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Tracking

Step 1.  Repeat (match) last few words they say.

Step 2.  Confirm.

Step 3. (Optional) Answer their question.

Step 4. Question them.
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Authoritative Influencing
Back 

Tracking

On first contact.

Rules for Step One

Do this only if you are NOT currently in Rapport

Up to three times in a row.

Use a Drill Sargent Down Swing

Questions that sound like questions have no authority.
Questions or, Back Tracks, that sound like statements make you the unconscious authority. 

Step 1.  Repeat (match) last few words they say.
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Authoritative Influencing
Back 

Tracking

Step 1.  Repeat (match) last few words they say.

Step 2.  Confirm.

Great!

Awesome!

Excellent!

Perfect!

Absolutely!

I conquer!

Agreed!

Wonderful!

Okay!

Rules for Step Two

Ouch! Oh-oh!

Oops!

Yikes!

Negative Confirmation

Okay...
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Back 

Tracking

Step 1.  Repeat (match) last few words they say.

Step 2.  Confirm.

Rules for Step Two

Negative Confirmation

Always after the match, never before.
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Tracking

Step 1.  Repeat (match) last few words they say.

Step 2.  Confirm.

Step 3. (Optional) Answer their question.

Rules for Step Three

Don’t ramble. Brevity denotes authority. Be Brief. 

Use a very short pause after answering their question.
Outgoing Calls are Different than Incoming Calls

Pause and fumble a bit initially if incoming. 
Be helpful and less authoritative, initially.

RULE OF THUMB: He who initiates the call is taking the lead.
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Authoritative Influencing
Back 

Tracking

Step 1.  Repeat (match) last few words they say.

Step 2.  Confirm.

Step 3. (Optional) Answer their question.

Step 4. Question them.

Rules for Step Four

Any question is better than a slow or no-question.

Use a down swing at the end of the question.

Let them answer the question. Allow time.

RULE OF THUMB: He who speaks first after a question, submits.
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Approachable vs Credible

Approachable Credible

Bobs     Head Still

Rhythmic             Voice Flat

Curls Up Intonation Curls Down


