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Special Report

‘How to Use the Spectacular Power of
NLP to Exude Rapport, Make Your Ideas
Irresistible and Skyrocket into Thousands

of Dollars in Sales Every Time!’

By Adam Khoo
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Dear Friend,

I believe that you have ordered this report because you have the strong desire to become a

powerful communicator and to massively increase your sales and income.

Why should people buy from you and not the thousands of other financial advisors who

sell basically the same products with equally strong brand names? The difference lies in

your ability to make a connection with them and your strong persuasive power to capture

their HEARTS and MINDS.

Remember that most people do not buy out of pure logic, but most buying decisions are

emotionally driven. People will buy from you only if you can make them like you, trust

you and even better…love you! People will only buy from you if you can arouse within

them the feelings of motivation, guilt, love and urgency to purchase an investment amd

insurance product now!

How Can NLP and the Patterns of Excellence™ Help You to Achieve Sales Success?

So how can YOU connect with your client and shift his mindset into buying? The most

powerful tool available today is the science of Neuro-Linguistic Programming (NLP).

NLP is a set of principles and strategies that teaches you how to use the power of

language (linguistic) to program (and influence) a person’s mind (neurology) to achieve a

particular outcome.

With NLP, you will learn exactly how to program your own mind with the motivation,

confidence to take massive action to achieve your goals. NLP techniques will also help

you to eliminate mental limitations like procrastination and fear that hold you back from

your success. The Patterns of Excellence program is the #1 NLP personal excellence

program available today.

Do You POE ?
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In this report, we will focus on how to use NLP to shift your client’s mindset and mental

states to take action and buy!

The key principle you must understand is that if it’s possible for others to become a

dynamic and persuasive communicator, then it’s possible for you! If it is possible for

other’s to build rapport easily with others, then it is possible for you! It is only a matter of

learning and using the right communication strategies. So, get ready to start learning

some of these strategies right now!

Learn To Establish Rapport With Anybody, Instantly!

Before you can convince anyone to listen to you and buy your ideas, you must first build

strong rapport with them. Great sales advisors have the ability to establish instant rapport

with just about anybody. So what is rapport?

Well, have you ever met someone for the first time and just felt like you could trust

him/her? Did you feel like you were on the same wavelength and that you just felt

comfortable with that person? Well, this is the magic rapport! Once you build rapport

with your clients, they are more likely to trust you, listen to you and buy from you!

At the same time, have you ever met someone before and just felt like you could not trust

the person? Maybe you even felt irritated by the way the person acted. Well, in this case

there is no rapport and in this situation, you will never find yourself even wanting to

listen to this person, right? I have found time and again sales advisors who are really

knowledgeable and who offer the same great products, but find it hard to secure

appointments and sales simply because they did not know how to build rapport with

people.

Want to influence powerfully?
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The Secret of Building Rapport

So how do you build rapport with someone? Well, in traditional communication

trainings, it is said that you must smile, establish eye contact, use the person’s name

often, and pay sincere compliments. While all this is great advice, it doesn’t always

work! After all, have you ever met a salesperson before and the more he smiled,

maintained eye contact, and used your name, the more irritated you felt? The more you

didn’t trust him? The reason this doesn’t always work is because this is a very conscious

method of building rapport. In other words, the person is very consciously aware of what

you are doing and may be even more defensive.

The secret of building instant and deep rapport is to do it at the subconscious level. You

must understand your client’s mind inside out! When this happens, your client will feel

instant comfort, trust and attraction to you without even realizing why! Isn’t that

powerful?

You can build strong, instant rapport with a person’s mind by deliberately matching his

language patterns, mental models, tone of voice and body language! Since everyone has a

unique set of mental and communication patterns, a powerful sales advisor is one who is

flexible enough to change to match anyone!

People Who Are in Deep Rapport Naturally Match Each Other’s Communication

Patterns

Why does this work? Well, research has shown that people create instant rapport with

each other when they naturally match each other’s mental and language patterns. If you

were to notice a group of very close friends who are having a conversation, you will

notice that they will use very similar lingo, tonalities and body language! They will also

be speaking on similar topics where they share very similar experiences and beliefs!

