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EXAMPLES OF 

PERSUASIVE BUSINESS 

WRITING 
Persuasive requests 

• For time, money, information, cooperation, special 

privileges (when you don’t expect the 

reader/receiver to be forthcoming) 

Persuasive claims: 

• If a past claim has been refused or ignored, or if 

you anticipate reluctance 

Sales messages 



BLENDING FOUR MAJOR 

ELEMENTS IN SUCCESSFUL 

PERSUASIVE MESSAGES 



WHICH PERSUASIVE 

TECHNIQUES  

ARE EFFECTIVE? 

Establish credibility. 

Make a reasonable, specific request. 

Tie facts to benefits. 

Recognize the power of loss. 

Expect and overcome resistance. 

Share solutions and compromise. 



THE IMPORTANCE OF TONE 

 Avoid sounding preachy or parental. 

 Soften your words when persuading upward.  

 Don’t pull rank. 

 Avoid making threats. 

 Be enthusiastic. 

 Be positive and likeable. 

 Maintain credibility and respect by being honest, 

fair, and objective. 

 



APPLYING THE FOUR-

PART AIDA STRATEGY 



USE THE 3-X-3 WRITING PROCESS 

Prewriting Drafting Revising 

• Analyze 

• Adapt 

• Research 

• Organize 

 

• Edit 

• Proofread 

• Evaluate 



APPLYING THE 3-X-3 

WRITING PROCESS  

1. Analyze the purpose; know what you 

want to achieve. 

2. Adapt the message to the audience to 

make your message heard. 

3. Research and organize persuasive data. 

4. Use the AIDA strategy to persuade 

readers. 


