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INTRODUCTION 

WHY NOW? 

You have 7-10 seconds to grab someone’s attention online.  

With the click of a mouse, you get noticed or you are lost in the crowd. You are 

reviewed. You are talked about and researched. But unless you can stand out and grab 

their attention in the first 7-10 seconds you are dead to them. 

And if you are noticed, and you do not position yourself as an Authority (as 95% of 

professionals and businesses do not), you leave a massive opportunity for those who 

do. 

Social media has made it easier for people to talk about you, find out what others think 

about you and for you to distribute your message and if they’re going to view you 

positively - to know, like and trust you - you need to be seen as an Authority in your 

market. People always prefer to deal with professionals and businesses they can trust.   

The speed of the Internet means you have 7-10 seconds to get noticed… to stand out… 

and to position yourself as an Authority. Are you getting noticed, or are you getting 

trampled in the herd? 

In this book, I will take you through a proven System to position you as the Authority 

and then show you how to leverage that to attract and enrol more clients.   

WHY ME? 

When researching my first book Stand Up, Stand Out or Stand Aside more than 4 years 

ago I realised that I have personally been using these principles in my businesses and 

coaching since 1983.   

I’m not someone who has read a lot of books, done a few seminars and is regurgitating 

information calling myself an expert as too many do today. This has been working in 

all of my businesses and my clients’ businesses for over 30 years.   
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I have lived and breathed, implemented and taught this exact information as a necessity 

to survive and grow my businesses in a very practical way.   

I will share with you examples and case studies in this book which have been the 

cornerstone for me to be able to:  

 Establish and license a Kids Club Program into 5 Countries  

 Set up an in-gym weight loss program and licence that into 2 countries  

 Write produce and host a Network TV show then later become an Executive 

Producer for Warner Bros.  

 Become the first non-American to be awarded International Fitness Instructor of the 

year  

 Invent, manufacture and market an Environmental Product in a competitive field, 

which won international awards and sold 4 million units into 26 countries  

 Be named video marketing influencer of the year 

 Be invited to a high-level mastermind on Sir Richard Branson’s Necker Island  

I’ve been able to accomplish all of this because I dared to stand up and create my 

Authority Positioning in each of the areas I was doing business in at the time.  

WHY “THE AUTHORITY CLIENT ATTRACTION 

SYSTEM”? 

Most recently I’ve been teaching and coaching systems and blueprints on how to 

uncover your Authority Factor and communicate it to your market. 

And now the we have the complete system that includes true breakthrough information 

that is unique to this program. I will take you through this system in a very easy to 

follow way and include case studies so you can see how other people are using it and 

how you can too.   

There will be links to external videos and checklists to help you get greater value from 

the book. If you are reading this in the print version, you will see there are QR codes 

allowing you to watch the videos as you read the book.   
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I’ve kept this book straightforward, easy to read and as practical as I can allowing you 

to take the concepts and strategies and implement them yourself or at least know where 

you can go to get assistance.   

You will see the foundations in this book are similar to the foundations of my previous 

book Stand Up, Stand Out or Stand Aside. They are the same foundations I’ve been 

using for 30 years and they aren’t going to change any time soon... 

… which is where most people make huge mistakes. Just because there is a new social 

media platform or app being launched every 10 seconds, people believe that everything 

changes. No, people are still the same, just some of the marketing mediums, delivery 

systems and purchasing methods have changed.  

People are still people and they still have the same desires and needs. The hierarchy of 

needs as identified by Maslow are still the same and should be used as a communication 

base with your audience. 

In my previous book I was primarily focussing on what I called Knowledge 

Professionals, i.e. professionals who sell their knowledge skills or expertise as their 

main source of revenue e.g. Coaches, Consultants and Trainers, Professionals in the 

Finance, Real Estate Legal and Health Fitness and Lifestyle sectors.   

Since writing that book I’ve been involved in implementing what is now the Authority 

Client Attraction System into businesses who aren’t necessarily solo professionals 

however, still sell knowledge, skills and expertise:  businesses like Health and Fitness 

Chains, Advertising Agencies, Digital Marketing Agencies, Recruiters, Steel 

Fabrication, Real Estate Agencies, a Pool Company, even through to a business selling 

fertile bags of dirt.  

Instead of focusing of selling your deliverables as a comparable commodity, which is 

what most professionals and businesses do, I now encourage a shift in thinking to value 

the ‘unique collection of knowledge and experience as a whole’ and therefore the actual 

business is now seen as a leader and authority in the marketplace.    

Those who have adopted this change have enjoyed a massive in their positioning and 

results as they implemented this system.  
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Whether you are a solopreneur, CEO of a larger organisation or even the head of a 

franchise, look to see how you can use The Authority Client Attraction System in your 

business to Stand Up and Stand out in your market.  

In the following chapters I will take you step by step through the system and show you 

how you can implement it in your business.   

I suggest you go through the book in order, watch the videos and read any downloads 

in order.   

  



 

THE AUTHORITY CLIENT ATTRACTION SYSTEM | 9 | COPYRIGHT 2017 STEVEBROSSMAN.COM 

 



 

THE AUTHORITY CLIENT ATTRACTION SYSTEM | 10 | COPYRIGHT 2017 STEVEBROSSMAN.COM 

PURPOSE 

Purpose: Noun. The cause or belief that inspires you to do what you do  

“If you have a strong purpose in life, you don't have to be pushed. Your passion will 

drive you there.”  ~ Roy T. Bennett  

When I talk about purpose I am not talking about some weird hippy spiritual concept 

that you were meant to be walking the earth barefoot, meditating and sharing your life 

with the animals, type of purpose to life.   

I’m talking about a very practical mix of business, lifestyle and beliefs that will inspire 

you to do what you love doing, help more people and live the life that you want to live.   

WHAT’S YOUR PURPOSE?  

Your purpose is a very simple intersection of Skills, Passion and Value. 

Core Skills: What you are good at doing and that other people believe that you are 

good at doing.  

Passion: What do you love to do. As they say, if you do what you love doing you never 

feel like you are working.   

Value: Where can you provide the greatest value and what it is that you do that people 

will see value in and pay you what you deserve.   

In this video, I discuss how to look for and find your purpose. Plus, I have prepared a 

simple worksheet for you to use which is available to download here. 

YOUR PURPOSE PROPELS AND REPELS  

“Without PASSION, you are just a pulse” ~ Steve Brossman, 2009  

Have you ever watched the millions of people who go to work in the big cities day after 

day, catching the same transport, dressing the same and doing the same job day in day 

out? Do you ever look at their body language, their facial expressions?   

It looks to them like another “Groundhog Day.”  

https://stevebrossman.com/TACAS
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Yet have you seen someone who just loves what they are doing, they feel fulfilled 

because they are using their talents serving others and those people value what they do 

enough to pay them well? 

Do you see an extra spring in their step, a smile on their face and an infectious energy 

that exudes confidence and happiness?  

PURPOSE PROPELS  

When you are living your purpose, you go the extra mile to do it well and become better 

at it. You don’t mind getting up that bit earlier to get more done, you seem to work at a 

better pace, you talk to more people and your business grows faster.   

Just a few weeks ago I flew halfway across the world to join a handful of smart 

entrepreneurs who were in a high-level Bootcamp to learn some advanced strategies to 

grow our businesses. Each one of them were very good at their skill. You could tell in 

their voice they were passionate about what they did, beside the fact they paid several 

thousand dollars and flew in to be there, showing true passion and commitment. It is 

okay to say you are passionate, but actions speak louder than words.  

They were already providing great value to others. We were all there to see how we can 

provide greater value and in return have others value us more i.e. to get paid more for 

doing what we do.   

When what you do is on purpose, then it will propel you to greater results.   

PURPOSE REPELS 

When you are in business there will always be obstacles and challenges. When you are 

on purpose and are passionate about the end result, you will work harder and smarter to 

repel and overcome those challenges.   

When you are not on purpose and are just going through the motions, obstacles and 

challenges will continue to grow and eventually stop you.   

Plus, there will always be negative people out there commenting on what you are doing. 

When you are on purpose and you are focused on the results you want to achieve and 
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the lifestyle you want, you will be able to more easily repel those negative comments, 

people and continue toward your goals.  

PURPOSE CREATES RESILIENCE 

Bouncing back from adversity and having the perseverance and determination to 

overcome challenges depends largely on your “WHY.” 

Your WHY is the thing that is bigger than you, bigger than your own personal, 

emotional and financial reasons you do something… 

I have a saying: “People will gravitate towards you when they know what you stand 

for… they will run towards you when they know what you stand against.” 

 

 Here is my WHY: To make a difference in as many lives as possible by providing 

innovative knowledge, resources and support for professionals, entrepreneurs and 

businesses to exceed their own personal, professional and lifestyle expectations. 

   

What I stand for….  

 Family values and having a business that enhances your quality of life  

 Ethics in business and truth in marketing  

 A sales process that is enjoyable for both parties  

 Professionals feeling very comfortable with the sales process as they see it as an 

extension of their service mindset   

What I stand against…  

 Having a business that consumes your life leaving you no time for yourself or family  

 So-called ‘sales gurus’ pushing old school high-pressure sales processes that 

professionals are scared to use so they develop a hate for selling and their business 

consequently suffers  

 People spending too much time on the sales process by doing it the old school way   
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 Great business people and professionals not fulfilling their true potential because 

there are following the crowd and don’t know a better way   

Have you ever spent time thinking about what you stand for or against? Do you know 

how you would articulate them?  

1. What do you stand for? 

2. What do you stand against? 

How can you craft a message that powerfully communicates this in a concise way that 

people will unmistakably know what it is that you stand for and against? 

Keeping your eye on your WHY will energise you, inspire you, strengthen you, and 

help you deal with the inevitable challenges of doing business (or, for that matter, being 

a human being). 

BELIEF  

 To become an Authority in your chosen field or market you need to have unwavering 

belief in yourself.  Knowing what you are doing IS your PURPOSE as defined above 

will give you strong support. 

When you are using your core strengths, are passionate about what you are doing and 

others value it you should have that belief in yourself.  

Remember:  “You don't have to be the best in THE world you just have to be the 

best in THEIR world” 

I will go into this in more depth in Positioning however too many professionals and 

organisations don't claim their rightful Authority Position because they don’t 

BELIEVE.   

 To a child who has just fallen over and hurt themselves, their dad who comes along 

picks them up and comforts them they are the best Dad in the world. 

 To a resident who has water and sewage flowing through the house, the plumber 

who turns up and solves the problem quickly, they are the best plumber in the world.  



 

THE AUTHORITY CLIENT ATTRACTION SYSTEM | 14 | COPYRIGHT 2017 STEVEBROSSMAN.COM 

If you still don't believe you deserve to be call an Authority ask yourself 3 simple 

questions: 

 Do I already have clients come to me for my expertise or service? 

 Do they come to me because they believe that I can do it better than them? 

 Do I get great results that they pay for? 

Then you are already an Authority to them. Believe in yourself and claim your right to 

be called an Authority  

KEY POINTS      

 Your purpose is an intersection of your core skills, your passion and the value that 

you provide clients and packaged in a way that prospects will value highly to pay 

you well.  

 What is your (bigger) WHY?  

 What do you stand for or against?  

 BELIEVE first then BECOME 
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POSITION 

Position: Noun. High standing, important status. 

“Your perceived position predicts your profits” Steve Brossman 2011 

Let me begin with positioning at its most simple and day-to-day level.   

Picture this: when you are in a group of people, perhaps at a networking event and the 

general question is asked, “What do you do?” how many times do you hear most people 

answer, “I am a/an Insurance Agent, Accountant, Broker, Plumber etc.” Basically, they 

announce what their profession or category is. NOT what they do or, even how they 

help people, which is what they really do.    

If you are a business do you say, “We are an I.T. firm, an xyz supplier or abc 

company?”... titling yourself like many others in your category?  

The person hearing that title automatically has a preconceived concept of what you do. 

This is generally determined by previous experience or public perception. You are 

automatically put in a box with all the others.   

HOW TO STAND OUT 

How do you expect to stand out if you call yourself the same as everyone else in that 

category?  

Just the other night I was at a meeting with a group of business people and after meeting 

one businessman dressed smart, I of course eventually asked, “What do you do?” 

I ask that typical question for two reasons.   

 To see how they answer it, and of course  

 To find out what they do.   

Well as it turned out he fell right into the trap and just said, “I’m in real estate.” 

  I immediately thought ‘not another damn agent wanting to seek property listings or 

sell me a property!’ 



 

THE AUTHORITY CLIENT ATTRACTION SYSTEM | 17 | COPYRIGHT 2017 STEVEBROSSMAN.COM 

 To tell you the truth, I almost walked off. I didn’t want to spend the next ten minutes 

locked in conversation with a sleazy salesman. I had immediately put him in a boring 

cardboard box, which I was very reluctant to open.  

I did give in and asked, “What part of real estate are you in?”    

He said, “I have a boutique agency here on the Coast but, what I really do is specialize 

in helping people buy property overseas.” Well that certainly got my attention. “Tell 

me more,” was my immediate reply.   

After a brief discussion, I suggested that in future he introduce himself as ‘An 

International Property Investment Specialist’.  

(Note: see how this Positioning is Distinctive [specialist], Noticeable [International] 

and Attractive to those who want to [invest in property].   

It had an immediate impact on his conversations than he had that night and led to several 

prospects where he said that he normally would be lucky to get one. 

 There is no sense putting very exciting contents in a plain cardboard box in a sea of 

other brown cardboard boxes hoping that people will open your box, and not others that 

look the same. Our market is time-poor and people have no desire to spend time opening 

boxes, or choosing between a sea of sameness, just to talk to you.   

Don’t forget your Positioning is everything you do or say that communicates who you 

are and what you do visually or verbally to the public.   

Your Introduction or 15-Second Elevator Pitch is to “INTRIGUE, NOT INFORM.” 

Firstly, most people have got it all wrong and that’s why many people are struggling. 

They try to tell as much about themselves in 15 secs so people can make an informed 

decision on FACTS.  

Instead you should be asking yourself, what is my engagement factor? How can I evoke 

an emotional interactive and engaging conversation with my ideal client?  

Your goal in introducing yourself is to have the person or people say, “Wow, how do 

you do that?” or “That’s interesting, tell me more!” 
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 Here’s another quick example before I jump into some training for you. If you are like 

most people, insurance brokers are not people you would rush to have a conversation 

with.   

I had a client who suffered from people not wanting to talk to him. He would get up at 

typical business networking events and announce. “Hi, my name is … and I’m an 

Insurance Broker.”  It sounded almost like an introduction at Alcoholics Anonymous.  

When we had a discussion at one of our Bootcamps, we uncovered (as per the last 

chapter Purpose), that his real passion was to help protect people’s lifestyle when 

‘events’ happens. He mentioned that too many people were either not insured or poorly 

insured and their lifestyle is avoidably ruined.  

Using a process that I have developed, we repositioned him as a ‘Lifestyle Protection 

Specialist,’ which fits his true Passion, Skills and Value that he provides people.  

Notice this is an outcome based title more than just his occupation or category.   

This change has had the desired effect on his business and how he communicates the 

value he provides people. Plus, the immediate response when he introduces himself 

now as a Lifestyle Protection Specialist is, “How do you do that? Tell me more.” 

