M aximum Per suasion °
HOW TO INCREASE YOUR
PERSUASION POWER
THE EIGHT BIGGEST PERSUASION MISTAKESTHAT HURT YOUR

BUSINESS, CAREER, AND PERSONAL RELATIONSHIPS
AND HOW TO ELIMINATE THEM IMMEDIATELY.

By Kenrick E. Cleveland

Welcome to this exclusive report, brought to you by Forever Free.

The information in this report is probably far more interesting than what youre expecting. This
report teaches you SKILLS OF PERSUASION that you can immediately implement in every
aspect of your communications, whether youre a business owner, an employee, a student, a
negotiator, or even if youre looking for a job. Theyte applicable in your e-mail, conversations,
sales presentations, speeches, letters and faxes, and even in your advertising.

Unless youve studied with Mr. Cleveland before, youvve probably never seen or heard about any-
thing like this. Thats why youll really want to FINISH THIS REPORT COMPLETELY before
forming any ideas about some of the many ways it can benefit you, okay?

Forever Free 253-476-3199 or fax 253-476-2956. See our new Web Page at
www.maxpersuasion.com . Our email address kenrick@telisphere.com.

Before you go any further however, do these two things:

1. Click here (email address being updated) and send the resulting email. This will subscribe you
to The Free Persuasion Tip of the Week. Y ou will enjoy free tips on improving your business
and personal skills that will make you money. (Please watch web site for the updating of this
service.)

2. Go to www.maxpersuasion.com and bookmark the site so you can come back often. Here you
can participate in discussions on our discussion board, hear live audio examples and much
much more.

NOTE: Were starting with the simple strategies first. As you progress through this report, the
strategies get more powerful while also requiring more participation on your part. So PAY
CLOSE ATTENTION and take breaks throughout the lessons in order to ABSORB THIS more
fully.
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M aximum Per suasion °
HOW TO INCREASE YOUR
PERSUASION POWER

HERES SOME OF WHAT YOURE GOING TO LEARN RIGHT HERE IN THIS
REPORT:

What the Quotes Pattern is, how and why it works, and how to use it to increase your
persuasive power in every situation

How to covertly compliment someone else using the Quotes Pattern without looking like
youre being insncere

How to covertly flame someone else using the Quotes Pattern - without taking the heat
How to add impact to another persons compliment using the Quotes Pattern

Dangerous Word # 1 and why it Killsyour persuasive impact

How to read between the lines of other peoples words to find the REAL meaning of what
theyte saying

How to replace Dangerous Word #1 with a powerful, persuasive word

The basis of Rapport: where trust really comes from and how to make people trust you in
every situation

How to build trust in writing: e-mail, letters, faxes, memos, advertising, etc.

How to use Rapport skillsin combination for greater impact

Why the tld fashionedway of selling a product, service, idea or benefit doesnt work and
how to use the technology of Criteria to convince anybody of almost anything

The actua sequence for obtaining anybodys Criteria, and detailed instructions on using their
own Criteriafor persuasion

Dangerousword #2, why it killsyour persuasion message and how to get rid of it

Why Samming’your competition is a dangerous tactic and how to avoid it

How to use emotional anchoring to your advantage in all persuasion situations

Why disagreeing with peoples objections, rejections, or disagreements actually hurts you

How to agree with them while changing their minds
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MISTAKE #1- FAILING TO USE THE “QUOTESPATTERN” TO SAY
SOMETHING GOOD ABOUT YOURSELF.

One of my favorite subjects to teach here at Forever Free is something | cal, Language Patterns.”
These are techniques for modifying your language in order to be more influential and persuasive.

We teach over two dozen different language patterns, and the Quotes’pattern is one of them. The
Quotes Pattern’is away to say something good about yourself while maintaining your humility. Its
away to convince your prospect that something youte bragging about is actualy true! Thisis a
perfect technique for use in email and faxes as well as al spoken communication, and its
especialy useful when youre looking for a job or a raise in your current job, or to convince
someone to join your MLM!

WHAT YOURE GOING TO LEARN IN THIS SECTION
In this section, youte going to learn:

What the Quotes Pattern is

How and why it works

How to useit yourself

Real-world examples of this pattern

How to covertly compliment someone else using the Quotes Pattern

How to covertly flame someone else using the Quotes

How to add impact to another persons compliment using the Quotes Pattern
A little about Emotional Anchoring”

Places where you can use the Quotes Pattern

Where would you want to use this? Anywhere that you want to say something good about
yourself to sound impressive: good things about your products, testimonials from your happy
customers, something impressive about your company, €tc.

Heres how it works:

Suppose Im in a conversation with you and | want you to believe that Im the most powerful per-
suader dive. | could smply say:

fim the most powerful persuader dive.”

But isthat believable? Doesnt it sound like Iim tooting my own horn? A statement like that doesnt
realy carry alot of credibility, doesit?
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Many of my students tell me Iim the most powerful persuader aive.”

Suddenly, the sentence is a lot more believable. Instead of me saying that I'm powerful, students
are saying it. Thisis automatically more believable.

Its amazing how simple this is, yet it works because its actually an fmplied testimonial.” When
companies want to sell you a product or a service, why do you think they always show you what
their current customers are saying about the product or service? Because we tend to believe what
OTHER people say alot more than what a person (or company) says about themselves.

Also, redlize that in general, we dont question whether or not it5 true that fny students’actualy
said Im the most powerful persuader aive. We ssimply accept it. (Thats partly due to a specia way
which we interpret language. This is covered in more depth in the Home Study Course and our
ongoing conference call training.)

Heres another example. Suppose youte in a job interview and you want to mention that you
graduated first in your class, but you dont want to sound self-important. Instead of saying:

I graduated first in my class.”
say this instead:

My friends tell me that since | graduated first in my class, | should easily be able to find the right

Do you see how this pattern informs the listener of the exact same information without you
sounding like a snob? The entire idea behind this is to take what you want to say about yourself
and put it into the words of someone else. Just put quotes around it, see?

As an exercise, rewrite the following sentences using the Quotes Pattern:

Thisisthe best price youll find on this product anywhere.”
I have over a hundred satisfied clients.”
I can do this project better than anybody else.”

REAL-WORLD EXAMPLESOF THE QUOTES PATTERN

Writing an e-mail to your boss, requesting better computer equipment: Many of my coworkers
have mentioned that its amost a miracle how | can get anything at all done with the kind of out-
dated equipment Im working on. They said | should immediately demand a top-of-the-line
computer system. So Ive been thinking about how much more | think | could get done with a
system like that, and | thought | would run the idea by you.
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Trying to get a new job (talking to the interviewing person): My last employer said | was such a
valuable member of the team that they would do anything to keep me there.”

Getting a raise (talking to your boss): Some coworkers are telling me they appreciate the way |
work with them so much that | should get aredly big raise. But | tell them Iim just doing my job!”

Sdlling your product or service (talking to a potential buyer): Many customers tell me this is
worth TWICE what they paid for it. It almost seems ridiculous, then, for me to be offering it to
you a discount, doesnt it? Hmm...”(Then wait for them to jump in and say, Oh no! Your priceis
very reasonable!)

