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Information is 
not persuasion.



manipulationvs.persuasion
Encouraging people to act in their 

own interests.
Encouraging people to act against

their own interests, often by lying.



www.activationpoint.org



Right People Right Action

Finding the Activation Point

Right Time



Who and How Many
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Poll for AARP had only 37 % of respondents identify 
from a list of three what public option meant.



Make it Personal



This is not an unusual problem



Caution: Don’t get stuck



Caution: Don’t get stuck

Teens who smoke Teens who smoke 
marijuana are five times 
more likely to engage in 

sexual activity
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Building Will

What’s Their Barrier?



Everybody Has a Barrier

I don’t have
the time.

I don’t have hope 
that change is 

possible.

What I do won’t

I can’t do
everything.

What I do won’t
make a difference.

I fear I might fail… 
be rejected… 

be judged.

It’s not my
cause!

I’m already
doing all

I can.



What’s the Barrier?



Know what you are selling



The ingredients for the sausage

You want Reality



What we hope we are selling

Compromise



More realistically selling

CompromiseCompromise



Even more likely

Compromise



Good example of sausage selling

The Thune amendment is a 
license for self-defense 
across state lines. across state lines. 



Barrier Busters
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1. Stay inside their comfort zone

2. Make the benefit outweigh the risk

3. Offer hope

4. Make them the hero

Barrier Busters

4. Make them the hero

5. Make it doable

6. Be the perceived social norm

7. Show a leader doing it first

8. Consider their lifestyle



Comfortable or Big Benefit?



Comfortable or Big Benefit?
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Hope/Hero/Doable



Be the Perceived Social Norm



Stage 2 Check List

�Comfort zone

�Benefit outweighs risk

�Considers lifestyle

�Gives hope

�Makes them hero

�Shows a leader

In Action

�Shows a leader

�Perceived social norm

�Doable

“If you’re 50 or older, talk to 

your doctor about getting 

tested for colon cancer.”



Show a Leader Doing it First



Consider lifestyle



In Action
Stage 2 Check List

�Comfort zone

�Benefit 

outweighs risk

�Considers 

lifestylelifestyle

�Gives hope

�Makes them hero

�Shows a leader

�Perceived social 

norm

�Doable
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Reinforcing Action



Celebrate Wins



Celebrate Wins



Capitalize on Guaranteed Timing



Timing You Create



Unexpected Timing



Questions?



Check it out

www.activationpoint.org
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