  “Sell the aspiration not the perspiration” ~ Steve Brossman 2017  

LEVELS OF POSITIONING 

There are 4 levels of positioning: Click to Watch this video for a more detailed 

explanation. 

LEVEL 1: NO POSITIONING  

You are defined generally by your occupation or category, e.g. as a professional like 

Accountant, Mortgage Broker, Financial Planner, Naturopath, Masseur, Personal 

Trainer or as a business like Digital Marketing, Web Developer, Transport, Sales, Real 

Estate, Construction, etc.  

You communicate no point of difference and generally quote your packages as cost per 

hour, per session or per service.   

https://stevebrossman.com/TACAS
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LEVEL 2: SELF IMPOSED  

This is where people often say, “I’m good,” “We’re No 1,” “We are faster…” or better 

but don’t differentiate... Better at what? Better than…? A professional or business 

claiming to be ‘the best’ lacks credibility or substantiation.    

Pricing and programs are still based around cost recovery or billable hour, i.e. $ per 

hour or service.  

  LEVEL 3: ACKNOWLEDGED 

This level is where other people have used your product or service and are positioning 

you as someone to go to or use. Unfortunately, without clear guidance they will still 

just call you ‘The best person or business to use.’   

You may not be positioning yourself any better than the first two levels, however, you 

are providing such excellent service that other people are recommending you.  

If you do not have a system for others to clearly talk about who you are and how you 

benefit people or how to capture and nurture those leads, then you are playing roulette 

with your referrals.  

LEVEL 4: POWER POSITIONING   

I call this Power Positioning because it gives you the power back over your business. 

No longer are you at the mercy of the market or your competition.   

 Your prospects know who you are, what you stand for and stand against (your 

Why). 

 You have a clearly defined Unique Authority (outcome based) Positioning.  

 You, your prospects and your strategic referral partners have clarity around who 

you are and who you help.    

 CREATING YOUR POSITIONING DNA  

Distinctive: Adj. “To stand out in a similar field and to have a special quality.”  
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It is no longer good enough to just be different. You could easily be different and worse. 

Being Unique means, you are one of a kind. Being DISTINCTIVE, means you are 

special and better.  If you are looking to attract higher level clients you need to be also 

positioned at a higher level. 

A “man of distinction” is perceived to be that one level better.   

Therefore, your Positioning DNA needs to highlight your particular uniqueness that 

make you not only Stand Out but, also Stand Above”  

Noticeable: “Worthy or deserving of attention.”  

Your Positioning needs to be crafted so that it contains statements that are worthy of 

attention and are unique enough to stand out and be noticed.  

Quite often I like to include words in a positioning title that don't normally go together 

or aren’t regularly used in that profession.  

That creates a pattern interrupt and people can’t help themselves but be intrigued.  

Attractive: “having the quality to attract.”  

Most importantly you must be attractive to your target market. The easiest way to 

achieve that is to have an outcome based title, not an occupation or category based 

title.  

Below are some very simple examples of clients who we have worked with. Notice the 

change from occupation to outcome based titles.  

From (JOB) To Magnetic Positioning 

Mortgage Broker Property Portfolio Strategist 

Podiatrist SEQ Leading Functional Podiatrist 

Pharmacist, Naturopath, 

Yoga instructor 

Australia's leading natural and traditional 

Pharmacist 
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Yoga Instructor, Chiropractor, 

Kinesiologist. 

Australia’s leading structural and movement 

therapist 

Business Coach Business results catalyst 

Spiritual Healer with no idea Abundance Breakthrough Specialist 

Spiritual Princess Creator of the Value, Vision and Voice 

program for women 

Insurance Broker Lifestyle Protection Specialist 

Videographer Video Profit Strategist 

Trade Marks “person” Growth Protection Strategist   GPS 

Online Security Consultant Cyber Protection Architect 

Home Buyers Agent House Hunter Concierge 

 

YOUR POSITIONING IS NOT JUST A CATCHY TITLE   

Positioning Rule 1: Have an outcome based title not an occupation based title.   

When you look at the title transitions above, they all came from who they were and 

what they were already doing that was different in their marketplace.  

It wasn’t a matter of coming up with a corny and catchy title of World’s best, Expert 

in, No. 1 etc. the positioning title had to be an outcome based representation of the 

results that their clients were looking for.   
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MOVING FROM AN “A” TO A “THE” 

I have another catchy little saying “when you move from an A to a THE life and your 

bank balance changes.   

If you are AN accountant AN accountancy firm... A coach or A trainer… A consultancy 

firm… you’re just one of many and you have fallen into the trap of occupation or 

category based positioning.  

If you move to a ‘THE’ like I did when I moved from A video marketer to THE 

AUTHORITY CATALYST everything changed.   

Like my client who moved from A Financial Planner to THE Creator of the 3-

Dimensional Financial Review.   

The word ’THE’ creates intrigue, it hints at the outcome and is very unique! It also 

implies without outlandish egotistical sounding claims that you are the best. Most 

importantly it helps you Stand Out. 

 TRIPLE CLARITY DELIVERS CASH 

When you have absolute clarity about your positioning, and coming up next packaging, 

your business will explode. It will multiply in 3 ways: 

1. You: When you have clarity, and can articulate who you are, your Authority 

Positioning and the benefits behind your unique solution, clients will be attracted 

to you.  

2. Prospects: When your prospects have that same clarity, they will make fast and 

informed decisions whether to do business with you and you won’t have to 

repeatedly explain yourself.   

3. Joint Venture Promotion or Referral Partners: When other people have clarity 

around who you are, what you do and who you best help, they will have confidence 

to refer people to you.   

Once you have clarity around your own positioning you need to now work on creating 

a clear message to your prospects. Then create communications for your JV and 

Referral Partners to be able to easily promote you.   
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Some simple tests for your Positioning: 

 Does it create intrigue?   

 Does it create some emotive reaction?  

 Is it just a category description?  

 Does it refer to an outcome desired by your target market.  
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PACKAGE 

Package: verb. To group or combine into a single unit  

This chapter on Packaging is how you can create ‘packages and programs ’to sell more, 

serve more and avoid price comparison.  Plus, how to create your own signature 

Blueprint.   

The biggest mistakes that most professionals and businesses do when packaging their 

products and services or labelling them is to:  

 Title them input-based, not outcome-based  

 Appeal to needs, not wants  

 Sell the process, not the payoff  

 Use the same language as everyone else  

3 P’S OF LANGUAGE  

In the video below I talk about the 3 P’s of language and how too many people lose the 

prospects interest and ultimately the sale by focussing on the WRONG P. 

Briefly here are the 3 Ps. Click here to watch the video. 

PURPOSE: 

These are your market’s pains, fears frustrations, desires, hopes and dreams. You 

need to be able to clearly articulate back to them, that you understand their needs and 

that you are clearly the solution for them to get the results they are looking for. 

The purpose is the ‘reason why’ you create your product or service in the first place.  

Focus on Understanding and Empathy.  

PROCESS: 

https://stevebrossman.com/TACAS
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This is where you need to develop ‘your unique system/blueprint’ where can clearly 

and concisely articulate and show your process or service that you use to fulfil your 

market’s needs and wants. I say unique because you need to package it in a way that 

you can talk about it briefly, as a unique System that delivers specific results that your 

market wants RIGHT NOW. 

Focus on Clarity and Outcomes.  

PAYOFF 

This is what people are really paying for. They are buying the result. Therefore, if you 

package you, your product, service or program as an outcome based solution and spend 

more time talking about the Payoff, you will be able to avoid direct comparison and 

price per hour based competition. 

Focus on: How your program or service will affect their lives of business.  

Watch the video for a breakdown on how to use the  3 Ps and where most professionals 

get into trouble in their communication and how it transfers into their sales. 

 KEY ELEMENTS OF PACKAGING 

Sell the Aspiration, Not the Perspiration! 

One of the biggest lessons I’ve ever learned, and now currently teach about packaging, 

happened over 30 years ago just after I opened up my health club.   

The weight loss industry was also just taking off, with the Jenny Craigs and Gloria 

Marshalls weight loss centres.  

Then came the passive exercise studios with trimming and toning tables where you just 

lay on them and they did all the work. They were selling programs in the thousands of 

dollars and poor us, in the fitness industry, were struggling to sell in the hundreds of 

dollars.  

 On my way home after a group meeting of gym owners, it hit me that we were stupid 

and were selling the wrong thing.   
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We were selling hard work and sweat yet, the others were selling dreams and 

aspirations. I set out in search of a new way of doing things smarter for a greater return 

on investment.  

I hired a manager from a national weight loss centre and together with a dietician 

already on the team, we put together a weight loss program.  

 I called it ‘Shed’n Shape Budget Weight Loss’ as it was half what the weight loss 

centres were charging.   

The ‘trimming and toning’ routines clients did every session were our normal low 

impact aerobics. The participants enjoyed them and were able to easily keep up yet if 

we told them they were ‘aerobics’ they would have rejected the whole program.   

We continually sold out our programs despite being twice my normal gym membership! 

 We had the same nutritional advice and the same exercise program yet we were always 

full despite the higher price. What was different?  

It was the Outcome Based Packaging and speaking the language of the prospect.  We 

sold to their aspiration. 

The program was such a success that other health clubs wanted to know what I was 

doing. I packaged it up and sold licences across Australia and New Zealand.   

It taught me a fantastic lesson in selling to the WANTS then delivering the NEEDS.  

Plus, people will pay more for an outcome based program than sessions.  

Too many times businesses are so damn excited about what they do, i.e. their process. 

That they think the prospect will be excited too, and that is what they try to sell.   

Well news flash! It’s ALL about that radio station that they are tuned in to: WIIFM 

What’s In It For Me.  

That’s what they are tuned in to.   

HAVE AN OUTCOME BASED TITLE   
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One of my clients is a financial planner. He is also a mortgage broker with an accounting 

degree. For his point of difference, we created a sales tool called his 3D Financial 

Review Blueprint.   

All he does when he talks to prospects is say the following. “[name] I’m a little different 

to most planners who just do financial planning.  In my 3-Dimensional Review I will:  

 Assess your finances and see if you are going to have enough money to retire and 

maintain the lifestyle you want,   

 Determine whether you are paying too much on your loans and see where we can 

save you some money since I’m a Qualified Broker Plus…  

 As I’m also a Qualified Accountant I will Review your financial structure to make 

sure you are not paying too much tax ... does that sound like something you would 

need?”  

His success rate to get the formal appointment has been nearly 4 times the company 

national average.   

He was having issues going to the next step in getting prospects to sign up for a financial 

plan until I found out that he was trying to sell the next step as “A Financial Disclosure 

Statement” and that was priced at $1,650.  

After presenting what the 3D Review does, he now says. “What we need to do now is 

a full 3-Dimensional Review and Implementation Plan and that is $3,300.” 

 Basically, he doubled the price with less resistance. Why?  A Disclosure Statement is 

a document that looks backwards an Implementation Plan looks forward. What would 

you prefer when planning for your future?  

SELL PROGRAMS, NOT PIECES 

A perfect example of this was when we had only just launch the BUTTsOUT company. 

By the way the BUTTsOUT is a product I invented back in 2000 when I was fed up 

with too many cigarette butts littering our streets and beaches because of recently 

imposed indoor smoking bans.  
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It is a small handheld pocket sized personal ashtray with the distinct shape of a human 

‘butt’ (bottom, rear end, tush call it what you want).   

Together with my great mate Vince Murdoch, who has a PhD and specialised in 

Behavioural Change, we built the BUTTsOUT program (an ashtray to engage not 

alienate smokers. Hence the many tag lines that were humorous: Don’t let the ranger 

see your butt. Is your Butt worth $200. Do you have a smelly butt?  etc.   

We were on our way to our first presentation to a Regional City Council when I said to 

Vince. “We should sell campaigns not personal ashtrays I think we will sell more”.   

Over the next hour of the trip Vince was on the computer and we were building 

Australia’s first Cigarette Butt Litter Reduction Campaigns. We included T shirts, 

Posters, How, to run a campaign manual (yet to be created), and of course The 

BUTTsOUT personal ashtrays.   

That moved us from being product peddlers to solution providers.  

We packaged up 3 options and ended up selling the middle one which contained more 

units than we had originally expected to sell. That started a global business where we 

sold more than 4 million units into 26 countries.  

We quickly solved a major problem for councils, corporates, mines, tourist areas, and 

ports.  

Vince and I started “projecting” our expertise by writing papers and speaking at 

conferences and even posting videos. Because we were the first to deliver content and 

a solution, we soon became sought after speakers and consultants and seen as the 

Authorities in this area.   

Our message was clear, that to solve the problem they needed to engage the smokers. 

Our programs were backed by behavioural psychology which meant they needed to buy 

ours.   

A VERY SIMPLE FORMULA. Be seen as an Authority. Deliver excellent content, 

which leads to your solution being the logical unique solution.  
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Most professionals and businesses sell the input (your perspiration) I.e. they focus on 

how many hours they are going to spend with a client, or working on the issue which 

means prospects can relate it all back to a $ per hour.   

When you focus on $ per hour or $ per service you are pointing a big red arrow at you 

saying, “please compare me on price”.   

People pay more per outcome than per hour! 

STIR THEIR EMOTIONS 

What emotion does your program title stir? 

Remember the video earlier about E.T.M. When you are packaging and naming your 

programs remember “what do I want them to FEEL” when they see or hear the name 

of your program.  

 Even back in 1984 Shed’n Shape Budget Weight Loss was saying you can lose weight 

and not pay too much for it.  

2000 Cigarette butt litter reduction campaigns… sounded like a turn key solution to 

an expensive problem.   

3 -Dimensional Financial Review and Implementation Plan sounds like a clear path 

to a financially secure future.  

During the process of uncovering your Positioning DNA you will have identified some 

of the different ways you may do your business or deliver your services.   

 Review all your current services: 

 Do they directly relate to or include a correlation back to $ per hour or $ per session 

that can be easily compared to others in your market?  

 Is it an outcome based title?   

 What emotion is the title designed to deliver? (Have you actually thought about 

this?)  

BEATING THE $ PER HOUR COMPARISON  
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Many professional service providers just sell bulk packs of services believing that if 

they give a bulk discount they will buy.   

I remember having lower back issues several years ago, I enquired with a Chiropractor 

saying I have a sore back, what sort of programs do you have… opening the door for 

them to sell me a program.  

I heard, “Well you need to come in for an assessment which is $120 then you will need 

x-rays, normally around $350, and our treatments are in either $120 per session or 

$1,000 for 10.” 

AAAGGGHHH that reeked of “please shop around on price because I don’t give a 

damn about your back.” 

Perhaps if the Chiropractor e used an outcome-based approach I would have easily 

parted with my money.  

Something like:  “Thanks for calling… (after a short conversation) it sounds like you 

need our Rapid Pain Relief Back Program which includes 11 personalised treatments 

starting with your assessment and referral to your x-rays which are additional. That is 

a total of $1425 however to make it easier to get started and get your back feeling better 

again I can split that into 3 easy payments of just $475.” 

That is solutions driven and the last thing I hear is $475 which if my back was hurting 

would be affordable and a no brainer.   

 

Note: that I put it at 11 ‘personalised sessions’. Well of course they are personalised 

it’s just me and the chiropractor; however it sounds more appealing than just 

calling them sessions or treatments.  

