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Ha! Nope, not here.

I’ll spare you the lengthy “about me” and “my story” — adding just 
enough to get you to listen to me.

If you are interested.

If not… Just skip that part.

There is a lot of value for you here.

But to at least know who I am and why you should listen to me in a 
couple sentences… 

Oooh, no! 
Not another long-form,
brag PDF full of personal stories 
and testimonials, and with 
only a little bit of value!
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Here it goes:
Under the direct mentorship of Anthony 
Robbins and his brother-in-law Scott...

I was the top producer for that organization.

Meaning:

I am the All-time Top Producer for the largest most influential 
company in the personal development space.

I had started as the worst in the company.

And left the All-Time leader of a billion-dollar brand.

I’ve gotten to be behind the scenes for a decade, and I have learned a 
thing or two about building a biz like yours.

Here is how I did it, and how you can too.

The exact best tips from direct coaching you can’t get anywhere, from 
people who charge upwards of 1mm$ for this info. 

Got you? Good.

Here it goes...
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So, let’s define you.

An entrepreneur. A service provider. A coach/consultant. 

Someone who authentically wants to help others.

Someone with a vision, a mission, a brand, a funnel, a real business. 

But, for some reason, there is a disconnect between what you offer and 
your results, meaning...

You are not changing the number of lives 
you know you could, and you are not making 
the money you know you can.

THIS IS ALL ABOUT YOU.
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Or...

Your business is at a point where you want 
to just be the creator — not have to worry 
about the conversion or sales part, but you 
feel tied to it because you know sales is the 
lifeblood of your business.

You sell well, but know that your skills in sales and 
influence could use an upgrade, and doing so could put 
an extra 10-100K a month in your pocket.

Your salesperson is ineffective, and you wanna get him/
her dialed in — you want your sales guy or gal to get 
upgraded and not have to deal with it yourself

Either way… I got you.

Before we talk about the interdependence of your marketing to 
conversion/sales and your delivery…

 Let’s take a look at what I call The 3 Views. 
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HERE GOES THE MAIN 
PHRASE OR TITLE FOR THIS SECTION. 
BE SURE TO PASTE IT.

THE
THREE VIEWS
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The first view is what I call

The Vehicle.

The vehicle is what takes you from one place to another.

VEHICLE
No doubt…  They reason you are here to improve your 
vehicle. Just like a Ford Impala can get you from one place 
from another, and do the job well enough… 

The Vehicle
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A Bentley is no doubt a higher-quality vehicle… 
Regardless of your preference of 
either car… both work. But, one 
is faster, of higher-quality, 
better- built, and will deliver 
your clients to you feeling 
well taken care of.

You are here to take a look 
at my “Bentley” and see if 
it makes sense to commit to 
choosing that kind of investment in 
yourself. This choice would allow you to have your clients delivered to 
you in style, and feeling good. The kind of client it will attract would be 
a better quality client that pays more, is more committed, and is more 
fun for you to work with.

But hold up Kemosabe… 

I want to remind you here first that there are 

many vehicles in your business… and we’re 

always quick to think we need a new vehicle… 

For example, your script could be the vehicle you want to change, 
or your salesperson, your marketing, your service delivery process. 
These are all vehicles that ultimately move the needle forward in your 
business.
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I have a great vehicle here for you, and I’ll get into the details in a 
moment… But, realize that the best vehicle in the world is pointless 
if the driver is blind, the road conditions are a mess, or if there is chaos 
inside the vehicle. 

Most people already have a good vehicle. It may 

just be that they have a flat tire, or two.

For over a decade, I would get dropped off in a city with nearly no 
recourses other than those coming out of my own 2 lips. I would knock 
doors, hop on the phone, and do presentations in a new city every 3-4 
months, and generate up to 1000 high-ticket sales to absolute strangers 
in that time. Starting from ZERO… Then, I would do it all over again in a 
new city.

I sold the same product, at the same price point, along with a dozen 
other trained sales ninjas, armed with the same script, and selling the 
same exact product at the same exact price point.

So, why where my sales 5 times higher? Why are there folks in 
your industry with inferior products, at higher prices, but doing 
better than you?

