
How To Get Instant Trust, Belief Influence and Rapport 
 
Everybody knows and everybody says. 
 
If we sold a business opportunity: 
* Everybody knows you can’t get rich working a job. 
* Everybody says keeping a job will keep you broke. 
* Everybody knows business owners earn the most money. 
* Everybody says we are tired of other people telling us what to do. 
* Everybody knows if you work hard, then only your boss will get a big house for his 

retirement. 
* Everybody says they want to retire early. 
* Everybody knows that jobs interfere with our week. 
* Everybody says they want to fire their boss. 
* Everybody knows two paychecks are better than one. 
* Everybody says we won’t be getting pay raises this year. 
* Everybody knows we don’t get paid enough. 
* Everybody says it would be great to be rich. 
* Everybody knows that if we don’t do something different, we’ll be 85 years old, still 

working here, holding the same dirty coffee cups. 
* Everybody says if we don’t do something different today, then tomorrow will be just 

like today. 
 
“Everybody knows” and “Everybody says” are two workhorses that you can use to 

quickly get your message believed by your prospect. 
 
“Well, you know how …” 
 
If you sold energy drinks: 
* Well, you know how we get a little tired around 2 pm? 
* Well, you know how we need a little more energy before we start doing our taxes? 
* Well, you know how we want more energy, but we don’t want to crash and burn two 

hours later? 
* Well, you know how most energy drinks are full of empty calories? 
* Well, you know how most energy drinks taste terrible? 
* Well, you know how we need extra energy when the grandchildren come to visit? 
* Well, you know how much fun we could have if we weren’t feeling tired all the time? 
* Well, you know how more energy makes us feel better? 
* Well, you know how we want more energy when we work out? 
 
If we sold antioxidants for health: 
* Well, you know how we all want a killer immune system so nothing “takes us out?” 
* Well, you know how we don’t want our bodies to slowly rust away? 
* Well, you know how we want to protect our children from the viruses at school? 
* Well, you know how we want to take antioxidants now, so we won’t have to be taking 

prescription drugs later? 



* Well, you know how we only get one body, so we want it to last a long time? 
* Well, you know how this miracle ingredient can protect against colds? 
* Well, you know how we hate being sick? 
* Well, you know how good nutrition makes us feel better? 
* Well, you know how we should take something good to counteract our pizza 

consumption? 
* Well, you know how dying quickly is inconvenient? 
 
If we sold cosmetics: 
* Well, you know how people judge us by our face? 
* Well, you know how we never want our face to look older than we are? 
* Well, you know how some people look like they graduated from the Clown School of 

Makeup? 
* Well, you know how most eye shadows are overstated? 
* Well, you know how most men are scared of makeup? 
* Well, you know how expensive good makeup can be? 
* Well, you know how we need to look professional? 
* Well, you know how we never want our makeup to cake or crack? 
* Well, you know how most makeup feels heavy? 
* Well, you know how makeup can hide little flaws? 
 
If you sold a business opportunity: 
* Well, you know how a five-day weekend is better than a two-day weekend? 
* Well, you know how great it would be to work out of our homes? 
* Well, you know how commuting takes up so much time? 
* Well, you know how we will never get rich working a job? 
* Well, you know how we would love to sell our alarm clock to our neighbor? 
* Well, you know how we would all like to earn more money? 
* Well, you know how smart people all have a second income? 
* Well, you know how we would love to set our own hours? 
* Well, you know how we want to pick up our children from school? 
* Well, you know how great it would be to never to go to work again? 
* Well, you know how we all want to be our own boss? 
 
“There is an old saying …” 
 
There is an old saying that you should never believe what people say, but only believe 

what people do. 
There is an old saying that practice makes perfect. 
There is an old saying that you should never put your tongue on a frozen pipe. 
There is an old saying that a stitch in time saves nine. 
There is an old saying that when it rains, it pours. 
 
“If anybody, anywhere, at any time says, ‘There is an old saying,’ ... then it must be true 

because it is an old saying!” 
 



If you sold skin care: 
* There is an old saying that we never want our face to look older than we are. 
* There is an old saying that winter dries out our skin. 
* There is an old saying that smart women make their skin younger while they sleep. 
* There is an old saying that wrinkles give you character, but not much more. 
* There is an old saying that cleansing is the most important step. 
* There is an old saying that wrinkles belong on prunes, not on us. 
 
If you sold a business opportunity: 
* There is an old saying that jobs interfere with the week. 
* There is an old saying that if you are not the lead sled dog, then the view is always the 

same. 
* There is an old saying that two paychecks are better than one. 
* There is an old saying that if you work hard, then your boss will have a big house for 

his retirement. 
* There is an old saying that a job will guarantee that you’ll be broke. 
* There is an old saying that smart people look for opportunity. 
* There is an old saying that some people have given up on life, and are just waiting to 

die. 
* There is an old saying that rich people have multiple sources of income. 
* There is an old saying that the reward from graduating from university is 45 years of 

hard labor.  
 
If you sold diet programs: 
* There is an old saying that diets will only make you fatter. 
* There is an old saying that simply changing your breakfast can keep you fit. 
* There is an old saying that exercise is the key. 
* There is an old saying that we are just too busy to diet. 
* There is an old saying that it is easy to diet when you are not hungry. 
* There is an old saying that thin people eat a big breakfast. 
* There is an old saying that losing weight is easy, but keeping it off is difficult. 
* There is an old saying that it is easy to exercise when you have a lot of energy. 
* There is an old saying that protein fills you up. 
* There is an old saying that if you go on a diet, then you will eventually have to get off 

the diet. 
 