Do You POE ?
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Do you have very different groups of people you mix around with like your school pals,

your colleagues, your family or even your army buddies? Have you noticed that when

you are with these different groups, you use very different kind of language amd tonality?

The next time you observe couples or close friends, you will notice that they will be

subconsciously adopting very similar gestures, postures, facial expressions and so on.

Language Can Help You Attain Unconscious Rapport With Your Prospects

Language is one of the most unconscious things in our life. We hardly ever use practiced

language all the time. So, the first thing you must match in your client is his/her favorite

key phrases. If you pay attention, you will notice that EVERYBODY has certain favorite

phrases which they always use. Some people tend to use phrases like, ‘you know what I

mean?’, ‘you see’, and like to repeat words like ‘o.k.’, ‘you know’, ‘basically’. Pay

attention to your client’s key phrases and when it is your turn to speak, subtlety inject the

same words and phrases into your speech. Take note that it must be subtle enough such

that they are NOT CONSCIOUSLY aware you are doing it on purpose. When done

properly, your client will feel an instant connection with you because you are speaking

‘their language’.

How to Match a Person’s Mental Models

Besides just matching simple words and phrases, rapport is instantly build when you say

things that matches your client’s mental models, things they are familiar with and that

they agree with.

a. Interests

Find out what interests your clients have and talk in terms of their interests. There was a

time when I was supposed to sell my company’s advertising services to the General

Manager of an insurance company. I found out from his secretary that his favorite

pastime was fishing.

Do You POE ?
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During the meeting, he asked me was my marketing philosophy. I replied that I believed

that marketing was exactly like fishing! His eyes started to light up and he asked why,

with an intense look of curiosity. I sure got his attention! I explained that as a good

marketer, you had to know what kind of fish you are looking to catch. This represented

your target market.

Then I explained that you had to find the part of the sea where you can find them in the

highest concentration. For example, if you are catching Marlin, you had to go to the deep

sea and if it was trout, you had to go to cold waters. Similarly, you had to know the

different kind of magazines, TV shows and newspapers read by your target market.

Finally I said that you had to know the right kind of bait to use for the different kinds of

fish. For example, if you were targeting young adults, you would focus on investment

link policies. If you were targeting middle-aged couples with children, we have to focus

on advertising education plans and annuities.

In a nutshell, I said that we had to identify all the different species of fish, identify where

they are located and the different baits to use in the upcoming campaign. He was so

impressed that he appointed my company that very day and invited me out for a round of

golf (his second favorite hobby).

b. Associations

I believe that our country is so small that all of us are somehow related, like a similar

school, common friends or similar clubs. Once you can identify that your client shares a

similar friend with you, you develop instant trust. The key is to ask questions like, ‘By

the way, which school were you from? What are some of your hobbies? Where do you

hang out?’ You are sure to find at least one link!

Want to influence powerfully?
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c. Values

Values are the emotional hot buttons that drive a person’s motivation to take action. Most

of the time, people do not buy based on pure logic alone, but they buy because somehow,

you have hit their values, or hot buttons. Values are emotional states like security, love,

importance, money, success, freedom etc… All of us have very different values that are

important to us. When you know a person’s values, you must sell the product to him in

such a way that it matches with his values. In other words, you must sell them the way

they want to be sold.

For example, if a person’s highest value is ‘security’, then emphasizing the returns from

the policy is not going to excite him. However, talk in terms of how buying a policy will

secure his family’s long-term security, and he would be more moved to take action.

So how do you find out a person’s values? Well, just by listening attentively, you can

make a mental list of what is important to him/her. Or you could simply ask inquisitively,

‘by the way, what is important to you in life?’

I have found that when you list down a person’s down 4-5 values, and insert them into

your sales pitch, it will make your offer seem irresistible to your client. For example, lets

say that your client’s top values are ‘SUCCESS, MONEY, FREEDOM, PEACE OF

MIND and LOVE’.