  

Plus, did you see what I did with the numbers? I packaged it all together in 11 sessions 

instead of 1 plus 10. Very quickly and without a calculator how much per session is the 

2nd pack i.e. $1,425 for 11 sessions.   

Well if you are like most people they can’t divide by 11 anymore. It looks OK and the 

easy payment plan and pain relief is highlighted so most go straight away! 
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The truth is you have just elevated your fees by nearly 30%.  

 Option 1: Initial Consult $120 plus 10 sessions $1,000 total $1,120  

 Option 2: Rapid Pain Relief Back Program 11 personalised sessions $1,425   

Fee increase $305. (27%)  

Plus, treatment adherence is increased.   

 The payments will be scheduled to be in front of the treatments reducing 

cancellations as the treatments are already paid for.   

 When they are just referred to as sessions or treatments they recommend a number 

of individual sessions. When a client is nearing the end, they are feeling much better 

and often make a judgement that they don’t have to finish (or pay for) the last few 

sessions. However, if it is a ‘program’, people are more reluctant not to finish a 

program than to cancel an individual session.   

THE POWER OF 7, 9, 11 AND 13 

In many of my seminars and workshop I recommend people use 7, 9, 11 or 13 sessions 

in their programs and I ask the audience why would I do that.  

I usually get a variety of deep financial and psychological reasons. When I tell them the 

plain and simple reason is that people generally can’t divide by those numbers easily in 

their head any more, they laugh first then realise it’s true.   

Most people put together 10-packs at a discount. That is a huge invitation saying (if not 

shouting) “Please compare me in price.” 

Generally, I tell people to increase their fees 15% and use one of those magic numbers!   

HIGHLIGHT THE ADD-ONS AND INCLUDE THE 

DELIVERABLES 

To highlight this process, I’ll use a former client who is a podiatrist. Now, most allied 

health professionals go by their occupation or profession and do not stand out at all.   
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In working with this podiatrist, I identified that he was using a different treatment 

process compared to most. When I asked him how many podiatrists called themselves 

“Structural Podiatrists,” he said none.   

From then he became the region’s leading “Structural Podiatrist.”  

Positioning now taken care of. On to packaging.   

He was taking an expo booth at the large fun run and later the marathon. Normally he 

would have brochures and offer a free foot assessment, which is typical of what all 

allied health professionals do.  

 First, we changed the language to the exact language that a crazy fun-runner and 

marathoner wants to hear.   

“Beat your time … Beat the Pain”  

“Train harder, run faster … less pain”  

Then there was an entry draw to win an Athlete’s Performance Pack. This was huge 

and he collected hundreds of leads.  

Knowing that athletes will pay anything to increase their performance we created the 

Athletes Performance Pack and raised the fees 20%.   

Included in the pack was… wait for it… a training diary. That’s it a training diary. 

However, it was positioned that they brought it to each treatment where their training 

progress and any pain was reviewed. The truth is that he would have asked exactly the 

same questions anyway.   

Lastly instead of giving away a standard boring “Free Assessment” we created a “Free 

… Pain and Performance Review.” Again, technically exactly the same process and 

same appointment however, the perceived payoff spoke directly to the target market. 

The Results:  

 4 times the number of leads and clients than the previous year’s promotion   

 More than doubled the weekly appointments in just 6 months  

 Guidelines for putting your packaging your programs and services   
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 Create and outcome-based title  

 Sell the outcomes not the deliverables  

 Use the 7, 9, 11 and 13 magic numbers  

 Avoid packaging of time for money: that can be directly compared to others   

 Highlight the add-ons and include the deliverables  

 Use the prospect’s language not industry jargon   

THE BLUEPRINT 

Blueprint: Noun. Plan of action 

This has been the real game changer for myself and all the businesses now using the 

Blueprint process in marketing and selling.   

Clients have gone from:  

 Not being able to sell an introductory service for $250 to selling $10,000 programs 

in just 8 weeks of us building a Blueprint.  

 Previously needing three 40-minute calls to enrol to now only having one 20 min 

call to enrol over 90% using the Blueprint.  

 Only being able to sell web services as competitive rates to selling higher paying 

‘client attraction systems’.  

This one change, and I will call it a breakthrough, has changed many businesses and 

lives and is the real cornerstone in the Authority Client Attraction System.  

It was around 5 years ago when I was transitioning my business from being the “Video 

Marketing Guy” to more of what I’m doing now, I was struggling to explain to people 

who I was and what I did.   

Possibly because I was sounding like, “Hey, I have some really good ideas and great 

skills that can help you… trust me I’m good”.   

It was hard to explain over and over again and a therefore a struggle to get the new type 

of clients that I wanted.  Plus, every time I felt like I was selling myself  
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To form the framework for my book I decided to map out how I worked with people. 

After several hours on a whiteboard I realised that I had a repeatable system to deliver 

results.   

For nearly 30 years I had been intuitively doing the same process over and over again 

in many different circumstances with multiple successes. It was now time to formulate 

it and share it with others.   

My original Blueprint was the Authority Accelerator Blueprint and mirrored 5 of the 

key chapters in my first book for consistency.   

Honestly, I must tell you that the minute I presented from the blueprint and “Sold the 

system not self” my life changed for ever.  

I am a very good sales person and can sell most things with ease. Yet when it comes to 

selling myself I’m like most professionals ‘I take it personally’. 

Using the Blueprint model takes all pressure off selling yourself. I have seen clients 

actually enjoy the once feared process of selling, because it is not all about them.  The 

feel very comfortable selling the SYSTEM not SELF. Click here to get Blueprint 

Download. 

 

https://stevebrossman.com/TACAS
https://stevebrossman.com/TACAS
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BLUEPRINT ELEMENTS 

An Emotive Outcome Based Title   

Note the 3 Titles that I have used: 

 Authority Accelerator Blueprint (Speeding up being seen as an authority)  

 Authority Sales Boost Blueprint (How to get more sales by being seen as an 

authority.)  

 The Authority Client Attraction System (A system that delivers more clients with 

you being seen as an Authority. Note I moved from Blueprint to System as I have 

moved from working with primarily professionals to include businesses and system 

is a stronger word.)   

Each of the titles position the desired outcome as a part of the title. When you design 

the Blueprint, visually you need a prominent outcome-based title. As you are going 

through the Blueprint with your prospect, they will always look away and look back to 

the Blueprint many times during the talk. When they do look back you want them to 

see the outcome every time ensuring it is subconsciously embedded over and over again 

and they will start thinking that “this is the outcome I want.”  

THE MULTI LAYERS OF THE BLUEPRINT 

Over the years of teaching businesses how to create and use blueprints I have seen many 

not completely understand the actual purpose of the Blueprint.   

 The Blueprint is to be a visually attractive, easy to understand diagram of the 

journey that the prospective client will go through when working with you.   

 It should have well-choreographed ‘value pit-stops’ that allow you to demonstrate 

the value being significantly greater than their potential investment.   

 Designed to inspire action, not to educate on what you do  

 It is NOT to be a schematic of your working systems  

 Designed to collaborate not present   
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 Not to be self-explanatory as a standalone document yet at the end people should 

think “that makes sense”  

Too many times I see Blueprints that are nothing more than an education piece trying 

to explain what the person or business does.  

 THE TWO UNDERSTANDINGS 

 Several times I’ve had emails from frustrated business people saying, “But they don’t 

understand what I do!”   

That normally comes from highly qualified or highly technical people.   

Basically, that is internal ego talking saying, “They don’t really understand that what I 

do is really complicated and I’m really good at doing the complicated thing and you 

need to understand that I’m really good.”  

My answer is very simple. You are focusing on the wrong understanding. Your clients 

need to understand two other understandings:   

 They need to understand that you understand them. When you can articulate back 

to them their needs, wants, hopes, dreams and desires as good, if not better than 

they can, they know that you understand them. That makes all the difference in the 

starting point of the conversation. They are saying to themselves, “Finally, someone 

who gets me and what I really need.”  

 They need to understand, how what you do will affect their business or life, i.e. how 

it will benefit them. They don’t need to know how a plane works, just that it will 

them to their destination quicker than any other transport.    

If they understand those two understandings you are well on your way of to having a 

new client.  

UNDERSTANDING + CONFIDENCE =TRUST   

Once they know that you understand them and that what you deliver is what they are 

after, they just need confidence that you can deliver it.   

Imagine two people are bidding for a contract.   
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One walks in basically saying, “I’m really good, here is what I do really well buy me.” 

The other says, “From what you have told me I understand what you need and I have 

a Blueprint, a proven system to be able to deliver the results that you are after.”  

Who inspires more confidence?  

In most professional or service industries, no one has a Blueprint for their service. When 

you have a Blueprint, firstly you will stand out and secondly, you will give the prospect 

much more confidence that you actually have a system to deliver results.   

For example, businesses are more likely to allocate funds in a budget for an 

implementing a system than hiring a consultant/coach. They feel as if they are getting 

something tangible in return, more than simply knowledge and a report.   

 THE EMOTIVE PENDULUM     

Watch the Video on the Emotive Pendulum it will almost be life changing.  

“People buy on emotion and anchor with logic.”  

You will recall that I said earlier “the purpose of the whole marketing/sales journey 

/client experience is to “take them on an emotional journey where in the end in their 

mind they make a logical decision that they must do business with you.”  

This Emotive Pendulum process is the tool and process to do just that.   

This really all came about when I was about to work with a female chiropractor who 

said, “I don’t want to work with people who had sore backs anymore, I just want to 

work with people to enhance their life.”  

Firstly, let me ask you a question. When was the last time you went to the doctor saying, 

“Doc I’m feeling 10% off today, can you make me feel 10% better?”  

Never!   

Well that is what you will see on the VIDEO as the RED ZONE OF DEATH: trying to 

sell logically to the absolute needs only.  Or selling to people who haven’t really felt 

the pain of the problem yet.  

https://stevebrossman.com/TACAS
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Whenever you are talking to the prospect, and even in your material that you are 

projecting out there, you need to think and talk with the Emotive Pendulum in mind: 

Needs, Wants and Why!  

Ted McGrath in his book Never Be Closing reinforced this by saying “If you sell to 

their needs, you can sell in the hundreds, if you sell to their wants you can sell in the 

thousands, yet if you can provide a complete transformation you can sell to the 

hundreds of thousands.” 

Here is a quick review of the Emotive Sales Pendulum; however, I do urge you to watch 

the full video training.  

 

 

Here’s how it works: 

Normally your prospect will identify a need, highlighting what’s wrong.  It is very 

logical with very little emotion directly attached to it, making it very hard to sell to; or 

if you do it will be for a low fee and generally you will compete on price.  

At this point I always ask my students and clients how can you drag the pendulum up a 

little higher; or as many marketers say, aggravate the problem.   
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If all you do is operate and solve people’s needs you will be operating in what I call the 

red zone of death.  

Golden Rule: The bigger the swing of the pendulum, the bigger the payoff and the 

bigger the payday.  

To pull the pendulum up further you ask leading questions that will move from logic to 

emotion.   

One of my favourites it to be able to quantify the extent of the problem with, “How does 

that affect ...?” and work with them to quantify exactly what that problem is costing 

them.   

Once you do that it will surely stir up emotions. Plus, you have just turned that problem 

into a tangible issue by quantifying it.  

Then to really pull the pendulum up as far as you can, you ask... 

“How does it make you feel knowing that…?” Repeat the quantifiable effect you have 

just uncovered to remind them of the extent of the issue. 

Once you have the pendulum as high as you can, let it go.   

There are several scripts I coach to use as you let the pendulum go depending on the 

situation, however a basic one would be to very quickly highlight the solution as in 

solving the need... then move up the other side by confirming the positive effect by 

solving it.   

Note: You need to know how to do this quickly in the Value Pit Stops in the 

Blueprint. 

Example: 

You: John you have highlighted that your sales staff are spending far too much time 

converting sales. Not only does it frustrate you immensely, you have identified that it is 

costing you $10,000 per month and that money could be used to invest in the growth of 

the business. Am I hearing you correctly? 

 John: Yes.   
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You: Well John, on average, using the Blueprint sales method alone, reduces the time 

spent on the final sales process by 50%. Would that make a difference…?  

John: Yes.  

You: John, apart from the obvious time efficiency, would you say that it would make 

up that $10,000 difference?   

(Note THEY have collaborated on the figure) 

Now broaden the benefit.  

You: John, what effect would that additional $10,000 per month mean to the growth of 

your business?   

Now collaborate on another quantifiable benefit.  

You: Let’s say we fixed this in the next two months. What additional growth would you 

see in the next 6 months?   

Get them to give you another figure that you will use on the next Value Pit Stop. For 

this exercise, we will say grow an additional $20,000 per month.  

Now swing up to the WHY and qualify and emotive benefit.   

You: John, when we solve this in the next 2 months, (repeat back the effect) your sales 

people are going to be much more efficient. You said that will likely save you $10,000 

per month and with that being invested back into the company you will likely grow an 

additional $20,000 and really get the company to where you want it to be. How will tha 

make you feel? 

And just let him talk.   

You have swung the pendulum through the full range.  

Imagine the “sales conversation” if you just focused on the needs as many do.  

Here’s an example: Yes sir, we have a program that will improve the efficiency of your 

sales team by 50%. We will do this via group and online training as well as systems to 

help them achieve their KPIs. We are good at what we do and have done this before.   

The prospect will then look at the results, costs, and compare them to others.   
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When you use the Blueprint, get to the real WHY and swing the pendulum several times 

during the presentation, the prospect will get those two UNDERSTANDINGS 

mentioned earlier.   

1. Because you are getting them to talk about their WHY, they will have a deep sense 

that you understand them.  

2. Plus, you have collaborated with them to quantify the effect, they will understand 

how what you do will benefit them. Most importantly you will have shown the 

value of what you do is significantly higher than the investment.  

When you understand the Emotive Pendulum and rehearse it, you have a very potent 

sales tool that becomes easy and conversational. We will cover more on this is the 

Persuade section; however, I need you to know and be aware of how you use the 

Blueprint before you build it.  

THE TWO BANKS  

Time and time again I would work with entrepreneurs and business people and they 

would talk with pride, about some feature of their product or program. Or they go into 

a jargon-filled monologue detailing how it works. At the end, they expect me to say, 

“Wow, that is fantastic I now know how it works,” or “I know what you do.”   

As if I have a pin pricking their balloon, I rapidly deflate their ego. I would simply say, 

“How do I take that to the bank?” which has become one of my signature lines.   

THE FINANCIAL BANK 

 If you are selling to anyone in business, they need to know that if they invest in you it 

will have a positive impact on their bank balance (sooner or later).  

When it is distilled to the core essence. Most businesspeople will only pay for one of 

three outcomes: 

1. Save time  

2. Save money   

3. Make money 
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Ideally, they want to achieve as many as possible. When you are talking about features 

and benefits of your products and services, be VERY clear how the prospect can take 

it to the bank with one of those three outcomes.  

THE EMOTIONAL BANK 

There is a 2nd bank that is just as important and usually overlooked and that is the 

emotional bank.   

In health, wellness and lifestyle related industries, the emotional bank is the one that 

gets the major deposits. However, you still need to be clear on the Needs, Wants and 

Why of your prospects and how you can use the Emotive Sales Pendulum to show them 

the ultimate benefits, how they will affect them and uncover how they will feel once 

they have done business with you.  

