split second persuasion the ancient
art and new science of changing minds
author kevin dutton published on march
2011

Split Second Persuasion is a compelling book authored by Kevin Dutton,
published in March 2011. In this work, Dutton delves into the fascinating
interplay between psychology, neuroscience, and the age-old art of
persuasion. By examining how our brains process information and make
decisions in mere seconds, Dutton presents a unique perspective on the
capabilities inherent in persuasive communication. This article explores the
core themes of the book, the science behind persuasion, and practical
applications for readers seeking to enhance their persuasive abilities.

Understanding Persuasion

Persuasion is a fundamental aspect of human interaction. It is not merely
about convincing someone to do something; rather, it involves influencing
thoughts, feelings, and behaviors. Dutton highlights that the ability to
persuade effectively can often be a matter of timing and technique. He
emphasizes that persuasion is not just an art but also a science that can be
studied and understood.

The Ancient Art of Persuasion

Historically, persuasion has been an essential skill in various fields,
including politics, sales, and education. Great orators like Aristotle,
Cicero, and more recently, figures such as Martin Luther King Jr. and Barack
Obama, have exemplified the power of persuasive speech. Dutton points out
several key elements that have historically contributed to the art of
persuasion:

- Rhetoric: The study and practice of effective communication is rooted in
rhetoric. Persuasive speakers often use rhetorical devices, such as metaphors
and analogies, to evoke emotions and convey their messages powerfully.

- Charisma: Charismatic individuals have an innate ability to attract and
influence others. Dutton discusses how charisma can be a double-edged sword;
while it can enhance persuasive efforts, it can also lead to manipulation if
wielded unethically.

- Storytelling: Humans are hardwired to respond to stories. Dutton



demonstrates how compelling narratives can create emotional connections and
foster trust between the speaker and the audience.

The New Science of Persuasion

In recent years, advancements in psychology and neuroscience have shed light
on the mechanisms of persuasion. Dutton synthesizes research findings to
reveal how our brains process persuasive messages. Some key insights include:

- The Role of Emotions: Emotional responses can significantly impact
decision-making. Dutton explains that when people feel strong emotions, they
are more likely to be persuaded, even if the argument lacks logical
coherence.

- Cognitive Biases: Our brains are prone to various biases that affect our
judgment. Dutton explores how understanding these biases can help individuals
craft more effective persuasive messages. For example:

- Confirmation Bias: People tend to favor information that confirms their
preexisting beliefs.

- Anchoring Effect: Initial information provided can heavily influence
subsequent judgments.

- Mirror Neurons: These brain cells play a crucial role in empathy and social
interaction. Dutton discusses how establishing rapport through mirroring can
enhance persuasive efforts.

Practical Applications of Persuasion

Dutton's work is not merely theoretical; it provides readers with practical
techniques to improve their persuasive skills in everyday life. Below are
some strategies based on the concepts discussed in the book:

1. Build Rapport: Establishing a connection with the audience is crucial.
Use mirroring techniques—subtly mimicking body language and vocal
tone—to create a sense of familiarity and trust.

2. Utilize Emotional Appeals: Identify the emotional triggers relevant to
your audience. Craft messages that evoke emotions, whether joy, fear, or
empathy, to enhance the persuasive impact.

3. Leverage Storytelling: Integrate personal anecdotes or relevant stories
into your communication. This not only makes your message more relatable
but also helps in retaining attention.

4. Be Aware of Cognitive Biases: Recognize the biases that may influence
your audience's decision-making. Frame your arguments in ways that align



with their beliefs and values to reduce resistance.

5. Practice Active Listening: Show genuine interest in your audience's
thoughts and concerns. This not only fosters trust but also allows you
to tailor your persuasive efforts more effectively.

Conclusion

Split Second Persuasion by Kevin Dutton is a thought-provoking exploration of
how persuasion operates at the intersection of ancient practices and modern
scientific understanding. By dissecting the psychological and neurological
foundations of persuasion, Dutton equips readers with valuable insights to
enhance their persuasive techniques. The blend of historical context,
scientific research, and practical applications makes this book a vital
resource for anyone seeking to improve their ability to influence others.

Ultimately, Dutton asserts that mastering the art of persuasion is not just
about manipulation; it’s about understanding the human experience and
connecting with others on a deeper level. In a world where communication is
increasingly complex, honing persuasive skills can empower individuals in
personal and professional realms, making Split Second Persuasion an essential
read for aspiring communicators, leaders, and anyone interested in the
dynamics of human interaction.

Frequently Asked Questions

What is the main premise of 'Split Second
Persuasion' by Kevin Dutton?

The main premise of 'Split Second Persuasion' is that persuasion is an art
that can be mastered using techniques drawn from psychology and neuroscience.
Dutton explores how instant decisions can be influenced and how understanding
human behavior can lead to effective persuasion.

How does Kevin Dutton explain the science behind
persuasion in the book?

Dutton combines insights from various fields such as psychology, behavioral
economics, and neuroscience to explain how our brains process information
quickly and how these processes can be harnessed to influence decisions in a
matter of seconds.



What are some real-world applications of the
techniques discussed in 'Split Second Persuasion'?

The techniques discussed in the book can be applied in various fields such as
marketing, sales, negotiation, and even personal relationships, where
effective persuasion can lead to better outcomes and influence over others.

What role does emotional intelligence play in the
art of persuasion according to Dutton?

Dutton emphasizes that emotional intelligence is crucial for effective
persuasion, as understanding and connecting with people's emotions can
significantly enhance one's ability to influence and persuade them.

Does 'Split Second Persuasion' provide any practical
tips for improving persuasion skills?

Yes, Dutton includes practical tips and techniques that readers can use to
improve their persuasion skills, such as using body language effectively,
establishing rapport quickly, and understanding the psychological triggers
that can sway decisions.

What makes 'Split Second Persuasion' relevant in
today's digital age?

In today's digital age, where information is processed rapidly and attention
spans are short, the insights from 'Split Second Persuasion' are particularly
relevant as they provide tools for effectively capturing attention and
influencing opinions in a fast-paced environment.
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