You could say something like:

‘Take a look at this proposal and you will see how it will SUCCEED in helping you get

good returns on your MONEY. At the same time, it will give you the FREEDOM you

need. In case of anything, you will have PEACE OF MIND that those you LOVE will be

taken care of.’

Do You POE ?
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How to Match a Person’s Tone of Voice

Although what you say is important, how you say something is even more important. In

fact, studies show that the tone of voice you use accounts for 38% of the meaning of your

communication. This is compared to just 7% for the words you use.

Many sales advisors are not persuasive because their tone of voice does not bring across

their passion, enthusiasm and sincerity. In fact, it is your tone of voice that shifts a

person’s emotions into a state of buying. You can have the best sales script, but if you are

not able to direct your tonality in a powerful way, you will find yourself sabotaging your

success.

If you find this difficult to master by just reading, then commit to join the Patterns of

Excellence program where you will experience live demonstrations and learn to master

this skill through hands on activities.

Everyone has got a unique tone of voice. If you are able to listen closely and match a

person’s voice, you create a very strong connection with the person’s subconscious. Here

are some key points you can pay attention to and match:

a. Rate of speech

Some people speak really fast, like a machine gun going off. These are the visual based

people (people who think more in pictures). If you speak too slowly to this group of

people, they will find you irritating. If you can speak at the same rate as they do, they will

feel more comfortable with you. At the same time, there are people who speak a lot more

slowly, usually with a deeper tone of voice. These people are known as kinesthetics (they

process ideas through feelings). Again, if you want to get through to them, you have to

slow down the speed at which you talk. The third category of people is known as

auditories, who speak with a rate of speech between the visuals and kinesthetics. They

Do You POE ?
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tend to speak with a lot more rhythm and pitch variation. A perfect example of these

people are radio DJs.

b. Volume of speech

Similarly, it is important to match the volume at which your client is speaking. Some

people speak loudly while others tend to almost speak in a whisper. Managing and

varying your speech volume can help you to resonate at the same level as the other

person.

c. Pitch, rhythm and accent

Do you find yourself using a very different rhythm and tone when speaking to foreigners,

the English educated, the more Chinese educated, to children? It is how we naturally

establish similarity and rapport. Powerful communicators are very aware of this and

match their accent to the group of people they are speaking to. Have you been really

irritated listening to a friend who came back after studying from the US speaking in an

American accent? Why? You felt irritated because it was a mismatch of your natural

tone.

Voice matching is extremely powerful, especially when it comes to making cold calls.

Remember that when making cold calls, you only have 5 seconds to build rapport before

the person decides to listen or hang up. When I taught this to a group financial advisors

about 6 years ago, they reported a significant conversion rate to appointments.

How to Match a Person’s Body language

While we can build similarity with a person’s language and tonality, the greatest impact

actually comes from matching a person’s body language. Your body language accounts

for 55% of the impact of your communication. Your facial expression, gestures, posture

Want to influence powerfully?
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and breathing patterns communicate either your passion, sincerity, enthusiasm,

uncertainty or lack of confidence.

In order to shift your clients into a state of enthusiasm or passion for your ideas, you must

send the signals through your body language. Before doing so, you must first build

rapport by matching your client’s body language. By adopting similar body language,

you are sending feedback to the other person’s subconscious mind that you are just like

him/her. At the same time, by adopting the same physiology, it allows us to get a sense as

to the other person’s state and allows us to understand him better.

a. Posture

Match your client’s posture and body position. Is he standing or sitting upright or slightly

slouched? Is he leaning towards the side? Is he folding his arms or are his hands in the

pocket? Is the person’s head tilted to the side? Are his legs crossed? Why is this

important? Because, if your posture is the same, you tend to tap into the other person’s

physiological makeup, therefore creating similarity.