Part of it is they do have a great sales process, yes. But I also want 
to remind you that while any vehicle can get you from one place to 
another… 

Hell, people run races with legs. Think about that.
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Human beings are freaking amazing.

“The biggest chokehold on any business is the 
psychology of the leader.” — Anthony Robbins

You have to believe that of yourself, of the world, of your offer, and 
of your clients. Positive expectancy… Communication is largely an 
unconscious process. It’s only 7% words. But the words are freaking 
important. 

But just like getting in great shape… You need training and conditioning 
in your sales conversations.

Most salespeople and processes are just plain weak.

I wasn’t smarter or necessarily better than my peers… I was just better-
trained.

Life isn’t a scripted process, even in the 

movies, they have a script, and they still 

need 20 takes just to get it right once.

This is real life.

Your sales process involves talking to real humans about real problems. 
Your vehicle must be upgraded with the skillsets of influence and skilled 
questioning. A robot can read a script… and that’s not going to work if 
you want to sell high-ticket services to human beings.
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*Side note here… 

There is a vast difference between 

studying and TRAINING. 

What is that difference? I’m glad you asked.

Studying occurs when you read “a book a day.” When you ingest a 
vast amount of information from books, webinars, and courses, you 
consume to the point of “infobesity.” And, yes, this includes constantly 
looking at different scripts and trying different processes every week/
month.

And, while I do believe in getting new ideas… there must be a limit to 
that. 

Because here is the thing.

Imagine you want to get in great shape, and you study the diet plans 
and philosophies of 20 different experts with different, even opposing, 
viewpoints. They all achieved great results for themselves and their 
clients. You consume all this information, and now you are full of ideas, 
but this fractured focus has created an internal state of uncertainty 

Remember what I said before? Influential communication in your sales 
process is largely unconscious. It goes beyond the words. All these 
ideas in your mind, from studying all this great (and endless) info… 
result in a state of uncertainty in yourself or your salespeople.
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Think about this. Throughout history, in times of uncertainty, leaders 
emerged… when everyone was freaking out. At that moment, someone 
stepped and calmly said… “Move! I’ll handle this.”

You clients are freaking out. They need 
a leader… not a cheerleader. 

By cheerleader I mean someone pumped up on every video or call, 
talking about how “super excited” they are. That worked in the 90’s and 
the 2000’s, but not today.

After 2008, TRUST is DEAD.

No one cares how shiny that vehicle is… They just want to get to where 
they want to go, and they want to get there fast. We’ve all been lied to, 
scammed, bought the stupid $47 eBook only to be up-sold in the next 5 
pages. It’s all dead, and it’s annoying.

So what is training?

Training is when you do something over and over again.

Over and over again. 
Over and over again. 
Over and over… 

You get it.
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That’s how you create certainty, and certainty is what sells.

The mantra for myself and my students is… “MY 

CERTAINTY OVERCOMES THEIR DOUBT.”

And, who do you think has fears, doubts, insecurities, and wealth 
wounds out there?

That’s right… 

Everyone.

We’re all human… All of us have at least one area in our lives that could 
use an upgrade.

Using skilled questions you will find, expand, and grow those wounds 
to the point that the vacuum created by their doubt, frustration, and 
uncertainty appears on that sales call. So much to the point, they 
become ready to do something about it, and do it now, with you.

Certainty Sells.
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If you are reading this, you are most likely 

what I would call a “heart-based entrepreneur” 

because that’s who I tend to attract.

And, if you are like me, you may not align with some sales guys out 
there like the Jordan Belforts or the Grant Cardones… I don’t necessarily 
resonate with their styles either, but I tell you, they are damn certain.

Their sales process looks like a supped-up Buick to me… but they drive 
that thing like it’s the hottest thing in town…  And it does the job.

This gets us to the next viewpoint for your business...
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This is your...

Self-view.

I mentioned this earlier.

It doesn’t matter how fast the car can go, how well-built 

it is, or how many heads it turns on the street when it 

passes by if the driver is afraid to get behind the wheel.

There are 3 core fundamentals that affect your self-view on those calls 
or induced interactions… 

Here they are.

Your Self-View
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1. BELIEF

A belief is a feeling of certainty. 

But now, we’re not just talking certainty in your vehicle… This is about 
certainty in yourself.