(I will show examples of financial and emotional banking in the Emotive Sales 

Pendulum Video).   

  VALUE PIT STOPS 

Value Pit Stops are unique to this program and are key to your success when selling 

your programs and services.   

They are points in the Blueprint where you pause because the prospect has highlighted 

a particular need, and through your program, product or service, they know you can 

make a difference.   

What you then do is write down one or two items. Financial or emotive benefits, e.g. 

$5,000 per month in income, less time wasted, more time with family, less stress etc.   

Once you have identified tangible values, write them down and move on around the 

Blueprint. The pit stops are to be used to turn your intangible service into tangible 

bankable values that you can highlight.   

The goal of Blueprint is to collect the values at the pit stops and have those values, 

either financial or emotional, be far more valuable than what they will need to invest in 

you.   
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At the pit stop you do a mini ‘emotive pendulum swing’ where you:   

 Identify the need. 

 Drag the pendulum up to the left by asking, “How does that affect your….?” (life, 

business, etc.).  

 Drag it further up to the left by asking, “How does that make you feel?” Get them 

to really articulate how it is making them feel. 

 Then it is time to let the pendulum go by starting back down at the need: “What 

would it mean to you if we could…?” provide the solution.  

 Then ask, “How would that affect you?” If it is a financial payoff, ask them to 

identify a specific financial payoff e.g. “How much per month in additional income 

would that mean to you?”  

 Finally ask, “How would that extra $ per month make your feel?”  

Note: you don’t stop on every item in your blueprint and try and educate them on how 

you do what you do. It is more powerful to stop on only the ones that they have 

identified earlier that are their highest priorities and that are most aligned with their 

WHY.   

Systems, Not Hours! 

People pay more for a system than human hours.   

I remember when I was moving from video marketing services to the first iteration of 

Authority Marketing I was basically selling me and my ideas.   

The minute I created my first Blueprint and I sold the “system, not self” approach I 

jumped my fees well over 150%.  

I must tell you this story as it is the one story highlighted the power of the Blueprint.  

Nearly 2 years ago I was running masterminds in 3 states and going through my 

Authority Accelerator Blueprint.  

In the morning, participants were creating their Blueprint and one of them, an early 

twenties girl who was just getting started in Life Coaching remarked, “This is awesome, 

it’s like taking them through the journey that they will go through my program.”  
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I said, “Exactly, you have it.”  

She said, “I haven’t been able to sell my coaching and I’m just giving it away to get 

people to try it and give me testimonials.” 

That afternoon they were to finish it off and I took them how to sell it, by selling the 

system not themselves and using the Value Pit Stops.  

After her first trial of selling it to one of the others in the groups, her comment was 

priceless.   

“Steve, I feel so empowered not having to sell myself I think I can do it.”   

This was one of my interstate groups and by the time I got home and off the plane I had 

an excited message on my phone.  

“Steve, I used my rough Blueprint tonight and I sold my first two full priced programs 

Thank you, thank you, thank you.”  

It was then that I knew that if she could do it with minimal training and experience I 

had to focus on refining and sharing this Blueprint process.   

USING THE BLUEPRINT IN PROJECTING  

Coming Up shortly is the chapter on Projecting. Now that we have clearly outlined how 

you build your Blueprint, it should form the foundation for all of the information that 

you Project out there.   

Your videos, livestreams and blog posts should all relate back to the Blueprint and how 

it will work for them.  

Even in your Power Positioning Book the chapters will follow the journey of the 

Blueprint.  

Your presentations, whether live or via webinar should follow the Blueprint and use the 

Value Pit Stops and go through the sales procedures that we will talk about in persuade.   

Once you create your Blueprint, having to continually create new and unique content 

will be produced. You just need to use the Blueprint as the base to distribute the content 

from.   



 

THE AUTHORITY CLIENT ATTRACTION SYSTEM | 46 | COPYRIGHT 2017 STEVEBROSSMAN.COM 

 KEY POINTS ON PRESENTING WITH THE BLUEPRINT 

 You don’t need to stop and explain every part of it, just the most relevant. 

 Remember to communicate in their language, not yours, and not in your industry’s 

jargon. 

 Create an environment where you can work through the Blueprint together as an 

exercise to solve their problem and create a transformation. In this regard, sitting 

beside them working on it together is more collaborative than opposite.   

 Remember where their value pit stops are: where they originally shared what was 

most important to them. 

 The tone should be collaboration and conversational, not educational. 

 Seek feedback and ideas so that at the end you have created a plan together which 

will make it difficult for them to create objections. Make them feel as if they’ve 

been involved in creating a solution that they want.  
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PROJECT 

Project: Verb. To thrust out beyond something else. 

The verb, the ACTION word, “To thrust out beyond something else” really 

encapsulates what this section is all about.   

You should have your positioning and new packaging, including your Blueprint. Now 

it’s time for action.  

It’s time to let the world know you as the leader in your market and the unique solution 

to their needs, wants and why.    

This section Project is the missing link and a crucial step in the Authority Client 

Attraction System. Most well-intentioned professionals and businesses may at best 

create their version of their USP [Unique Selling Proposition]. Rarely to they work on 

their Authority Status or if they do, they go straight to the Marketing and Sales (Promote 

and Persuade).  

PROJECTING YOUR NEW CLAIMED POSITIONING   

Most knowledgeable fishermen have a process they follow time and time again to 

attract and land the best fish.   

They source an ideal or well-known fishing ground. This would be somewhere that is 

not overfished, yet known to have the high-quality fish they are seeking.  

Then instead of going straight to catching the fish, they throw out some carefully mixed, 

and often disgusting smelling burley or chum, which is designed to attract a range of 

fish. Eventually the high-quality fish start to arrive and start feeding. It’s then that the 

main lines are set.   

Less experienced fishermen will start fishing straight away and skip the burley activity. 

They are fishing in a smaller circle of fish who may not even be ready to bite.  

This is the same process that I use in business, yet I see many people miss out on 

massive hauls of quality clients. They identify a target market and start marketing to 
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them. Or if they did start ‘content marketing’ they throw out random content i.e. just 

food that may or may not be attractive to the fish.   

To have an efficient process you need to find a market known to have your ideal high-

level clients, yet is not targeted by most of your competition.  

Then comes the “projection or distribution of specific content.” This is the same as 

throwing out the well mixed burley to attract your clients. When done properly, you 

will be attracting the right clients, as well as start creating a relationship with them i.e. 

when they start feeding and interacting with your content.   

It is after they have started interacting with you that you start the marketing (Promote). 

This is the setting of specific bait with the right hooks to start catching your fish. 

Professional fishermen know that without the ‘burley’ or ‘chum’ process, just setting 

the lines will only catch from whatever fish happen to be there at the time.   

The burley process not only attracts more of the right fish but gets them in a feeding 

habit and therefore produce more productive results.   

Similarly, just marketing and promoting without first projecting yourself as the leader 

and authority and without creating the know like and trust factor will yield lower results.   

This Projection step is the Projection of your Purpose, Position and Package or and as 

many will say ‘Your Why, Who you are and What you have for them’, and is crucial to 

the overall attraction step of this system.   

When people have time to absorb and understand:  

 Who you are and what you stand for 

 How and Why you are the Unique Solution (Your Authority Factor) 

 How what you have will help them in a non-marketing way (i.e. before your 

marketing begins)  

In other words, it gives them time to build up a ‘know, like and trust’ factor in their 

own time and own way before they start putting up barriers to marketing messages.   

When ‘Projection’ is executed well, the prospects will have already started forming a 

relationship with you before they officially meet you.   
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This is an integrated not an isolated process. 

“The purpose of the marketing/sales process  

is to take the prospect on an emotional journey where in the end,  

in their mind, they make a logical decision that they have to buy from you.”  

~ Steve Brossman 

 As you will read in this very extensive section (chapter), there is a blurring of the lines 

between Project, Promote and Persuade (sell). When you get this right, there is a 

seamless journey for the prospect to client through the whole process.    

The projecting of your positioning is the start of this emotional journey and should be 

treated as the start of a long relationship, not as a separate block module.   

Too many times businesses will have the ‘content providers’ who just provide education 

and information about topics and the company but fail to focus on emotive engagement 

or relationship building. The incorrect premise of this is  ‘If I give them enough 

information sooner or later they will buy.’ 

  Then the ‘Marketers’ come in with their lead generation strategies followed by the 

‘Sales Team’ who generally don’t talk to either of the first groups.   

When executed correctly The Authority Client Attraction System provides a seamless 

journey through Project, Promote and Persuade.  

A great example of someone projecting, getting engagement and creating a relationship 

is Gary Vaynerchuk, when he first got started way back when YouTube and marketing 

videos were in their infancy.   

He produced one video per day for his Wine Library TV YouTube Channel.  

Let’s say he had his very enthusiastic personality coming to the fore and he reviewed a 

couple of wines per day and talked about his beloved New York Jets.   

He was the epitome of my saying, “It’s personality and passion, not perfection, that 

produces profits.” 
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Before long he had built up a following of tens of thousands and reports have it that his 

family’s wine merchant business went from $4 million to $45 million in those first 12 

months.   

It wasn’t because he was the most knowledgeable wine authority out there and it wasn’t 

because he was trying to sell his wine every time he opened his mouth like many people 

do. It was because he was developing a relationship with all these people he had never 

met. They were getting to know him, who he was, what he stood for and against AND 

that he knew a bit about wine.   

When he started, he used a very basic phone camera, average lighting if any at all, and 

no real microphone. As he progressed the production got better but never to the point 

that it looked a super slick studio production.  

“People will gravitate to you when they know what you stand for...  

they will RUN towards you when they know what you stand against.”   

~ Steve Brossman 2010 

 HOW YOU PROJECT  

How you project yourself is as important as what you project.   

When I coach people how to write a Power Positioning Book that is actually an 

attraction weapon and not just a brain dump of ideas, I tell people that they must have 

3 P’s in the book:  

Personality: Are you a person I’d like to spend more time with digitally or in person?   

Positioning: Are you a person I respect and trust?   

Programs: Where do I go for more?   

This is the same for when you are projecting: it’s not just about the facts and data that 

you can divulge, it’s also whether they want to spend more time with you.   

THE 3 INVESTMENTS PEOPLE MAKE WHEN MAKING A 

PURCHASE  
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Click here to watch this very important video about the 3 Investments prospects 

makes whey they are making a purchase.   

EMOTION  

The first investment people make with you is an emotive investment.  

Copywriters will say the purpose of a headline is to get attention. I say it is to get the 

right emotive investment.  

If you get the right emotive investment then they will make the 2nd investment with 

you. 

TIME  

You will want them to spend more time with you. More time watching a video, reading 

an email, blog or social media post.  

Within that time, you are aiming to get a deeper emotive connection.   

MONEY  

Only when you have the right level of Emotive and Time Investment they will be ready 

for the third investment their financial investment.  The level of financial investment 

required will determine the level of emotion and time investment that is required to 

complete the sale.  

With this as a foundation I encourage you to review... “What is it that you want people 

to FEEL when they  ….”  

 Land on your website (I bet you have never thought about that one)  

 Read your email 

 Are on the phone to you 

 Walk in to your office 

https://stevebrossman.com/TACAS
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 Have purchased from you  

The goal with your Projection is to have people make some significant Emotion and 

Time investments with you that will easily lead them through the marketing (Promote) 

phase to Purchase.   

 PROJECTION CHANNELS  

I’ve always been a been a huge advocate of sticking to the 3 main channels (videos, 

books and speaking) regardless of what the latest platform or social media fad is at the 

time. When you develop the ability to use these three then you are well on your way to 

be extremely successful.  

“Videos are the fastest way to be seen as a leader and authority in your market… 

Books are still the most powerful and Speaking is the most lucrative skill you can 

develop.”  

VIDEOS  

Since the advent of the silver screen, more importantly TV and now the Internet, we 

have been indoctrinated that we receive our information (news, etc.) and entertainment 

(movies, etc.) via talking pictures.   

With the proliferation of reality TV there is a blur between entertainment, news, 

voyeurism, online and traditional TV. But no matter what it is still video type 

communication and if you don’t embrace it you will be left far behind.  

 97% search online before making a purchase   

 You have 7-10 seconds to get attention on your website  

 80% will watch a video   

 75% visit longer on websites with videos  

 52% will take action based on videos  

 1 minute of video = 1.8 million words (Forrester research) 

WHY USE VIDEOS?  
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Several years ago, my wife Pam was about to shoot a video promoting one of her book 

courses (yes, I will admit, I did learn most of my book tips and tricks from her) and she 

said, “You are using your book very successfully. Why should people write a book?”   

My answer was short, simple, profound and it just came out: “BECAUSE MOST 

PEOPLE DON’T”.   

That is the same with the other two… Videos and Speaking …  

Why use videos? Because most people don’t.  

As much as we may think we see videos everywhere, more than 90% of businesses 

either don’t use videos or don’t use them effectively. That means the world is your 

oyster, if you use videos effectively.   

SOME BACKGROUND   

I was fortunate that I got exposed to being on Television at a young age. As a National 

Champion Athlete, just out of high school, I was often interviewed on TV. Let me tell 

you I cringe looking at those old interviews! However, it did get me to look at how to 

communicate on TV and what they were looking for in an interviewee.  

Then when I had my health club and wanting to get kids more active and healthy, I 

pitched a kids’ fitness section to our local network’s Saturday morning TV children’s 

show and bam… they loved the idea.  

Before I knew it, I had a weekly segment that lasted for two years.   

Those two years taught me a lot about being in front of the camera. Then I took a huge 

interest in filming and editing the rest of the show. Every week I would spend nearly 

half a day with the filming of my segment and then watching the production of the rest 

of the show, reviewing the editing where I could definitely see where I needed to 

improve.   

Looking back, it was those extra hours I put in, really understanding how the whole TV 

world worked that set me up for later and even current ventures.   
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It gave me the confidence to pitch my own thirty-minute TV Show to one of our 

National Networks. Once accepted, I became writer, producer, main host and 

sometimes even cameraman. Producing that show per week on a small budget was a 

great learning curve.   

This led to being a co-presenter on eighty episodes of a European Fitness Series and 

later an Executive producer with Warner Bros.  

When the internet caught up and was able to be able to stream video I had a massive 

advantage.  

With twenty years business marketing and twenty years TV and videos, I approached 

it differently to most others who were either videographers teaching how to produce 

videos or, internet marketers selling how to get views.  

My focus was how to use videos to communicate, create a relationship and make a 

profit.   

The video strategies I’m putting in this book may not be typical but, they fit perfectly 

into the Authority Client Attraction System.  

In this Project section, I will cover three of my favourite strategies and later, I will talk 

about how you use them in your client generation funnels.  

AUTHORITY PROJECTION   

You can use videos to project your authority in a variety of ways. However, like any 

form of marketing you first need to decide:  

 Who your audience is going to be;  

 What you need to say to connect with them; and   

 Where you find them in groups.   

This will help you decide what social media platforms will best suit you to distribute 

your content.   

“There is no sense in having an Academy Award Winning movie only shown in one 

theatre.” ~ Steve Brossman 2009  
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CONTENT VIDEOS  

Unlike most people who say, ‘content is king,’ the new movement is ‘community is 

king’. Your videos aren’t designed to just provide information but, to ‘inform, inspire 

and influence’:  

 Inform them with great helpful information;  

 Inspire them as to what life would be like if they used you or your services; and   

 Influence them to take action.   