Convincing your banker to give you a loan: The loan officer over at ABC Bank said they would
LOVE to have the chance to offer aloan like this to a person with my kind of perfect repayment
history, but | told them | had the obligation to check with my main bank first. Thats why Im here!”

And you can easily think of your own examples where you could USE THIS PATTERN to enable
someone to believe something really great about yourself or your company. Are you having fun
with this yet?

USING THE QUOTESPATTERN TO COVERTLY COMPLIMENT SOMEBODY ELSE

Heres another very powerful way in which you can use the Quotes Pattern. How many times have
you found yourself in a situation where you wanted to say something good about someone else
with out causing them to think youre insincere?’Perhaps you want to pay your boss a compliment
as your year-end evaluation draws near. Or perhaps you just want to make someone feel good
about themselvesin a covert way.

Heres how you do it:
1) Decide what you want to say.
2) Put it in the Quotes Pattern.|

For example, suppose you want to tell your boss shes doing a fantastic job. The non-persuasive,
direct way would be:

Wow, youre areally good boss. Y oute so amazinghew you can get so many things done at once.

Thats what we call, Spreading it thick.”Its a deep-down insincere comment, and its not likely your
boss will think you really mean it (whether or not you actually dot).

So to smooth it over and give the same compliment while being taken serioudy, USE THE
QUOTES PATTERN like this:
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Wow. Ive had so many coworkers tell me youre such a good boss. They say its amazing how you
can get so many things done at once. And | agree.”

See what a difference this makes? And it doesnt matter that youre really saying S5omeone else said
this’because the net effect is that she will feel very good about what youte saying, and shell begin
to experience strong, positive emotions about you.

EMOTIONAL ANCHORING

This is a phenomenon called &motional anchoring”and it works every time. When you raise the
listeners emotions to a strong positive state, they will automatically attach those good feelings to
you at a subconscious level. (1 explain exactly why this works and how you can use it to control
peoples emotions in the Home Study Course. See the end of this report for more information.)
And the next time they see you, they will automatically feel good about you (more on this later in
the report).

The more you can bring up positive emotions with other people like this, the more positive they
will actually feel about you. | find this to be fascinating how human psychology works. Here are
more examples of using the Quotes Pattern to covertly say good things about other people:

EXAMPLESOF USING THE QUOTESPATTERN FOR COVERT COMPLIMENTS

Saying something nice to a customer in a sales situation: A lot of people would say, Mr. Carey,
that a person with your stature, your natural handsomeness, would look even better in this $500
suit. Want to try it on?’

Selling over the phone: (After they say something positive about your product or service.) ff my
boss were on the phone right now, Mrs. Rose, he would say you are the most intelligent,
observant person he has ever talked to. Y oure absolutely right, this IS the best quality service you

At work (talking to the President of the company): A lot of people are telling me this is such a
well-run company, from the President on down, that they wouldnt even THINK about buying
from someone else. | just tell them, Thats right!"Wefe proud of this company and our President.”

Interviewing for a job (talking to the interviewer): My best classmates are saying some wonderful
things about your hiring practicesthat you only hire the best, and that youre really looking for the
person with the highest skills no matter what degree they have. And Im beginning to see that they

For exercise, practice writing three sentences using the Quotes Pattern for covert compliments!
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USING THE QUOTESPATTERN TO FLAME SOMEBODY ELSE

Y ou can aso use this same language pattern in another powerful way: to tell somebody something
you dont want to directly say to them.

Suppose you want to verbally thrash somebody whos interrupting your presentation in a business
meeting. The direct approach would go something like this:

'Y ou know, John, youre extremely rude, and | personally take it as an insult that you would talk so

Chances are, after you say this, John will spend the remaining hours of the presentation figuring
out how to ruin your day. Youll aso appear extremely harsh to the other participants in the room.
Basicdly, it would be a bad move in the game of 6ffice politics.”

However, by being able to use the Quotes Pattern, you can easily say something like this:
'Y ou know, John, | think that if Mr. Jones were here right now, he would say, 'Y oure an extremely
rude person, John. How DARE you make such noise in this meeting and interrupt al the other
people who are trying to listen! What ATROCIOUS behavior from an employee of this fine
company!’But thats not my style. Im simply going to ask you to be alittle quieter, okay?’

Isnt that GREAT? Do you see how you simultaneously manage to verbally thrash the heck out of
the guy while maintaining your own poise? Y oull score big points at the office with this one! And
onereason | like this pattern so much is because its actually fun to use it where appropriate!

Here are more examples:

Collecting an unpaid debt: *Y ou know, alot of freelancers would say you were an outright LY ING
BASTARD for doing what you did, and they would probably report you to the Better Business
Bureau AND the Attorney Generas office for refusing to pay them! But Im different. |
understand you, so Im willing to wait 30 more days for the payment, but ONLY IF you will make
acommitment in writing, right now, to pay mein full before those 30 days are up.”

At the bank: (Taking to the banker who refused your loan.) Most people might storm into your
office and say something like, How DARE you act like such a stuck-up all-important person by
not granting this $10,000 loan. Unless you GRANT THAT LOAN NOW, youte proving that
youre a complete *$%* !'But you know what? Thats not my style. Im simply going to ask you to
review that loan application again because | think you might have missed something.”

In public: (Talking to someone who cutsin line in front of you.) 'Y ou know, alot of people would
cal you area ASS*$%* for doing what you just did. They might say youre a complete IDIOT
with no care at al for other people. But Im ssmply going to nicely ask you to go to the back of the
line, okay?’(By the way, dont try this if the person looks dangerous-e. carrying a large, blunt
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instrument. Use some common sense with these patterns, okay?)

Now, practice writing sentences using the Quotes Pattern for verbal thrashing. Heres an example
for you:

tf my business partner were here right now, he might say, 'Y outre a real JERK for discriminating

against us smply because were a home-based business. | dont know if what you did was illegal,
but Im going to FIND OUT!’ But fortunately, youre dealing with me. And | understand your

Are you now beginning to see how powerful this is? Think about your own situations for using
this. Add alittle creativity, and WHAMMO! Y oure suddenly having fun with persuasion!
USING THE QUOTESPATTERN AFTER A POSITIVE COMMENT

Heres one more tip for the Quotes Pattern: using it after you get a positive comment. When youre
talking with a potential client or a current customer and they say something positive like:

Your serviceisreally good.”

Y ou can leverage their statement to hit them with some really powerful persuasion! The common,
boring way to answer a positive statement is to smply say, Thank you.”"However, the

specia in giving thanks. Its courteous, sure, but its not blow-me-away powerful!

The way to turn their own words into a more powerful persuasion messageis as follows:

1) Repeat their compliment followed by fsnt it?’'or Doesnt it?’

2) Usethe Quotes Pattern to say that someone else said even better things about you.

Heres an example:

Client: Y our priceisredly low.”

Reply: Our price ISredly low, isnt it? In fact, another customer | was just talking to earlier today
said that our prices were the LOWEST in the country!”

See how this works? You just repeat what they said, follow it with, fsnt it?’or Doesnt it?
then use the Quotes Pattern. And the real beauty of this pattern is that its entirely based on what
the

Here are afew more examples:
(In asales situation.)