Listen. I’ve spoken at companies where folks did not want to hear what 
I had to say, and they thought that they didn’t need to be there. Heck, 
they even told me they did not want to be there. 

But my certainty overcame their doubt.

I did the pre-work. Every. Single. Time. My mindset was conditioned far 
more than anyone else’s in that room. They could feel it, and the energy 
behind what I had to offer became infectious and magnetic.

I believed they liked me. I believed that I was there for a reason and a 
purpose. I believed we were going to become friends. I believed that 
I could help them. I also believed that if they listened to what I had 
to say, then they would experience more joy in their lives, and if they 
didn’t, they would experience some serious pain. (Note: Their reasons, 
not mine. Motive does matter.)

I believe they needed to hear what I had to say…  And. if they didn’t 
believe that, well, then THEY REALLY needed to hear what I had to 
say! My certainty overcame their doubt, and I took a stand for that 
possibility in their lives.
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You won’t get there by being all pumped-up, but rather 

by believing in yourself and the value that you can offer.

I can tell you, I’ve met so many folks with next-to-zero skills, as coaches 
and leaders, but who have a powerful self-view that ultimately 
influences people.

I also meet very skilled and talented heart-centered leaders who just 
don’t own themselves or their value, and so they under-charge, live 
stressed, lower their standards, and end up with crappy results.

They go to all the events and all the seminars and, at the end of the day, 
they believe that if they just go to one more, then they will be ready, 
then they will be complete.

But that seminar never comes. They lack belief in themselves; they lack 
the self-view that demands them to lead their clients out of pain and 
into pleasure, with their vehicle. Much of the personal development 
industry presupposes that there is something wrong with you. Always 
seek to grow, because it feels damn good. But know that you need 
nothing. Needing nothing attracts everything.
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2. OUTCOME
Many folks won’t agree with me here 100%, and that’s OK. But I believe 
that you must have an outcome for your call.

Napoleon Hill said it best in his book “Think and Grow Rich.” He said 
that, out of the 17 principles that make a human successful, all of 
them depend on the first one, the most important one, and that is 
DEFINITENESS OF PURPOSE.

You are on this call leading people to a place. And to do that you 
must know where you are going. You must see yourself as a leader, as 
a visionary, a woman or man on a mission, and enroll them into that 
mission.

Having an outcome means you know where you are taking your 
potential client, your employees, your company, your own life, etc.

But, here’s the thing, and this is an important distinction.

The outcome I focused on, is not just the action I want them to take (In 
this example, the action would be for the client to say yes, and show 
you the money, $$$.)

First, we must realize this:

All actions are preceded by thoughts and feelings.
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So, my outcome on the call is directed towards the thoughts I want 
them to think… and on the resulting feelings they will have because of 
those thoughts.

Again, thoughts and feelings are what lead to action.

So, what are the actual thoughts your potential clients would need 
to have about you, your product/process, and about their current 
situation that would get them to naturally say yes?

This may be something you have actually never thought about, before.

What are the thoughts they have that keep them up at night? The pillow 
talk. They don’t think… “Wow, I need 7 unique ways to optimize my 401K”. 
They think, “Little Jonny is 14, and we haven’t saved a dime for his college. 
What do we do?”

If you focus on getting folks to take a certain action 

without speaking to their thoughts and feelings, 

you will come off needy, pushy, weird, creepy, and 

other adjectives that basically mean lame.

Most salespeople or even speakers are looking for approval from the 
prospect. They are hoping for agreement… even excited agreement.

That is not what my target is, however… I don’t want them thinking… 
“Yes. I agree.”

I want them thinking… “Wow, I never thought of it that way.”
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When you offer a new point of view, when you get the 

client to focus on their situation differently, they will 

see you as a trusted advisor, not just a salesperson.

You are now a problem-finder and a problem-solver… not a product-
pusher.

I want them thinking about how much money they are leaving on the 
table, and I want them feeling the cost of inaction.

These are the thoughts and feelings that lead to the actions and 
commitments you want.

This is the pre-work a master 

communicator does before the call. 

In order to do the work, you must see yourself as the best, a person 
committed to excellence, to truly servicing your clients at the highest 
level. A leader.

