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A deep understanding of the file is crucial to any regulatory affairs strategy. 

Without that understanding, we are not able to understand who and where the stakeholders are, what 
their ideological and business goals are, and how we can influence them.  Whoever thinks we can 

change anyone's mind with them watching a fancy video on social media? 

Ultimately, we are mapping and changing the information landscape where the debate is happening.



Listening

Targeting

Communicating

HOW DO WE 
USE DATA
IN DIGITAL 
ADVOCACY?Predicting



DIGITAL 
ADVOCACY
BEYOND 
STORYTELLING.

No empty handed man can lure a bird”

“How potent is the fancy! People are so impressionable, they can 
die of imagination.”

“He who repeats a tale after a man,
Is bound to say, as nearly as he can,

Each single word, if he remembers it,
However rudely spoken or unfit,

Or else the tale he tells will be untrue,

The things invented and the phrases new.

Geoffrey Chaucer,
The Canterbury Tales

“

”



THE RIDER
& THE 
ELEPHANT.

“You can’t make a dog happy by forcibly 
wagging its tail. And you can’t change 

people’s minds by utterly refuting their 
arguments.”

Jonathan Haidt, The 

Righteous Mind: Why Good People are 
Divided by Politics and Religion

TWO SYSTEMS
OF THINKING.



1. Reciprocation

2. Liking

3. Authority

SEVEN 
PRINCIPLES 
OF 
PERSUASION

4. Social Proof

5. Scarcity

6. Commitment and Consistency

7. Unity



DIGITAL 
ADVOCACY
LEVERS OF
INFLUENCE.

We all employ them and fall victim to them, to some degree, in our daily interactions with neighbors, friends, lovers, and 
offspring. But the compliance practitioners have much more than the vague and amateurish understanding of what works 
than the rest of us have. … It is odd that despite their current widespread use and looming future importance, most of us 

know very little about our automatic behavior patterns. Perhaps that is so precisely because of the mechanistic, unthinking 
manner in which they occur. Whatever the reason, it is vital that we clearly recognize one of their properties: They make us 

terribly vulnerable to anyone who does know how they work.

Robert Cialdini, Influence

“

”



PERSUASION 
FACTORS
RECIPRO
CATION

"Whom can I help?" 
rather than 

"Who can help me?"



PERSUASION 
FACTORS
LIKING

We are more inclined to accede to requests from people we like, 
than from people we don't like.

A lever of influence is to either to get the target to like you, or make 
the request via another person whom they like.

www.strategyzer.com/library/tupperware-business-model



PERSUASION 
FACTORS
LIKING

The livestream e-commerce market will reach 
$31.7 billion by the end of this year, nearly 

triple its size in 2021, according to a report by 
Coresight Research and Bambuser. The report 

projects that the market will reach $67.8 
billion by 2026, accounting for over 5% of e-

commerce. 

https://www.retaildive.com/news/us-livestream-
commerce-expected-to-surpass-31b-in-2023-

report/644319/



George Clooney
versus

Creationism

PERSUASION 
FACTORS
LIKING



PERSUASION 
FACTORS
AUTHORITY

The new fact which we are thus unwillingly compelled to 
recognise we call transference. By this we mean a 

transference of feelins on to the person of the physician, 
because we do not believe that the situation in the 

treatment can account for the origin of such feelings

Sigmund Freud
1916-1917

“

”



PERSUASION 
FACTORS
AUTHORITY https://onlinelibrary.wiley.com/doi/10.1002/ejsp.710



PERSUASION 
FACTORS
SOCIAL
PROOF

uncertainty and urgency
social evidence



PERSUASION 
FACTORS
SCARCITY

Excess demand
Exclusivity
Urgency

Rarity

When we speak about what someone stands to gain 
when an action is taken, we should also speak about 

what the person stands to lose if they fail to move in the 
direction that you recommend.

“

”



PERSUASION 
FACTORS
SCARCITY The Power of Potential Loss



PERSUASION 
FACTORS
CONSISTENCY

pressures to behave consistently with 
public commitment



PERSUASION 
FACTORS
CONSISTENCY

Dig up the past.



PERSUASION 
FACTORS
CONSISTENCY

It's called the foot in the door technique.

“ ”



PERSUASION 
FACTORS
UNITY

We.



UNITY

PERSUASION 
FACTORS



PERSUASION 
FACTORS
UNITY

White lies
Black lies
Blue lies

https://blogs.scientificamerican.com/guest-blog/how-the-science-of-blue-lies-may-explain-trumps-support/



THE 
PERSUASION
FACTORS.
3 TAKEAWAYS.

1..You cannot change 
someone’s mind by saying 
they are wrong.

2.Use the levers of 
influence by appealing 
to their instincts and 
their hearts.

3.Do your groundwork.



THANK
YOU!
Harold Tor-Daenens
harold@dontthinktoomuch.com
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