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to search for solutions, 87259
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preferred providers and,
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and, 93-95
selection phase and, 33
Colton, Jeff, 7677
Commitment, invisible market
and, 163-165
Communication:
airbag messages and, 3
non-verbal, 32
Competition:
changes with, 83
client preferences and,
107-110
as motivation, 172
vs. position, 39-43
preferred provider positioned
against, 8-9, 13-14
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Effort, preferences and, 101
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seamless, 188, 189
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defining, 49-50
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preferred providers and, 54
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proposals and
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K
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Mobley, Shawn, 80, 81
Momentum:
call preparation and, 177-178
invisible market and, 163-165
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171-172
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Negotiation, 134
personal relationships and,
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135-136

(0]
Objectives:
isolating, 125-127
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observable performance,
173-176
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selling time, appropriate,
7677
differentizticis and, 24, 60, 61,
63
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Predictability, 188-189
Preferences:
differentiation, 60, 61, 63, 175
finding and aligning to client,
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deliberate practice, 110-112
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previous experience,
102-103
risk evaluation, 105-106
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understanding, 60
Presentations, client-centric,
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isolating objectives, 125-127
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objectives and, 176
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unique feedback, 125
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