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Episode 13:

The 9 Critical Emotions®

A seminarisa two-pronged experience that involves both logic
and emotions. These 9 Critical Emotions® are the core of a great
program that will drive people to action. Get all 9 and you'll be
swamped with appointment requests, and those meetings will be
far more productive.

This is just the basic list. For a detailed explanation of HOW to
evoke and tap into these emotions (and much more) you need
to read my book “Seminars The Emotional Dynamic” which is
coming out next month in 5th edition. So this is sort of a teaser,
but at least it will get you thinking the right way.

1. LIKE
People do business with people they

greater control of their future...with YOU on their team!

5. HAPPINESS

Audiences want to learn, but they also want to have a great time
doing it. People are sick of boring economics lectures or tedious
sales pitches. Your program needs to be fun and enjoyable. Get
them engaged, smiling, laughing, sharing, and excited. That will
immediately differentiate you from other seminars they’ve seen.
And it can be done with intelligence and professional decorum.

6. FEAR

Fear is not a motivator...it’s a DE-motivator. And I believe using
fear to compel action in a seminar is unethical. Your goal is
NOT to scare people...it's to UN-scare

like. That’s a fact. A huge chunk

of your seminar is about building a
personal connection to the audience
and getting them to say to themselves,
“He seems like a really great guy. I
think we would enjoy working with
him.” Do that and they will talk
themselves into meeting with you.

“Emotion is the chief source of all becoming
conscious. There can be no transforming of
darkness into light or of apathy into movement | frightening. But then, to leave feeling
without emotion.”

- Carl Jung -

them! They are coming in scared.
You want them to understand what
they’re scared of and why it could be

like those fears can be defeated. I call
this process “slaying the dragon.” If
you do it well, the seminar becomes a

Miss it, and you could have done
the greatest educational workshop in history, but they will not
convert.

2. UNDERSTANDING

You want your message to be simple, clear, concise, and valuable
for your audience. That involves the facts and stats you might
use, how you structure the overall program, and the specific way
you choose to explain things. It also touches on the stories you
tell and how and when you tell them. Very important!

3. RESPECT

As the expert, you possess a certain amount of audience respect
automatically. But there are specific things you can do to
enhance and expand that feeling. Of course, being obnoxious or
too self-aggrandizing is bad. But being timid and downplaying
your skills and stature is even worse. They are looking for
leadership.

4. CONFIDENCE

You want the audience to have confidence in your ability to help
them succeed. That makes sense. But you also want them to feel
greater self-confidence. Not to the point where they think they
can do things themselves. But where they believe they CAN take

model for the entire relationship and
you are their champion!

7.ACTION

Inertia is an insideous force that keeps people from taking
action...even when they know they should. Your Call-to-Action
(CTA) needs to be simple, powerful, and valuable. I also like

to use “mini-actions” that get them making small movements
(emotional and physical) throughout the seminar and at the
close. These make bigger actions later much easier.

8. CHANGE

Most people hate change, but seminar audiences are in a different
mind-state. They are searching for something, or else they
wouldn't be in that room. Your job is to help them realize that
they are right to feel that urge. Change is normal, beneficial,

and more specifically, change to YOU is very much in their best
interests. That’s why they came. Help them make it happen.

9 ENTHUSIASM

Your delivery needs to energize and inspire that audience. They
will probably forget 90% of the facts and statistics you use. But
they WILL remember the way you made them feel about the
importance of the subject and about themselves during that
event. If you're fired up...they will be too. But this can’t be
faked forced, or theatrical. Audiences want you to be YOU. So

Frank Maselli is the author of “Seminars: The Emotional Dynamic” and is a leading expert on presentation skills for financial professionals.
If you have questions or comments please email frank@maselligroup.com.



whatever your personality or speaking style, we can find a
way to let that authentic passion for helping and caring shine
through.

What about “TRUST?”

These 9 critical emotions are actually the components of Trust.
But Trust is a “Super Emotion” that takes time and experience to
fully form. Telling an advisor, “Just get them to trust you.” is like

telling a golfer to, “Just master the swing”

Trust is the ultimate goal of a great client relationship. It can
start at the seminar, but it can’t grow until they experience
working with you.

The Hard Part is coming!

Look, it’s easy to tell you WHAT to do. But it’s the HOW that
makes the difference. That’s what my book is all about. The
experience of 4,000 public seminars and thousands of advisors
coached and trained in this process...all in one fun, exciting and
easy to read book. It will boost your results immediately and
change the way you think about seminars and workshops. And
its ALMOST DONE!

A Critical Reference
for Every Speaker!
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Get the book!

The new book is ready to ship! It will greatly enhance the
business results of workshops, save you tens of thousands of
dollars in wasted effort and shave ten years off your seminar
learning curve. Don’t THINK about doing another seminar
until you read this book. I promise you it will make a huge
difference.

And I'm so confident that it will that I offer a money-back
guarantee. If you try the techniques it teaches and they DON’T
work for you. Send it back for a full refund. That means you have
zero risk and unlimited upside.

Also, I know some of you may not enjoy reading books.
(Personally, I like audio books and I'm doing this one on audio
now.) But I wrote this book so that it’s actually fun and easy to
read. Ibroke the content into chunks that make sense and can be
implemented easily. And I highlighted the most critical elements
in each chapter or section. So it won’t be painful.

Absolutely everything you need to succeed!

The need for financial guidance is exploding!

There has never been a better time to reach out to millions of people with educational events
and help them make the most critical decisions of their lives.

And the biggest one is to help them realize THEY NEED YOU!

MAXIMIZE YOUR APPOINTMENTS and drive BUSINESS RESULTS from your workshops by
understanding The 9 Critical Emotions® You will inspire audiences on a deeper level than
simple facts or statistics ever could.

Based on 4,000 seminars and 45 years of public speaking experience, this new edition has
been updated with strategies that reflect the massive shift in our profession and in modern client
attitudes about money and advice. It will help you master the art and science of successful
events from invitation through delivery and follow-up!

This book explains in detail HOW TO...

-Boost the business results of every program you deliver

- Pack every event with qualified attendees

- Prepare for your workshop to build confidence

-Bond with your audience before you ever say aword

- Use a “Power Opening” to begin your events with passion
- Deliver complex concepts in easy-to-understand ways

- Use humor and stories effectively and what kind to avoid

- Inspire people to action and set appointments at the event
-Handle “snipers,” “gripers,” and other speaker nightmares

- Run a great Q&A session that cements your expertise

- Use PowerPoint most effectively and what NOT to do

- Structure a dinner event that keeps audiences engaged

- Make your webinars much more dynamic and effective

- Avoid the most common and costly speaker mistakes

- Use free “captive audience” events that drive business

- Use workshops and events to generate top-quality referrals
- Close with authority, power, and professional impact

- AND MUCH MORE!

“ stronq\\/ recommend that you use Frank Maselli's book,
amonyg its many other attributes — shows you how to
r e, build an audience for, and deliver great seminars
much better than | could...and in infinitely greater detail.”
Nick Murray
“The New Financial Advisor”
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