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Praise for Michelle Bowden’s Persuasion 
Smart Profile® and Persuasion Blueprint
Michelle Bowden is a legend! We unleashed Michelle and her boundless 
energy and winning formulas on our top performers and the results 
have been outstanding. This book is the detail from her winning 
keynote presentation and it will transform your persuasiveness and 
change your life for the better.

Tony Bongiorno 
Owner and Director,  

Bongiorno Financial Services

Michelle is so special. She is incredibly passionate about each and 
every one of my team winning and she’ll stop at nothing to help us 
achieve our persuasive goals. Her life-changing formulas stay with 
you for the long term and can be used in all parts of your life. I highly 
recommend Michelle to you.

Gustav Arianto 
CEO, Pierlite ANZ

I loved it! Michelle’s workshop on persuasion was very comprehensive 
and engaging! Lots of great structure and content that will help our 
people persuade more effectively. Michelle is an awesome facilitator!

Marika Tetere 
Medical Director, Boehringer Ingelheim

Michelle helped each pitch member in our large bid team to refine 
their story, simplify their slide deck, enhance their delivery style 
and refine their answers to tough questions. Then she helped us 
in the rehearsal stage to ensure that there was a synergy between 
the presenters. Our Executive felt that all the presentations went 
extremely well, and the team did an excellent job. This was in large 
part due to Michelle’s clever formulas, guidance and support.

Felicity Williams-Lovegrove 
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Michelle’s pitch coaching sessions had a massive impact and influence 
on our presenters. I could see they worked hard to prepare and present 
diligently to their customers using the Persuasion Blueprint process.

Vijayakumar (Vijay) Ekambaram 
Sub ISU Head — Banking,  

Financial Services and Insurance,  
TATA Consultancy Services

Everyone needs Michelle’s wonderful models and formulas. My team 
and I have been working with Michelle for years to shape compelling 
presentations that achieve excellent results. Her approach is practical, 
memorable and builds incredible confidence — no matter your current 
persuasive skill level.

Professor Evonne Miller 
QUT Design Lab,  

Queensland University of Technology

Learning from Michelle was the first step toward running my own 
successful business! I have been using the skills Michelle teaches to 
present a persuasive argument, win business, and present training 
since I attended her workshop while working in the pharmaceutical 
industry in 2005 — decades ago! If you are serious about being more 
persuasive, I recommend How to Persuade. Michelle’s insights and 
teaching will have a huge impact on you, no matter your industry, 
current skill level or seniority.

Roz Lindsay 
Managing Director, Engaging Potential

I worked with Michelle years ago and still use the tips and techniques 
she taught me to this day. Her clever formulas help me whenever 
I need to pitch an idea or persuade someone. Her work is highly 
recommended.

Marisa Laria 
Marketing & Communications Manager, Revlon
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I dedicate this book to my best human, Ian Bowden (the very Wise Owl), 
and to my three beautiful and clever daughters, who inspire me to keep 

opening my mind to the world and its opportunities.
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ABOUT 
THE AUTHOR

Michelle Bowden is an authority on persuasive presenting in 
business. Michelle’s name is such a synonym in corporate Australia 
for presentation skills that people don’t say, ‘I’m going to persuasive 
presentation skills training’, they say, ‘I’m going to Michelle 
Bowden!’

She is the bestselling, internationally published author of:

•	 How to Present: The ultimate guide to presenting your ideas and 
influencing people using techniques that actually work (Wiley)

•	 Don’t Picture Me Naked

•	 Exceptional Presentation Design

•	 STOP! Your PowerPoint is killing me!

•	 Confident Speaking Vocals

•	 How to Present: Presentation Skills Tips from the Masters

Michelle is also:

•	 multimillion-dollar pitch and capital-raising coach to 
executives across industry

•	 editor of How to Present magazine and producer of Michelle 
Bowden TV
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•	 creator of the Persuasion Smart Profile®, a psychometric 
assessment that reports on your persuasive strengths and 
weaknesses in business

•	 Certified Speaking Professional, the highest designation 
for speakers in the world; Michelle’s keynote presentations 
educate her audiences on the theory and practice of 
persuasive communication at work and at home.