Y our customer: 'Y ou product seems very unique.”
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Reply: Our product really IS unique, isn't t it? Many customers tell me they cant find this
ANYWHERE else. Weredly have the best, dont you agree?’

(Atajob interview.)

Interviewing person: " ou have some excellent job experience.”

Reply: T really DO have excellent experience, dont 1? In fact, the last company that interviewed
me said that my experience was SO excellent, they would hire me in a minute if they could only
afford my minimum salary requirement.”

(On the job, during your job evaluation.)

Y our boss: Y ouve finished afew projects very nicely over the past year.”

Reply: T really HAVE done well on some projects, havent 1? In fact, some coworkers said that Im
so good at this, | should look for a better-paying job. But you know what? Im happy to keep

Now, for exercise, practice responding to these positive comments using this twist with the
Quotes Pattern:

Example:
Customer: "You have avery wide selection.”

We redly do have a wide selection, dont we? Just today, one customer told me that we had the
very best selection they have ever seen, and they wouldnt even THINK about shopping anywhere

Now, do these exercises:

Customer: Y ou have avery fair return policy.”

Customer: 'Y ou have a good quality product.”

Customer: ‘Your serviceis excellent.”

Customer: Y oure one of our best employees.”

Customer: Thisis the best report on persuasion Ive ever seen.

WHERE YOU CAN USE THE QUOTES PATTERN

Remember that just because Im using tonversational”’examples in this booklet doesnt mean you
cant use this in writing. In fact, thisis one of the best language patterns to use in writing faxes, e-
mail or letters. Readers have no idea that youre actively using these persuasion strategies because
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the pattern sounds completely natural!

Use it in your writing, your e-mail, face-to-face conversations and phone calls! Y ou can even use
it in your speeches or promotional materials. And the more you USL THIS MATERIAL, the
more persuasive youll bel

SUMMARY OF THE QUOTESPATTERN

You just learned about the Quotes Pattern, WHAT it isand HOW it works. Y ou also learned how
you can USE IT YOURSELF, and in what situations its useful.

You learned how to covertly compliment someone elseer flame them without taking the blame—
using this pattern. You aso learned how to ADD IMPACT to someone elses compliment to you.

And finally, you learned a little about emotional anchoring and places where you can use the
Quotes Pattern.

Is this getting fun yet?!

MISTAKE #2- USING “BUT”

Did you know the word, But”can actualy be a dangerous word? If you use it during your
negotiations, e-mail, phone conversations, sales letters, or any other form of communication,
youre probably weakening your ability to persuade others.

WHAT YOURE GOING TO LEARN IN THISSECTION

Why But"is a dangerous word

What people really mean when they use But”
Reading between the lines of other peoples words
What happensif you use But”

How to replace But'with a better word

How? First, lets look at what happens when other people use But”as they are talking to you.
Suppose | tell you this sentence:

I agree with you, but your price istoo high.”

| used the word But”in the sentence, and what happened to the meaning? When | said, I agree
with you, but..."what was | REALLY saying?

Think about it. What Im redlly saying is, t dont agree with you.”
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Thats because the word, But'negates what was said before it.
When people say, I agree with you, but...”you automatically know the next thing out of their
mouth will be something that proves they dont agree with you.

If I say, T like you, but | cant go out with you.; what am | really saying? Im really saying, I dont

WHY BUT"HURTS YOUR PERSUASION MESSAGE

When other people use the word But,”’doesnt it feel like theyire not telling you the whole story?
Theres something they arent expressing... something they arent saying.

So you get left with afeeling of What else is wrong? What else am | not aware of 7’And your brain
performs something caled a trans-derivational search (TDS) in order to internaly search for

whats wrong. Y ou're actually attempting to find read’what you think they are leaving out. And in
most cases, this leaves you assuming they disagree with you.

NOW YOU KNOW WHAT OTHER PEOPLE MEAN WHEN THEY USE BUT”
Now when people say things like the following, youll know what they really mean:
I realize youre a business with integrity, but | still cant loan you the money.
t redly like your company, but | still think your price istoo high.”
T think youre a neat person, but | still dont want to buy.”
'Y our service seems really good, but we just dont need it right now.”
Y es, you have good enough credit, but we just dont loan money to small businesses.”
I like your credentials, but we arent hiring right now.”
I agree with your assessment of the situation, but youve left something out.”
When other people use BUT, think carefully about what they REALLY mean!

A SECRET OF PERSUASION: READING BETWEEN THE LINES

Take a moment to distinguish between the actual words that are coming out of peoples mouths
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Now that youvve learned how to detect the weakness of other peoples statements when they use
the word, But,”youll want to think about removing this word from your OWN vocabulary!
THE EASY WAY TO ELIMINATE BUT
Theres avery easy way to eiminate Butkeplace it with the word, And.”
Consider these sentences:
Old way: t agree with you, but | till think Im right.”
New way: T agree with you, and | still think Iim right.”
Hear the difference? The hew way”is the complete opposite of the bld way.” It's far more
persuasive and will always be more readily accepted by your listener. It means that you agree with

them and you think youte right.

So REPLACE BUT"WITH AND”in al the sentences in which you want to be persuasive. Some
examples.



t really want to hire you but we cant afford what youre asking.”
Revised: 1 really want to hire you and | cant afford what youre asking.”

I see your point, but let me say this...”
Revised: t see your point and let me say this...”

I understand you can only afford $5000, but thats too low for me.”
Revised: I understand you can only afford $5000, and thats too low for me.

Do you see how this gives you more credibility when you speak with others? It makes your
persuasive message far more powerful and avoids a conflict with the other person.

So ERASE BUT"FROM YOUR VOCABULARY right now, and replace it with and.”

Practice replacing But"with And’in the following sentences. This is easy, so do them mentaly or
say them out loud. (The later exercises get a lot more difficult, trust me!) Imagine youte using
them in abusiness:

I trust you to read my e-mail every day, but you havent been doing it so far. Why not?’

T like your offer to loan me $10,000, but | need $20,000.”

I understand you dont sell health insurance to small companies, but | still want to discuss this with

I realize | neglected to get the right permit for doing business here, but you can probably let this

I bought a 28.8 modem, but you only shipped me a 14.4 modem.”
'Y ou said you wanted to hire me, but why didnt you?’
SUMMARY
You just learned why But”is a dangerous word and how it gives you insight into what other
people really mean when they use it. You aso learned that you should eiminate But”from your

own communications, replacing it with, Andfor greater persuasion power.

Now, the REAL FUN BEGINS with the section on rapport:
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MISTAKE #3 - NOT USING RAPPORT SKILLSTO BUILD TRUST |

Have you ever met somebody to discover that your friendship (or business relationships) just
seemed to tlick?’ For some reason, you seemed a lot aike. You shared similar opinions and
values. And you fell into rapport”with them quickly.

What makes this happen? And why cant we MAKE IT HAPPEN ALL THE TIME?