b. Facial expression

You must also pay attention to the other person’s facial expression and mirror it back to

him/her. This includes the person’s eye movement and rate of blinking. Why? Because

research has shown that the way a person’s eye moves neurologically affects the way he

thinks. For example, people tend to look upwards when thinking in pictures and

downwards when accessing internal feelings. So what if the person is not smiling? What

if they have a rather sad look? Do we smile or do we match their slightly sad look? Well,

first you want to create similarity by having a slightly sad look initially, then when you

have built enough rapport, slowly begin to shift it to a smile. By starting to smile slowly,

the person will be inclined to be shifting out from his sad state. This is known as pacing

and then leading the person. Have you ever felt down and got really irritated by someone

Do You POE ?
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who seemed so happy? Why? Because you felt your feelings were not being

acknowledged. You felt misunderstood and mismatched.

c. Gestures

Everyone has got their own unique gestures. Some people wave one hand around when

they talk, others are very animated with both hands. Some people have wide gestures,

while others have narrow ones. Some people’s gestures tend to be high, while others

gesture lower and closer to their legs.

Pay attention to your client’s gestures and when it is your turn to talk, use the same

gestures back on them in a very natural way and they will feel really comfortable with

you.

WARNING!!! When matching a person’s body language, some subtlety is required. If a

person suddenly folds his arms, DO NOT fold your arms right away. That would seem

too obvious and the person would think you were making fun of him. Fold your arms in a

SIMILAR way after a few moments, so that it seems natural.

Just a Note: If you were to observe two people in close rapport, you would notice that

they would be already pacing and leading each other’s body language, as if engaged in

some sort of a dance.

How do you know that you have created rapport?

So what are some of the indicators that you have established rapport with someone? Here

are some indications that you are in rapport:

Do You POE ?
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a. You are able to lead the other person

You will find yourself being in rapport when you start to shift your body language, and

the person’s would subconsciously start to follow. For example, you may start smiling

and speaking faster, and the person would start shifting as well.

b. The person starts asking you questions

This is a sure sign that your client is becoming interested in you and your product. In fact,

you should only begin presenting your product and its benefits ONLY WHEN your client

starts asking questions.

c. You feel a warm sensation followed by a change in the other person’s facial color.

When a person starts feeling really comfortable with you when there is deep rapport, you

will start to notice the person’s facial color becoming more flushed (redder). You may

even experience a warm sensation within you.

How to Turn Objections and Resistance into Opportunities

Have objections cost you a sale many a times? Well, objections and skepticism are

inevitable when you are selling something to someone. The great thing is that when

people give objections, it is sometimes a sign that they are interested in buying, its just

that they have concerns. If you can shift their perceptions and way of thinking, then they

will be sold.

The art of shifting a person’s perceptions is called REFRAMING. Reframing is a very

powerful technique that takes a couple of hours of training in the Patterns of Excellence

program. However, I will give you a gist of it in a while.

The most important rule in handling objections is to NEVER DISAGREE with a client’s

objection. By doing so, you will be mismatching their model of the world and breaking

Want to influence powerfully?
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rapport. Always respect and match their point of view first and then subtly shift their

perceptions by turning their objections into an advantage. This is again called PACING

and LEADING.

So how do you PACE and LEAD? The secret is in first saying:

‘I AGREE/UNDERSTAND/APPRECIATE that… (their objection)… AND…

REFRAME the Objection.

Example 1:

Client says, ‘I don’t need insurance now’.

You say, ‘I agree that you don’t need insurance now and that is why you must buy it

because when you do need insurance, you cannot buy it anymore. Insurance is something

you buy when you don’t need it yet.’

Example 2:

Client says, ‘I don’t have enough money to afford to put away $200.’

You say, ‘ I understand that you don’t have enough money and that is why you must find

a way to save $200 a month to ensure that in a few years you will have enough money to

afford to buy what is really important to you, like a house.’

WARNING!!! Note that I use the word ‘AND’ and not the word ‘BUT’ in pacing and

leading objections. Why? Because when you use the word ‘BUT’, it fires off resistance

and breaks rapport.

Do You POE ?
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How the Patterns of Excellence™ training

and NLP has helped thousands achieve

exceptional sales results!