Michelle has delivered her two-day Persuasive Presentation Skills 
Masterclass more than 950 times for over 12 000 people over the past 
two decades.

Style and approach
Michelle conducts public and in-house Persuasive Presentation Skills 
Masterclasses for employees from all levels, across all industries. She 
is renowned for achieving results through learning and laughter. She is 
an expert, generous and passionate adult educator with the highest 
standards in relation to behavioural change. Her keynotes, workshops 
and courses are based on the idea that interaction, high energy and 
fun, combined with proven theory, create results for your business. 
Michelle’s passion is to see people performing at their best. It’s time 
you worked with Michelle so you can speak up and influence people!
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THANK YOU!
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And, of course, thank you to all my wonderful, generous, supportive 
clients who have booked me to run masterclasses, speak for you at 
your conferences, and coach your bid or pitch teams. You have trusted 
me (in many cases for over 10 years, and sometimes for more than 
20 years) with your most precious asset in your businesses — your 
people. Together we have learnt, embedded and refined the formulas 
and systems for persuasive presenting in business so that we won! 
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xv

INTRODUCTION

WELCOME TO  
THIS BOOK

Hello and thanks for picking up this book! You know, I have lived a 
very blessed life. At the ripe age of 50 years, I can confidently say that 
I am a fortunate person. I have achieved my goals in my personal, 
work and spiritual life. If you look at me, you might think, Wow! She 
is lucky. She has it all — a loving husband, wonderful and successful kids, a 
beautiful home, a thriving business, a bestselling book, good health, and 
plenty of life-affirming adventures and notable experiences. I have clients 
who love me and describe my impact on them as ‘life changing’. 
I even have two good-looking, well-behaved dogs! (Okay, well-
behaved most of the time.)

Yes, I am fortunate, and I am incredibly grateful for this wonderful 
fortune. But don’t for one minute think that any of this came easily 
to me. I have made my life what it is. I have pitched and persuaded 
my way to where I am today. I have been studying the art of influence 
and persuasion since (at the age of eight years old) a mean girl said 
she didn’t want to be my friend anymore because she didn’t like my 
homemade skirt! (Mum, I loved that tiered green and navy skirt you 
lovingly sewed for me!)

Make no mistake — I’m not lucky. I have coaxed, convinced, motivated, 
argued, swayed, induced and persuaded my way through life. I have 
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sought out opportunities from primary school through to high school, 
and through three degrees at university. I have talked my way into 
jobs that I wasn’t perfectly qualified for but knew I could eventually 
ace. Along every part of my journey, I have studied and applied the 
actions of powerful persuaders to ensure life goes the way I want. 
I built my successful national training company off the back of an 
extraordinarily high sales conversion rate. I have made sure that my 
friends are people I really want to spend time with. I have crafted a 
lifestyle where I rest when I want to rest, and work when I want to 
work. I can afford to buy the things I want for myself and my family. 
I have grabbed every possible opportunity for growth wholeheartedly 
and am still always striving and putting my best foot forward to 
ensure that things turned out the way I want.

I am certain that luck has played no part in any of my fortune! Yes, I was 
often in the right place at the right time, but only because I made sure 
I was where I needed to be. I made my own luck by being persuasive.

The same can be true for you too — everything you want and need in 
life is on the other side of persuasion.

When it comes to genetics or ‘natural’ ability, I do have an incredibly 
high predisposition to persuade (or what I call ‘P2P’). In persuasion, 
your P2P is your care factor — your drive to persuade others to your 
point of view. My P2P score (tested in the Persuasion Smart Profile® 
I’ve developed, and which I explain in more detail through this book) 
is 96 per cent. This is unusually high, and has most definitely served 
me well. My very high P2P means I am frequently passionate about 
issues or challenges, and I trust my ability to persuade others, so I 
am more likely to be driven to persuade. I am unphased by conflict 
so I frequently feel confident in my ability to persuade others, and 
I am more likely than most people to attempt it. I am very good at 
reading the room and can sense when the other person’s position 
is malleable, and I find it a challenge to use what I know about 
persuasion to change their mind — whether they are fixed in their 
opinions or not.
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Of course, that’s not to say you need a naturally high P2P to be 
persuasive. My husband’s P2P is very low and he’s one of the most 
persuasive people I know — when he wants to be! He’s just not driven 
to change people’s minds unless he really cares about the matter. 
This book is all about appreciating what’s necessary if you want 
to persuade others, and then building the skills and approaches 
you need to get better and more comfortable when persuading 
others — regardless of how driven you are to change people’s minds.