To achieve that, you need to be able to produce your videos in a way that viewers feel 

engaged and a part of the process, not spoken at but involved in the conversation.  

 In my video presenter training I have a teaching cue phrase, “reverse the lens.” Don’t 

think that the camera lens is looking at you, use it as a telescope into the life of the 

person watching the video.   

Notice I said person, not people. As much as you may want the video to be viewed by 

millions, they won’t be in the same room at the same time. Really you are talking to 

just one person and you need to know who they are, what is their situation, why they 

will be looking at your video and what it is they want from it. Most importantly, you 

need to know how to talk to them.  

Plus, when you reverse the lens you take the focus (pardon the pun) off you and put it 

on to them.   

As much as videos are brilliant ways to disperse information, your goal in Projecting is 

to send out great information with the view of creating a following a community, with 

them understanding who you are, what you do, what you stand for AND against, and 

your big WHY.   

You need to Project your Personality, Passion and Purpose not just spew out 

‘educational dribble’.  

WHAT TO PUT IN CONTENT VIDEOS  

Grab, Give, Get     
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The following is most relevant when shooting videos but you will want to apply the 

same concepts to books and to speaking. 

Grab their attention with your opening. Who you are, what’s in this video or live 

stream and why they should stay. Note that more than 90% of your views will come 

from replays in live streaming which means that even though while you are live and 

people will drop in after the start, those watching the replay will see it from the 

beginning to don’t waffle on. You only have 7-10 seconds to get their attention or they 

are gone.  

Give them some great single focused information in a lively conversational way. 

Remember that you are creating a relationship here as well as giving great information. 

Think of it like SELLING the desire to spend more time with you, whether it is by 

watching more videos, coming to an event or buying your programs or services. Project 

your personality and don’t just be educational and boring. That won’t do it.   

Get them to do something. Give them some form of call to action at the end e.g. like, 

share or comment on the video, enter your information, grab your free gift right though 

to buy now. Get in the habit of getting them to do something at the end.   

When constructing your projection content, you start with the end in mind. What do I 

want the viewers/readers to do at the end? i.e. GET. That is the real purpose of the 

projection, and it isn’t to dump ‘stuff’ out on the internet.   

Next, plan what great information you have to GIVE, so that they take that action.   

Then, what do I write, do or say to GRAB their attention to get them to invest more 

time with me?   

Unfortunately, most people just think as far as “what am I going to say today” and think 

that is enough. 

Many people get stuck on what to put in content videos. Once you have your blueprint 

completed as per earlier in the book, you will be able to use that as a guide as to what 

to put in videos.  

Take my Authority Sales Boost Blueprint as an example. I have 3 hubs and 3-6 points 

around them. That is at least 15 areas to talk about.   



 

THE AUTHORITY CLIENT ATTRACTION SYSTEM | 58 | COPYRIGHT 2017 STEVEBROSSMAN.COM 

However, to get started if you haven’t built your Blueprint, just ask yourself, what are 

the top 10 most frequently asked questions? Because if people are asking them, there 

are many more who aren’t yet asking them, but are still wanting to know the answers. 

It’s a great place to start.  

Depending on your industry, be aware of what is topical in the news and trending on 

social media in your topic’s list at the time and do videos that comment on those 

trending subjects. Remember the more controversial, the more engagement.  Don't be 

afraid to take a stand.  

Look to build a distribution network. There are many video content distribution 

platforms that will virtually do it all for you with the push of a button investigate these.   

Social media such as Facebook is heavily promoting the use of videos. LinkedIn live 

videos are now getting traction. Snapchat, Twitter and Instagram are all integrating 

some form of video. Your blog, too, can be in video form! 

Also, the look to be a valued part of groups (Facebook, LinkedIn, etc.) and when 

appropriate post your videos.  

Remember to have links going back to where you want to continue the conversation 

with them. There is no point just posting a video if you don’t direct them where to go 

if they get excited and want to talk to you.   

FACEBOOK LIVESTREAMING AND LINKEDIN LIVE.  

This is quite new and the Live Streaming landscape is changing by the day, with the 

two-big gorillas in this area being Facebook and YouTube (aka Google) all fighting for 

viewers to feed their advertisers.  

These platforms cannot be ignored and will be around for some time to come, treat them 

seriously.  

 Facebook Live and YouTube Live are excellent platforms with multiple benefits to 

using. (I will talk more about these in the Promote section of the book).   
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What these platforms have done has promoted the engagement and interaction factor 

and more importantly that it is ok to be real and raw and not to have to always have a 

perfectly scripted and produced video.  

Having said that, too many people make a huge mistake and use this as an excuse not 

to be consistent with branding and messaging.  

The other day I was paid one of the best compliments ever. An attendee at one of my 

‘boardroom style training sessions’ said, “Steve, I’ve read your book, watched your 

videos and livestreams and now I see you speak live and you are exactly the same 

person.”  

That is the consistency that you want people to say about you.   

All videos should follow the very simple Grab, Give, Get formula. This is very 

important for your live videos as well.  

As of writing this Linked In just enabled you to record directly into LinkedIn via your 

mobile app. My first few ‘live’ videos already generated significantly more interest than 

static posts.  

Why should you use LinkedIn live video?  

 To show you are an early adopter and innovator  

 To Stand Out as most people won't do it.  

 To highlight your personality in a relatively static environment 

 To initiate engagement.  

I will be posting LinkedIn videos on how to use videos on LinkedIn. Go to my LinkedIn 

profile to access this free training.  

VIDEO EMAILS  

I’ve left my favourite till last. Over the last few years video email platforms have been 

evolving. They still have a bit to go but there are a few that are ok for now.   

I have personally been using videos in emails back when we would send a 2mb video 

file as an attachment in an email.   
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I remember one of my first video emails. I had just completed a presentation to a fitness 

equipment company on how they could use videos in their business. I got back to my 

beloved Balmoral Beach and shot a video with the old digital 2 megapixel camera. Yes, 

way before smartphones.    

“Hi (John) It was great to talk with you this morning and see how videos can really 

grow your business. This is just a sample of what we can do together. To save you time 

I’ll call you Wed at 1.30 pm to answer any questions and go over the next steps.”  

I must tell you; the response was IMMEDIATE. He didn’t even wait for the 

Wednesday.   

He rang and said “Steve, I get it, let’s get started.” That was a $20,000 deal, sealed with 

a video email.   

Since then I have helped many industries use video emails in their business.   

 Real Estate: I have developed a whole video program to secure the listing and to 

engage prospects during the sale.  

 The Fitness Industry: A video email upon enquiry has shown an increase in show 

rates of 55% and sales rates of 35%.   

 Financial Planning and Mortgage Broking: This is a franchisee and by using an 

initial video email upon receiving a company generated lead they are achieving 80% 

appointment rate nearly 4 times company average.   

 Cleaning Companies, Consultants, Trainers, Solicitors, Lawyers, etc.: If you deal 

with people in your business there is a use for video emails.   

Let me tell you one more quick example on how powerful this can be: 

 A client, a Mortgage Broker, was struggling in the outer suburbs. Firstly, we 

repositioned him as a ‘Property Portfolio Strategist’ because he actually was helping 

finance people grow their investment property portfolio… not just doing home loans.   

We designed a campaign where he contacted former clients (from 2 years prior), with 

a video email which said.   
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“Hi Mary and Jim, it’s Bob here. I hope you are enjoying your lovely new home. 

(stirring up wonderful EMOTIONS of working with him previously)... I’m just letting 

you know that we are now helping people like you acquire their first investment 

property. Normally 2 years after getting your home you are ready to get your first 

investment property. To save you time, I’ll give you a call to answer any questions you 

may have to see if now is the perfect time for you to use the equity in your home.”  

That campaign changed their business forever. They were getting 100% appointment 

rate with every batch they sent out in the first 6 months. So much so, they caught the 

attention of, and merged with, one of the city’s largest law firms only months later.   

The total cost of that campaign was only the cost of a pull up banner to go behind him 

as he filmed from the laptop webcam.   

The results of him using video emails:  

 The immediate positioning of being innovative by using new technology  

 A shortened sales cycle because the emotion of the earlier relationship was 

resurrected within seconds of the video starting  

 Many loans that they would not have normally acquired  

 Merging with a very large law firm  

 Return of ‘loyal clients’, as they build their property portfolio  

There are many other ways to use videos and most will preach the traditional way of 

shoot a video, put it on YouTube, SEO it, distribute it and hope for traffic. This is fine 

and certainly does work.  

I have highlighted my favourites and the ones that I feel have the biggest immediate 

impact with the lowest investment of time and money.  

 BOOKS: BECOME AN AUTHORITY  

‘When you become an Author, you become an Authority on the contents of the book’ 
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As I sit here writing my second full book and having co-authored 4 other Best Sellers, 

I will tell you right now that I hated writing at school and never in my wildest dream 

thought I ever would want to write a book let alone could write a book.   

You see most people don’t believe they deserve to write a book and that they need to 

be the No.1 subject matter Authority to write a book.   

If this was the case, whenever you went on to Amazon or, went into a bookstore (yes 

there are some still around), there would only be one book on weight loss, one book on 

real estate one book on mindset, wealth creation etc. You get the picture.   

We both know that there are thousands of books on all of those topics. Why? Each of 

the Authors have a different slant on things, a different view point, some different 

knowledge or experience that they have the right to share.   

We all have totally different life experiences and expertise and knowledge which we 

are the authority on which when collated and presented in the right way, would form an 

interesting and beneficial book.   

Two other major traps that people fall into when thinking about writing their first book 

is believing it has to be a total brain dump of everything they know and that the book is 

there to make them look smart. With the shortening of our attention spans and 

quickening pace of the world as we know it now, you should remember…One Book, 

One Purpose.   

My two main books have had very specific purposes. 

 My First book, Stand Up, Stand Out or Stand Aside was designed to take me from 

being the Video Guy to being the Authority Catalyst and introduce the Authority 

Accelerator Blueprint.  

 This book is to take me from working primarily with professionals and SMEs to 

work with larger organisations who will benefit from these principles. And to 

introduce The Authority Client Attraction System.  

What do you want the book to do for you (Payoff) and therefore what do you want the 

book to do for the reader (the specific reader) for you to achieve that goal?   

Here is how it worked and is still working for me with my first book.   
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I was very well known as the video guy/video marketing guy. Way back in 2009 Pam 

and I ran some of the very first video marketing training and the title stuck. However, 

by 2012 I was heading more towards the direction of the Authority Marketing that I’m 

known for now.   

Like many of you, I was sick and tired of having to explain myself over and over again 

who I am and what I do. At that stage Pam had already written two Amazon Best Sellers 

and was teaching people how to do it with her Best Seller Courses and she kept at me, 

like a good wife does. Some may call it nagging however she would call it forcibly and 

repeatedly encouraging.  “Steve, you need to write a book.” 

 Of course, eventually the frustration of not getting paid what I knew I was worth and 

having to explain what I did, way too many times became too great to ignore, I gave in 

and got started.   

Following her templates and guidelines of how to structure it and most importantly, 

what NOT to put in the book, it became very straight forward.  

I have just finished building my first ‘BLUEPRINT’ The Authority Accelerator 

Blueprint and the chapters and content followed the Blueprint… exactly the same as 

this book is following the Authority Client Attraction System Blueprint. It is a very 

simple formula that is now a part of the programs that my clients and students follow.   

However, it was when Pam said (and I still remember those life changing words), “Why 

don’t you put videos in your book.” That was a total game changer and has turned my 

book into a marketing and lead generation weapon, not just a big business card that 

most people use books for.   

In the electronic (Kindle or Pdf) version you can just click the link, or in the print 

version you can be sitting under a tree reading or on a train my book, pull out your 

phone, scan the QR Code and within seconds you can be watching me in a video. Don’t 

you just love technology?  

Plus, with Pam and I being leading marketers in our fields we immediately found ways 

to leverage our book with calls to actions and lead magnets sending those who enjoyed 

my books in my book to get a taste of part of my coaching program, with simple book 

funnel behind the book lead magnet.   
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Imagine the conversation…   

After they’ve read your book, watched your videos, had a taste of your program and 

then applied for a call. Each step along the way the E.T.M. effect coming into play. 

Each step they get a deeper emotive connection and you get a greater Authority 

Positioning.  

The call very quickly turns to HOW can we work together, not IF we work together.  

Let me take you through a simple sample of how my book funnel works.  

1. Through my projecting via videos and posts, there would be a conversation created.  

2. They will be sent a copy of my book in which there are videos, a taste of one of my 

programs and a link to book in a call.   

3. Once a call is booked in they are sent a video email and a copy of the appropriate 

blueprint prior to the call.   

Each step along the way they must do something to go to the next step.  

By the time they get to talk to me they will have made a conscious decision that I am 

an Authority in my field, that I have something to help them and they have made the 

action to talk to me.  

 They have been cultivated to make the decision to buy from me.   

WHY WRITE A BOOK?  

To Stand Out! 

I previously mentioned that one of the main reasons why you should write a book is 

because most people don’t.  

It is very easy to stand out when you are one of the less than 1% in your particular 

market. Think about your own market and list how many that you directly compete with 

for clients, have published books.  

When you write and publish a book, you join a very elite club. You become a Published 

Author.   

BECOME AN INSTANT AUTHORITY 
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Note: I did NOT say instant expert and I didn’t say fake knowledge or be unauthentic. 

My definitions that live by are: Experts know something and Authority is known for 

something.   

Some of my speaking and video introductions state: “Amazon Best Selling Author of 

the book Stand Up, Stand Out or Stand Aside and creator of the Authority Sales Boost 

Blueprint.”  

If all you did in reading this book was to create your blueprint, then write your book 

following it. Would that make a difference to your Authority Positioning?  

By having your book out and published you become known for what you know; 

therefore, you become an Authority on what you know. It doesn’t make you any 

smarter. It just lets the world know what you already know and are good at.  

I’ve read many times that “to be seen as an expert on a subject you don’t need to know 

everything on that subject, you just need to know 15% more than the people listening, 

reading or watching”.   

If you are doing something that is continually helping people and they couldn’t do it 

themselves, then in their eyes you are already an Authority on whatever you are helping 

them with. You are doing yourself and those you can help a disservice by not sharing 

that knowledge.   

If you are about to write your book and you need help, make sure to visit 

www.expertisepublishing.com  or contact me and we can map our your Blueprint and 

Power Positioning Book at the same time.  

To Explain Why You Are Different   

Many of my clients and students are in very crowded markets and to the outside world 

they are perceived to be doing things the same as everyone else. When we start together 

they say, “But Steve, I waste so much time having to explain over and over again that 

what I do is different to the others”.   

When you clearly and concisely articulate who you are, what you do, why and how 

what you do will benefit them, then you have a weapon to save you many hours.  

http://www.expertisepublishing.com/
http://www.expertisepublishing.com/
http://www.expertisepublishing.com/
mailto:steve@stevebrossman.com
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Note: The book is not an explanation of the details of what you do. They don’t need to 

understand HOW you do what you do. They most importantly need to understand two 

things: they need to understand that you understand them….. and then understand 

how what you do will benefit them. 

In my high-level program, more than half of my clients come from direct referrals. 

