THE CHARACTERISTICS OF PERSUASION
Use the following as a guide to develop your own talking points.  Read each section and take notes on how you can meet the stated needs.

1. Tell a story. Associating a human face with cancer can be more powerful than any fact or statistic. You do not have to be an expert on cancer; you just have to be an expert on your cancer experience and how you have been affected by the disease. Practice telling your story so that you can be brief, and focus on the most relevant parts of your experience. 

________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________​​​______
2. Be focused and clear. Especially when talking about something as personal and profound as cancer, there is a lot to say. Take some time in advance to think about the most important points that you want to convey. 

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
3. Connect to the decision-maker’s interests. Consider why this person should care about what you have to say. If you are a constituent, he or she represents you. If the decision-maker is on the board of a community organization, he or she is acting on behalf of the community. The decision-maker might even be a cancer survivor. Find ways to incorporate the decision-maker’s interests into the discussion. 

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
4. Include a direct request. Education alone does not create change; people must act. This is true for decision-makers as well. Ask for what you want, whether it is a vote, a show of leadership or some other form of support. 

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
5. Allow for dialogue. Invite feedback and questions from the decision-maker, and be sure to follow up after your initial contact. View your communication as part of long-term relationship building.

______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________
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