashflow.

3. I've tried to put our recent difficulties into some kind of perspective.

4. We have to consider what the start-up costs might be.

5. I'll be making a case for getting in a team of specialists.

6. I'd like you to ask yourselves a simple question.

7. We're aiming to be back in the black by the end of this accounting period.

8. I'm going to be looking at the arguments against networking.

9. We found out how pirate copies of the CD were getting into stores.

10. I want to know how long it'll be before we start seeing a profit.

TASK 2 
Now try these. Add the words you need to focus the second statement. Highlight the words you would stress.

1. We want higher productivity. What we don’t want is higher costs.

2. We've increased sales. What ................ is increase turnover.

3. We're in a good position to improve working conditions. ................. in a position to do is raise salaries.

4. I'm prepared to discuss the takeover bid. ................ to do is get into an argument about it.

5. We're not trying to change everything. ................ to change is this. 

6. It doesn't matter how difficult it is. ................ expensive it is.

Rhetorical Questions

Sometimes a good way of introducing an emphatic statement is to ask a rhetorical question first:

So, just how big IS the market?                  .... eNORmous.

Notice how the adjective in the question is reinforced with a stronger adjective in the answer. Notice also how the verb and strong adjective are stressed.

TASK 1
Match the rhetorical questions on the left with their one-word answers on the right:

1. So, just how bad IS the situation?


a. .... POsitive.

2. So, just how difficult IS it?



b ..... unPREcedented.

3. So, just how sure AM I that we can do it?
c ..... imPOssible.

4. So, just how competitive ARE we?


d. .... specTACular.

5. So, just how good ARE the results?

e. .... STATE-of-the-ART.

6. So, just how unusual IS this trend?

f. .... unBEAtable.

7. So, just how small IS the risk?


g. .... cataSTROphic.

8. So, just how new IS this technology?

h. .... NEgligible.

How many of the adjectives above can be preceded by: 

a. absolutely?  

b. practically?