I wrote this book because I am passionate about both the art and 
science of persuasion. I am driven to make sure that you know what 
you need to do to make yourself undeniable when you have a great 
idea, product or solution. Life is too short to hear the word ‘no’! 
I have made it my mission to read and research every nook and 
cranny of advice, formulas, techniques and tips, and have been 
teaching what I’ve learnt to the beautiful learners in my Persuasive 
Presentation Skills Masterclasses for many decades. Delivering 
this training every week of my life (for more than half my life) has 
most definitely helped me refine my thinking on what you need to 
do if you want to improve your ability to communicate clearly and 
persuasively at work and at home. I’m just so delighted that I have 
finally distilled the important parts for you in this book so you can 
see the results in your life too!

Getting the best from this book
Becoming a persuasive person is not a series of soap box moments 
where you turn your persuasive skills on and off. While no doubt you 
will have soap box moments (such as a pitch or an important meeting), 
becoming persuasive is all about modifying the way that you interact 
with the world on a minute-by-minute basis. It’s about how you are 
perceived by others ‘all the time’ not just when the stakes are high.

In this book, I outline the four persuasive approaches (introduced in 
part I of this book, and outlined in much more detail in part II). These 

HowtoPersuade891871_fintro.indd  xvii 06 May 2022  11:44:37 pm



xviii

How to Persuade

approaches — or persuasive types — each have different strengths 
and benefits and can be used in different situations and with different 
types of people. Each has specific behaviours you can develop, build 
or cement. You will get the most out of this book — and become a 
more persuasive person — through striving to develop your strength 
in all four of the persuasive approaches.

I have written this book in a very similar style to the way I speak.  
You’ll probably read my writing style quite quickly. My recommen
dation is to read part I (chapters 1 to 5) in one go. Once you have the 
context of persuasion under your belt and you understand the four 
persuasive types, you can then take your time as you explore the four 
types in part II (chapters 6 to 9).

Chapters 6 to 9 hold all the tips, techniques, formulas and methods 
that persuasive people use and follow. And — no pressure — you want 
to try to be strong in everything contained in these chapters. Yes, 
everything! Thankfully, you’ll likely find you’re already doing many 
actions in these chapters (consciously or unconsciously) and you 
should celebrate this fact — this minute! And then you’ll also find 
you need to learn, develop and cement the rest of the actions that are 
not yet your current habits.

You might choose to read this book from cover to cover to ensure 
you’re capturing everything contained in these fabulous and rich 
pages. Or you could read chapters 1 to 5 and then decide you really 
need to develop one or two persuasive types in particular. Chapters 6 
to 9 have been written so you can dip in and out. You can always just 
jump to the persuasive type that most interests you and go from there. 
I’ve also provided lots of case studies and examples throughout, to 
help illustrate how the actions can be applied.

Wherever your focus leads you, as you are reading:

1.	 Take notes: Find yourself a nice journal to jot things down as 
you learn to help the ideas stick.

2.	 Mark up the book: Turn this book into your ‘go-to’ reference 
guide for persuasion. Use sticky notes or page markers to 
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highlight the pages you either want to come back to, or that 
you think will help you better deal with people in your future.

3.	 Do the activities: When you spot areas for growth, you can start 
implementing a development strategy. As you read a section, 
complete the included activities. They’re a great way to start 
embedding the learning.

I want you to have the ability to move through your life more 
persuasively all the time, whether you realise you’re in a persuasive 
moment or not. How do you do this? Through embedding the learning 
and habits from this book, and aiming to improve your persuasive 
reach by just 1 per cent every day — starting today!

Embedding best-practice habits
As you read through the book and complete the suggested activities, 
you might wonder how to go about changing your long-held habits, 
and lock new ones in place. I suggest a three-step process to help you 
embed best-practice habits:

1.	 Build knowledge: Understand which habits help and which 
ones harm your persuasiveness.

2.	 Increase awareness: Simply notice if you accidentally slip up. 
Once you know you’re doing it, stopping it is easier.

