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DELIVER T0 THE 6 MESSAGE BLOCKS
TO DELIVER TO THE REPTILIAN BRAIN

mHENﬂSE DlFFERENTIH]E » I]EMUNSTRHTE B REPTILIAN BRAIN [*»

THE GAIN

osT

v

THE PAIN YOUR CLAIMS

\%"' 1 B

< A v s 4 AAA Grabber
A e PPPPP Ty Capture the attention of
' 4<<444 « (((11( ¢ 94 your audience early so
A PP S ) AR & 2% X g g they will want to hear more.
A 4 —= v N Use a mini drama, a word
A - v A ’ il play, rhetorical questions,
! i;»)"”"bp,‘ MW AN\ L 2 prop or story.
v A, IS SV Close
' A b Repeat your CLAIMS one
v L A more time. Ask: “What do
H A you think?” and “Where do
we go from here?” Let your
i y A B ety
, -~ - » commit freely,
NI CLAIMS: 1,2, 3 v = MESSA r
> A mnemonic spelling of the 3 v 7 ML= r
! S (or fewen) unique or compelling v BOOSTER! Yve
X reasons for your prospect to buy » 144 qq
S e yotiiBys peativglimmy » T0 INCRERSE THE IMPACT OF ERCH BLOCK M2
your CLAIMS will become > »
A memorable takeaways. W 7~
A
A vl =
A Use “You” Be Credible
A ) i mrs e e A0
vour prospects toke ownershin <onviction can be sensed by the
A of your solution. Reptilian Brain of your audience.
A
4
4 Show Contrast Trigger Emotion
4 Create a sharp difference Prospects forget how painful their
between the PAIN your problems really are. Reanact their
4‘ ects exparience before PAIN and make it personal,
a ST EAI i v soucion.
A ~ o 0
Axyyry? Vary Learning Styles Tell Stories
Most messages are only Auditory. Because the Reptillan Brain
Visual and Kinastheti, to keep ealty and a story well ol
ur sudience engage ories ore soft but highi
” = T et ok . Handiing
4 Objections
Aim for Less 4 Reframe the objections
Make every second, every object, P by addressing the Reptilian
every word of your message count! h Brain. The simple use
< of logic won't diffuse
. < an objection.
INSTINCTUAL <
Big Picture <
Present a simple, graphical 4 )
i representation that i A A
how your sclution will positively
impact your prospect’s world.
You
wiTH

SOLUTION

RATIONAL

>
2rpyyrrr¥?”
Proofs of GAIN

For each CLAIM, give proofs
like customer success stories.
The GAIN should be financial,
strategic and/or personal.

P
WITHOUT
SOLUTION

www.kimiai.ir

@nimakimiai.ir
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Make every second, every object, P by addressing the Reptilian
every word of your message count! h Brain. The simple use
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Big Picture <
Present a simple, graphical 4 )
i representation that i A A
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of GAIN
For each CLAIM, give proofs
fike customer success stories.
The GAIN should be financial,
strategic and/or personal.
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Use “You”

Using the word YOU makes your customers take ownership of your solutions. The
Reptilian Brain is self-centered, so the best way you can help your prospects
understand “what’s in it for them” is to use or say the word YOU. Your messages
instantly become more personal and the customer will feel you are genuinely
interested in helping solve their PAIN

e

BIGGER
BETTER
BEST
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Be Credible

Your passion, energy and conviction can be sensed by

the Reptilian Brain of your audience. impact by
mastering the 7 credibility factors: Creativity,
Respecting, Passion, Truth, Accessibility ,Understanding

and supporter.

- L
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BIGGER
BETTER
BEST
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Show Contrast

When you create a sharp difference between the PAIN your customers
experience before your solution, and the relief of the PAIN with your
solution, you create more impact on the Reptilian Brain which helps it
make a decision. In the absence of contrast, especially when customers
have difficulty distinguishing between your solution and others, the
decision making process often grinds to a halt

DELIVER O THE | 6 MESSAGE BLOCKS

% T, W TO DELIVER TO THE REPTILIAN BRAIN
Grabber

et oty 4 e 3

gy letonpod

BIGGER
BETTER
BEST
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Trigger Emotion

Customers often forget how painful their problems
really are. Reenact their PAIN and make it
personal. Strong emotions create a cocktail of

hormones in the brain that act as a memory maker and
as a decision trigger.