Let the magic begin! 
 
So let’s put a couple of these magic words together and see exactly how we can get 

prospects to open up their minds to hear the good things we say. 
 
The more magic words and magic phrases we use, the easier it will be for our prospect. 

Most people would like to see some examples now. 
 
If you sold diet programs: 



“Well, you know how most of us are allergic to exercise? Most of us turn red and break 
out in a sweat. Everybody knows there must be an easier way to lose weight.” 

 
Or, 
 
“There is an old saying that if you go on a diet, you will eventually have to get off that 

diet. And everybody knows that is when the weight will come rushing back. Most 
people would love to take off weight one time, and keep it off forever!” 

Turn off the “salesman alarm” with this phrase. 
 
People are programmed to be wary of salesmen. Salesmen have an agenda and want 

to sell you something. 
 
Nobody likes to be sold, but people love to buy. 
 
So how do you get people to feel like they are buying instead of feeling like they are 

being sold? 
 
By putting the control of the information flow in their hands. 
 
When someone is giving a presentation, they are selling to you. 
 
When you ask questions, and they answer your questions, you are buying. 
 
See the difference? 
 
What question will change their perception of you? 
 
How about this: 
 
"What would you like to know first?" 
 
Instead of pitching and presenting, you put them in the question-asking mode. It's easy. 

And it is polite. 
 
Nobody enjoys a one-way conversation where the salesman is talking at us. 
 
So as soon as possible, ask the question: 
 
"What would you like to know first?" 
 
And do you know what is really fun? 
 
Your prospect will actually tell you what they want to know first, and you will be talking 

about what really matters to your prospect. 
 



Give a sincere compliment. 
 
* You are always smiling. Where do you find the energy to smile while 

raising four kids and a husband? 
* These wood floors are nice. Were they hard to install? 
* I like that silk scarf. Where did you buy it? 
* I see you read "Business Weekly." How long have you subscribed? 
 
Did you notice how we instantly added a question after each less obvious 

compliment? When you ask a question after your compliment, it takes the 
pressure off the prospect. They don't have to thank you for the 
compliment. Instead, they have a question to answer, and that's a lot 
more comfortable for the prospect. 

 
Get your prospect to talk about himself immediately! 
 
Can't think of a question? 
Here are a few to help you get started: 
 
* Have you lived here long? 
* Where did you see my ad? 
* What part of my ad was interesting to you? 
* How long have you known John? 
* How long have you had this problem? 
* Do you like to travel? 
* How early do you have to leave in the morning to beat the traffic? 
* What would you do with a lot more free time? 
 
The one common question that might ruin rapport. 
 
“Why?” 
 
The “Why?” question can show you are interested, and get your prospect talking more. 
 
But there is an ugly downside to the “Why?” question. 
 
Remember when you were a kid and you did something wrong? Your parents or 
teacher would ask you, “WHY did you do that?” 
 
Well, not only did you feel bad, but you also had to justify WHY you did it. This question 
put you on the defensive and well, you know how no rapport was created with that 
question? 
 
Now, let’s imagine you are talking to a prospect and you are selling BMW automobiles.  



 
Your prospect has just stated that his previous purchase was a Mercedes-Benz. 
 
You ask, “So why did you buy a Mercedes-Benz last time?” 
 
And now your prospect is telling you all the good reasons he bought a Mercedes-Benz, 
and selling himself that it was a good decision.  
 
It will be hard to create rapport later in the conversation when you tell your prospect that 
BMW automobiles are a better choice. 
 
So use “Why” carefully. Don’t put your prospect in a position where he has to defend his 
reason for not buying what you sell. 
 
“Is it hard to get people to believe you?” 
 
Most people know, the answer is: “No.” 
 
Everybody knows that it is easy to get people to believe the good things you say. 
 
In this book you have learned the following starter techniques to create better 
conversation, better selling and better belief. That’s called ... rapport! 
 
Technique #1: 
Tell your prospect a fact that you both can agree upon. 
 
Technique #2: Pacing your speed to match your prospect. 
 
Technique #3: Tell your prospect two facts you both can agree upon. 
 
Technique #4: Smile. 
 
Technique #5: Most people. 
 
Technique #6: Everybody knows. 
 
Technique #7: Everybody says. 
 
Technique #8: Well, you know how. 
 
Technique #9: There is an old saying. 
 
Technique #10: What would you like to know first? 
 
Technique #11: Sincere compliment. 
 



Technique #12: Get your prospect to do the talking. 
 
Technique #13: Avoid a “WHY” question your prospect has to defend. 
 
Rapport? It all happens so quickly. In just seconds, the automatic programs in our 
heads make the quick decision to trust and believe a person, or not. 
 
And it all happens with the automatic programs inside of our heads. 
 

Questions to ask: 
1. What tools do You use to manage your social media? 
2. What training do You use to create relationships in social media? 
3. What social media sites do You think are most relevant when creating an income from home? 
4. Say there’s a crisis on one of your social media sites. How do You handle it? 
5. When is it better not to engage on social media? 
6. What activity in social media creates the most successful? 
7. What activities do you use to measure during your social campaigns? 
8. What online social media sites have you managed? 
9. What do you think should be the goals of your social media site? 
10. Can you describe your biggest social media failure? 
11. Can you describe your biggest social media failure? 
12. How do you stay updated with the latest social trends? 
13. How does success in social media look like for you? 
14. What are Your main interests here in Facebook? 

 