3.	 Take action: Make a conscious decision to aim for a 1 per cent 
improvement every day. Embed the positive habits that 
make you more persuasive and eliminate any negative habits 
that are holding you back. If you practise your new skills 
daily with the people at home who love you, implementing 
these tips when you must persuade at work will become 
much easier.

Why only 1 per cent?
Often when we know we need to develop a skill in something, doing 
so can seem like a massive, insurmountable task. Having so much 
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to learn and implement can mean we either procrastinate or give up 
altogether. One way to tackle a seemingly insurmountable task is to 
choose to improve just 1 per cent every day. Aiming for a 1 per cent 
improvement in your persuasive skills is doable — you’ll see instant 
results and, over time, you’ll become a more persuasive person. 
Excellent!

You may think that ‘just a little bit’ each day is too slow or ineffective, 
and the good news is that this is how true personal transformation 
happens. This is how your new long-term behaviours or habits are 
formed — over time.

Implementing the 1 per cent
To start working on that 1  per  cent improvement, simply pick 
something little from this book and start doing it. Start today. Then 
do it tomorrow and the next day, and the next. Keep doing it until 
that 1  per  cent improvement becomes your habit and is easy and 
innate instead of feeling clunky and laborious.

When you think you’ve mastered that 1 per cent improvement, pick 
something else, and so on. These small, seemingly insignificant 
improvements will add up over the course of a year to create a 
meaningful improvement for you and build more success in your life.

Don’t become someone you are not!
This book is not about turning you into a TV evangelist or anyone else 
who you think is impressively persuasive. This book is about helping 
you to be the most persuasive version of you that you can be. This 
book has been designed to give you all the 1 per cents — the small 
things you can do daily to develop your persuasiveness over time in a 
way that feels right for you.

I’m pumped for you — so let’s get started!
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PART I

How persuasive  
are you?
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CHAPTER 2

Are you turning  
people off?

Before we get into the tips for being more persuasive, reflecting 
for a moment about whether you ever turn people off when you’re 
persuading (without realising it or not) is important. Could you be 
turning people off? It’s a blunt question, isn’t it? The fact is, when 
it comes to persuasion you do plenty of things to attract people. 
Unfortunately, you also do a whole lot of things to repel your 
stakeholders and/or turn them off your big, important ideas. Most 
of us are completely unaware of the hundreds of little things we do 
daily that are both attracting and repelling people at different times.

If you’ve ever felt like someone rubbed you up the wrong way, that 
was you being turned off. Or maybe you’ve been in a situation where 
you got a ‘vibe’ that the other person just wasn’t that into you. It 
happens all the time. And when it happens, most of us don’t take 
the time to wonder what it is that we did or said that turned the 
other person off. We just get on with our life. We might even blame 
them! Perhaps we tell ourselves, ‘Well, that person is just rude!’ 
This means we are highly likely to repeat the turn-off behaviour 
over and over again without any awareness that we’re damaging our 
persuasiveness.
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We’re unlikely to give feedback on poor 
persuasion
I’ve been teaching persuasion for over two decades. When I’m teaching 
my persuasive techniques, people are keen to tell me all about their 
experiences with people who were a ‘turn-off’ during the persuasion 
process — including managers, staff, clients, external consultants, 
and even family and friends. The common element in most people’s 
stories is that they didn’t give any feedback to the actual person 
who behaved poorly, which means the person will never know the 
impact of their behaviour. In fact, it’s my experience that most of us 
think we’re being nice to the persuader by not speaking up or giving 
feedback about the behaviour that bothered us. In general, we don’t 
want to offend the person who turned us off or cause any unnecessary 
conflict — particularly if the person who offended us is more senior 
than we are at work. We definitely don’t want to perform a ‘career-
limiting move’ by calling out the boss’s bad behaviour! Now, I’m not 
saying you should go around giving feedback to everyone you meet. 
I’m reflecting that most people simply won’t give feedback when 
they have been turned off by someone.

So what does this mean when you are the persuader?

You may be moving through life turning people off, offending people 
and missing out on opportunities because no-one has given you 
feedback that your approach is offensive or ineffective.

