
Online Course: 
Persuasion 
Science  
for Leaders

EXECUTIVE EDUCATION >  
MANAgEMENT AND LEADErshIp EXCELLENCE

Close more deals by enhancing the 
way you lead, sell, negotiate and 
present.

 



 
FACULTY:  Ian rheeder  

To answer the central theme: ‘How do we influence?’ 

Ian draws on 30-years of practical marketing, 

leadership, sales and professional speaking 

experience. Combined this with an obsession for 

studying neuroscience led him to developed simple 

yet powerful leadership and persuasion systems. 

Over the past decade Ian has successfully trained 

thousands of negotiators and leaders – every 

delegate strongly agreed that the CUSP® and TEC® 

Systems are simple yet powerful persuasion models.  

His previous corporate position was marketing & sales 

director of the global zipper giant, YKK.

Ian is a Chartered Marketer and holds an MSc in 

Persuasion Science (cum laude). He has consulted 

in most industries, was voted GIBS’s best part-

time faculty in 2020 and is a past President of The 

Professional Speakers Association of SA.

For enquiries call +27 (0)11 771 4340  
or email khabik@gibs.co.za

For more information and an online application form, 
please visit www.gibs.co.za/persuasion

who ShoULd ATTend?

OVErVIEW

GIBS, close to business.

This programme can 
also be offered in-house 
for your organisation. 
Enquire about our Study 
& Stay packages at our 
on-site Illovo Hotel.

An avalanche of brain-science has 
made the topic of persuasion easier 
to understand and implement. Over 
the past decade, this has helped 
construct refined systems to lead, 
sell, negotiate and present.

This “systems-approach” makes 
this 2-day programme unique, as 
you will discover, it is this fusion of 
psychology with neuroscience that 
makes this refreshingly new and an 
appropriate approach.

The emphasis on this programme 
will be 30% leadership, 30% 
negotiations, 30% selling and 
10% presenting, offering the 
busy executive a crystal-clear 
understanding of all four of the 
most important areas of influence. 

21
03

1

feedback from past learner: 

“Persuasion Science for Leaders should be the standard course if you 
have anything to do with people in your professional and/or personal 
capacity. The facilitator is an expert on the topic of Persuasion Science.” 
Dirk Meyer. head of Export, Daimler Trucks.

The programme is appropriate 
for managers who want to 
rapidly learn how to persuade, 
lead, inspire, influence, negotiate, 
pitch and/or sell including:

 > Managers, leaders and 
supervisors; and

 > Sales professionals
 > Consultants & Key Account 
Managers

keY FoCUS AReAS
 > How leading, selling, negotiating and pitching overlap;
 > Understanding the concepts of neuroscience;
 > The basics of the brain for understanding persuasion, leader-
ship and objection handling;

 > What is more important, “energy or focus”?
 > Four major positive neurotransmitters (influence people 
through the high-trust selling approach and high-trust 
leadership styles);

 > Body Language: Top-10 things to do to build trust fast on 
Zoom or in-person

 > Selling with “The Brain in Mind”, “Negotiating with The Brain in 
Mind” and “Leading with The Brain in Mind”;

 > Handling Objections/Negotiating the high-trust way;
 > The 7-Levers of persuasion;
 > Presenting: The definitive 4-stages of presenting;
 > Practical Sessions: Negotiation role-plays;
 > Objection handling role-play; and 
 > Dozens of leadership exercises.

how YoU wiLL beneFiT
At the end of the programme, you will be able to: 

 > Lead, negotiate, sell & 
present like a professional

 > Understand what our brain 
is going through during the 
persuasion process;

 > Learn and apply powerful 
leadership systems that are 
easy to implement;

 > Use the neuroscience of 
persuasion to negotiate, 
lead, sell & present

 > Know how to build trust fast, 
through preparation and 
your body language;

 > Learn how to handle 
objections with empathy 
and assertiveness; and

 > Apply the golden rules of 
negotiating and presenting.

 > Use the four different 
Persuasion Sciences to close 
more deals and lead better

 > Improve employee engage-
ment (including your own);

 > Build and motivate high-
performance teams;

 > Apply the simple CUSP® 
Negotiating and TEC®  
Leadership Systems –  
a step-by-step method that 
is easy to remember and 
implement;

 > Anticipate difficult scenarios 
whilst remaining calm,  
assertive and creative;

 > Close more transactions 
by handling objections the 
high-trust way; and

 > Achieve your return on  
investment from this training 
almost immediately.



About GibS

Founded in 2000, the University of 
Pretoria’s Gordon institute of business 
Science (GibS) is an internationally 
accredited business school,  
based in Johannesburg,  
South Africa’s economic hub.

As the business school for business, we focus 
on general management and aim to significantly 
improve responsible individual and organisational 
productivity and performance, in South Africa and 
in our broader African environment, through high 
quality business and management education.  
In May 2020, the annual UK Financial Times 
Executive Education rankings, a global benchmark 
for providers of executive education, once again 
ranked GIBS as the top South African and African 
business school. This is the 17th year running that 
GIBS has been ranked among the top business 
schools worldwide. As one of the leading business 
schools in South Africa and Africa, we inspire 
exceptional performance.

GIBS is accredited by the Association of MBAs 
(AMBA), the Association to Advance Collegiate 
Schools of Business (AACSB), the Council on Higher 
Education (CHE) and is a member of the South 
African Business Schools Association (SABSA), and 
the Association of African Business Schools (AABS).

For more information, visit www.gibs.co.za

gIBs Business school 
26 Melville Rd, Illovo, Johannesburg, 2196


