F O R A S U C C E S S F U L P R E S E N TAT I O N
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As advisors today we possess more knowledge about finances than 99% of the consumers we serve. You’ve
spent years perfecting your skills and acquiring knowledge on a myriad of financial strategies and topics. But
when it comes time to communicate your value to prospects and clients, are you motivating, or just educating?
Many of us falsely believe that if we simply demonstrate our knowledge and expertise that prospects will be so
impressed they’ll see how badly they need our help.
The truth is, prospects don’t care how much we know. Simply educating does not cause people to take action. To
get people to take action you must motivate them! How? By incorporating the use of key psychological triggers
that when combined with great education cause prospects and clients to take massive action. The purpose of
this report is to introduce you to the 18 most powerful psychological triggers so you can begin using them at your
events, in your meetings and even online as we’ll teach you. These mental triggers are:

Stories
•

Stories are powerful. We learn from the past.

•

As humans we have been using stories since the beginning of time to pass down wisdom and knowledge.

•

We all love stories because we put ourselves in the middle of them; to envision ourselves in someone
else’s circumstances and imagine what it would be like to be them.

•

Stories motivate clients when you can share case studies (stories) of those like them who have gone
before them and walked with you down your path to helping them accomplish their objectives.

Community
•

Virtual communities are very strong.

•

We are social creatures, and we thrive as a result of living in a community and working together.

•

As a result we take cue’s from those in our community because there is safety in numbers.

•

Creating community for people creates safety for them because they can see that they are not the
only ones walking down this path with you.

•

The use of forums and online engagement tools are extremely helpful in creating community for your
prospects & clients, and will have a direct impact on their comfort level in moving forward with you.
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Social Proof
•

Social proof has become a must in today’s world.

•

It’s more important than ever for prospects to be able to determine that others are benefiting from
what it is you have to offer.

•

What you say about yourself is never as powerful as what others say about you!

Scarcity
•

Scarcity has been a massive psychological trigger in ages past, before the advent of the food industry,
starvation used to be a very real threat to our existence, and still is in some areas of the world.

•

Even the lingering effects of the great depression still drive the decisions and actions of many who
lived through that period of time as they experienced first hand the fear of lack.

•

We always want to avoid loss, and the more rare something is, the more valuable it’s perception.

•

Tapping into the power of scarcity and creating a sense of urgency among your prospects can be done
by limiting access to your online courses, limiting attendance at your events, limiting the time-frame
in which you allow prospects to engage your services, etc.

•

Not leveraging scarcity to a degree will ensure prospects view you as overly available, and thus results
in putting off taking action, which serves neither you nor them.

Authority
•

People follow those in positions of authority.

•

As part of our herd mentality we look to leaders & trailblazers, and benefit from what they have learned.

•

Doing so affords us the opportunity to follow a proven path rather than learn every lesson the hard
way on our own.

•

To become an authority does not always mean more education, as you most likely already know more
than 99% of the market. Rather it requires you position yourself as an authority so as to be seen as
one in the eyes of those you wish to influence.
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Confidence/Momentum
•

Life can be hard, and for most, we cannot move forward or expend energy taking action to solve a
problem if we lack confidence. They need confidence that they too can get the same positive outcome
by following your advice as others have gotten.

•

For prospects, they need confidence in 3 areas in particular:

			

1) Confidence in you

			

2) Confidence in your plan

			

3) And confidence in themselves

•

This is why the ‘Results In Advance’ concept is so important. By allowing them to take action, and
realize results, before engaging you in your services, it gives them the positive momentum and
confidence in themselves that THEY can do it.

Simplicity
•

In a world as complex as ours, by making the complex things simple to understand you create massive
value for your prospects.

•

We all have very limited time in today’s fast paced world, so the one who can clearly communicate
value to potential clients and help them understand quickly what they need to know, without overcomplicating things, is of tremendous value to consumers.

•

Always keep your solution path simple. Not basic or easy, but communicate your message as simply
and clearly as possible.

Control
•

In a world that is out of control, we all desperately want to be “IN” control.

•

While the truth is none of us are really in control of anything, it can be debilitating to feel at the mercy
of life’s circumstances.

