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How to use the 6 principles of influence to double your sales   



 

 

Dr. Robert Cialdini   

Sold over 2 million copies - translated into 26 languages 



 

 

Dr. Cialdini at PubCon 



 

 

Cialdini’s 6 principles of influence 
 

Reciprocity 

 

Commitment (and Consistency) 

 

Social Proof 

 

Liking 

 

Authority 

 

Scarcity 



 

 

Reciprocity 

   

Book / CD mailer package, ebooks by personas and by industry 



 

 

Reciprocity 

   

Book mailer package 



 

 

Reciprocity 

   

Book mailer package 



 
 

Understand Personality Patterns 



 
 

Personality Surfing Styles 



 
 

Captain Kirk and Spock  

are triggered by different things 



 

 

Commitment and Consistency 

1. Email sign up / download ebook 

2. Free consultation / webinar 

3. Sign contract 

“Behavioral inertia” comes with small commitments 



“Behavioral Inertia” 

“Behavioral inertia” comes with small commitments 



“Consistency - Inertia” 

“Consistency inertia” comes with small commitments 



 

 

Social Proof 

   

Social followers, books sold 



 

 

Authority 

   

Books, best selling, unique visitors, subscribers 



 

 

Liking 

   

Giving versus selling, people get to know you through your work/blog/social 



 

 

   

Liking: Great about pages have more who you are than what you do 



 

 

Scarcity 

   

An experts time should be seen as limited, raise hourly rate 



 

 

Scarcity 

   

Limited, exclusive, have to be approved. Tony starts at 1m$ to work with him. 



 

 

   

Unique Value Propositions 



Strengthening Value Propositions 

 
 

“Hot, fresh pizza delivered 

to your door in 30 minutes 

or less… guaranteed.” 

"Why should I do business with you vs. somebody else?" 



 

 

Specificity 



Four fundamentals of UVP’s  

 
 

Appeal – I want this 

Exclusivity – Only from you 

Clarity – I understand this 

Credibility – I believe you 

List five statements of value to get started, add evidence (PR, social proof),  

quantification (20 million served) and specificity… Then test using email. 

Source: Flint McLaughlin of Meclabs and their 20 million dollars of research 



Use The Conversion Trinity 

 
 

Relevance 

Value 

Call To Action 

From: Always be testing by Bryan Eisenberg 

 



Takeaways 

 
 

1. Free “Samples” / content inspires reciprocity 

2. Address More Than One Persona  

3. Call To Action based on content, create inertia, trust 

4. Use Social Proof  

5. UVP / Branding  No unique value equals a bounce 

6. Deepen Specificity i.e. # customers served etc. 

7. Work Your Authority  

8. Use Scarcity 

9. Trust Factors Reviews, awards, testimonials 

10. About Us Pages More personal, less what, more who 