Before I talk to anyone I send them a copy of my last book and tell them to read the 

first 5 Chapters before we talk.   

Then they can make a more informed decision if I am the right person to help them. By 

the way, having them say “no” and that I’m not right for them before we get to talk, 

saves me so much time.   

Plus, having them informed on what I do and how I work with people, eliminates me 

EVER having to explain it on a call. That saves even more time and energy. Remember 

your time is money. Your Power Positioning Book will be working with you as soon as 

you finish it, trust me!  

Yes, I am very strict on having them read the first 5 chapters. If someone emails for the 

next step, and I ask them if they’ve read the book, and they say no, I tell them, “Sorry, 

I can’t possibly work with you as you cannot follow instructions and I won’t be able to 

get you the results you want.” 

  Next one of two things happen: 

 They leave never to be seen again and therefore they wouldn’t have been a good 

client. Or, 

 They kick and fight hard for me to coach them. They go away and read the book 

and virtually beg me to coach them as they know I will kick their butt to get results.   

Having the right people (cultivated and qualified) to almost “BEG” you to coach them, 

is a reversal of having to beg clients to work with you.   

To Build Trust!  

Since we were kids at school reading textbooks, we have generally believed that what 

we have read in non-fiction books was the truth.   
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With the internet has come the information age and a proliferation of information at an 

alarming rate. It makes it very easy to publish information on the internet. The 

perception of an eBook is now reduced to ‘throw away information that someone uses 

as bait to get my email address.’   

However, having a published book, whether printed or digital on Amazon or elsewhere, 

you are still seen as a Published Author and a Trusted Authority.   

To go to the next level of becoming a Best-Selling Author, takes it to another level 

again. Why? Because most people either don’t bother or don’t know how to do it.   

I liken writing content and putting it on your blog to someone who trains and competes 

in recreational races: admired by those who don’t exercise as well as by those who train 

but don’t compete.  

When you actually publish your book, you have made it to the Olympics and your level 

of admiration increases. However, it is when you have become a Best-Seller that you 

have put a medal around your neck.   

Each of those levels take an extra amount of effort, is done by fewer people and 

therefore the level of respect, authority and trust elevates.   

Being introduced as a Best-Selling Author takes your Positioning and confidence to a 

whole new level.   

Get Referrals  

When you have a book that is crafted in the way that Pam and I teach, that creates a 

relationship in and out of the book quickly, your goal is to get the book both physical 

or digital into the hands of as many people as possible.   

Imagine picking just two of your ‘A’ clients each week and saying the following.  

“Bob, thank you for being one of my fantastic clients! I enjoy working with you and 

appreciate your business. I’d like to give you a copy of my new Best-Selling book... Oh, 

by the way here are two more copies to give colleagues or friends who may appreciate 

the information in it and want to start getting the results that we are getting…. When 

you give it to them just tell them that this is the person that I use and trust…. Bob, is 

there anyone you can think of right now you’d like to give them to?” 
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 That is a shortened version of the conversation. When you have great clients, who are 

getting results and are given a marketing weapon, a prompt and a script to talk to other 

people about what you do, magic happens.   

Imagine the first month, that’s two clients each, two books by four weeks, sixteen new 

people know about you, see you as an Authority and have been recommended by a 

trusted friend.   

The 2nd month, that becomes thirty-two, 3rd month forty eight etc. The trouble is most 

people don’t systemise their word of mouth promotion and will most likely stop after 

giving out a few books.   

Again, this is another example of you PROJECTING you and your positioning 

everywhere.  

“There is not one way to put one hundred people in a room… there are one hundred 

ways to put one person in a room.”   

SPEAKING: DESCRIBED AS THE MOST LUCRATIVE 

SKILL YOU CAN MASTER 

 Speaking is an excellent way to Project your positioning and message, Promote your 

products and services as well as Persuade people to buy.  

Public speaking has been hailed as one of the greatest fears in life. I have so many 

people come up to me often and say one of two things.  

“Oh, Steve but you are a born speaker” or...   

“I wish I could present like you…”  

Let me tell you I was far from a born speaker.   

As a skinny shy kid at Tenambit Primary School, I was pretty good at sport, a fairly 

popular kid and ended up being chosen for School Captain.  

I remember it as if it was yesterday… We were having a practice assembly, because the 

Governor General Australia’s highest non-elected official and a war colleague of our 

principal was coming tomorrow. It was in front of the whole school and because I was 
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so shy and let’s say up front, I was very poor at speaking, I was only given five lines 

and I was allowed to read them.  

My moment came. OK I totally stuffed them badly. Yes… I was even reading them, 

and it was still stutteringly bad that Mr Bourke, a 6 ft. 5 giant of a man (well at least to 

me ) strode across the stage, snatched  the paper out of my hands and said those words 

that ring out forever, ‘I’ll give them to the girl to read” meaning Anne, the female 

captain who was a head taller than me and very confident at speaking, and got my only 

part on the day.   

As a crafty little devil, I said to my mates, “See how I got out of that?” But deep down 

I knew I never wanted to feel that humiliated again.   

The following year at high school, I joined the debating team, despite me being a sports 

jock and the debating team filled with nerds. Again, I conned my mates because I went 

to an all-boys high school, I told them that every 2nd week we go to a co-ed school and 

there will be plenty of girls to meet.  

Man, the things you do to be seen as cool! Well that was my cover for two years and I 

stuck to it.  

For those two years I gave up two lunchtimes of handball and football to hang out with 

nerds. And develop my speaking skills.   

At the end of high-school I was School Captain again only this time at the final 

presentation I delivered a closing speech 15 minutes, no notes, that had them laughing, 

crying and inspired them.  

At the end of it I thought, ‘if I could see my primary school principal now what would 

I say…’ 

Now some of you may say be vindictive or revengeful. But to be honest I would have 

to say THANK YOU VERY MUCH.  

Because of that incident I did the hard yards early in my life. I learned how to speak 

and be comfortable speaking in public.  
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It doesn’t matter when you do it, but sooner or later if you want to be VERY, and I 

mean VERY successful in life, you better know how to not only speak in public but 

also how to engage and influence and audience.   

The wealthiest and most powerful people have one thing in common. The know how to 

Inform, Inspire and Influence through speaking.  

 TWO TYPES OF SPEAKING  

 I personally believe there are two forms of speaking. 

SPEAK TO ENTERTAIN OR, TO INFORM  

This could be the true Entertainers and Comedians as well as those who just teach or 

train. Primarily the audience will have paid money to be there and are expecting 

something in return.  

Note: an organisation may have alternatively paid for a speaker or trainer to deliver 

training or even a keynote. At the end of the talk the audience the audience leaves 

with either a good feeling or knowledge. 

These are the keynote speakers and I certainly enjoy being a keynote speaker. If you 

want more information on having me as a speaker at your business, organisation or 

event click here  

SPEAK TO INSPIRE AND INFLUENCE 

 While this type of speaker will undoubtedly deliver information and knowledge their 

prime objective is to inspire them to see something better and Influence them to take 

action. That sounds much better than the pitch to sell speakers.   

When I was in the Fitness Industry I was primarily the first type of speaker. For 8 years 

I was flown to 7-10 countries per year to speak at seminars, workshops and conferences, 

speaking in front of groups up to 8,000 people.    

While I was getting paid good fees and the parties were great, it was not sustainable. I 

wasn’t paid the real travel time in lost opportunity cost and not paid in between talks. 

mailto:steve@stevebrossman.com
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 As timing had it, my TV show concept of a health and lifestyle kids’ show was picked 

up by one of our National Networks and I spent 6 months focusing on writing, 

producing and hosting it. 

 It was around that time I met Pam and started the environmental company BUTTsOUT 

with great friend Dr. Vince Murdoch, and my appetite for travelling and speaking as 

my main income declined.  

Six months after getting married we found out Pam was pregnant with our son Hunter. 

After he was born, she decided her corporate career had come to an end, and she wanted 

to join me in the world of becoming an entrepreneur.  

The fact was, she was sick of ringing me up from work (in an office in the city) only to 

find me down at our favourite Balmoral Beach having coffee. I mean having my daily 

board meeting with Vince going over orders and promotions for BUTTsOUT. 

Pam quickly took her marketing and communications from her corporate career and 

started learning how to make an income selling things online.  

Pam was going to one of those early internet marketing pitch fests and she mentioned 

there was a two-day Speaker Summit and that I should go and check it out.   

She knew how much I loved speaking, and thought it would be good to see how these 

guys were making an income from stage. That lit the spark again. However, I was 

thinking that I could start doing keynotes for a couple of thousand dollars and sell a few 

books and that would be a great way to make or supplement my income.   

Well, in one afternoon I saw one of these speakers make $450,000 in just two 90 minute 

talks selling a $10,000 product. I thought that was way better than doing a keynote for 

a few thousand, even though I didn’t have $10K just sitting in an education fund 

however I invested because I knew I had to.    

When you WHY is strong enough, you will always find a way!  

While I had already spoken in front of over 15,000 people at that stage, and could 

command a room, I didn’t know the secret sauce to influencing the audience to take 

ACTION ‘AKA’ buy.  
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Changing my own mindset to “if you believe in your product or service then it is your 

right and duty to offer ongoing training or service i.e. sell at the end” made a huge shift. 

I never feel as if I’m selling. I’m only opening up a way to continue a relationship where 

I can help them achieve what they wanted in the first place.   

Speaking, whether is it live, face to face or digitally is a crucial part to leverage 

Projecting, Promoting AND Persuading. When you get it right, people will buy at all 

stages of the journey, i.e. you may think you are only putting out information just to 

inform and educate, thinking you are not in the marketing or selling phase, yet someone 

may be there with the need and desire to buy right now and just waiting for a leader and 

authority to show up and stand out above the other ‘salespeople’. 

Even in this projecting phase, please make it an easy and enjoyable process to contact 

you and buy from you.   

As you can see this section on Projecting has been quite extensive yet there is so much 

more. It really is the missing link between you being a hidden jewel where you are 

brilliant yet no one knows about you, and one of those companies who are seen as a 

pushy marketer, trying to market and sell at every opportunity.   

Now it is time to get to where most people start: Promoting or marketing. I hope by 

now you have seen the importance of these crucial steps. And that when you do them 

correctly you will be far ahead of your competition.   
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PROMOTE 

Promote: Verb. To encourage the sale. 

This chapter is not a marketing 101 chapter to be taken in isolation. It is where 

promoting and marketing fits in within the whole Authority Client Attraction System.   

I’m not going to tell you how to build websites and landing pages, or how to do 

Facebook advertising, build funnels or even talk about SEO, even though they all 

potentially play a role in marketing your products and services.   

 By now you will have:  

 Created your Positioning DNA and developed your Authority Factor for either 

yourself or your business;  

 Packaged your product offerings as desirable outcomes that your specific target 

market wants;  

 Created a blueprint ready to use in your sales process that is the foundation for your 

content marketing/positioning projection. 

 Started regularly and strategically posting information that is positioning you as a 

leader/authority to your specific target market and are cultivating them.  

Basically, you have:  

 Researched the ideal fish you want to catch;  

 Identified the best fishing ground;   

 Created the burley that will attract the fish and commenced distributing it to start 

the fish biting;  

Now it’s time to decide what is the best bait and rig setup. Just to let you know that a 

good fisherman will already have this on board and ready waiting for the right time to 

drop them in the water and so should you. 
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As a part of your overall planning, your marketing and sales strategies should be 

decided and in preparation when you are working on your whole Authority Attraction 

System.  

Most people don’t have the positioning and projecting steps in their marketing and sales 

process and rely solely on the marketing. The issue with that is that marketing messages 

often reeks of sales messages and people get turned off immediately or, they see you 

the same as everyone else.   

In the Authority Client Attraction System, [TACAS] the prospect:  

 Has knowledge about you, your positioning, expertise, your unique programs and 

how you can help them;  

 Already has a relationship with you; and   

 If they have continued to willingly receive your information, will have confidence 

and trust in you, all before you start marketing to them!  

That makes the marketing different than starting from scratch, and having to build that 

trust and confidence within the marketing.   

Plus, in marketing process I believe you are only ever trying to “sell the next step.” The 

next step becomes easier when your prospect already knows and trusts you.   

CULTIVATE V’S QUALIFY 

Click here to watch the video. 

In my last book, I talked about the ‘farm aggregation theory’ where you farm versus 

hunt, i.e. when you hunt it is a shoot to kill one transaction, however when you farm 

you can harvest over and over again.  

Just over 12 months ago I put out a video on the topic of Cultivate V’s Qualify which 

is an extension of the above farm aggregation theory.   

In the Authority Client Attraction System, you are continually putting out quality 

information that the prospect receives and in essence, they are being watered and 

fertilized. They can also decide to continue to receive more of that information or cease.  

https://stevebrossman.com/TACAS
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CULTIVATE  

By continuing to receive your information THEY are qualifying themselves as a 

genuine prospect and are potentially READY TO BUY.  

QUALIFY  

On the other side of the coin the qualification process is all about YOU deciding, that 

this person is someone YOU want to SELL TO.   

 In The Authority Client Attraction System it is all about cultivating the right clients and 

attracting them to you so that you are simply harvesting ripe fruit.  

MARKETING TO EXISTING CLIENTS 

Too many businesspeople neglect existing clients as a source of additional sales. Once 

you have a new client you should continuously provide excellent value through quality 

service and information as well as well-placed offers for you to add greater value with 

your services.   

Marketing to existing clients can be as simple as continually delivering quality 

information that not only assists them in their business, also strengthens you as the 

leader and authority in your area.  

This serves several purposes. The client:  

 Identifies other areas that you can assist them and therefore purchase additional 

services;  

 Has stronger trust and is prepared to invest more in your business; 

 Has greater clarity AND trust in what you do and therefore is comfortable referring 

colleagues and friends to you.  

In Stand Up, Stand Out or Stand Aside I talked about customer service as a valid form 

of marketing.  

When you provide Client WOW and not just satisfaction, they will remain longer, spend 

more and refer more.  Invest time and resources in looking for ways to go beyond just 
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providing service. Remember “what is it that I want them to FEEL when they do 

business with me’.  

What you need to do now on the back of delivering excellent service, you go back to 

your existing clients, let them know about the new and improved way of serving them, 

AND expose them to the BLUEPRINT.  

You will highlight where they are at and excite them of what is left to do, and how that 

will achieve even better results.   

That alone will paint a much clearer picture of how to communicate what you do to 

their colleagues and fast track the prospect to sales conversion time.   

 REFERRAL MARKETING   

Referral Marketing is one of the best forms of sourcing clients. I called it Referral 

Marketing and not just asking for referrals, as there is a true art and science if done 

properly. I will touch on a part of referral marketing here.   

As far back as 1983 when I opened my health club I focused on two key elements that 

built my club and that was R and R Marketing. Referral and Retention.   

We outperformed every other club in our area with personalised attention and service 

which made it easier for existing clients to refer people.   

Plus, and I do this with client’s businesses now as well, I identified the peak early 

excitement phase, i.e. when they are so excited that they are primed to tell people about 

your service.  

When people start exercising they get to about two weeks before they start feeling 

comfortable about coming to the gym. Their energy levels go up, their personal 

confidence increases, which we realised was the perfect heightened happiness 

opportunity to give them two memberships (one-week guest pass), for friends or family 

to join them.  

