
 
The New South Wales Bar Association 

 
‘Persuasion Power’ Series 

 
Introduction 

 
� Empowerment of individuals to discover their core persuasive styles 
 
� Accelerated diagnosis of individuals needs 

 
� Achieving optimum improvement from each individual 
 
� Simultaneous integration of generic awareness and micro-skills 
 
� Facilitators / Presenters / Performers exhibiting strength in stylistic 

diversity 
 
� Bringing experience as directors and scriptwriters to the refinement of 

content 
 
� Participants can claim one CPD point per hour in either the Management 

or Advocacy strand 
 
Presented by Open Door Productions the ‘Persuasion Power’ series focuses on how 
individuals, through core practical experiences, can tap into their own power, their 
own personality and their own performance.  
 
In sessions similar to an ‘actors’ workshop’, each participant gets exposure to and 
practises multiple persuasion, presentation and communication styles, in an 
intensive, small-group format that is liberating and exhilarating. 
 
The aim is not to impose a ‘one size fits all’ model for persuasion, but to create a 
laboratory for experiment with each individual’s style, approach and temperament in 
a safe collegial atmosphere where experience is pooled and shared.  
 
The singular thing about this process is that the participant always makes some real 
discoveries about his/her current limitations, blocks and triggers on the one hand; 
and about his/her particular strengths and insights on the other. A key goal therefore, 
is to gain respect for the art and science of persuasive communication, while 
releasing emotional blocks such as reticence, doubt or fear that may inhibit the 
participant’s professional practice. 
  

 



The Presenters 
 
A special combination of two facilitators, male and female, with extensive experience 
as theatre directors, corporate facilitators, presenters, and performers allows 
participants to enjoy a high level of skills immersion in a limited time, experiencing a 
wide range of skills-building activities. 
 
The facilitators also bring experience as script writers and teachers of English in 
cross-cultural contexts. Their 2004 text ‘Total Drama’ (330 pgs) is an in-depth 
analysis of interpersonal dynamics in presentational and performance contexts. 
 
The facilitators have achieved far-reaching results in varying professions and 
teaching environments, helping participants with wide interests, personalities and 
learning needs, many of whom have been averse to the formal classroom. 
   
 
The Workshop Series 
 
Duration: Four workshops  
  Sundays 9.45am - 12pm 
  7, 14, 21 and 28 October 2007  
 
Format: Small-group interactive skills-building with two facilitators. 
 
Cost:  $140 (incl GST)  
 
Venue:  New South Wales Bar Association Common Room 
 
Notes: The facilitators ask that participants allow a little extra time (say 30 

minutes) in case sessions extend beyond time. 
 
Participants should attend all four workshops as the skills are 
cumulative.  
 
Personal folders with skills summaries will be included. 
 
This series is conducted at a reasonably intensive pace in which some 
topics will inevitably be as a ’taster’ only. Participants will be asked 
which topics they wish to investigate in greater detail at a later date. 

 
  Course material is suitable for both new and experienced barristers. 
 
Topics: 
 
 
Sunday 7 October 2007 Persuasive Range 
 
Sunday 14 October 2007  Personal Power 
 
Sunday 21 October 2007   Persuasive Language 
 
Sunday 28 October 2007 The Audience: adapting to perception and 

behaviour 



 

1.   Persuasive Range – Sunday 7 October 2007 
 
 
Outcomes 
 
� Gauging personal reactions to persuasion styles 
� Exploring personal persuasive range 
� Persuading with commitment 
 
Agenda 
 
Persuasive Options:      Facilitators demonstrate persuasion options with a view 

to developing personae. Participants document their 
reactions, preferences and blocks on a rating scale. 

 
One on One Persuasion:  Experimenting in pairs with specific phrases and styles, 

playing both ‘advocate’ and ‘audience’, with a) free 
range and b) specific styles.  
 
Debrief according to parameters: status, emotion, 
intensity, eye contact, tone, pace, volume, rhythm etc. 
 

Persuasion Loops: Competitive pairs exercise in which protagonists try to 
prevail using a prescribed ‘script loop’ in a) free range 
and b) specific styles. 

 
 Participants consider sources of power, conviction, 

status, command, empowerment competitiveness, ego, 
servant/master relationships. 

  
'Snap' Delivery Technique: Demonstration and practice on absorbing text material, 

turning it into original persuasive statements and 
delivering direct to the listener. 

 
Convince the Crowd:  Using a series of persuasive styles (Formal, informal, 

emotional, intellectual, diplomatic, confronting, 
confiding etc), using a given speech made up of 
generic ideas, convince an audience that has a 
(negative) 'constraint'. The audience notes the 
techniques and their effects, and gauges its own 
reactions. 

 
Supplementary Literature 
 
� Checklist:  Persuasive Factors 
 
� Style Analysis sheets 
 
� ‘Understanding Perception and Behaviour’  (6 pgs) [Participants are asked to 

read and bring to next session]. 



