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All rights are reserved. No part of this report may be 
reproduced or transmitted in any form without the written 
permission of the author, except for the inclusion of brief 
quotations in a review. 

 



 

DISCLAIMER 

The information presented herein represents the view of the 
author as of the date of publication. Because of the rate with 
which conditions change, the author reserves the right to 
alter and update his opinion based on the new conditions. 
The report is for informational purposes only.  

While every attempt has been made to verify the information 
provided in this report, neither the author nor his 
affiliates/partners assume any responsibility for errors, 
inaccuracies or omissions. Any slights of people or 
organizations are unintentional.  

If advice concerning legal or related matters is needed, the 
services of a fully qualified professional should be sought.  

This report is not intended for use as a source of legal or 
accounting advice. You should be aware of any laws which 
govern business transactions or other business practices in 
your country and state. 

 

 

 

 



 

 

Persuasion Tools “Mind Control” Steps Notes 

* “comfort” 

* rapport / connection 

 

1. Intro / Title Slide 

* title 
* headshot 
* date  

 

* “liking” 

* engagement 

2. Viral Request 
 
* Facebook, Twitter 
* LinkedIn, more 

 

* “comfort” 

* rapport / connection 

3. Setting Expectations 

* agenda 
* flow 
* foreshadowing 
* “reason to stick around” 
* The Big Promise 

 

* appeal to authority 

* positioning 

* social proof 

4. Background / Level Set 

* demos your authority 
* show instant proof 

 

* reciprocity 

* liking 

5. Immediate Action Content 

* process, systems, tools, how to 
* data, industry practices 
* resources, URLs, books 
* authority, experts, celebs 
* “Get the Yes” 

 

 6. Crossover 

* “Did I deliver?” 
* Ask for permission to go on… 
* Opport’y to cont. relationship 
* Optional: “Value of training?” 

 

 

 

 



 

 7. Close 

* moderate detail about offer 
* explain, show, demo value 
* 1-page summary of offer 

 

* authority 

* role playing / vision 

* liking 

8. Close… Objection Points 

* testimonials (1-2) 
* explaining success 
* guarantee (“risk reversal”) 

 

* confidence! 

* authority 

* scarcity 

* repetition 

9. Call to Action 

* clear call to action… 
* optional: show sales page 
* scarcity  time, qty, access 
* repeat the call to action… 3x 
* testimonials (1-2) 

 

* scarcity 

* repetition 

10. Bonuses 

* provide 1-2 focused bonuses 
* explanation, purpose 
* call to action 
* optional: bonus scarcity 

 

* comfort 

* repetition 

11. The Sweep 

* call to action 
* guarantee recap 
* bonus recap 
* call to action  

 

 12. Q&A 

* weave in features / benefits 
* weave in call to action 
* weave in persuasion tools 

 

 


