
 
  

Six Rules for Persuasive Writing 

Idea In Short

Editors at leading business publications consistently apply a small set of principles when
judging whether a piece of writing genuinely deserves publication, and those same
principles apply directly to business writing and presentations of every kind. Understanding
what separates writing that earns real attention from writing that gets quietly passed over
gives any professional a genuinely useful checklist, whether the audience is a client, an
executive committee, or a general readership.

A Clear Point of View, Stated Early

Strong business writing states its central point of view in the very first sentence, rather than
building up to it gradually. A confident, direct opening sentence functions as a genuine
hook, telling the reader exactly where the argument stands before asking them to invest
further attention. Writers who bury their central claim several paragraphs in risk losing a
reader's attention before the actual argument ever arrives.

Explain the Underlying Why

Explaining the deeper purpose behind a piece of writing, not just what it covers but why it
matters, gives readers a genuine reason to keep going.1 Strong editorial teams typically
frame their mission around a specific benefit delivered to the reader, arming them with ideas
that make them smarter, more creative or more effective in their own work, rather than
simply promising information for its own sake.

Define the Scope Honestly

Readers benefit enormously from knowing upfront what a piece of writing does and does
not cover. Publications that define a clear set of topic areas, rather than claiming to cover
everything equally, help readers calibrate their expectations correctly and signal genuine
editorial discipline rather than an unfocused attempt to be all things to all readers.
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Make the Evaluation Criteria Visible

Whether someone is applying for a role, submitting a piece of writing, or presenting a
recommendation to a client, knowing exactly how success will be judged changes how the
work gets built. Strong evaluation criteria for business writing typically include genuine
expertise in the subject, credible supporting evidence, originality of thought rather than a
rehash of familiar ideas, practical usefulness the reader can act on, and simply being
pleasurable to read. Writing lacking real expertise or fresh insight tends to fail on multiple of
these criteria simultaneously, and honestly, it usually reads poorly too.

Set Expectations Honestly About the Process

Managing expectations honestly about the likelihood of success, the realistic timeline, and
the genuinely demanding editing process that follows acceptance builds real trust with
contributors. The best guidance strikes a careful balance between encouragement and
honesty: a single rejection should never be discouraging, since ideas frequently get a
second look when resubmitted differently, but a pattern of repeated rejection on the same
idea is a genuine signal that the work is not landing with its intended audience, and
persisting past that signal rarely pays off.

Show the Logic, Not Just the Conclusion

The single most valuable piece of guidance for any business writer or consultant is to lay out
the structure of an argument clearly enough that a reader can follow exactly how the logic
flows from evidence to conclusion. A short narrative outline, illustrating each major point
with a real-world example or one extended, detailed case, does more to persuade a
skeptical reader than any amount of confident assertion without supporting structure.2

Applying These Principles Beyond Publishing

These same six principles translate directly into client presentations, internal memos and
strategic recommendations of every kind. A presentation that opens with a clear point of
view, explains why the underlying issue matters, defines its scope honestly, makes its
supporting logic visible, and illustrates each claim with a concrete example will consistently
outperform one that simply lists findings without a clear argumentative structure holding
them together.3
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A Short Checklist Worth Keeping

Reviewing these six principles before finalizing any significant piece of business writing,
whether a client deliverable, an internal strategy memo, or a public article, takes only a few
minutes and consistently sharpens the final result. Few habits offer as much return on such
a small investment of time.

Why This Discipline Compounds Over a Career

Writers and consultants who internalize these habits early tend to produce consistently
sharper work across every subsequent assignment, since the underlying discipline
generalizes far beyond any single document. A clear point of view, an honest scope, visible
logic and concrete examples are not stylistic flourishes; they are the structural elements that
make an argument genuinely easy to evaluate, trust and act on, which is exactly what busy
readers and decision-makers need most.

1Start With Why
2Argument
3Business communication

Summary

Strong business writing shares a small set of traits regardless of audience: a clear point of
view stated early, an explained reason the work matters, a defined scope, visible evaluation
criteria, honest expectation-setting, and a transparent argument structure illustrated with
real examples. Applying these same principles to a presentation or a memo tends to
produce noticeably sharper, more persuasive work.
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