
Everyday newspaper sales reps and graphic designers practice the art of 

persuasion — the planning, packaging, and distribution of a message intended to 

motivate someone to do something.  Sales reps use persuasion to motivate 

advertisers to buy.  Ad designers use persuasion to motivate readers to respond 

to ads.  Their very professional success depends on their ability to effectively 

persuade others to action.  

As critically important as persuasion is, what do we really know about the science 

of persuasion?   

In “TThe P Pillars of Persuasion” Mitch Henderson takes a fascinating look at the 

science of persuasion and teach you how to plan, create and deliver a more persuasive message that motivates 

people to action.  Whether you’re advertising sales rep, manager, graphic artist or ad designer this program will 

help you.  Here’s just a taste of what you’ll learn: 

Mitch Henderson’s 

Persuasion Defined  

¦What persuasion really is, how it differs from “selling” and why it’s a crucial skill for every marketing pro.  

Challenges of Persuading Today’s Wary Customer 

¦The realities of the “new” America, how Americans today are stressed out, disengaged,  distrustful, and 

how persuasion must be modified to meet today’s more difficult to persuade customers and consumers.  

Shouting in a Hurricane 

¦The ugly reality of market clutter  — how the over-marketing of America and exponential rise in advertising 

options has “poisoned the pond”, making persuasion more challenging to both clients and consumers alike.  

How Humans are Wired for Persuasion 

¦A schematic drawing of the human brain, how people are pre-wired to be affected by persuasion. 

¦How the brain guards against persuasive messages and how the secret “back door to the brain” that 

allows a persuasive message to make its impact. 

The Pillars of Persuasion 

¦The essential psychological principles of persuasion, the science behind how different sales and marketing 

tactics motivate human beings to action. 

¦How to apply the Pillars of Persuasion to live selling to motivate advertisers to commit to the newspaper. 

¦Applying the Pillars of Persuasion to ad design to create deep, powerfully motivating advertising. 

Persuasion Triggers 

¦Triggers — the nagging deep-brain mental catalysts that destroy “maybes” and trigger a “yes” in sales. 

¦How to apply response triggers in ad design to irresistibly motivates the reader to respond to the ad now. 

Persuading Women (and other Seemingly Impossible Special Cases) 

¦How persuasion to women differs from men and the keys to winning women’s hearts and minds. 

¦The special cases of persuading groups, committees, and other persuasion challenges. 

The Awesome Persuasive Power of Nuclear Bomb Advertising 

¦How creating and launching “nuclear bomb” advertising can wield megatons of persuasive power. 

Secrets of Initiating Buzz 

¦The awesome persuasive power of word of mouth—how to supercharge your word of mouth and get 

everyone talking about you! 

¦Ad design tricks that boost word of mouth; and how to create “instant” celebrities. 
 

Mitch ’s Powerful Program that 

Teaches Advertising Sales Reps 

and Ad Designers the Science of 

How to Persuade People to Buy! 

Speaker:  Mitch Henderson 
For 20+ years 
Mitch Henderson 
has made it his 
passion to master 
the science of 
marketing 
behavior.  Mitch is 
an expert in 
understanding what 
motivates people to 
respond to 
advertising and 

how to design and sell more effective 
advertising. 

Mitch Henderson’s marketing experience in-
cludes ad agency owner, television producer, 
newspaper publisher, and newspaper sales 
director. Mitch’s advertising agency, The Hen-
derson Group, based in Sacramento and Seat-
tle, directed the marketing for a variety of small 
to larger regional businesses with sales of up 
to 30 million dollars.  

As Director of Sales for Sound Publishing, the 
Pacific Northwest's largest chain of community 
newspapers, Mitch trained hundreds of news-
paper advertising marketing consultants to help 
small business owners more effectively market 
their businesses.  

Mitch has spoken live to over 10,000 people at 
marketing conferences, conventions, and ad-
vertising workshops across North America. 
Mitch’s mission is to help today’s media sales 
reps better meet the demanding needs of their 
advertisers, and to empower small business 
owners with the knowledge and skill to succeed 
in marketing their businesses.  

“Life is a string of 

persuasions. 

Success always 

follows those who 

are best at it.” 

P.O. Box 949—Silverdale, WA 98383-0949  

MarketPRO 
I N T E R N A T I O N A L ,  I N C .  

Mitch Henderson’s 

Call 1.877.321.4555 
www.mrkpro.com  mitch@mrkpro.com 

Program Length 1—3+ Hours 

Register Now!

Deadline

July 30th, 2004

FNAME.org
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complete this form and mail or fax to:

Ms. Sandy Osteen, FNAME

8759 Bay Pointe Drive

Tampa, Florida 33615

Call:  813-882-4979 or Fax To: 813-290-9180

FNAME.org

Register NOW!  Deadline July 30
th

, 2004

Newspaper Name: _______________________________

Contact Person: _________________________________

Number of People Attending _____ X $60=$ __________

� Check Enclosed           � Please Bill Us

Make check payable to FNAME

Name of Attendees:

______________________________________________

______________________________________________

______________________________________________

______________________________________________

______________________________________________

______________________________________________

______________________________________________

______________________________________________

______________________________________________

______________________________________________

______________________________________________

______________________________________________

______________________________________________

______________________________________________

______________________________________________

______________________________________________

______________________________________________

______________________________________________

______________________________________________

Friday 8/06/04 at The Orlando Sentinel

Registration begins at 8:30 am

633 N. Orange Avenue / Orlando, Florida 32801

Program: 9 am to 1 pm / $60.00 per person

Hurry!  Deadline is Friday, July 30
th

, 2004

Directions:  From Jacksonville to Orlando, go

West on I-4 and exit at Hwy 50 (Colonial Drive),

turn left and go to Orange Avenue.  Turn right and

enter at the gates on the left.  The meeting is in

the Conference Center which faces Colonial

Drive, all gated driveways will be open.  Or con-

tinue to next light (Concord), turn left.  Parking

on right.

Directions:  From Ft. Myers to Orlando, take

I-75 North to I-4 and go East.  Take Amelia Av-

enue exit and go straight to Colonial Drive (Hwy

50), turn right and go to Orange Avenue, turn right

and enter at the first gate on your left.  Or con-

tinue to next light (Concord), turn left.  Parking

on right.

The meeting is in the Company Conference Center

              Register

                        Now!

                 Deadline July 30th, 2004

Have all sales people bring a business card.

Send a promotional item from your

paper for drawings.

FNAME.org
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2004 Summer Sales Seminar

“The Pillars of Persuasion”

Mitch Henderson

Friday, August 6th, 9 a.m. to 1 p.m.