Even today I see gym salespeople hound people at point of sale, saying things like “give 

me six names” even before they start their membership. At most, people will just give 

them names to get them to leave them alone. The quality of those referrals will be poor. 
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When you are seeking leads, the time when your client is at peak excitement level is 

when they personally become actively involved in the introduction process which leads 

to the quality of the introduction and referral being exponentially higher.   

Back in the Positioning section, I wrote about the Triple Clarity and mentioned the 

clarity that your Joint Venture, Promotion, Strategic and Referral Partners need to have 

to be able to send you clients.   

My referral mentor Michael Griffiths recommends a referral manual and has a well-

oiled system to implement and generate regular clients. However, if you, your prospects 

or referral partners are unclear on what you do, and who you help, then no amount of 

systems, will get you any results.  

On the converse, it is much easier to refer or promote you as the leader or authority in 

a particular area, and you have a body of work that a prospect can view and see for 

themselves i.e. they can actually cultivate themselves, which makes the process of 

converting referrals much easier.   

Here is my simple and personal referral system: 

1. I receive an email from a referral partner introducing me to someone who is looking 

for services I provide and they believe that I can assist them.  Note: my partners 

are educated as to what I can do, who I can best help, they are aware of my fees 

and therefore the people they send are predisposed to being the ideal clients for my 

business and services.   

2. I do a 10 min social media review of that person or business  (LinkedIn and 

Facebook)   

3. Send them a video email: using a video email elevates me to 0.1% of the population 

who make the extra effort to engage with prospective customers using video emails 

and it gives them a chance to get to know my personality and start a relationship. 

4. I will mention something that indicates I’ve done my homework; this normally 

increases their desire to work with me.  

5. I tell them I’m looking forward to talking with them and have some ideas already.  

6. I send them a copy of my book and I suggest they read the first 5 Chapters before 

booking a call so they have a better understanding of how we may work together.  
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7. In that email is a link to my call schedule.   

8. The day before the call I send another quick video email and a copy of the 

appropriate Blueprint telling them to have a printed copy beside them.  

People may say that is a lot of work and that is exactly what you want your prospect to 

think. That you stand out, you are thorough and the exact reason why your competitors 

are not seen as the Authority in their industry like you are going to become.  

Let me ask you this question...   

If I haven’t had to spend a cent on advertising, as the person has been recommended to 

me by someone who knows they are my ideal clients and that I have the knowledge, 

skills and expertise to help them. Is it worth me spending 15 minutes getting ready for 

someone who is most likely to invest in excess of $10,000 with me?  

Absolutely!  

On the other side, this person has been recommended by someone they trust, they get 

two video emails from me, they read my book and watch some videos in my book and 

THEN only if they believe I am right for them they book in for a call.   

The conversation generally revolves around HOW we work together not IF we work 

together because they have seen a range of external collateral positioning me as a leader 

and authority. At no stage do I have to explain who I am and what I do. That means, 

the 15 minutes invested early not only saves an hour later, but gets maximum 

conversions in the process.   

That’s it. My exact back-end of my referral funnel.   

Back in the Project chapter, when I was talking about books, I gave you a script for you 

to use when handing out your book to your clients, to build another referral program.   

Do you think I love writing books? Not really, I find video much easier. Has positioning 

my authority in a book, and leveraged it as a marketing tool for attracting my ideal 

clients, been a Game Changing strategic move for me? Hands down!  

MARKETING USING SOCIAL MEDIA 
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I’ll let you know right up front I’m not going to be showing you the latest tips and tricks 

in Facebook or LinkedIn ads or how to get thousands of Instagram followers OR 

whatever happens to be happening on social media today.   

These strategies can change at the whim of the platform owners. What I will show you 

are some simple strategies that can be used across multiple platforms.   

Let’s start with the definition of SOCIAL media or ‘SOCIAL selling’ which is the new 

buzz word in the marketplace right now. Basically, being social is starting relationships 

in a community setting. Being anti-social is spamming and not respecting other people 

or not engaging with intelligent value adding information to your ideal target audience.   

In this section, I’m going to cover some simple methods that I personally use and teach 

to be able to engage and grow relationships with your audience and prospects online.   

On most social media platforms, there are opportunities for people to react to or 

comment on your posts, videos, or articles. Most people just leave them sit there.   

Remember earlier in the book the ETM (Emotion, Time, Money) section and video? If 

all someone did was hit ‘like’ on a Facebook post or video, you have stirred enough 

emotion to invest enough time and energy to hit like. It’s your job now to extend that 

time and get a deeper emotive connection. (Most don’t do this).   

It could be as simple as “Hey, thanks for liking my video...” and then perhaps something 

specific to the video that can stir up some emotion, ideally finishing with a question so 

they’re compelled/invited to reply and answer.   

I’ve been using this one successfully for several years, particularly when I’m focused 

on the content around my Blueprint. I would offer a free copy of my Blueprint if they 

typed in ‘yes’ or ‘blueprint’ in the comments below of whatever medium I was using. 

This showed they were more emotively connected and took an action. 

Depending on how you are set up, and what volume you want to handle, getting people 

on a call may be the next step.    

You may offer, ‘share this post and receive a free call’. This does two things: a) your 

information gets in front of more people and b) it sorts out people who really want a 
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call with you, as they are indicating that their emotive engagement level has gone up 

again.   

Or, you may simply contact the person after they have received your Blueprint saying, 

‘now that you have the blueprint would you like a 10 min call for me to go through it 

with you?’   

Remember, Projecting is all about delivering content that provides value and positions 

you as the leader in your market. and Promoting is about leveraging that information 

and providing opportunities for very clear next steps for people to take with you.   

What you need to remember is that people will be ready to buy at almost any stage of 

their journey with you and that there are no black and white lines between Project, 

Promote and Persuade.   

You should have clear and easy opportunities for people to be directed to a sale at any 

stage and at every stage. You need to remember, you are only selling THE NEXT STEP.   

Let me give you an example:  

Take someone walking into a Ferrari dealership for the first time. What is the sales 

person trying to sell them? Is it buy, the $200,000 car? Or is he trying to get the person 

to sit in it, experience what it feels like to own it, fall in love with it etc?  

Then he will be selling, ‘take it for a test drive’… ‘then take is for a longer test drive’; 

with each step, the driver is getting a deeper emotive connection as he spends more time 

in the car.   

Your goal in the Project, Promote, Persuade, process is to have a seamless deepening 

of emotive investment as you keep ‘selling the next steps’.  

Too many put that whole process into 3 disjointed silos: Content Distribution, 

Advertising and Sales.  

In the Authority Client Attraction System, the hard work, or the bulk of the work is 

actually done prior to Promote (marketing).  
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When you have the TACAS implemented correctly, YOU are Positioned in you ideal 

market as a leader and an Authority in your particular field. Your products or programs 

are Packaged as a unique and desirable solution.   

 Promoting or marketing now is a simple process of directing the right people to the 

right offers in a seamless and enjoyable path to continue their journey with you.   

Wasting money by “Promoting First” 

 Too many times businesses focus on Marketing, Marketing, Marketing, without 

spending any time or effort on their unique Authority Positioning or creating their 

products or services based on the Unique Solution to the prospects needs wants and 

why.  

It is like yelling out the same message as everyone else to the same people and you 

think that the only way to be heard is to yell louder, i.e. just market harder by spending 

more money doing the same and hoping to get a different result.    

The thing that really annoys me, and I am totally against, are the so-called marketing 

experts that just focus on this part of the equation and cost their clients thousands of 

dollars by encouraging their clients to spend more and more because they are in a 

competitive market. Yet for a fraction of the spend, if they focused on Position, 

Package and Project, their total spend would be lower and ROI higher.   

In the next chapter, I’m going to be taking you through a seamless process using the 

Blueprint to sell your products and services whether you are a single professional or 

multi-site organisation. 
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THE AUTHORITY CLIENT ATTRACTION SYSTEM | 84 | COPYRIGHT 2017 STEVEBROSSMAN.COM 

PERSUADE 

Persuade: Verb. To lead or influence someone to do something. 

“Winning Starts on Monday” ~ Jack Gibson 

Very rarely in today’s business world does something come along that is actually a 

breakthrough and not just some marketing hype.   

As I explained earlier in my book, this sales process was buried deep within the work I 

had been doing in my own businesses for 30 years, as well as with my high-level clients 

over the past 10 years.   

Yet when I saw the dramatic impact it had on people and businesses being able to sell 

the invisible, sell their products and services faster, more consistently and for higher 

fees, I knew it really was the breakthrough that others emphatically said it is.   

In this chapter, you will learn the most important question you need to ask yourself. 

Which is also the first thing I always ask my clients…  

“How can we take that to the bank?” 

TAKING IT TO THE BANK    

I will show you how to pull it all together in a very simple and enjoyable sales process.   

A very successful Australian Rugby League Coach Jack Gibson said the above quote, 

“Winning starts on Monday…” 

… meaning that it is the preparation that you do well before the game that will affect 

the outcome of the game.   

Selling starts with the first interaction that the prospect has with you or your company.   

Remember the E.TM. concept and video earlier in the book? You are continually taking 

your prospects on an emotional journey to provide a deeper and more emotive 

connection with them.   
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The whole concept of The Authority Client Attraction System is to deliver emotively 

engaged prospects who are educated that you are the leader/ authority in your market, 

and that you have a unique solution that they are looking for.   

The selling in our system is exactly persuading: leading and influencing them to take 

action.   

 

In the figure above you will see you will see that in traditional selling you are looking 

to build rapport and potentially positioning collectively. This quite often leads to the 

sales person over-talking about themselves.  

In TACAS positioning and a relationship is already established and the prospect has 

requested the meeting.  

Traditionally, a salesperson will have a presentation prepared and it is primarily a one-

way communication process.  

In TACAS the tone is collaboration and building a solution, not listening to a pitch. The 

collaboration and co-creation of a solution actively reduces objections and in turn 

reduces the entire sales process.  
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SELLING WITH THE BLUEPRINT   

Your BLUEPRINT is your one-page SALES weapon, that you use to take the prospect 

on the ‘emotional journey when in the end in their mind they believe it is a very logical 

decision that they take the next step with you’. It is to inform and inspire, it is not an 

educational piece.   

The Blueprint has 3 key roles:   

1. To provide a visual aid for the emotional journey. It fits perfectly into the VARK 

principles (Visual, Audio, Reading and Kinaesthetic; the more senses you use the 

more powerful the emotive connection). 

2.  To take the selling focus away from you or your business and puts it on the results 

the System will deliver. i.e. sell the system, not self. 

3. To quantify and qualify value and results you will provide, i.e. to demonstrate 

that the financial and/or emotional value that you will provide will be 

significantly greater than their investment with you.   

For example: when going through the blueprint, in collaboration with the prospect, you 

may have agreed that when the blueprint was implemented they would:  

 Increase fees 10%, therefore adding $5,000 per month  

 Through better marketing, add 4 additional clients per month $4,000 per month   

 Through increased conversion rates alone, 3 more clients per month $3,000 per 

month  

 Better sales procedures save 5 hours per week better productivity and some time off  

 Because it’s now systemised and income is increased and more stable, this would 

lead to much less stress.  

By getting started with you, they will generate an additional $12,000 by month two and 

further increase an additional $7,000 each month after that. Plus, they enjoy more time 

off and less stress.   
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They now have a point of reference to compare investment v’s return and what that 

return will mean to them.  Click here to watch the video that shows you step-by-step 

how to bring this all together with the Blueprint. 

3 LEVELS OF PERSUASION 

There are 3 levels of persuasion and this system uses the highest level within the final 

sales process.   

YOU are persuading them: This is the typical sales process where the salesperson is 

doing their pitch and presentation and doing their best to persuade them to buy. This 

generally results in lower sales and increased buyer remorse.  

OTHERS persuading them: When they are receiving information from a friend 

colleague or a trusted advisor ‘persuading’ them that they should take action, the 

responsibility is deflected from you the seller to the trusted advisor and they view your 

program or products with third party endorsements.   

SELF persuasion: This is the highest form of persuasion and when you have them 

come to you ‘cultivated’ and ‘informed’ and you take the journey through the blueprint 

‘collaborating’ and seeding them to agree to the solutions that you have co-created, then 

they are persuading themselves that this is the solution that ‘makes sense.’   

 THINK PENDULUM  

Before you go any further watch the Pendulum video one more time. It is crucial to 

your success.   

When you are taking the prospect through the Blueprint, remember the pendulum, no 

matter where you are in your conversation or presentation remember the pendulum.  

What are they feeling and what do I want them to feel right now?  

DO A QUICK LANGUAGE CHECK REGULARLY   

Are you getting carried away with speaking your PROCESS? Process and needs are at 

the bottom of the pendulum and the bottom of the pay rate. Swing the pendulum through 

wants to their real WHY and you will serve them better and create a better Pay Day.   

https://stevebrossman.com/tacas
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COLLABORATE NOT CONVINCE ON THE PIT STOPS 

Previously I spoke about a crucial key to easily selling your program or services, is to 

create areas for Value Pit-Stops.    

You should have a number of pre-choreographed Pit Stops where you:  

 Use it only when they have clearly identified it as a need (want and why) in your 

pre-chat.  

 Know what series of questions to ask to swing the pendulum and emotion in both 

directions.   

 Know how to lead them to give you some specific values:   

1. Financial e.g. saving $5,000 per month, 3 new clients @ $2,000 per month   

2. Emotional e.g. Less stress, an extra 6 hours of time saving   

Some of them could be:  

Financial Bank Emotional Bank 

Specific additional income 

More Clients 

Additional clients 

Staff productivity 

Increased efficiencies 

Cost reduction 

Positioning to Elevate Fees 

Shorten Sales Cycle 

Time off 

Less stress 

Time with Family 

Build business to where it belongs 

Certainty of income 

 Collaboration Reduces Objections  

As you are going through the blueprint, collaboration is very important. This makes 

them feel as if they have contributed significantly to the solution. Through careful 
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questioning they have given you the information that forms the basis for the potential 

results that you have co-created and have been agreed to by them.  

This process almost totally reduces any risk of them saying, “No, I disagree,” “I don’t 

understand” or even “I don’t trust those numbers.”  

 THE “LOW PRESSURE CLOSE”  

When you have the flow correctly the final part of the sales process goes like this.  

They have come to you knowledgeable that you are a leader and authority in your 

market, they are cultivated and now is the right time for them. 

You have understood their needs, wants and WHY.  

Together you have created solutions using the Blueprint AND they have become 

emotionally involved in the journey.  

You have added up the value pit stops and presented significant quantifiable value well 

in excess of your fees.   

A simple leading question like, “Can you see this system delivering these results?”  is 

just a reminder THEY have been key in producing the numbers. A YES is the general 

answer.   

Then you simply follow up with my favourite sales line of all time.   

“Would it make sense that we implement this sooner rather than later?”  

There are of course other parts to it however, it is as simple as that.   

When you implement the FULL Authority Client Attraction System, the selling actually 

becomes easy because as Jack Gibson says, “Winning starts on Monday.” 

There are many moving parts to The Authority Client Attraction System and when you 

have then all working together you have a seamless transition from unknown prospect 

to loyal client.   

While it has been traditionally very successful for ‘knowledge professionals’ have 

personally been using it with small, medium and larger businesses.   
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In the next chapter, I will take you through how businesses can specifically use it to 

generate more high-level clients. 

