
1. Take full responsibility (It's all about you)

2. Make an appointment (Good time for both,

    distraction-free)

3. Clearly articulate your issue, especially the

    facts (events)

4. Recognize when you're hitting THE WALL and

    get back on track

5. Make a request, be willing to negotiate Win-Win

    outcome

Five Steps for Sender: If you have an issue…

www.TheCommunicationMap.com

To access an audio program explaining these steps visit

www.CommunicationMapAudio.com

1. Remember that “It's not about you.” (Avoid

    THE WALL)

2. Listen with curiosity and compassion

3. Ask questions and mirror to help Sender clarify

    specific issue

4. If needed, prompt Sender to make a request

5. Never say “No” to a request (counter-propose to

    find the Win-Win)

Top Five Tips for Receiver:
If your partner has an issue…
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To access an audio program explaining these steps visit

www.CommunicationMapAudio.com

Top Five Tips for Building

Your Ideal Practice

1. Always remember - The real product is YOU. 

2. Market to your desired audience, not yourself. 

    ASK. 

3. Take care of your business and it will take care

    of you.

4. Enroll, Enroll, Enroll. (You can market till the

    cows come home and not get any clients!)

5. Follow Up, Follow Up, Follow Up. (Your fortune

    is in the follow up).

1. Has this been helpful to you? (Transition from

    enrollment conversation) 

2. Would you like to continue this conversation

    sometime? (Gently gauge interest) 

3. When would be good for you? (Draw out

    questions, reservations) 

4. Who do you know that can benefit from what

    I do? (Always  ask for the referral!)

 

Four Closing Questions

That Will Get You HIRED

To access an audio program explaining these tips

visit www.BYIPTips.com
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