Just how powerful are these strategies when put into

action? Well over 1200 sales professionals,

entrepreneurs, educators, parents and managers have

achieved exceptional results in their performance. Here

are just some of their stories…

Lorraine Koh

MDRT (2000, 2001, 2002, 2004, 2005)
Completed ‘Court of the Table’
two months after the Patterns of Excellence Training

David K.C. Lim
MDRT (1999, 2001, 2002, 2003, 2004, 2005)
Successfully recruited 43 new advisors with 12 months

The personal empowerment strategies
and the persuasion techniques I learnt
were simply the best I have
experienced! They have allowed me to
continue breaking new records in my
production and agency recruitment. It
is a must attend for anyone who is
serious about succeeding in the
insurance business.

At first, I knew I was able to achieve the
MDRT status. However, I realized that I
needed to stretch myself with a higher
goal. I learnt powerful communication
strategies through Patterns of
Excellence Trainers and Life Coaches,
and became driven to achieve my Court
of the Table two months after
completing the program.

Want to influence powerfully?
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Do You Want to Learn More about How

You Can Massively Skyrocket Your Sales

and Profits?

If you have found the strategies in this report useful,

then imagine what could learn by attending our live 8-

day Patterns of Excellence training. Here are just some

of the things you will master:

¶ How to shift other’s perceptions and emotions

instantly

¶ How to use the art of persuasive language

¶ How to communicate and speak with total charisma

¶ How to ignite your passion and drive

¶ Take charge of your emotions for peak

performance

¶ Master the success blueprints of top achievers

¶ Eliminate limiting habits like procrastination and

fear

¶ Create more value in your communication

¶ Enhance the quality of your relationships

¶ And much, much more…

There is nothing like experiencing the most powerful

NLP strategies on how to empower yourself and

become a powerful communicator…hands on!

Want to influence powerfully?
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What Sets Us Apart From Other ‘NLP’

Programs

Forget the uninteresting paired exercises that have been

DONE TO DEATH! Not only have our two Master

Trainers, Adam Khoo and Stuart Tan been through

varied training and practical experience, it’s enough

that they have trained over 1100 participants within the

last two years alone in the methodologies of NLP.

What our Course Participants Say:

‘The course has been really great

and wonderful!’ - Eric Cher

‘It was great knowing you, thanks

to POE. I felt like going back to

school, where I could share

thoughts with friends, without

really bothering about reactions

and judgments.’ - Sriram

‘POE really had a great impact on

all of us… keep in contact with

our dear friends and keep on

supporting them and giving them

the motivation they so richly

deserve!!!’ - Nicholas Sagaram

Want to influence powerfully?
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‘I had gained so much in this

incredible and crazy program called

POE. POE had made huge changes to

my life from my identity and values

to deep rooted past limiting

beliefs. I am very grateful to each

and everyone of you for the great

support and encouragement given to

me throughout the entire course.

With all the new skills we learnt,

it is time for all of us to go out

there to show others what our true

potential is. Go for your dreams!’

- Stan Lin

‘In Module 1 I spent a lot of time

with Stuart, telling him that I

wanted to be a more effective

lecturer and I can't really bring

in the kind of energy that he and

Adam bring into their class.

And he asked "Why not?" To me this

was a real important moment---I had

Want to influence powerfully?
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If you haven’t considered joining our program, perhaps

it’s because you think our program won’t work for you.

Well, it’s backed by our unconditional money-back

guarantee, and you are RISK-FREE.

You will gain some of the most superb skills that only

some of the best Master Persuaders in the world will

learn!

How can you best over 40 years of combined NLP

training experience with the most vibrant and dynamic

duo in NLP training history?

I’m certain that the program is not for all of you, but

you can bet that with so many lives transformed, you

will be wishing you had attended the program a long

time ago.

Call Our Customer Service Officers at 62740105

Or visit us at http://www.akltg.com/poe.php to:

¶ Download a Free brochure

¶ Read about the program Curriculum

¶ Register for a FREE 2-Hour Introduction

Seminar

¶ Download our Free Patterns of Excellence Video

Do you know someone who would benefit from this

article? Send this article to a friend!

Want to influence powerfully?
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