The 15 most common persuasion  
mistakes
To help you avoid insulting, disappointing or upsetting people, 
let’s look at the most important things not to do when persuading 
others. See if you can relate to any of the mistakes in the following 
list because, if you’re doing these things, it’s unlikely anyone will be 
frank enough to tell you — which means you’ll never be consistently 
persuasive.
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Are you turning people off? 

The 15  most common mistakes people make when attempting to 
persuade others are:

1.	 Displaying pessimism or a lack of enthusiasm and passion: People 
generally need your enthusiasm to feel enrolled in your idea. 
Get appropriately excited about it and you’ll be contagious.

2.	 Appearing judgemental or untrustworthy: None of us like to feel 
judged, and we’re also unlikely to be persuaded by someone 
we don’t trust. I recall a powerful activity in a workshop 
where the facilitator got us to listen to a person in two ways. 
Firstly, we were asked to listen as though we thought the 
person was an idiot. Secondly, we listened as though they 
were a genius. This activity showed us that the frame of 
mind you take to your persuasive moment informs how you 
perceive the moment and, more interestingly, also transforms 
the ‘performance’ of the person you are listening to. When 
we were listening as though the speaker was fascinating, 
the person sensed this and brought their best self to the 
interaction. On the other hand, listening to them as though 
they were an idiot affected the person’s confidence: their 
voice, their eye contact, their flow. What does this mean? 
When you are persuading someone, it’s important that 
they don’t ever feel judged by you. Rather, they need to feel 
accepted if they are going to trust you and listen to your 
point of view. If you are not sure about the person you are 
persuading, try hard to remain open-minded and find a way 
to accept them so you don’t turn them off your plan.

3.	 Asking too many questions: Who likes having so many questions 
thrown at them that it feels like an interrogation? Yes, no-
one! Don’t over-question your prospect or stakeholder. You 
have probably heard the saying (attributed to the Greek 
philosopher Epictetus) that we have two ears and one mouth 
and should use them in that proportion. Listening more than 
talking is a good rule to apply when persuading.
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4.	 Offering one-sided facts: To ensure people find your message 
credible, your facts should not be obviously biased or one-
sided. Your facts being noticeably skewed is a turn-off. 
Instead, aim to be thorough, logical, robust and well prepared.

5.	 Denying, blaming, or justifying poor decisions: Denying, blaming 
and justifying are known as victim behaviours. People who 
are known to consistently display victim behaviours are 
not persuasive — they are a turn-off! In general, people 
prefer that you take personal responsibility for your actions. 
Acknowledge the role you play in your own life — whether it’s 
good or bad — and, importantly, own up to mistakes. That 
way, when you have something to persuade about, you’ll be 
more trustworthy and believable.

6.	 Using pushy behaviour: No-one likes a pushy salesperson! 
When it comes to persuading, be ‘others-focused’ so you 
can ‘read the room’ and best judge how strong to be without 
turning your prospect or stakeholder off. Commitment, 
rigour and passion are all fabulous qualities when used in the 
correct doses.

7.	 Offering too many stories to make your point: Some people just 
love the sound of their own voice, and they tell way too many 
personal stories to make their point. Stories are a wonderful 
way to make your point when they are interesting and 
memorable, and told brilliantly. Just be careful not to hog the 
limelight too much.

8.	 Seeming desperate: Desperation has a stink about it that is 
very easily sensed by your prospect or stakeholder — and it’s 
a real turn-off. Coming across as desperate implies you are 
unsuccessful. Others infer that no-one else is buying what 
you’re selling! Desperation opens you up to price and value 
negotiations that will leave you feeling used and unfulfilled. 
Do what you can to feel confident in yourself and your idea 
(or offer), and be sure you don’t beg or plead!
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9.	 Forgetting someone’s name, or never knowing it in the first place: 
Oh, this is one of my pet hates! I was recently involved in 
a big project where only two women and lots of men were 
involved. The senior executive called one of the women by 
the other woman’s name. Let me repeat: there were only two 
women! It was not hard to know which woman was which. 
Please care enough about your prospect or stakeholder to 
know their name and get it right every time. And don’t get 
it nearly right. I’m often called Melissa instead of Michelle. 
To the person getting it wrong, they might seem like similar 
names; to me, they didn’t care enough to get my name right.