Remember, when you can clearly communicate the thoughts and 
feelings of your ideal prospect better than they can explain it 
to themselves, they automatically and unconsciously give you 
permission and the authority to help them solve their problem.

That is part 2 of your self-view.

Part 3 of your self-view is one that will seem insignificant but is 
absolutely key. It is… 
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3. PHYSIOLOGY
We, humans, do things for emotional reasons… and then, we justify it 
with logic.

If you are not in a great state of mind and body, your self-view will 
suffer. 

Stand tall. 
Breathe deep. 
Groom yourself. 
Don’t mess up your blood sugar. 
Don’t get hopped-up on caffeine. 
Be intentional. 
Stay hydrated.  
Get good sleep. 
Do some core work daily to help your posture and breathing. 
Wake up with an alarm, not your phone. 
Get a minimum of 10 minutes a day of direct sunlight. 
Start off your day with a walk, deep breathing, and gratitude. 
Live at the cause, not at the effect. Know that you cause effects. 
Keep a success journal. 
Sit in silence daily. 

Remember, being a person of influence 

goes far beyond the words you say.

How long does it take for someone to make an impression of you?
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Seconds. A huge part of that impact you have on your clients will be 
determined by your physiology.

When I feel myself talking too much, I have a trigger or what you would 
call in NLP, an anchoring move that grounds me.

I touch the area right around my belt.

In martial arts, this would be referred to the lower Dantian. 

Remember: certainty is the fuel of leadership. 

When you are in your head, you are dead.

Ground yourself, find your center, be a rock for people. 

Speak and act from that place.

Be a leader for people, not a pumped-up cheerleader.

The quickest way you can change your 

state is to shift your physiology.

See yourself as larger-than-life. Breathe deeply. Feel the certainty in 
your body, and your clients will, too.

The 3rd viewpoint after your self-view is your:
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I OFTEN HEAR PEOPLE blame their lack of success on something 
outside of themselves.

They give away their power, and they live at 

the effect instead of being at cause.

This victim mentality, as it relates to enrolling ideal clients, creates a 
state of mind that no words or fancy scripts can cure. We’ve all heard it 
before when folks blame bad leads, the bad market, the bad economy, 
the ads, the competition, etc., etc.

These cancers to your income all come from a disempowered 
worldview, from viewing the world outside of you as tough, hard, or 
challenging.

World View
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“The reasonable man adapts himself to the world. 
The unreasonable one persists in trying to adapt the 
world to himself. Therefore, all progress depends on 
the unreasonable man.”―George Bernard Shaw

“The ones who are crazy enough to think they can 
change the world are the ones who do.” —Steve Jobs

The truth is, there will always be challenges outside of us that can 
make it hard for us to succeed… I don’t know what is going on in the 
world outside of you right now but I know that no matter is happening 
outside of you, you have the power to change it.

If there is a lot of competition in your market, that’s great. The more, 
the better. It means there is a market for what you offer and that 
you get to become even better at your craft and communicate your 
irresistible offer better.

Know and believe that the world is for you, and never against you, no 
matter how it may look at times.

Things happen “to you.” 
Things happen “for you.” 
Things happen “by you.”

You must have a powerful worldview.
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I love what Emerson said… 

“Who you are speaks so loudly, I cannot 

even hear what you say.”

So, in order for you to show up powerfully to that call, that 
presentation, or that meeting… You must have a FULL CUP.

There are two ways you can live your life… 

1.Outside  in.

Or 

2. Inside  out.

Most sales guys are empty… looking to fill themselves up with approval 
from the reactions of their prospects. They are needy and are out to get 
something from the client. I get it; you want that sale!

But I firmly believe in a principle we teach in The Influence Academy I 
briefly mentioned before, and that is: 

Needing Nothing Attracts Everything.

When you live outside  in, you are looking to fill yourself up with an 
energy of some kind, from the outside world.
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But when you contrast this with someone who you respect, they are 
FULL. They are Whole. They are Complete.

Their cup is full, and they fill the cup of others with the overflow.

Full on the inside, filling the cups of others outside themselves. Not the 
other way around.

Easier said than done. But know this, if you show up as a needy taker, 
people will feel it. 