Thats what this section on rapport is al aboutgaining trust with your prospects or clients in a
PREDICTABLE way. In other words, when you have rapport with people, its sometimes called
Chemistry” between you. Right now, wete going to tell you how you can CREATE THAT
CHEMISTRY”on your own, with EVERY person! You can USE THESE SKILLS IN ALL
FORMS OF COMMUNICATION: emal and faxes, phone conversations, one-on-one
conversations, speeches, presentations, negotiations and sales situations.

WHAT YOURE ABOUT TO LEARN IN THISSECTION

Where this themistry’really comes from

How to create this chemistry all the time, with anyone
Why doing this builds trust with people

How to mimic their actions

How to pace their voice

How to pace their writing in e-mail, letters, etc.

Using them in combination for greater impact

WHATSCHEMISTRY?
To explain how to create this trust with another person, we must understand what makes up this
chemistry in the first place. We could fill a book on this subject aone, so let me save you a weeks
worth of reading and jump right to the conclusion weve reached after Y EARS of researching this:
Chemistry”happens when two people look, think and act alike.

Did you get that? Let me repeat it: Chemistry happens when two people look, think and act alike.

Therefore, to create this chemistry with other people, all we need to do is look, think and act like
them!
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Unfortunately, we probably dont look exactly like a lot of other people. We probably dont realy
think the same, and we sure dont act like everyone else, right? Wete unique individuas, right?

HOW TO CREATE CHEMISTRY

So to artificialy”create this chemistry, wete going to -in a wayktmic’the other person. In other
words, to gain rapport (and therefore, to gain trust) with the other person, wete going to adopt
some of their behaviors and conversational tendencies in order to look and act more like they do.

When we teach this materia in live training, a lot of students start scratching their heads at this
point. They say, Can this redly work?’YES! Stick with us on this, okay? It only begins to make
sense after you read through it and PRACTICE IT once or twice!

As strange as this may sound, its really quite natural. Think of it as $ocial etiquette’taken to the
extreme. When youre at a formal party or some formal social gathering, you generally dont take
certain actions (such as sitting down or taking a drink or even speaking) until someone else does
first.

That's because we re attempting to conform to other peoples actions in order to be what society
cals,

Polite.”
Now wete taking that politeness even furtherdewn to the one-on-one level. In order to gain the
words, youre going to be polite’around them, according to THEIR definition of whats polite.

And to do this, wefe going to mimic two things: the way they act and the way they talk.

HOW TO MIMIC THEIR ACTIONS

Dont get carried away with thiswere not actually going to do everything they do. Instead, wete
going to start by positioning our body in the general way the other person positions theirs. If they
fold their arms during conversation, you fold yours. If they gesture with their hands when they
speak, you gesture with yours when you speak. Okay, this may sound strange, but believe me,
once you DO THIS, youll find it feels perfectly natural! And, more importantly, it will cause you
and your prospect to fall right into rapport!

Theres more: youre also going to adopt the same posture as the other person. If they lean
forward, you lean forward. If they sway back and forth, YOU sway back and forth! Whatever
general types of behaviors they use, you adopt the same general kinds of behaviors and WATCH
what happens!
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QUESTION! Will you ever get taught"doing this? As amazing as it

get caught doing this. People truly will not notice this. Its okay to be skeptical about this right
now. Most people are at first. Then they go out and try it and WOW themselves right into
believing that it works!

By the way, thisis called Pacing’or Mirroring’the other persons behavior, and its taught in many
courses on gaining rapport with people. We didnt invent this particular method, but we did
EXPAND ON IT and TAKE IT FURTHER than the creators. Theres plenty of additional
information about rapport in our Home Study Course.

So, to summarize the non-verbal rapport, youte going to pace’the following:

Their overal body posture
Thelr gestures
Their stance and body position

As you do this, youll find that rapport begins naturaly. It may take you anywhere from 1-3
minutes to start to feel the rapport once you begin mimicking the other persons body movements,
so STICK WITH IT during the conversation!

HOW TO PACE THEIR VOICE

To make your rapport even deeper, you can aso PACE THEIR VOICE PATTERNS by altering
your speaking speed, your volume, tempo and pitch.

In other words, if the other person starts talking very quietly, you should talk quietly, too. If they
dow down, you should sow down. If they get loud, you get loud right with them and youll
experience a remarkable deepening of your rapport with the other person.

When you do this, you will begin to sound more like the person youte talking to. The effect? They
begin to fedl that you are more like them, and improved trust and rapport naturaly follows. This
isapowerful technique for building rapport with people on the phone.

HOW TO PACE THEIR E-MAIL OR WRITING

To build rapport with someone through e-mail, simply write like they do. USE THEIR
VOCABULARYtheir words and phrases. Use the exact same words or phrases (or similar ones)
in writing mail or letters back to them.
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If they use emoticons (those characters like :-) or ;-) and so on), you can incorporate them, too.
Y ou dont have to use the same ones they use, just use your own versions.

PACE THEIR WRITING STYLE: if they use short sentences, you should adopt short sentences.
If they use a certain category of words more often, youll build rapport by adopting those words.

One good way to do this is to imagine what kind of person is sending you e-mail or writing to
you: where do you think they are from? How old are they? What kinds of hobbies do you think
they have?

Once youve answered these questions, imagine you ARE that person! Put yourself into ther
shoes’and begin to think and act like them. Then, when you sit down and write the letter or e-
mail, with their characteristics firmly and loudly implanted in your mindhke a big pictureyeull
automatically establish greater rapport by pacing’their writing style.

USE THEM IN COMBINATION

To GAIN STRONG RAPPORT with the other person, use al these techniques together. For
practice, use just one technique first until you GET GOOD AT THIS, then add the other
techniques. When you USE ALL THE METHODS together, your rapport with the other person
will be EASY to create and EASY to maintain!

This is especidly useful in an office environment where youre often sending e-mail to someone
AND talking to them in person at other times. By pacing them in person and in writing, youll have
DOUBLE the rapport impact.

WHY THISWORKS

This works because of a rule of human nature: people generaly disike (or distrust) people who
behave and appear very different from themselves. Think about your friends. Arent they more like
you than people you didlike (consider things like beliefs, values, attitudes, behaviors etc)?

And, as arule, people LIKE those who are more LIKE them! This helps explain why people form
%ocial circles’of friends with smilar looks, behaviors, values and beliefs.

Therefore, in using rapport for persuasion, were actually creating a likeness with the other person
in order to move inside THEIR $phere of comfort’so they realize we are like them and they can
trust us. Thats why this works so wellbecause it appeals to a NATURAL process of that

GO OUT AND TRY IT

The first opportunity you get, go out and test this with someoneanyone! Prove to yourself that
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rapport is indeed a very powerful tool for increasing your business and gaining trust with anyone.
For added comfort, use it first with someone you dont know well. If you ever were to get caught,
it would be with someone you know as opposed to someone that you dont know. Consider that
someone that doesnt know you has no clue that you dont move, sound and believe like they do!

SUMMARY

Okay! You just learned about the origins of this "chemistry" between people and why people are
attracted to those who are more like them. Y ou then learned how to CREATE THIS RAPPORT
and trust with anybody by becoming more like thempacing their body, their voice, their words,
etc. By being able to USE THESE SKILLS ALL THE TIME now, youll notice a DRAMATIC
increase in your natura chemistry and trust with other people.

