
SOCIAL SKILLS.  PERSUASION: 

Ingenero social challenges involve the objective, the perception and the emotion of 
a situation.  
 
Example: lets say one character is trying to sell another a poor horse for a high 
price. He can’t make the other character buy the horse. He can only try to arrange 
the situation so that the other character thinks buying the horse for the price is a 
good deal.  How to arrange that? 
 
The seller can set a price that is not outrageous. He wants the highest price possible, 
but no amount of persuasion is going to make someone buy a poor horse for ten times 
its value.  This is the objective part of the situation.  If the social situation only involves 
the objective, no plays are required.   "How about 10 gold?"  "Too much".  "How about 6 
gold?"  "OK".  No dice rolling required. 
 
The seller can seem genuine and trustworthy when he says the horse is a good 
one.  This is the perception of the situation.  If he can’t manage to seem sincere, then 
that’s a big black mark against buying the horse.   
 
The seller can try to create desire for the horse. This is the emotional part of the 
situation.  He could describe how only peasants walk, and how good it feels to look 
down on the crowd from on high, etc...  An appeal to the targets emotions to make them 
ignore the objective to some extent. 
 
The player responsible for the buying character gets to make the final decision, taking 
these three aspects of the situation into account: the price is expensive, but its not 
outrageous (objective), the seller seems honest enough (perception), and gosh, having a 
horse would be so cool! (emotional) ... but on the other hand, he really came to this 
market to buy a new spear…   Player - make your decision! 