If you are authentically full, standing full in your 

being-ness, well, you can actually say/do a lot less. 

Who you are as a powerful person of influence 

who owns her/himself will speak volumes to the 

client, but so will scripted, cheesy language. 

Show up full.
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Soooooo…
Yes, the words matter… so, what do you actually say?

Realize this: the key to effective communication 

comes down to your ability to ask skilled questions.

Be a problem finder and a problem 

solver… not a product pusher.

Skilled questions are how you help the client uncover problems they 
may not have even realized they had.

Here are the types of questions that will be asked on a successful call.

Connecting questions.

What made you decide to reach out?

Background questions 

What are you using now? How long?
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Problem/awareness questions

What would you change about your situation, if you 
could?

Present/problem questions

What’s really going on in your business right now? 

Why do you feel it’s not where you would like it to be?

Goal/vision-based questions 

What would you like to see instead? 

Where would you like your biz to be? 

If you and I were sitting on the beach, one year from 
today, sipping coconut water… What would have had to 
have happened for you to say to me “Holly shit Eli, this 
has been the best year of my life!”
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What is a level 10 to you?

Solution-based questions 

If you were to find a sales process or mentor who could 
help you make an extra 10-20K a month, when would 
you possibly want to start that?

Gap-creating questions 

What is the top person in your industry doing? 

What is your goal? 

How close are you to that now? 

Curious, How long have you had that goal? New/old? 

What’s different right now?
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Qualifying questions 

How important is it for you to quit leaving money on 
the table and getting the training you need to get to 6 
figures a month?

What have been your two biggest insights from our 
time together so far?

Quantifying questions 

In a scale of 1–10, how much of your potential do you 
feel you and your business is optimized right now? 

How much are you leaving on the table every month by 
not having your sales process dialed-in? 

How much longer is that going to be OK?  
(How many questions?)
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In a scale of 1–10, how important is it for you to achieve 
your financial goals?

Clarifying questions 

What is so important about that to you? 

I’m curious. What would that mean to you to be able to 
do that?

What is the first thing you would do with that money?

Can you elaborate on that?

When you said, _____. What did you mean by that?

Challenge-based questions

What if it wasn’t what you thought it was? 
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If your mindset was at a 10, how would you handle that 
situation?

Permission questions 

Is it OK if I challenge you on that? 

Could I offer you a different point of view on that? 

Can I share with you how top organizations in your 
industry are handling that challenge? 

May I offer you my professional recommendation?

Transition questions 

Bob, just to make sure I’m understanding you 
completely, you said you want X, but right now you are 
at Y, and because of that it’s making you feel Z. Is that 
correct?
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Do you feel like, this could be what you are looking for? 

Consequence questions

Where do you think your business will be a year from 
now if you don’t change your situation?

Probing questions

Why is this important to you now, though? (My favorite.)

Committing questions

Do you feel like this can get you where you are wanting 
to go?

Do you feel like having my support would get you to 
your goals faster?

What next?

32

THE ART OF  ENROLLMENT

w i l d e i n f l u e n c e . c o m

https://wildeinfluence.com


Where would you like to go from here?

How does this sound?

Are you comfortable with everything we have talked 
about so far?

Remember this: Questions create focus… In fact, 

they can control it. Right now I could ask you about 

your shoes, your relationships, the last meal you 

ate, or the sales numbers of your biz last month.

Whatever I ask you about… you have to focus on.

Asked correctly… that focus will produce a feeling in your prospect.

For example, having you focus on your favorite shoes feels very 
different than focusing on how much money you are potentially losing 
every month by not having mastered your sales.

Focusing on going it alone… or with the help of an expert.
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More times than not, that consistent focus will produce a feeling, and 
feelings lead to actions.

Remember your outcome is not just to get them to take 

action. You will come off pushy if you only focus on that.

My question for you is… 

What are the thoughts and feelings that lead to the 
appropriate action for your potential clients?

That is the target. If they don’t buy, it’s because they just aren’t feeling 
it, or thinking it.

Through skilled Questions, YOU control the show.

Skilled questions also take the pressure off of you. They get rid of 
your need to perform. They put you in the driver’s seat. You ask the 
questions, and they perform for you. You are like Simon Cowell on that 
call, and they are the American Idol contestant.