Remember that rapport BY ITSELF isnt enough to convince someone to do something.
RAPPORT IS ABSOLUTELY NECESSARY, yes, and you aso need to adopt some other
speaking strategies in order to appeal to the other persons logic and emotions. And we cover
more of those right here in this report. For the full training on this, investigate our Home Study
Course (more information at the end of this report).

MISTAKE #4- FAILING TO FIND OUT THEIR CRITERIA BEFORE
EXPLAINING YOUR PRODUCT, SERVICE, IDEA OR OPPORTUNITY

This is probably the most common mistake of altrying to &l”your product, service, idea or
opportunity based on the old features and benefits’sales techniques. Those old-fashioned saes
training courses were fine for selling in the 705, but today, al convincing happens inside
something called Values-based’strategies, or, Relationship marketing.”

The mistake people make is spilling out their long list of features’before finding out whats redly
important to the listener. For the examples in this section, wete assuming youre a business owner,
selling a product or service. However, the exact same technique is fully available to you whether
youre an employee, a consultant, negotiator, or any person who needs to BE MORE
CONVINCING with other people.

WHAT YOURE GOING TO LEARN IN THISSECTION

Why the 6ld fashioned'way of selling a product, service, idea or benefit doesnt work
How to quickly find out their highest Criteria for anything

How to use that Criteria to convince them

The actual sequence for obtaining anybodys Criteria

Actua real-world examples of using Criteria

How to start the conversation to get to Criteria

Suppose you market a resume service, and you get leads from ads in the newspaper. When people
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you asking about your service, you might say something like:

Yes, we offer 24-hour service, a satisfaction guarantee, a very low price, high-quality resume
output and skilled writers. Which one of those interest you?’

At this point in the conversation, youve merely established yourself as a Salespersonrather than a
felationship marketer"with your prospect. So far, you havent asked a single question about their
needs.

FIND OUT WHATSIMPORTANT TO THEM FIRST!

Instead, doesnt it make sense to find out whats important to them about your service first? In
other words, what if you could immediately discover the hot button”of your prospect BEFORE
you start describing your service? Suppose you could iind read’their most important criteria for
buying your service. Would that be valuable?

Thats what this method, "Criteria’ does for you. Using the techniques you'll learn - right here, you

can get this vital information from your prospect BEFORE you start talking about your resume
service. Heres how to do it:

HOW TO GET THEIR HIGHEST CRITERIA
Start by asking the question:

Whats important to you about a good resume service?’ The question here is: Whats important
about “and then fill in your product or service. Once you ask the question, listen very
carefully for their answer. It may be something like:

I need to get ajob read fast.”
or
I need to impress people with my credentials.”

or something similar. Whatever answer you get, WRITE IT DOWN. Asyou GET GOOD WITH
THIS, you can instead just memorize it. But for now, write it down. Next, you REPEAT BACK
TO THEM their own answer, plus a bit of fluff'to fill in the gaps. For example, if they say:

you might say:

'Y ou need to get ajob real fast. Thats right. In this economy, we al need to find jobs as quickly as
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Now, HERES THE TWIST. So far, youve found out their MAIN criteria for wanting to use your
that criteria and use it to dig even deeper to find even more
important criteria. So, take their answer to the first question and ask whats important about that:

Whats important to you about getting ajob real fast?’

Then, be quiet again and listen. The answer they give you is a HIGHER CRITERIA that you can
use to sell your service! And Il show you exactly how to do this in a minute, but first, WRITE
DOWN this answer above their first answer. They might answer something like:

Well, | need to make some money to pay all my bills.”
Write this down! If youve been writing this down so far, your €riterialist'would look like:

Need to pay al hishills
Wantsto get ajob red fast

So far, youve learned one important hot button”for his buying decision and then one LARGER

Now, we're going to DO THIS ONE MORE TIME TO GET THEIR HIGHEST CRITERIA:

I agree, paying al your billsis sure important. | wish | could pay al mine right now. Just out of
curiosity, though, can | ask, whats important to you about paying al your bills?’

Then listen again for their answer. THIS IS THE BIG ANSWER thats going to make your sale. It
will probably be something big and all-encompassing like freedom”or Security”or happiness.’In this
case, the person might say:

ft means | can be free from the bill collectors.”
S0, in this particular example, we have aLIST of criteria as follows:

Freedom from the bill collectors
Need to pay al hishills
Wantsto get ajob red fast

This is the MASTER LIST thats going to help you. Now youve learned EXACTLY what this
person needs to hear to be sold on your product. And, by the way, if youre using the voice-
mimicking fapport”that we taught earlier in this report, youll be able to ask these questions easily
and comfortably. If the person feels uncomfortable with you asking these questions, it means
youre not in rapport yet - and you need to PRACTICE RAPPORT more!
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HOW TO USE THE LIST OF CRITERIA

Now that you have the list, youte ready to USE IT. And this is the easy part: you smply
DESCRIBE YOUR PRODUCT OR SERVICE USING THEIR CRITERIA. This example might
go something like: (111 use capitals on the criteriain order to bring them to your attention.)

Okay, Joe. Thanks for calling and | really appreciate you sharing that information with me. Let me
start by saying we offer a 24-hour turnaround on our service to enable our customers to GET A
JOB REAL FAST. In fact, thats why most customers choose usbecause we can help them get
their resumes very fast in order to GET A JOB and PAY THEIR BILLS as quickly as possible.
And when you alow us to handle your resume, Joe, thats exactly what well do for you, and wont
that give you the FREEDOM FROM THE BILL COLLECTORS that youre realy looking for?’

Whatever Joe says, hes aready sold on the deal. Y ouve just appealed to his own highest criteria,
and as long as you have a price anywhere within reason, the job is now yours!

See how this works? Can you hear it yourself? Can you imagine being able to DO THIS with your
current prospects? It5 really not as pushy”as it sounds. In fact, they wont even notice it because,
from their perspective, youre ssimply VERY CONCERNED with their own interests and desires!

This s the ultimate application of felationship marketing!”
For your review, here are the actual steps:
THE ACTUAL STEPSFOR GETTING AND USING CRITERIA

1: Ask whats important about

2: Listen for their answer and write it down

3: Repeat their answer and agree with it

4: Ask whats important about (fill in their answer)

5: Listen for the second answer and write it down

6: Repeat their second answer and agree with it

7: 1f necessary, ask whats important about (fill in their second answer)
8: Listen for the answer and write it down

9: Agree with their answer

10: Now describe your product or service using their three criteria

By the way, asking Whats important about’even ONE TIME will already give you a huge advan-
tage over the sales techniques most people use! Most salespeople dont even bother to find out
even ONE thing their customers want! By being able to USE THIS TECHNIQUE, youte already
leaps and bounds ahead of your competition!

ACTUAL EXAMPLE OF GETTING AND USING CRITERIA
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Heres another full example for you. Keep track of the criteria and listen how | feed back their
answers. For this example, suppose | sell computer systems from my home office, and | have a
client on the phone who is interested in a system. Unfortunately, | dont know yet what5 redly
important to them about a purchase.

