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The best way to create influential language is to understand our 
prospects deeply and design language to help them recognize we bring 

high value and reduce risk.



Today’s Agenda

• We are going to look at the bone structure of influence or sales

• We will do a couple of exercises that help us recognize the value we bring to our prospects

• We will drill down into who our prospects are, and what matters to them

• We will create language that not only gives them what matters to them but dominates our 
marketplace



A_________
C_________
I__________
D_________

T_________
C_________
I _________

• All of sales is a Return on Investment Equation.  The sale happens when the 
buyer’s perception of value exceeds the investment.

• Every relationship in the world is dependent on three things. Trust, Credibility,
and Interest (or Value).

• Motivation to action lives in the gap between what I have, and what I want or 
want to avoid.

R                                   O                                IWIIFM
Risk



10 Questions Exercise
(Ok, really 20)

List 10 questions your clients ask you regularly

List 10 questions your clients should ask you and don’t think to



Values Inventory Exercise
Sell Vs Buy

What is the number 1 thing we sell that causes our buyer to reach into the bank, pull out money and give it to us?
When  they buy that, what do they get for themselves?
What else do they get?   (Keep Repeating)
What does that do for them?   (Keep Repeating)

Special widget

Cost Savings

Time Savings

Status

Etc.
• Put a little circle next to every value 

that is emotion based.
• Put a check mark next to every 

value that is functional/physical



Market Dominating Position

What are the physical 
characteristics of our target 
prospects?



Market Dominating Position



Example: Physical 
& Emotional 
Profile

Market Dominating 
Position



Market Dominating Position



Market Dominating Position

30 Second Elevator Pitch
• Do you know how … State Target Pain.
• What we do is… Summarize your value in 30 seconds

10 Second Pitch
• For (Targets) we Value Prop 1, Value Prop 2, Value Prop 3

Summarize
• Value Prop 1, Value Prop 2, Value Prop 3

Notice how;

1. Relates specifically to target need (pain)
2. Doesn’t ask for anything
3. Invites qualified prospects
4. Excludes non-qualified prospect
5. Narrowed specifically to Niche



Thank you for participating today
I hope it has been as valuable for you as it 
has been fulfilling for me to deliver it

If you would like more like this!
Join me on Wednesday, February 7, or 14th, 2024 

For our Profit Acceleration Masterclass
Bagels, Breakfast, and Coffee

And I’ll be giving away copies of my NEW Book
Advanced Strategy Guide

https://tinyurl.com/MikeyTalks


