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What is Realistic persuasion
The Training ‘Realistic Persuasion’ is designed for those who often find themselves in conversations that
seem to be going in circles, where they sometimes lose control of the conversation or feel like they’re
talking to a wall. This training will equip you with the skills to influence more effectively, ensuring that when
someone says ‘Yes’, they truly mean it. The training focuses on respectful persuasion, without compromising
others. You’ll learn to recognize and adjust obstructing beliefs, provoke, and interpret non-verbal objections,
and turn these objections into improvements to your own proposal. Additionally, you will learn to be curious
about what the other person's criteria look like. By integrating these techniques, you’ll increase your
persuasiveness and confidence in your communication.

Who should attend Realistic persuasion

Sales Representatives: Learn to influence potential customers and close deals effectively.
Managers: Gain the skills to influence your team and drive performance.
Negotiators: Enhance your ability to influence outcomes in negotiations in an authentic way.
Customer Service Representatives: Learn to manage difficult conversations and influence customer
behaviour.
Marketers: Influence consumer behaviour and and enhance your conversations in customer
engagement

Prerequisites

No specific prerequisites are required for this course. It is suitable for anyone looking to enhance their
persuasion skills.



Objectives

At the end of the training, you will be able to:

Coordinate your behaviour with others to influence them effectively.
Recognize and include the interests of others in conversations.
Recognize and adjust obstructing beliefs.
Provoke, recognize, and correctly interpret non-verbal objections.
Turn objections into improvements to your own proposal.
Align your proposal with others to exert lasting influence.
Can you maintain more control in the conversation by using your questioning structure.



If a third-party copyright applies to this course, you will find the copyright on
https://academy.capgemini.nl/en/topic/trademarks/

Capgemini Academy’s general terms and conditions are applied to all products and services
mentioned within this document. For the latest version please check
https://academy.capgemini.com/. The rates of products and services mentioned in this document
are subject to change. For the most recent rates, please also visit our website.

About Capgemini Academy

Capgemini Academy’s professionals offer what people in IT need. Our professionals have a keen
eye for motivation, talent and are aware of specific contexts and circumstances. They move people
to move. Programmes and courses that originate from daily experience of our both didactical and
substantively strong trainers, light a fire within the individual IT professionals.
Real life stories of our professionals’ experience that tell how to solve problems and work with the
people around it, do the rest.

An organization, like ours, helps people and their organizations day by day to get the best out of
themselves and each other. We prepare them to defy tomorrow’s challenges. We stimulate learning
and curiosity. In order for individual IT professionals and their employers, to build better, longer and
more intensive relationships. For mutual benefit.

Capgemini Academy. We transform IT professionals
academy.capgemini.nl
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