Me May | ask, Jan, whats important to you about buying a computer system?’

Jan: Sure. | dont know a whole lot about computer, so | need someone who can not only sell me
a system, but who can aso give me some lessons on using it.”

Me: 'Y ou want some lessons on using it. Thats great. | think that if more computer stores included
lessons in their purchase price, people would be able to use their computers far better than most
do today Just so that | understand you better, may | ask another question? Whats important to
you about getting lessons with your computer?’

Jan: Well, frankly, my kids are learning computers at school, and | want to be able to at least keep

Me: 'Y ou want to keep up with your kids. Thats great. 1t5 always nice when you can really spend
time with your kids doing something they can do, too, isnt it? Thats fantastic. Out of curiosity,
whats really important to you about keeping up with your kids in computers?’

pausg] ... it shows my kidsthat | care about them.”

Me: Thats great. | can really tell you care about your kids and | truly admire that. Few parents
have the kind of care that youve shown right here. Thank you for being so honest with me about
why youte looking to purchase a computer system, and let me assure you that with any system
you purchase from me, | ALWAY'S include lessons so that people can really learn how to use
their equipment. And in your case, when you get these lessons from me, thats going to allow you
to keep up with your kids and share your computer knowledge with them. And like you
mentioned, | think that really shows your kids that you care about them. So please understand
that EVERY system | sell includes all that. What kind of system are you wanting to buy now?’

Do you see how smooth that is? And we didnt even begin to talk about the PRODUCT until
AFTER we sold Jan on her criterial

By the way, YES, it redly does work just like this. With practice, youll be able to GET
PEOPLE'S CRITERIA this smoothly and use it this fast. I1t5 really this easy, and it works just like
| described in the example.

HOW TO START THE CRITERIA CONVERSATION
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Many people ask, ‘Yes, this looks powerful. How do | begin the conversation and get to the

When you get on the phone with the person, or get together with them in person, you simply ask
this question:

So, what was important enough for you to give me a call today?’
or

What was important enough for you to get together with me today?This question alone will often
elicit their FIRST criteria.

Then, you can continue with the procedure from there!
EXAMPLES OF WHATSIMPORTANT"™QUESTIONS

Whats important to you about hiring a good consultant?’

Whats important to you about buying a computer system?”’
Whats important to you about a good employee?’

Whats important to you about a caring relationship?’

Whats important to you about a business opportunity?’

Whats important to you about find a good person to work with?”’

SUMMARY

Great! Youre really getting into this material now. You just learned why the old method of using
"features and benefits’doesnt work. You learned that Criteriavalues-based sellingis-the key to
persuading other people to buy”your product, service, idea, opportunity, or even Y QU!

You learned how to quickly find out their Criteria by asking, Whats important about...” and
following the question sequence, and you learned how to immediately apply that information as
you $dll'that person on your ideabsing THEIR Criterial

And finally, you learned how to start the conversation to get INTO Criteria and some real-world
examples of using it.

How are you doing with this information? Can you see how valuable it can be in your own career,
business, and life? What youtre reading in this report is just the TIP OF THE ICEBERG on what
we teach our students. If you think these techniques are powerful, youll probably DROOL over
whats in our course called How To talk Anyone Into Anything, Anytime and our Conference Call
Training. Heres some contact information so you know how to reach us when you want to find
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out about them:

To request additiona information, e-mail us on the internet at kenrick@telisphere.com. Or call
253-476-3199 with your product questions or technical questions or orders. You can aso reach
us by fax at 253-476-2956. Our internet WEB site is http://www.maxpersuasion.com. Additional
information about our other courses available for home study and our live courses are available on
the web site.

Now lets move on to the next mistake:

MISTAKE #5- USING “TRY”
Heres another language mistake that most people make every day. using the word "Try."
What if | say, tll try to teach you about this...”

Whats the assumed meaning? (The presupposition?) It5 that | cant teach this to you. When you
use the word Try,"you assume failure, and your listener assumes failure a so.

WHAT YOURE GOING TO LEARN IN THISSECTION

Why Try"is a dangerous word

What other people mean when they use Try”

What you mean when you use Try”

How to eliminate Try"from your speaking, writing and thinking

WHEN OTHER PEOPLE USE TRY”
When other people-tell you they are going to try”to do something for you, you will horn now on
automatically know they dont intend to actually succeed at doing it. Consider these sentences,

SuUppOose someone is saying:

tll try to have that report done by Monday”
Trandation: fll begin the report, but Il fail to get it done by Monday.”

Tl try to pay you back in two weeks.”
Trandation: tll be unable to pay you back in two weeks, yet 11l make it look like Im trying.”
Trandation: f wont make it tomorrow.”

Do you see how this works? When people use Try,"they are actually assuming the failure of the

For More Information: http://www.maxpersuasion.cony or call 253-476-3199 Page 24 of 35
@opyright 1997, 1998, 1999 by Kenrick E. Cleveland and Forever Free.




And when you ask questions of other people, never ask if they will try”"to do something for you.
Instead, ask if they will!

Will you finish your homework?’
Will you stop by tomorrow night?’
Will you read this contract right now?’

Doesnt that sound a lot more powerful ? Isnt that more compelling? 1t5 especialy true when you
stick to what you say and actually follow through with your promise! People will find that you are



real §o-getter'type of person who keeps their promises!
A FUTURE PACING EXERCISE WITH TRY”

Heres a little exercise that will help you REMEMBER TO ELIMINATE TRY”when youre
speaking Take a moment right now and imagine a situation in the near future when you might be
talking to someone. Imagine that you accidentally start to let the word try”dlip out of your mouth.
Now see yourself suddenly taking NOTICE! and immediately saying the sentence with the word
Will"instead!

Can you see yourself making the correction? RedlyBO THIS RIGHT NOW. Close your eyes for
amoment and imagine it.

Now imagine yourself in another conversation and see yourself doing it perfectly. See yourself
using the word Will"automatically, in every situation where you want to be persuasive!

ELIMINATING TRY"FROM INTERNAL CONVERSATIONS

Do you redize the way we speak to other people is very similar to the way we speak to
ourselves? In other words, the way we fepresent’realityedr word choice, our frame of referenceis-
actually the same on the inside as on the outside.

So if you were using the word Try”with great frequency in conversations with other people,
chances are that you were also using it in your internal conversations as well. Thats dangerous,
because it presupposes failure.

What if you say, fll try to become a millionaire.” That assumes that you wont,

We have to get rid of Stinkin' Thinkin”by eliminating these dangerous words from our internal

conversations as well as our external ones. You see, every technique that you LEARN WITH

FOREVER FREE must first be used on yourself! Thats right! Y ou want to persuade yourself first

to be successful at using the patterns, to BE MORE CONFIDENT, to be a better person in every

way that you know how to be. And then, once you PERSUADE YOURSELF with the

techniques, you can go out and PERSUADE OTHER PEOPLE using the exact same techniques!
ELIMINATE TRY"NOW

For practice, rephrase these sentences to be more self-empowering:

tll try to work harder in order to succeed.”

f will redly try to contact five customers today.”
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fm trying to make an extra $10,000 by Christmas.”