PREMIUM
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Vary Learning Styles

Most messages are only auditory. If you include the two other
learning styles, Visual and Kinesthetic, you will keep your audience
engaged. Varying learning styles keeps the Reptilian Brain attentive
and gives every member of the audience an opportunity to receive
information through the channel they are most comfortable with.

DENERTOTH |

2 ermmanic potimg of e 3

et

BIGGER
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Tell Stories

Because the Reptilian Brain cannot differentiate between reality
and a story well told, stories are soft, but highly effective
influencers. Good stories make a concept visual and tangible. A
good story can make your presentation personal and generate

powerful emotions in your audience.

DELVERTOTHE |
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Aim for Less

Make every second, every object, every word of your message
count. You must remove everything from your message that has no
direct value to your customers. Moreover, customers will

appreciate that your messages can be delivered in half the time,
but with more impact!

DELIVER TO THE | 6 MESSAGE BLOCKS
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For each CLAIM, give proofs
fike customer success stories.
The GAIN should be financial,
strategic and/or personal.
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2. Claims: 1,2, 3 U
Engaging Stimulus: Contrast
top LI, ol sg> pla og ol yo Cud (gl 0sS obul Lag e g Dglaie ( advin sy SO

AW SOV
regt r{

Therapeutic (solve the PAINS of your customer),

Original ( differentiate you from your competition) c)é)é)é} '

Provable (satisfy the Reptilian Brain’s need for tangible input).

www.kimiai.ir
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3. Big Picture

Engaging stimulus: Visual

An enormous body of scientific research has proven that the Reptilian Brain registers images

long before the New Brain can recognize or analyze them. A picture is indeed worth a thousand
words when it comes to delivering messages with impact. The Big Picture is a visual

representation of your offering that needs little or no words to convey the value you bring to

your customers. Another format that you can use is the Contrasted Big Picture where the first
picture shows the PAIN of your customer without benefit of your solution and the second
illustrates the relief of PAIN through the use of your solution. This format further engages the
Reptilian Brain through the use of the Contrast stimulus.

DELIVER TO THE | 6 MESSAGEBLOCKS
/ TO DELIVER TO THE REPTILIAN BRAIN

BIGGER
BETTER
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4. Proofs of GAIN G

Engaging stimulus: Tangible
The core of your message should be your Proofs of GAIN. Don’t expect
your customers to believe in a solution that does not have tangible
evidence to back it up. This also taps into the self-centered focus of the
Reptilian Brain i.e. “what’s in it for me?”
DELIVER TO THEg

REPTILIAN BRAIN |*»

6 MESSAGE BLOCKS'
TO DELIVER TO THE REPTILIAN BRAIN

wnmﬁm a W,
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5. Handling Objections J
Engaging stimulus: Emotion

Objections are often not rooted in logic. They are the visible part of how
your customer perceives you, your product and your company.

DELIVER TO THE 6 MESSAGE BLOCKS
REPTIL RAIN |*» 40
. ‘i, TO OELVER T0 THE REPTILIAN BRAIN

A
FE ST
S

BIGGER

BETTER (2)

BEST

>
>y >
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The GAIN shoud be financial,
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6. Close l

Engaging stimuli: all
If you have successfully followed the 4 step SalesBrain method, and have
designed your message to impact the Reptilian Brain, your customer
should be ready to buy. In summary, you will Diagnose the PAIN of your
customer (self-centered), Differentiate your CLAIMS to show the unique

&

REPTILIAN BRAIN
i T0 DELIVER TO THE REPTILIAN BRAIN

DELIVER 10 THE / 6 MESSAGE BLOCKS
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