
edge of their seats and, perhaps, when you 
are done, reaching for their chequebook. 

Whether fear, fight or flight, pleasure or 
reward, the Arousal technique positions the 
listener to take action, even if that action is 
nothing more than to commit to a judgment 
or decision.The stronger the arousal, the 
less critical we perceive the consequences 
of our decisions. We often desire and feel 
the need to do something to an extent that 
we'll make a gut decision about it, to 
believe it or not believe it, or to just go for it. 

We see the Arousal principle at work 
wherever we look; whether people are 
saving animals, or writing a cheque to 
donate to a hurricane relief fund in spite of 
the fact that they're overdrawn that month. If 
you can move people - and rest assured, 
it'll be the Arousal technique that moves 

blackboards or a gently running stream. 
Taste connects to the obvious thrill of 
something delicious as quickly as it does 
the gag reflex. Visions and smells are also 
two of the most powerful links to memories. 
It's critical to know that the specific words 
you select will evoke a response assigned 
to one or more of these five senses, and 
they must be carefully selected and 
positioned to align with the context of 
arousal you are shooting for. 

sex Really Does sell 
This isn't a great revelation. You've probably 
heard this cliche numerous times, 
particularly if your job involves anything to 

courtroom. Juries are nothing if not the 
target for overt arousal, with sympathy, 
empathy, anger and vengeance used as the 
weapons of choice. 

I Less is definitely more when it comes to 
wielding the Arousal principle, especially in 
the courtroom. The late Moe Levine, a New 
York lawyer known for his masterful jury 
pitches, once represented a man who lost 
both of his arms and who was suing the 
responsible party. Expecting a long 
summation about the horrors of a life with 
no arms, Moe Levine surprised everyone by 
keeping it short and simple. "Ladies and 
gentlemen, I just had lunch with my client", 
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"WHETHER FEAR, FIGHT OR FLIGHT, PLEASURE OR REWARD, THE AROUSAL : 
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IS NOTHING MORE THAN TO COMMIT TO AJUDGEMENT OR DECISION." ~ 
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he said, "he has no arms. He eats like a 
dog' Thank you very much:' Simple 
English. Few words. A powerful visual. It 
was all that was needed to result in one of 
the largest verdicts awarded in New York 
history at the time. As business executives, 
we can learn from this. That is, no matter 
how complex the subject and no matter 
how educated the audience may be, the 
power of simplicity combined with effective 
emotion in words, sound and appearance, 
can motivate your audience to get you 
exactly what you want. 

Wielding an Emotional Hammer 
The rule of thumb for plucking the heart 
strings or stoking the fire of rage in a 
listener is to personalise the examples you 
use. All of us hear much too often about 
the tens of thousands who perish in 
storms, fires, earthquakes and other 
disasters around the world. Joseph Stalin 
said that "one man's death is a tragedy: a 
thousand deaths is a statistic." 

Enlightened communicators bring home 
their points by using examples and 
scenarios that are close to the hearts and 
minds of their audience. Statistics, while 
certainly useful, are never as powerful as 
stories of human courage and loss. 

I	 Tools of the Arousal Trade 
I At one level, the delivering of a rousing 
I speech, an effective pitch, or a great story 
I	 that evokes laugher, tears or both, is a 

function of the connection between the 
speaker and the listener. The stuff of that 
connection is the words selected for the job, 
made more powerful by the artful use of 

: pacing, tone, body language, nuance, 
breathing and eye contact. Mastering these 
tools is an art. 

Do this, even subtly, and your interactions 
and presentations will come alive to 
command rapt attention and open the heart 
for your message. Acquire the Arousal 
technique, and the world will spread before 
you in a way that redefines your potential. 
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them - they'll open their hearts, minds and 
chequebook faster than you could expect. 

Getting and Giving Arousal 
Mastering the Arousal technique for the 
creation of effective marketing strategies, 
the influencing of employees and the 
persuasion of clients requires an 
awareness of your own emotional hot 
buttons and an understanding of those of 
others. The best sales pros do it and the 
best politicians do it· so can you, even if 
your role in doing so is that of a parent, 
manager, partner or someone appealing 
their property taxes. 

Arousal is always a cornucopia of senses, 
each of which triggers emotion. A touch can 
recall either a caress or a fist to the nose. 
Sounds can evoke fingernails on 

do with advertising or marketing. Statistics 
show that marketing and advertising that 
leverages an overt nod toward sex is more 
effective than advertising that doesn't. 
The point here isn't to attempt to inject an 
element of hormones in each and every 
presentation you make. Rather, it is to 
recognise the moment when it comes, to be 
both crafty and subtle with the use of 
sensuality in creating the strongest possible 
context for your presentations. If nothing 
else, the right choice of words - remember, 
words are the touches, punches, flavours, 
scents and sounds of communication - can 
evoke images and responses that far 
exceed your oh-so-virtuous intentions. 

Your Honour, the Arousal Rests 
One of the best places to see the Arousal 
technique in full, persuasive glory is in the 
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