 

2.    Personal Power – Sunday 14 October 2007 

 
Outcomes 
 
� Sources of personal presence, power, status, and conviction  
� Controlling energetic and emotional levels 
� Overcoming emotional constraints 
� Expanding vocal resources 
 
 
Agenda 
 
Physical Presence: Exploring the phenomenon of personal presence, filling 

and dominating space, balance, weight, stance, use of 
pause and silence, eye contact and physical ‘range’ 
followed by delivery of a key concept to the audience. 

 
Multi-Emotion Levels:  Progressive 'exaggeration' exercise using a single word 

and a prescribed emotional context, in both group and 
solo iterations. This explores emotional range, 
commitment, control of emotional intensity, and range 
of inflection. a) free-range in a circle, b) exaggeration of 
single emotion (crescendo and diminuendo) c) multiple 
emotions on a single word or phrase. 

   
The Voice and  
Emotional Constraints: Experimentation with the body and voice through its 
    sources in the physical resonators in order to overcome 
    emotional constraints and blocks. Exaggeration and 
    constraint practice techniques. 
 
The Voice as  
Expressive Tool:  Introduction of vocal techniques to expand vocal  
    expressiveness in terms of: 
 

� Projection and Power 
� Modulation, Inflection, Nuance 
� Clarity 
� Pace and Rhythm 
� Breathing 

     
Supplementary Literature 
 
� Physical and Vocal Freedom:  Warm-Up Routine  
 
� Language Tools:  (8 pgs) [Participants are asked to read and bring to next 

session]. 
 
� Topics for Persuasive Argument:  [Participants are asked to briefly consider 

these in preparation for the next session]. 



 

3.     Persuasive Language – Sunday 21 October 2007 
 
 
Outcomes 
 
� Succinct structuring of essential messages 
� Reducing complexity to essentials 
� Combining intellectual, emotional and trust content 
� Using illustrative power to deliver theme 
 
Agenda 
 
Essential messages:  In this structuring and summarising exercise, 

participants in groups of three are given a passage 
from which they have (in a limited time frame) to extract 
and deliver the essential messages, in terms of topic 
sentence, support sentences and reiteration / call to 
action. They then distill the essence down to key 
words. Deliver in 30 seconds, followed by peer 
assessment. 
Participants are also asked to cater their messages to 
suit a) intellectual b) emotional c) diplomatic or 'trust' 
appeal (the 'red, blue and grey' zones). 

 
Complexity to simplicity: Participants in pairs transform a complex technical 

passage consisting of jargon into plain, informal or 
colloquial English, and explain it to the class. 

 The audience as judges will signal their reactions in 
terms of: a) boredom or engagement levels, b) 
confusion or clarity levels, c) doubt or belief levels. This 
caters to emotional, intellectual and trust factors. 

 The facilitators then subject the pairs to 'devil's 
advocate' cross-examination to elicit greater clarity. 

 
Illustrated Arguments:    Participants (solo) are asked to illustrate a simple 

principle or theme (selected from list: 'Topics for 
Persuasive Argument') using any stylistic (language) 
devices they wish, including description, imagery, 
analogy, allusion, anecdote, statistic, fable, slogan, 
affirmation, historical example, hyperbole, contrast etc.  
 
They must convince through an appeal to the senses 
and imagination, as well as to the intellect. Brief writing 
and experiment time (in pairs) with solo delivery in one 
minute. Peer comparison and pooling of techniques. 

 
Supplementary Literature 
 
� ‘Language Tools’ 
 
� 'Adaptive Strategies for People Types'  (3 pages) [Participants are asked to 

read and bring to next session]. 



 

4.   The Audience: adapting to perception and behaviour – 
Sunday 28 October 2007 
 
 
Outcomes 
 
� Developing Personae 
� Adapting to listener needs, learning styles, constraints and moods 
� Strategic Probing  
� Strategic Conversation and Negotiation 
 
Agenda 
 
Key Personae: A two - facilitator demonstration in the form of a 

conversation or confrontation using a simple scenario, 
of three important personae: emotional, (red zone) 
intellectual (blue zone) diplomatic, partnering, trust-
building (grey zone). 

 
Debrief:  Participants debrief according to:  
 'What are the elements of each persona?'  and 
 'Which persona is appropriate for each listener 

constraint?'  using the checklist: 3 Key Personae. 
 
  The class considers well-known speakers and their 

styles, and appropriate contexts for each persona. 
 
Persuasive Conversations: A strategic probing and information-gathering exercise, 

matching two groups of 8 with each facilitator / role 
player. As a caucus, participants aim to extract 
information by any means from these ‘difficult 
personalities’ to ascertain the truth or make a deal. The 
brief will be complex and layered and will require time 
and patience to complete.  

 
The role players employ emotional blocks and triggers, 
educational constraints, cultural constraints and gender 
constraints, which manifest as prejudice, manipulative 
behaviour, hidden motives etc. 

 
Debrief:  The class comes together to provide a) character 

analysis of the subjects (using the list 'Understanding 
Perception and Behaviour'), and b) discuss the 
persuasive strategies they employed to get a result.  
 

Supplementary Literature 
 
� '3 Key Personae' 
 
� 'Adaptive Strategies for People Types'   (from Session 3) 
 

� 'Understanding Perception and Behaviour’  (from Session 1) 