Is it getting easier to ELIMINATE TRY”from your interna thoughts and conversations now?
You must be decisive in your thinking and your actions. If you really need to do something, do
what Nike saysdust do it!”If you dont need to do something, dont try to fool yourself with the
word TRY ."Instead, just say, This thing isnt important, so | wont even commit to it.”

BE DECISIVE. DECIDE WHATS IMPORTANT TO YOU AND WHAT ISNT.
Then act appropriately!
SUMMARY

In this section, you learned why Try"is a dangerous word, and why you should eliminate it from
your speaking, writing and thinking. You learned what other people really mean when they use
Try and how to get areal answer from them.

MISTAKE #6- SAYING BAD THINGS ABOUT YOUR COMPETITION

Here5 a MAJOR mistake that almost everyone makes at one time or another. The sad part is that
few people readlize the damage they do when they say bad things about their competition or
another company (or person).

WHAT YOURE GOING TO LEARN IN THISSECTION

Why downgrading your competition is a dangerous tactic
How emotional anchoring works

The common mistake of linking it to what youre selling
How to avoid the mistake

Heres why this is so dangerous to your business or career. First, | want you to begin to
understand the concept of finking"emotions to things. People naturally link emotions to events al
the time. For example, for most people, the smell of fresh-baked bread smells like home.”(Thats
why real estate agents sometimes put fresh bread in the oven when theyre showing a house.)
When you smell the bread, it brings on the emotions of home'or Safety”or familiarity.”

We aso link emations to people. When you see somebody that you really love, for example, youll
begin to feel the emotions of love and excitement. When you see somebody you hate, you'll feel.
Understand that once youve established your iefault”emotion with this person through past expe-
rience, these emotions are brought on ssimply by SEEING the person, even BEFORE they say
anything or do anything! If youre familiar with the work of Pavlov, the famous Psychologist, you
know why this works!
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Thus, emotions are linked to sensory cuessemething we see, something we hear or feel or smell.
What kind of emotions do you link to the sound of a police siren right behind your car when
youte driving 70 on the highway? For most people, its a strong emotion of FEAR!

DEGRADING YOUR COMPETITION BRINGSUP BAD EMOTIONS

Heres how this al fits together. When you say ugly things about your competition, youre actually
APPEALING to a bad emotional state in your prospect. By talking about how bad your
competition is, you will actualy CAUSE your prospect to begin experiencing that feeling!

Imagine if Im selling you long-distance phone service, and | start talking about how bad the
competition is:

Oh, | wouldnt even consider doing long-distance service with ABC company Their networks are
aways down and you can never get through during peak hours. And you know, when you call
their operators, theyre all so mean and nasty. | just hate talking to those people. Their service is
awful and their rates are unfair, and they really make me so angry every time | have to talk to
them...”

Now what happens to the person youre telling this to? They go right into the state of frustration
and unfairness! They begin to EXPERIENCE exactly what you are describing to them!

THE FATAL BLOWHEINKING IT TO YOUR COMPANY

And heres the FATAL BLOW. Once the prospect is al angry and experiencing this negative
emotional state, some people turn right around and say:

Okay, now hereés MY company!”

and what happens? Remember the emotional linking we showed you earlier? This negative feeling
goesWHAMMO! -and links itself right to your company or product. Now, your prospect has
linked a powerful, negative emotion to Y OUR product.

At this point, youte in a mess. And every time you bring up your company or product, your
prospect will link it to feelings of frustration and unfairness. Oops!

HOW TO AVOID THISMISTAKE

So how to avoid this? Simple. Dont slam your competition. SPEAK WITH RESPECT AND
UNDERSTANDING ABOUT YOUR COMPETITION. Youll gain credibility for doing so.
Consider this example: suppose your prospect says, But what about ABC company?’Instead of
degrading them, say something nice! Say: Oh, | think ABC company offers fine service and
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excellent quality. | would recommend them to anyone if my service wasnt already even better.”

See how this tlisarms’their objection and shows your credibility at the same time? Now youre
beginning to get your hands on some of the power available to you in what we teachHow To Talk
Anyone Into Anything, Anytime. And let me just suggest: if you want more information about our
available training courses and how they can help you be even more persuasive in your business
and profession and how you can make a significant income and build a business thats about as
easy to create as licking postage stamps, ask the person who gave you this report for details. You
can get considerably more information by surfing the web to our web page at www.sophist.com.
Wete happy to assist you in any way possible!

SUMMARY

In this section, you learned why degrading your competition is a dangerous tactic, and why it
actualy hurts you more than it helps. You learned how emotional anchoring works and how to
avoid linking bad emotions to what youre salling.

Finally, you learned about speaking with integrity and professionalism about your competition in
order to add credibility to yourself!

Now wefe really picking up speed. Can you imagine how much more persuasive youll be now
after correcting 6 of the 9 biggest mistakes made in securing more business? Imagine using just
Criterial Or imagine just using the Quotes Pattern! Now think about being able to PUT IT ALL
TOGETHER and USE THEM ALL in every persuasion situation where YOU WANT TO WIN!
Thats what Forever Free is al about, because WE WANT YOU TO WIN in every situation
where youre going to USE THISWITH INTEGRITY.

Now, for mistake #7:

MISTAKE #7- USING THE WORD,” IF”
Heres another common mistake people make in persuasion. The word, F’can be deadly!
WHAT YOURE GOING TO LEARN IN THISSECTION

Why ff'is also a dangerous word
What " If" actually presupposes
How to replace ff"with a better word

Why is tf"deadly? Suppose Im a marketing consultant talking to a client about hiring me:

Mr. Prospect, if you hire me, youll really like the results | get for you.”Whats wrong here? Think
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about it. What's missing?

Heres the answer: Im assuming that Mr. Prospect might not hire me! In other words, in my own
mind, Im not convinced that | will get the position!

And if Im not convinced, how in the world can the prospect be convinced?

This may seem like a very tiny difference to youand it is a small difference when you only look at
the words. But inside the mind of the speaker and the listener, thisis a huge difference! Just check
out the pictures you make in your head between the two and youll see.

Anytime you use the word 1f; you are presupposing that whatever follows the word might not be
true or might not happen. Sure, there are plenty of times when using tf”is perfectly norma and
correct, such as when youre planning for uncontrollable events in the future, tf the stock market
hits 4500, well sdl..." But dont use ff”in your persuasion message where youre presupposing
faillure. What if | were to say, ff you like this report, then youll really love our other products so
let me tell you about them!”Thats kind of weak and wimpy, isnt it? Im assuming that you might
not like this report. And thats obvioudly silly, right?

So heres how to change it: Replace tf'with When'or As.”
The solution isreal smple. Just use When'or As'instead. Like this:

As you read through this report and find yourself liking it even more, youll naturally become
interested in the other persuasion training courses we have here at Forever Free!”

Hear the difference? Here are some more examples:

tf you like my presentation today, youll realy want to talk with me after the meeting about how
Corrected: As you find yourself liking my presentation today, youll really want to talk with me...”
tf you finish the report, you can go out to play.”

