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* Remove Barriers, Not Push Harder: Change happens by reducing friction, not increasing
persuasion pressure.

* Reduce Resistance: Use self-persuasion instead of directives.

» Ease Endowment Effect: Benefits must be 2.6% greater than costs to overcome inertia.
Highlight what's being lost by inaction.

* Loss > Gain Frames: Loss Aversion Heuristic.

« Shrink Distance: Break large changes in to smaller, less threatening steps to make the goal
feel achievable.

» Find Corroborating Evidence: People need social proof. Testimonials and case studies
increase adoption over claims alone.

» Offer Multiple Options: Present choices over one option, make them involved in the
outcome.

» Lead with Loss Aversion and specific barriers your prospects face, then systematically
remove each barrier through structured trials and social proof.
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