So, while your questions may not follow a sequence or syntax, you do 
need to be able to hit certain key points in your sales process.

I don’t have a nice neat Acronym for my Coaching Enrollment process 
that helps people become POWERFUL INFLUENCERS

But if I had to make a fairly accurate one… it would be:
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O.W.A.G.E.C.S.
O — OWN: Own your worth and show up powerfully

W — WHO: Who is this human being that you are talking to? This is not 
a numbers game. Do some research on the person, the company, the 
industry. And know that this person has experienced pain and joy, hope 
and hopelessness, fear and courage, love and loss. They are simple and 
complex. Be excited to learn about them. They are amazingly beautiful, 
unique and complex — just like you.

A — AGENDA: Have an agenda. And set the agenda. Make no doubt; 
you are a leader on this call… The potential client wants to be lead, that 
is why they are there. Not controlled. Lead. There is a big difference. 
Your agenda must be to lead them through their challenge, and your 
outcome must be to see if you are able to help. Not to sell them. Selling 
is not Telling. You must be a problem-finder and solver, not a product-
pusher. You do this by asking quality questions which is a rare but 
LEARNABLE skill. There’s no script, and yet this is the one part that must 
be framed. You set the agenda, and you take the lead.

G — GAP: Get in the Gap. With the proper use of your skilled questions 
(see above) and the certainty and concern from which you ask them… 
you are clearly able to create a gap for people. The Journey from where 
they Are to where they Want to be. You get them out of the delusion 
of where they currently are and paint a picture with them showing 
the possibility of their new vision. They will naturally want you to be 
their guide if you can diagnose their problem correctly, challenge 
them to think differently on the call, and demonstrate that you truly 
care. Diagnose their problem, and know they have one. Don’t try to 
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demonstrate your value. This comes off weak. You have nothing to 
prove here. (See OWN yourself and your value) Obviously, let your 
marketing do that, so they are excited to talk to you before the call. 
You are the doctor. They are the patient. They are in pain. You have the 
medicine. Diagnose, and don’t Demonstrate.

E — EXPAND: Expand the Gap. Little gap=little emotion=little action. 
Go deep in the gap, then expand the gap. You do this by linking one of 
the 7 F’s of INFLUENCE to the other six. I often influence the potential 
client’s thinking to the realization that their FITNESS (entrepreneurial 
stress), for example, is affecting/infecting their FINANCES, FAMILY, 
FAITH (meaning and purpose), FRIENDSHIPS, FUN and… FORNICATION 
(or insert other F word here). When you expand, the gap you increase 
the prospect’s emotions and awareness that something MUST be done 
NOW. And they must be the one to do it. This is not only true but also 
ethical of you. Most people are, again… delusional. Every area of your 
life affects every other area of your life. You get to be the wake-up call. 
**This is also a reminder to you the salesperson/coach conducting the 
call**. Don’t shrink as you are getting closer to the $$$. Expand into 
your mission. EXPAND, EXPAND, EXPAND. You are as large as your 
mission. Let your mission guide you, not your base desires.

“You will become as small as your controlling desire; 
and as great as your dominant aspiration.” —James 
Allen 

C — CHOICE: Lead them to a Choice. Where you and your potential 
clients are in life, as well as being on that call, are a result of choices. 
We don’t get to choose our parents, where we grow up. and a lot of 
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other stuff. But we do get to choose what to focus on, what things 
mean, and what we are going to do right now. Life is about choices. 
Decisions feel heavy for people. Let’s face it, most people have a fear of 
commitment. Indecision is still a decision, albeit a largely unconscious 
one. On this call, you have now got them super freaking conscious of 
the consequences of their choices and the possibility of a new one 
with your help, or without. Help them make a strong powerful choice 
here, so they can have a strong powerful life. A great life does not come 
without difficult choices. You realize that, and now you make your client 
realize that. Help them choose powerfully, whether it means buying 
your product… or not. Powerful people do not choose to procrastinate. 
Life is ending for all of us, one day at a time. Here they Choose to move 
forward OR Choose to stay exactly where they are… Yes… that exact 
language. Powerful people act with urgency because they know they 
can always make more money, but they can’t get more time.