•

Giving your prospects a sense of control by providing them with a real solution and path they can
follow, as well as steps they can take toward their goals, moves them from feeling helpless, and gives
them the powerful feeling of control.

•

They feel this because they can clearly see what they must “DO” to change their circumstances, and
move them closer to the intended outcome.
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Anticipation
•

Anticipation is another powerful emotion.

•

Much like the “To be continued…” of days before on-demand TV we have a hard wired need to complete
things and/or close open loops and unresolved matters.

•

We see examples of anticipation all around us. Hollywood for example runs trailers for big movie
releases months before they are out in theaters. We anticipate the superbowl months in advance. We
look forward to holidays and vacations. And on and on it goes.

•

Capitalizing on this mental trigger by creating anticipation for your prospects will leave them hungry
for more of your message and ensure they consume ALL of your content.

Common Enemy
•

Common Enemy is a great psychological tool for creating likability and a sense of connection, and
being on the same team.

•

People over our history have accomplished amazing things to overcome a common enemy.

•

When you are united with a purpose of taking down a common enemy, you two form a strong and
unique bond.

•

Examples of common enemy include: The government, IRS, Specific Industries, etc.

Interaction/Conversation
•

We are relational beings; rapport and relationship means everything.

•

This is why sales training 101 is commonly focused on how to build rapport.

•

Building interaction and conversation in the forum sections of your online video course is so important
for building this interaction and conversation.

•

Doing so will begin to plant the seeds of relationship and connection with you, all before you ever
invest time with the prospect meeting face to face.
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Reciprocity
•

Reciprocity is another very strong emotional trigger. We all feel compelled to do for others who have
done for us.

•

This is why providing such valuable content and education in advance of asking for anything from
anyone is such a powerful approach.

•

Prospects want to give back to you before you ever ask for the sale or next commitment.

Likability
•

Obviously you need to be likable. No one wants to work with someone they don’t like.

•

It doesn’t matter how great you’re offering is, if prospects don’t like you, they are not buying from you.

•

Therefore it’s important to let your personality show through in your presentations and online courses.

•

Engaging, interacting, and relaxing so you don’t come across as overly polished or buttoned up, helps
you to become relatable.

Credibility
•

Having credibility is massively important when helping consumers with their money.

•

By allowing prospects to engage with you through your online education courses before ever asking
them for a commitment gives you time and a platform from which to build your credibility in their eyes
by sharing what you know.

•

If you wait until they come to your seminar or office to demonstrate your knowledge, you’ll never reach
as many people as you want to with your message.

Celebrity
•

We are a celebrity-obsessed society.

•

We buy all kinds of things due to the endorsement of celebrities.

•

By putting your message out to the world and people seeing you have others consuming your content
and learning from you, you begin to build celebrity status in their minds.

•

When you marry Celebrity with Authority you create the most powerful combination you can achieve
within your market place.
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The Take-Away
•

If you push, people pull away. However if you pull back, people will come toward you.

•

Leveraging the “take-away” by both making prospects qualify to take the next step with you, as well as
communicating that you don’t work with just anyone willing to give you money, creates massive sales
pressure and the fear of losing out.

•

This will have prospects chasing you down rather than the other way around.

Concreteness/Specificity
•

In your stories and case studies, the more specific you are, the more believable you are.

•

When giving examples of numbers, use specific numbers. Do not round.

•

If you do subconsciously people will wonder if you’re stretching the story, and if so, what else might
you be stretching?

•

Concreteness and specificity convey accuracy in the story you’re telling, making it even more
believable. If you round, even though your story is true, prospects will likely not perceive it as credible.

Emotion
•

Emotion is a very powerful thing.

•

All decisions are made on emotion and rationalized with logic.

•

Do not be afraid to show emotion when communicating your story to both prospects and clients.

•

Showing emotion as you present, (both live and online) endears people to you. It shows you’re genuine
in your approach and that you are emotionally vested in what it is you do.

•

By taking the time to put this psychological triggers to work in your marketing you give yourself an
immediate advantage and ensure that your message, the message that your prospects need to hear,
is taken seriously.
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