10.	 Allowing yourself to be distracted by something more ‘interesting’: 
You’re talking to someone and they look over your shoulder 
at something, and you find yourself turning your head to 
see what they are looking at. Has this ever happened to you? 
Don’t do this! You’ll come across as not caring enough to stay 
connected to the person and their idea.

11.	 Not using direct eye contact: Indirect eye contact makes you 
appear insincere or uninterested. Direct eye contact is 
essential for rapport. Look right at the person you’re talking 
to with short breaks. Don’t stare intently. Relax your face. 
Relax your eyes. If possible, even smile with your eyes where 
appropriate.

12.	 Over-stating the facts: Some people feel they should ‘never 
let the truth get in the way of a good story’! Some of us 
tend to exaggerate the importance or significance of certain 
events that are exciting to us. You may not even do this 
knowingly — rather, it’s your way of making the other person 
sit up and listen. Sometimes, exaggeration can be funny and 
energising; often, it’s just annoying. And exaggeration also 
comes with a big risk: if you’re perceived to be embellishing, 
over-stating or distorting the facts, you may be seen as 
lacking in integrity. The point here is to choose your moment.
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13.	 Forgetting to ask for what you want: People can’t read 
your mind. If you don’t state what you want clearly and 
specifically, your stakeholder doesn’t know what to do next. 
Always ask for the thing you want. As talk show host and 
powerhouse Oprah Winfrey wisely said, ‘You get in life what 
you have the courage to ask for’.

14.	 Talking about yourself too much: Only talk about yourself to the 
extent that it builds rapport and establishes the necessary 
amount of credibility and connection. Then stop.

15.	 Using slick communication: Slick communication is when you 
sound rehearsed or scripted and you come across as contrived 
and insincere. In other words, you are ‘too good to be true’. 
Aim to be as authentic as possible. It’s counterintuitive, but 
you’ll be your most authentic and persuasive self when you 
plan your message thoroughly, rehearse until you can’t get it 
wrong, and then allow yourself to ad-lib and even add some 
humour in the moment. Thorough rehearsal is the key to 
being perceived as authentic.

So, there you have it. You want people to trust and respect you 
instinctively. You want to attract, not repel people. Once you make 
yourself aware of these common mistakes, the next step is to work 
out how to better manage your approach so that you don’t end up 
unintentionally turning people off. If you recognise any of these 
mistakes are things you do, work out what you can do differently to 
stop right now.

These are just some ideas to help you stop turning people off. The 
rest of this book delves much more deeply into building trust and 
making your argument undeniable. I’ll show you how to use different 
approaches for different situations so you can master persuasion. 
Everything you want in life is found on the other side of persuasion. 
So you need to do what you can to ensure you are as effective as 
possible at persuading in every area of your life.

HowtoPersuade891871_c02.indd   14 06-05-2022   23:03:22

W
ile

y 
20

22
 ©



15

Are you turning people off? 

TOP TIPS
Are you turning people off?
•	 You’re likely completely unaware of the hundreds of little 

things you do daily that both attract and repel people at 
different times.

•	 You may be moving through life turning people off, offending 
people, and missing out on opportunities because no-one 
has given you feedback that your approach is offensive or 
ineffective.

•	 The 15 mistakes to avoid when persuading are:

1.	 displaying pessimism or lack of enthusiasm and passion

2.	 appearing judgemental or untrustworthy

3.	 asking too many questions

4.	 offering one-sided facts

5.	 denying, blaming or justifying poor decisions

6.	 using pushy behaviour

7.	 offering too many stories to make your point

8.	 seeming desperate

9.	 forgetting someone’s name, or never knowing it in the 
first place

Michelle says,
‘Everything you want in life is found on the other side of persuasion.’

TIP

(continued)
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10.	 allowing yourself to be distracted by something more 
‘interesting’

11.	 not using direct eye contact

12.	 over-stating the facts

13.	 forgetting to ask for what you want

14.	 talking about yourself too much

15.	 using slick communication.

•	 Be aware if you make these mistakes and plan an alternative.
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