Million dollar tip:

You are not guiding them to choose to buy your product or not buy it. 
You are guiding them to choose their vision or not choose their vision. 
People don’t buy products… they buy needs and states. Money, for 
example, is a means to an end. Get to the ends, not simply to the means. 
They don’t want pieces of government-owned paper with dead notables 
on them. They want what they feel that money will provide for them. 
Respect, love, safety, freedom, less stress, happiness, etc.

S — STAND: After you have made an offer… Know that the client will 
be a bit nervous, scared, or uncertain of themselves. Take a stand for 
them. I stand for my clients when they are not strong enough to stand 
on their own. They borrow my belief and certainty. Three months of 
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me, conditioning their mind and body while I hold their hand, allows 
them to create amazing results in their life. Let them take comfort 
in your strength. Find their certainty as they borrow from yours… 
CERTAINTY SELLS. YOUR CERTAINTY MUST OVERCOME THEIR DOUBT. 
You are the expert. And this is where your training and conditioning will 
result in you shining or shivering. Influencing or being influenced. You, 
supporting their dreams… or you, buying into their smallness. As an 
influencer, this is who you are, and as someone committed to change, I 
believe it is our responsibility to be as great as possible so we can help 
as many people as possible.

That’s it. 7 SUPER-SIMPLE STEPS. 

O–WAGE–CS… 

Think Oh- WAGE$ — Customer Service. 

That may help you remember. I couldn’t come up with a fancy acronym. 
Who knows, perhaps it will come to me in my next shower. (Why do I 
always get great ideas in the shower?)

This framework is Simple—Not Easy.

And if someone tells you it’s always easy… They are just about to sell 
you something…

Heck, I am too.
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I’m selling you on doing the freakin’ work. (See Study vs. Training- 
Repetition and Intensity) 

Truth is… It’s going to take some work. 

Nothing worth having comes easy. 

Not sexy, but true.

I believe your ability to influence others effectively and to help 
others comes down to your training and conditioning. Your ability 
to be of service to the world is largely a matter of your training and 
conditioning.

And, the training never stops…

I wrote this little PDF because (be-cause)

I’d like to influence you.

Influence you to influence others to make 

a positive change in the world.

If this isn’t just “talk” for you… and helping others with your coaching/
consulting is truly what’s in your heart…

I have a special training for you.*

And, like my fancy acronym… It may get a little messy.
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It’s OK… we’ll turn your mess into your message, and get you paid $ for 
it. (I’ll even teach you the dark secret stuff no one teaches that gets seminar 
participants running to the back of the room with money they don’t have…)

So, YOU MUST BE AN ETHICAL PERSON.

And one more thing…

Yes.

You can do part of this with a script… BUT, what is your outcome???

No one grows up wanting to be a good little script reader.

For me…

I wanted to be a person of influence; I wanted to be seen and heard. 

That little boy in me wanted to speak his truth from his heart and 
influence the hearts of others. I wanted to be a powerful force for good. 

To be a fire-starter. 

To be a catalyst. 

To be someone who makes the world a better place.

Your dependency on a script means you put your faith in a script and 
someone else’s words.

Have faith in YOURSELF.

Life does not follow a script… 
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To be perfectly honest, I think that little boy in me will always want to 
feel special…

I think we all do, to some extent.

Nothing wrong with it…

Wanting to be special is, well… not very special. It’s not unique. 
However, to simply be unique you can have a big problem, drink the 
most beer, get the most piercings, tattoos, or yell the loudest, etc.

But none of that makes you a real person of influence… and that is 
what I believe it takes to be special.

Gandhi, Mother Theresa, MLK, pretty freaking special… and positively, 
powerfully influential. Real. Authentic. Influence.

A person of influence is special because of the 

impact they make on other people’s lives.

If you are still reading…

Then I believe it is because that part of you is dying to be heard now, 
and make an even bigger impact than you already are.

In my life, I have been exposed to both good and bad influences.

Also, I have been both a bad influence and good influence.

And, I spent more than my fair share of time… Under the influence. 
Haha!
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But I too have had to make difficult choices in my life… as will you.

Today I choose the good… Today I choose to rise above.

Choose powerfully. Choose consciously.

Find a mission you want to serve… exchanging the days of your life for.