Corrected: YWhen you finish the report, you can go out to play.”

tf my prices look good, youll really want to buy from me.”Corrected: YWhen you soon decide that
my prices are the best, youll naturally find yourself wanting to buy from me.”
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For practice, rewrite the following thoughts to make them more powerful and self-confident by
replacing the word ff'with As’or When.”

Example:
Old: 1f you liked my resume, youll love me as an employee.”

New: As you find yoursdf liking whats on my resume, youll realize that youll love me as an

f you want the very best, youll want to look at my services very closely.”

tf our department reaches $100,000 in sales volume this month, well give everybody a color TV.”
'Y oull really want to work with me if you like even alittle of what youve aready seen.”

f my bid seems reasonable, we should get started right now.”
SUMMARY

You just learned why ff”’can be a dangerous word because it presupposes Might not.”Y ou aso
learned how to replace tf"with more powerful, persuasive words!

MISTAKE # 8 DISAGREEING WITH THEIR OBJECTION

This is a mistake that few people ever realize theyte makingperhaps youve even made this one a
few times. When people offer an objection to your product, service or idea, the biggest mistake
you can make is to start arguing with them about it.

WHAT YOURE GOING TO LEARN IN THISSECTION

Why disagreeing with their objection actually hurts you
How agreeing with their objection worksin your favor
How to reframe objections to gain agreement

Actual examples of using this skill

The Cleveland Method of Maximum Persuasion © demonstrates how we can disarm their
objection by first being able to AGREE WITH THEM. Yes, thats right. First, wefe going to agree
with them, THEN wete going to handle their objection.

Handling the objection requires some real skill, and this report doesnt have enough room to cover
all the details of gaining that skill, so let me at least tell you the NAME of the skill and give you a
crash course in using it.
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Relabdling."Thisis a way of turning around ANY objection someone may have about
your product, service or business, and appealing to their higher values in order to find agreement.
The Home Study Course covers this in more detail, yet lets look at some examples of how to use
it correctly right now so you can seeit in action.

WHAT HAPPENS WHEN YOU ARGUE
For the sake of contrast, listen to what happens when you try to argue with the objector:
Customer: Y our priceistoo high.”
You: Noitisnt. Itslow for around here.”
Customer: Wrong! | know of three other stores with lower prices...”
At this point, youre in trouble. Y ouve:
1: Fell completely out of rapport with the customer
2: Made them angry
3: Ruined your credibility
4: Probably lost the sale
Instead, try this:
WHAT HAPPENS WHEN YOU AGREE

Now, wete going to START by agreeing with the customer. Wete going to actually REPEAT
THEIR WORDS back to them and then search for higher ground”on which we can REALLY

agree.

L ets use the same example:

Customer 'Y our priceistoo high.”

You: "Our price IS too high. And every time | say that, | think, '‘Compared to what? Because |
know that no one else in this city offers our level of service at this price, even though some low-
service companies certainly offer lower prices.”

Isnt this smoother? At this point, you can then move forward with your conversation:

Y ou: By the way, whats important to you about 7

NOTE that if youve properly gained rapport with this person and found out their buying criteria
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youll probably avoid any objection in the first placel USE ALL THESE TECHNIQUES IN
COMBINATION for best results!

AGREEMENT EXAMPLES

Here are a few more examples for your reference. Once you begin to USE THESE
TECHNIQUES ON your own, youll easily find that agreeing with their objection is much easier
than arguing about it! When you AGREE, you actually DISARM their objection! How can they
argue when youre agreeing?

Examples:

Banker: 'Y ou dont have enough good credit for this loan.”Y ou: We dont have enough good credit
for this loan, and thats why weve brought all these testimonials and letters of credit from other
banks to prove our credit-worthiness to you. As you begin to look at these, and you start thinking
about being able to simply overlook the credit report, isnt it nice to know that people like us are

Customer: 'Y our business istoo small to handle an order like this.”

Y ou: Our business IS too small to handle an order like this, and thats why weve aready taken an
amazing number of additional precautions to handle this, such as hiring temporary people and
extending the workday to 7 PM, just to handle your order! Isnt it nice to know that a company
like mine will handle your order with such determination? No BIG company can offer that
attitude!”

Unhappy consulting client: % our solution didnt work at all! Our computers are a mess!”

Y ou: Our solution DIDNT work, did it? And whenever that happens, Iim the first to stand up and
say, Thats not right! 1m going to do everything it takes to fix this problem.” So when would you
like me to come back and find the solution to this problem for you at no charge?’

Unhappy boss:. * our idea for changing the marketing plan really stinks.”

You: ft really does stink, doesnt it? Even when | looked over it again, for the hundredth time, |
started thinking, Theres really room for improvement here’ And, you know, | think that the
people best qualified to make improvements to the plan are those who can really see whats
obviously wrong with it. So what slight modifications would YOU suggest we make to this plan
to make it stop stinking and be areally strong, effective, smart marketing campaign?’

and so on! Arent these fun? For your own practice, here are more objections for you to handle on
your own:

I dont like to work with small businesses.”
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I can handle this project myself, | dont need you.”

I dont believe you can stand behind your guarantee.”

'Y our presentation material was awful. | dont agree with anything you said”
We dont hire people with your qualifications.”

SUMMARY

In this section, you learned how to deal with one of the most fearful situations facing most people:
dealing with objections (or RE-jections!). You learned why disagreeing with the other person
hurts your ability to persuade them, and how you can AGREE WITH THEM TO ADD MORE
PERSUASIVE POWER TO YOUR COMMUNICATION.

Y ou learned how to reframe their objection once you agree with it to find some common ground.
And finaly, you read some actual examples of using this skill.

And ThisBringsUs To The End Of This Report

Much time and effort have gone into making this a hard hitting, powerful report. It was written to
appeal to you the way you usually learn as well as to your unconscious. Utilizing this writing style
causes the skills to become more readily available to you when you need them.

The skills taught to you here are absolutely at the cutting edge of persuasion technology today.
Use them alwaysin a"win-win" environment.

As with any skill you'd like to perfect, time and practice are the key ingredients. Go over this
report many times. Read it. Practice it. Make it part of who you are. Read between the lines. |
guarantee that for every minute you spend reading and practicing this material you life will be
enhanced many times the effort you've put into learning this.

Make sure you're subscribed to The Free Persuasion Tip of the Week (you can find subscription
information on the front page of this report at our web site, also listed on the front page.

Thanks again for reading this report. I'd love it if you'd jot off an email and let me know how you
enjoyed it. Click here to automaticaly pop up an emal aready addressed to me.
mailto:kenrick @telisphere.com.

And if youve enjoyed reading this, there is so much more where this came from. With this report,
youve only barely scratched the surface of the skills we have that can transform your persuasion
ability. . . making you far more personaly congruent. . . and far more effective in your
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communicating with other.

If you are in business for yourself, in Network Marketing or management, sales, telemarketing or
awhole host of other professions that can benefit from communicating more effectively (and who
couldnt), you owe it to yourself to get involved with our other material that you can learn al
about at our web site.

Thanks again for reading this. May you be blessed with all you want in life as you master your
communication skills and use them to help more people get what they want, easier than ever
before.

Warmly,

Kenrick E. Cleveland
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