Metaprograms
Through meta programs you will be able to discover how you decide to buy. If these metaprograms are not present in your language your client will not buy. Metaprograms determine what we will delete. These are programmed ways of how we make decisions.

We focus on a small amount of stuff going on.

Ten Focusing Patterns That All People Have.

People do everything in order to either avoid pain or to gain pleasure. For example will you work harder to save $50000 or keep someone from stealing $50000 from you.

1. Moving Toward/ Moving Away.

Lots of people are clear on what they don’t want and vague on what they do want.

Moving away: people who need to be threatened I order to move . Moving toward people do not like to be threatened. Eg if u say to a moving toward person what won’t happen as a result of not taking action it will upset them. 

Questions to discover how moving toward or away they are. If they are moving toward, your presentation will be focused more on the pleasure they will gain from pleasure. 
Eg If u were going to business with a company like ours what would be three results that would absolutely make a huge difference?

What would happen to your business if you didn’t get those results?

What do want out of a job, a relationship, a car?

2. Frame of Reference Focus.

Internal or external frame of reference.

Eg. How do know when you are really good at something?

Eg strong internal. What would happen if you told them what they need to do? They would shut down. Instead you say. I don’t know what would be right for you, only you know what is right for you, what do you think is right for you. 

External.: Would freak out if you told them what that only they know what is needed. They want to know what you think and what others think. If you didn’t refer to external feedback or indicators they would shut down as well.

3. Possibility/Necessity
Possible for someone to be moving forward, toward pleasure BUT for then to only do it when it is absolutely necessary.

Or someone who is moving away from possible pain.

So you either showing them the possibilities of what can happen. 

Or showing what must happen. Eg you have to do this.

Eg kids cleaning room who are moving toward and sort out of necessity: if you clean your room you will have time to play later, by the way you have no choice.

Eg away/possible. – ‘that room better be clean’ – the possibility of having pain.

4. Relationship sort

Matchers: Most sales people. – allows you to make people feel comfortable with you. Look for sameness. Eg rapport is key in selling  - they will search for an experience that supports the statement.
Mismatchers: sales person nightmare. 

Two types:

Polarity mismatcher: person who looks for difference. No matter what they say they see the opposite. Eg 2 yo.  Basic reverse psychology – congruently. Ie If u tell the kid to do the opposite u don’t say that with a smile because they will switch the game on you. Eg “I don’t know if this is right for you” “I’m not really so sure if this is right for you.”

Counter Example mismatcher: You give an example and they will always find a counter example. Eg” this methodology worked real well in this situation” – “oh I can think of an example where that very same thing didn’t work” 

Handle it with this: Give counter examples why they shouldn’t buy – eg “a lot of people who have worked with us have experienced xyz and I gotta tellya not everyone has” They will think u r very intelligent.

Matchers Two Types:

Sameness matchers: Pure matchers will generalize on a very large scale

Sameness with exception. Many have found the experience of working with us
5. Primary Focus (Others/Self or Details)
Others : Someone who is really in the conversation

Self: airline example where 95% of complaints came from 5% of their staff. So they ran a group interview where the applicant presented on why they should have the job. They watched the audience. Those who were look about and not focusing on the presenter were out.

6. Completion oriented or process oriented.

What do u enjoy – getting things done or being involved in the process?
7. Convincer strategy

Some get convinced by seeing, hearing, do/feel it, read it (Ad)

How do u know when someone is really good at what they do?

How often do u need to see/hear/feel/read it.

Automatic convincers

Number of times convincer

Period of time convincer

Consistent convincers: 

8. Detail or big picture person. General or detailed sorter.
Do u want the big picture first or do u prefer the details.

9. Past Assurances or Future Assurances.
10. Cost or Convenience.  

