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The Art of Persuasion 

 

Few names are as powerful as Oprah Winfrey’s, but how did she build such a strong brand? 

The Los Angeles Times wrote, “She may not be an expert in healthful eating or relationships or 

novels, but millions of people follow her advice anyway. She’s positioned herself as a friend and 

advisor. But she can also say, ‘I’m one of you.’ That’s important."i In 1986, Oprah Winfrey entered 

the talk show arena by busting the doors wide open. As Discovery News observed, “She changed 

the nature of journalism. She became part of the audience and part of the people she was 

interviewing. She blurred everything together." ii In essence, through her 25 year reign and 

continuing influence through her OWN (Oprah Winfrey Network), she has changed America as 

we know it, still frequently appearing on Times and Forbes’ lists of the most influential people in 

America.  

But this question still remains, how did she do it? In short, the answer is persuasion.  

Persuasion is the ability to convince others to change the way they think, believe or behave. 

Regardless of one’s professional circumstance, the ability to persuade others to adopt an idea or 

alternative way of thinking is key. Oprah does this almost flawlessly and serves as an ideal model 

of effective persuasion.  

Unlike many skills that can be simply understood and grasped, persuasion takes practice and an 

advanced understanding of interpersonal communication in order to build the confidence and 

trust needed with one’s audience to result in compliance or belief in one’s vision. 
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Jason Nazar, a speaker on persuasion and Forbes contributor, highlights some of the most 

important dynamics of persuasion. Here are some of our favorite reminders:iii 

1. Persuasion is not manipulation 

Persuasion has nothing to do with coercion, but has everything to do with getting people to 

do things that are in their best interest and yours. 

 

2. Interest is crucial 

Individuals must be interested in what you’re proposing, otherwise you will not hold their  

attention. Address what matters to them, as most human beings spend the majority of their 

time thinking about such things. 

 

3. Persistence pays 

Just keep swimming. By this, we mean keep asking for what you want, keep showing 

others the potential value, and never give up. Abraham Lincoln lost his mother, three sons, 

a sister, his girlfriend, failed in business, and lost eight separate elections before he was 

elected president of the United States. 

 

4. Set & manage expectations 

Be ambitious, but not too ambitious. In order to gain other’s trust you can only make 

promises that will be kept. It’s better to over deliver than disappoint people.  

 

5. Don’t make assumptions 

We all know what happens when you assume things, so don’t do it. Get input from others 

to determine what they want or need, and respond accordingly by serving those needs. 

With these tips in mind, you will acquire the fundamentals to bring positive change and impact to 
the world.  We’ve seen how Oprah Winfrey can influence presidential elections, bring unknown 
authors to the best-sellers list and enlist armies of people to care about causes.  All of this is 
predicated on the ability to cultivate relationship based on trust that captures the hearts of people 
and entices them to adopt her ideas as their own.   

Be a great business leader by developing trusting relationships with your teams and customers.  
Like Oprah, you can influence and promote the best interest of those you serve by persistently 
influencing everything within your sphere of control in pursuit of your organizational goals and 
personal passions. 

i http://articles.latimes.com/2012/apr/28/health/la-he-persuasion-side-20120428 
ii http://news.discovery.com/human/oprah-winfrey-changed-america-110525.htm 
iii http://www.forbes.com/sites/jasonnazar/2013/03/26/the-21-principles-of-persuasion/#6b973d7e53be 

                                                        