The days will pass, anyway.

Do your best to choose “being” and absorbing the “good” influences in 
life as consistently as you can…

Surround yourself with great people, and then create or join a tribe 
with them.

If you do this…

The mission you are on will take on a life of its own.

Then you will know how truly significant you are, and how special life is.

Sun-like. You will be that fixed luminous life-giving center in someone 
else’s world that makes it possible for them to live.

To really live.
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ONE LAST NUGGET 

Framework - or Hard work

Now, I know I’ve given you a lot here… 

Lots of frameworks.

One of my coaches used to tell me, you can have hard work or a 
framework.

The master skill of all top performers as 

they move to unconscious competence 

is this: PATTERN RECOGNITION

If you are a master musician, you can recognize patterns and put them 
together to create that “hook.” Even a veteran accountant will look at 
the biz plan or the tracking sheets and eventually will get to a place 
where they can practically feel something is off.

I spent my 20,000+ hours developing my pattern recognition in people. 
Where something is off in the person or the process.

Getting to that level in your sales, your craft, your coaching, I believe is 
a worthwhile goal. It doesn’t come overnight, however.

So, where do you begin?

43

THE ART OF  ENROLLMENT

w i l d e i n f l u e n c e . c o m

https://wildeinfluence.com


Some basic frameworks.
Frameworks for your mental training and routines. 

 

Frameworks for your attraction/marketing that pre-suade 

clients to buy before they hop on a call with you. Thank 

you, Robert Cialdini (Pre-Suasion, 2016.) 

 

Frameworks in your enrollment process. 

 

Frameworks in your coaching or delivery process and 

understanding of human psychology. (Triad, 6 human 

needs, reframing, etc.) 

 

Frameworks that allow you to scale and remove the 

bottlenecks from your business. 

Then, layering on and going deeper into the bottlenecks, sticking points, 
or aspects of your process that are keeping you from your next level of 
influence and impact.
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To make this as simple as possible… this is the only 3-part framework 
you need to master anything

Plan. Clarity on what you are doing, who you are helping, 
how you are helping them, where you are taking them, 
and who you are promising them they can become with 
your help.

Proven process. This is your blueprint, your IP, your 
framework, system, process, method. This is what you 
create to help you stand out in your marketplace. Your 
unique branded system that positions you as the expert. 
(I help my students dial this in.)

And

Some support along the way. Someone to pitch and 
catch with every week. Live, not in a video. Someone 
with experience who can guide you through the sticking 
points. Someone who knows the road ahead.

1 

2 

3 
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That’s it.

Now… Why so many frameworks?

Well, here’s why.

When I used to do those presentations for Tony, I didn’t just want to sell 
someone a ticket. I didn’t even focus on money. Sure I wanted to make 
money, but that wasn’t the driving force behind my success. I wanted to 
change the world by exposing people to the tools I thought only existed 
inside Tony’s events. When I didn’t get a sale, I was up at night. My goal 
was always 200%. 

I felt like every single person should sign up, and that they should bring 
a loved one.

That was my standard.

The first step in my Influencer’s Blueprint is getting 

you clear on your why and your mission. 

I can teach everything that all the sales trainers can teach in a day. It’s 
all pretty basic. I purposely created this long PDF to weed out the weak 
folks who are not committed to mastery as a coach/consultant. Those 
folks won’t last anyway.

If you only absorb 20% of what I can teach you… I know you can double 
your sales. 
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The first layer is always mastery of the basics.

So, where do you feel like you need the most 

help? Your mindset? Your Ideal Client? Offer? 

Messaging? Conversion/sales process? Delivery 

process to help your clients get results?

I’ve trained over 50 of the Fortune 500. Companies 

like Toyota, Mercedes Benz, Berkshire Hathaway, 

Salesforce, Keller Williams, Re/Max… And I can help you.

 
If you would like to book a call with me to map out your process, we’ll 
map out something call your “Value Chain.” We’ll find the weak links in 
your business and create the quickest way for you to optimize what you 
have so that you can have a lot more influence, impact, and income.

Follow the Link here to book a call on 
my calendar. See you on the other side.

“Eli represents the heart and soul of what our 

company is all about.” —Anthony Robbins
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