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Psychological
Hot Buttons —
Making the Sale
By:

Lon Safko
I haven't failed. I've found 10,000 ways that don't work.
Author: Thomas A. Edison
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10 Motivational Triggers That
Make People Buy!
Make More Money
Save Money
Save Time
Look Better
Learn Something New
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10 Motivational Triggers That
Make People Buy! (continued)
Live Longer
Be Comfortable
Be Loved
Be Popular
Gain Pleasure
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Hot Buttons
 Feeling of Involvement Or Ownership
 Honesty
 Integrity
 Credibility
 Value And Proof Of Value
 Justify The Purchase
 Greed
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Hot Buttons (Continued)
 Establish Authority
 Satisfaction Conviction
 Nature Of The Product / Service
 Current Fads
 Timing
 Desire To Belong
 Desire To Collect
 Curiosity
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Hot Buttons (Continued)
 Sense Of Urgency
 Instant Gratification
 Exclusivity, Rarity Or Uniqueness
 Simplicity
 Human Relationships
 Guilt
 Specificity
 Familiarity
 Hope
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Examples of Features
 Pay Us Today
 20 Years Of Experience
 Go Online To Lower Our Costs
 Biggest, Best
 20 New Accounts
 We Took A Creative Marketing Course
 We Work 60 Hours A Week
 "Because I Said So”
 Largest Offices
 We're Marketing Gurus
 I'm A Doctor, PH.D, Certified
 Our Campaign Was Voted #1
 We Own 90% Of The Market
www.LonSafko.com
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Ultimate Benefits...
 Health
 Immortality
 Safety
 Comfort
 Validation
 Convenience
 Acceptance / Love
 Purpose / Meaning
 A Better Life For Their Children
 Instant Gratification
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 New Experiences
 Stability
 Shortcuts And Quick Fixes
 Balance (S-M-P-E)
 Answers
 Exclusivity
 Individuality
 More energy
 More time
 Privacy
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Exercise:
 How many of these factors are addressed by your product,
service or cause?
 Put a checkmark next to all the factors above that your
organization, product or service directly or indirectly address. Do
you buyers know that you offer a solution to their wants and fears?
 What can you do to highlight these factors in your sales,
marketing or PR campaigns?
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Playing Up the Drama of Your
Unique Message to Pique Your
Audiences’ Interest.
People buy out of:
 Fear
 Greed
 Guilt
 Exclusivity
 Salvation
 Flattery
 Anger
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Exercise:
Original:
It's that time of year again! We will be parked at in the Wal-Mart on
the corner of 5th Street and University Drive. Please donate to our
annual blood drive. Help us meet our goal of 20,000 pints. And
while you're at it, bring a friend. You'll be glad you did.
After:
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The Most Effective Response
Motivators
 Limited Availability
 Free With Purchase
 Premiums
 Multiple Premiums
 Free Gift to the First X
 Tight Deadlines
 Discounts for Fast Response
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 Penalties for Late Response
 Sweepstakes and Contests
 Making It Easy to Respond.
 Flattery
 Credible Testimonials
 Better Than Risk Free Guarantees
 Valuable Information
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Which “Hot Button” Words &
Phrases To Avoid
 Avoid negative emotional responses at all costs.
 Describe the problem.
 Tell the prospect how your offer solves that problem.
 Tell them how much it costs.
 Tell them how to get it.
 Your offer doesn't prevent bankruptcy, it delivers
financial freedom.
 Avoid statements like "You made the wrong
decision." You should be ashamed of yourself."
"People like you normally don't get an offer like this."
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Remove Risk With A BetterThan-Risk-Free Guarantee

1. Make your guarantee completely risk-free.
2. Be specific. Go beyond the uncreative, too-generic
"Satisfaction Guaranteed" offers. If fact, you may trip the
skepticism alarm with the standard satisfaction guaranteed
phrase.
3. Research your competition to see what they guarantee to
identify opportunities.
4. Exploit your strengths. What is the strongest aspect of your
business? Consider your turnaround time, quality, selection,
performance, value and price. What results do buyers want,
and which of the specific results do your products or services
consistently give them?
www.LonSafko.com
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Can You Guarantee That by
Working With Your Business:
They'll never be on hold for more than 3 minutes?
Always getting a live person on the phone during the hours of…
Get their products shipped within 48 hours if ordered before …
They'll work with the most knowledgeable, customer-focused
employees in the world?
 Their employee productivity with increase by X% in 90 days
 They'll have a one-of-a-kind work of product or solution
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Can You Guarantee That Trying
Your Product or Service Will:
















Get them a job within 60 days?
Produce at least 10 new clients a month?
Increase donations by 20% in 12 months?
Double traffic to their store within 24 months?
Generate more traffic to the retail or online site immediately?
Keep them from getting sued or fined … Ever?
Make them a better parent (manager, entrepreneur, salesperson, lover) in 7 days?
Get their package anywhere overnight (FedEx)?
Get them fresh and hot pizza 30-minutes or less (Pizza Hut)?
Use the best ingredients in the industry (Papa Johns)?
Remove the pain in just one treatment?
Sell their home faster?
Be the best dining experience of their life?
Produce the most comfortable sleep?
Always shave as close as a blade (Norelco)?
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Remove Risk (Continued)
 Now, choose what the customer gets if your product or service
doesn't do what it promises. Studies show that less than 2% of
customers will actually cash in on the guarantee. Studies also
show that offering a 60-day, 90-day or life-time guarantee will
produce higher sales and less returns than a no guarantee or a
conventional 30-day money-back guarantee.
 Start with a no-hassle, no-questions asked, moneyback guarantee. Don't be afraid to repeat yourself and
say the same guarantee in five or six different ways.
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Better-Than-Risk-Free
 Now, make that guarantee better-than-risk-free by exceeding
customer expectations. Make the offer worthwhile to the
customer. Be creative! Make sure there is value connected to
additional incentives being offered. Make your recipients see
that you're literally removing all risk. People
risk their time, money, reputation and status.
 Show them that these factors are secure and
completely protected.
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Better-Than-Risk-Free
(Examples)











A seminar company can offer money back – plus free admission to a future seminar.
An automotive store can offer money back – plus 12 free oil changes.
A bank can offer to pay customers $10 if they have to wait in line for more than five minutes.
A consultant can offer money back – and a free analysis, special report or software program.
A service based business can guarantee that they'll come back again and again, until the problem
is gone or the promises or outcomes have been met. Plus, you'll get a free gift certificate to your
favorite restaurant.
You can also offer money back – plus a percentage (5-20%) of the purchase price.
You can also offer to replace a part affected by the product (i.e. Prestone will replace your
radiator if their anti-freeze didn't perform as promised).
Or, promise to refund the difference if someone finds the same product elsewhere for less in the
next 30 days.
Credit card issuers guarantee that the user will not be liable for any fraudulent purchases.
Lawyers guarantee that there are no fees or costs unless there are monies collected for the claim
or lawsuit.
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Psychological
Hot Buttons —
Making the Sale
By:

Lon Safko
The best way to have a good idea is to have a lot of ideas.
--Linus Pauling
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