SELLING THE INVISIBLE  

The Authority Client Attraction System is specifically designed to make selling the 

invisible easier.  

Most of those who I call ‘knowledge professionals’ or similar businesses who sell 

knowledge skills or expertise, struggle to sell their services as they are invisible or often 

called intangible because they can’t actually see physical results.  

Generally during the sales process, they resort to having to say in a variety of ways 

“trust me I’m good buy me”. 

The Authority Client Attraction System has several advantages for those selling the 

invisible.  

 By the time the prospect is in front of you they are already well informed that you 

are an authority and leader and that your products and services are a predetermined 

solution.  

 By creating the Blueprint as we teach and presenting it to your prospect you are 

showing a visible solution which is easy for prospects to say “yes I want that’.  

 In the sales process, you collaborate with the prospect throughout the blueprint and 

provide quality ‘value pit stops’ which you turn the ‘intangible’ into bankable and 

very tangible results.  

 When the prospect sees a well laid out system, complete with notes on it indicating 

financial and emotional benefits that you have collaborated and agreed on, it is hard 

for them to say no.  

Later in this book you will see case studies and examples of professionals and 

businesses who have revolutionised their sales results by using the Blueprint sales 

process alone.   
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HOW TO USE THIS SYSTEM AS A BUSINESS 

Time after time I’ve been asked by businesses, “How can we use Authority Marketing 

when we aren’t a single person?” This chapter is to specifically tell you that many 

businesses can use and benefit from this system and I will give you some guidelines on 

how you can do it.   

I will say upfront that you may not be able to implement everything the same as an 

individual would, however if you do follow these principles they will make a significant 

impact on your business.   

Firstly, any business has people and all businesses are and should be “a reflection of 

the collection” of the people in the business.   

The first step should be, decide and create a PERSONALITY for your business. This 

should permeate through your language, marketing and communications and form the 

basis to create Passion in your business.   

PURPOSE  

Your market should know what you and your business stand for and what you stand 

against. This will go a long way to differentiating yourself from the rest.   

Simon Sinek said in his famous Ted Talk, “Start with your WHY”.  

I mentioned before… “People will gravitate towards you when they know what you 

stand for, however they will run towards you when they know what you stand against.” 

People want to know your WHY. They want to know that your business has a 

personality both as a business entity and as a reflection of your people.   

Virgin industries across the board have a fun lively personality. I can always tell the 

difference when I fly Virgin Airlines compared to any other.   

Thrifty Car Hire: years ago, I needed to call and I was put on hold. The initial voice 

was a male, not a pre-recorded sounding female. After around 20 seconds he comes 

back and says, “Hey are you still there, I’m sorry let me check what’s going on.” I was 
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about to talk back until I realised it was a recording. It was much better than ‘your call 

has progressed I the que we will get to you as soon as possible’.  

Another 20 seconds and back he comes. “Wow, I’m so sorry I’ll just go and check, etc 

etc.” I think it was another one or two times and I was having so much fun on hold that 

I was disappointed when the real person came on. That showed a real personality and 

has kept me a loyal member for over 10 years.   

Disney. The happiest place on earth. Disney is a huge corporation; however, it has a 

personality, and you know what they stand for and against.   

If they can do it, so can you.  

POSITIONING   

In today’s competitive world, businesses more than ever need to create their Positioning 

D.N.A. to stand out from the crowd.  

Following the same principles that I have outlined earlier in the book your business can:  

 Find a unique approach in your system or service delivery and leverage it to position 

the business as leaders or authorities on that particular area 

 Turn this system into a blueprint.   

 Use the collective expertise of your team to identify a section of your market and 

use the blueprint as a guide to create some collateral e.g. videos, books or speaking 

on which to leverage your authority positioning.  

PROJECT  

This is where you can totally leave your competitors behind. With your purpose, 

personality and positioning you need to create your language personality and 

communication style.   

Most businesses just market, qualify and close. Whereas with the Authority Client 

Attraction System for Business, your time is spent in the early stages building credibility 

and getting prospects to create a relationship with you.  



 

THE AUTHORITY CLIENT ATTRACTION SYSTEM | 94 | COPYRIGHT 2017 STEVEBROSSMAN.COM 

 Yes, I said relationship between your business and your customers. My eldest sister 

has a relationship with Disney. She posts on Facebook about Disney, they are Disney 

vacation club members, they buy Disney memorabilia for their grandkids etc. Yes, look 

to create a relationship with your clients.   

Note: Speak to your prospects as if your businesses is a person with its own 

personality, that way your prospects can form a relationship with you faster.   

VIDEOS 

Follow the same guidelines I gave you earlier to put out regular and value-add videos. 

You may want to nominate one person who is going to be the spokesperson for the 

company or use the leadership team to leverage their expertise to produce video content.   

Hint: If all you do is record your top 20 FAQ’s as helpful videos and distribute 

appropriately, this is a sensational start and the fact that people are frequently asking 

them means that many others are thinking about asking them.   

Map out where you can include videos in your overall sales funnel to increase 

engagement and speed up the sales process.  

BOOK 

This is POWERFUL for businesses. Again. why should you produce a book? Because 

most businesses don’t.   

The book for a business is not too different to what I wrote about earlier. It should be 

viewed as an interactive engagement tool and not a static educational tool.   

I have very simple formula for business books and it includes: The Story, The Why, 

The Blueprint and 

Programs. Plus, multiple exit points for them to go to your website and get value add-

ons where they can start forming a relationship with you.  

Producing the book can be as simple as an interview with the CEO or founder to get the 

background or founding story, as well as each of the key personnel (6-7) can write a 
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chapter, which gives them positioning as leaders and experts within the organisation; 

this will attract more people to the business.    

In fact, Pam has five different templates appropriate for writing a book for business. It 

is as simple as choosing the most appropriate template and following the guidelines.   

Once written, the book can be used for positioning, dissected for content, lead 

generation, gifts, referrals and much more.   

The Book and Blueprint combination for businesses is unique in businesses that it will 

become a lethal weapon for those who choose to market this way.  

PACKAGING   

This is still one of the untapped profit centres for many businesses. Many service 

businesses are primarily focused on cost recovery of staff and utilities rather than on 

selling outcomes to people. If you turn that around, your service business will thrive. 

  ASPIRATION V’S PERSPIRATION  

Here are a couple of reminders of how I have previously packaged aspiration. 

I packaged up a weight loss program and sold it for twice my gym membership.  

Instead of just selling personal ashtrays we sold ‘cigarette butt litter reduction 

campaigns’ and sold 4 million units into 26 countries.   

Now I don’t sell coaching or consulting by the hour I do it per outcome: 

 A Change the Game Program looking at how to re-create Positioning and Packaging 

to Change the Game in your favour.  

 Authority DNA unpack: how to work out what he real DNA is of the business to 

take it to the market to dominate it.  

 Authority Accelerator Fast Start: a real action title referring to a high impact 

outcome.   
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None of them mention time and money. They do include my time and of course I charge 

a fee; however, the focus is on the outcome and value I can provide, not on the hours I 

spend with them face to face.  

CASE STUDY 1:  

Several years ago, I started working with an advertising agency to help re-position them 

and grow their business. One of the first things that I identified was that they were 

focusing their billing just on % fees on media buying. Yet the biggest value add was 

providing consulting and marketing advice.   

As you would imagine, I recommended re-packaging their services into a variety of 

levels of outcome-based marketing programs. The consistent reply was “No one does 

that … they are just after the cheapest media rates…. they will go to our competition”. 

They stuck to that and would not budge until sometime later I worked with them on 

creating their blueprint.   

This blueprint included the consulting and planning work in the beginning, the complete 

range of marketing and services that they had grown into, as well as the ongoing review 

and management to show them where they (their clients) were making money.   

We co-created a complete TLC program. Yes, they do provide Tender Love and Care 

but this is for Traffic, Leads and Conversions.  

Because they now had a complete Blueprint where they can use the value pit stops, they 

are now able to include and sell easily the previously unsellable consulting and 

marketing planning.   

CASE STUDY 2:  

A high level dental practice provides excellent and high-level corrective and aesthetic 

dental treatments.   

What would normally happen in a dental practice is the dentist would recommend a 

series of treatments, the patient would take the recommendation of the most urgent or 
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affordable, and book in for that treatment. Then the patient would then return when they 

were either ready or can afford the next treatment.    

By using a Blueprint together with some digitally enhanced before and after photos and 

knowing how to swing the pendulum in the initial consultation, the dentist can now sell 

a full smile plan which includes several procedures. The client then chooses a payment 

plan and an appointment plan to suit.    

The Dentist has now sold a higher priced ‘package’ of services and has gained 

committed regular cash flow.   

In both examples, these were achieved by using the principles within The Authority 

Client Attraction System and implementing what works in other industries and bringing 

it into their own.   

PROMOTE  

As a business, The Authority Client Attraction System is not a replacement of your 

current marketing practices but an infusion of ideals, concepts and practices, most of 

them implemented prior to marketing.   

It begins with developing clarity around and communicating your purpose. As a single 

step, this will have an impact. Developing your Authority D.N.A. and repacking your 

products and services to outcome-based and bringing that into your existing marketing 

will also have a significant impact.   

However, you need to start looking at how to Project the above out into your 

marketplace and have the prospects informed and inspired ready for your marketing to 

influence them to act. This is when the big move in your marketing results will happen.    

The big shift in marketing in The Authority Client Attraction System is the continuation 

of the conversation that is already going on, and taking the prospect that seamless 

emotive journey.   

This will feel foreign to many businesses and marketers using the current format of 

continually blasting everything to cold traffic.   
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 PERSUADE  

I can’t imagine anymore what it is like trying to convince someone to buy your products 

or services when they only know what the marketing or advertising tells them and you 

look and sound the same as most others in your market.   

When you get the full flow of The Authority Client Attraction System the persuade or 

selling part is as simple as: 

 Recapping their needs wants and why...  

 Taking them on an emotional journey with projecting and promoting... 

 Identifying and pushing their ‘trigger’... 

 Taking them through the blueprint sales process, collecting all the value pit stops 

and then agreeing as to the ‘logical next steps’ that they have collaborated with you 

to design 

 Just yesterday I had a call with a former client who said, “I have three 

people/businesses I’m sending to you who I know need you.” 

By the time I get to talk to them they will have gone through the process outlined earlier 

which included, video emails, my book and blueprint. The referrer knows my system 

and knows how to put people into it. The bonus for me is that the prospect comes 

already knowing that I’m the authority and they should listen to what I have to say. 

Businesses can develop similar systems for their team and staff to use.   

In some businesses, it may actually be seen as an entire culture change within the 

business, i.e. moving from a business that may be perceived as cold brick walls, where 

the workers, dare I call them the drones, deliver repetitive billable hours…  to become 

a business that has a personality, and a life, and clients form a relationship with it and 

talk passionately about it because it’s clear that it actually cares by providing outcome 

based solutions.   

That type of change within the business will have a massive impact on productivity and 

profits.  
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There is a growing movement already with many of my clients implementing The 

Authority Client Attraction System into their own clients’ businesses.   

This system has the potential to change the face of how many businesses and 

organisations operate.   

Should you want to find out more how you can implement The Authority Client 

Attraction System in your business just go to www.stevebrossman.com/TACAS and I 

will look forward to sending you some excellent information to help you get started.   

  

  

http://www.stevebrossman.com/TACAS
http://www.stevebrossman.com/TACAS
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CASE STUDIES OF PEOPLE WHO ARE USING 

THE SYSTEM 

Below are just some of the many case studies that I have from people who are using the 

Authority Client Attraction System. 

What you will notice is that all have started getting results prior to completing the entire 

System. 

For some it was positioning and packaging, for some a book, and for others a video. 

Which one is best for you, depends on your medium of choice and which part is going 

to add value to your business. 

Make sure you head over to the case study page which is being updated constantly for 

new ideas how professionals and businesses are using The Authority Client Attraction 

System and how you can model them. 

CASE STUDIES: 

Michael Griffiths: Slashed sales funnel time and sold 87 in a row using the Blueprint. 

Michael has a successful Referral Marketing training organisation and within 3 days of 

attending a seminar on The Authority Client Attraction System, built his blueprint and 

then sold the next 87 enquiries in a row. 

One of his team commented that the sales cycle went from 2x3 40-minute calls to one  

20-30 min call with prospects excited to join. 

Michael said that it saves so much time on everything. They use their blueprint on all 

communications. 

He now recommends that all his clients and members create their own Blueprint. 

Alan Stevens:  No Positioning to 5-Figure international appearance fees. 

Alan started with me as a face profiler. I initially rebranded him as the Celebrity Face 

Profiler as he was starting to get regular appearances on National TV profiling 

celebrities, politicians and Royals. 
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Recently he was invited by Gillette and Disney to speak at the international launch of 

the Rogue 1 Star Wars Movie in London. 

Instead of selling “Profiling we have packaged it into outcomes. 

He now consults to various Australian Government departments and has training 

programs for: Schools, Businesses, Sales Training, better relationship as well as Dating. 

Matt Brickwood.  From “websites” to digital business solutions, boosting conversion 

rates to 95% and adding 6 figures to income. 

Matt Brickwood from Spring Digital was a typical provider of websites and support. 

Generally, Matt faced competition on price and typically worked on volume. After 

going through the initial part of the program he looked at what he was really selling and 

how to repack it. 

Now he works with clients and provide complete digital solutions to increase his 

clients’ business. He moved from selling perspiration to aspiration. 

The results in his words are, “We now close around 95% or enquiries, don’t compete 

on price and have added well into the 6 figures because of this in the past couple of 

years.” 

Toby Marshall: From confusing people in an hour to closing deals in 20 minutes. 

Toby from Lead Creation was looking to sell his new program which was generating 

leads for Trade Show Exhibitors. He said he would talk for an hour and people would 

have no idea what his service did. 

Following the Authority Client Attraction System, we repositioned him, repackaged his 

services and most importantly created a blueprint that could easily explain not only 

what his program does but the outcomes and benefits to the clients. 

Using the blueprint, he has had clients at trade show in various states of Australia and 

several countries. 

He has now expanded setting up a business focusing on China and has created a 

blueprint to market and sell that. 
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Dr. Jason Pang from Local Dentist to International Authority and a leading laser 

Dental Trainer in Australia 

Jason was once a “dentist” now he is known as The Smile Architect.  

After completing some additional innovative training he has become a leading 

Authority and Trainer on Laser Dentistry, and now speaks around the world. He now 

coaches and mentors other dentists in this area.  

Jason also recently became an Amazon Best Selling Author. 

Matt Maguire: Doubled client intake in just 7 months 

John Toomey: From Health Coach to “The Fatigue Professor,” created a National 

Training product, “This is Life Changing” 

Odette Linton: Sold several thousand dollars in first seminar and doubled her income 

in 2 ½ months. 

Matt Cattling: “10 just minutes with Steve gave me the plan that will take me to the 

next level and I had paid others $30,000 and they couldn’t do it in 6 months.” 

Kate Prior: 800% growth in candidates since using videos. 

Mark Caplin: 159 new memberships with just 1 Video.             
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ABOUT THE AUTHOR 

STEVE BROSSMAN 

Steve is a former National Professional Track Champion and is the Author of the 

Amazon No. 1 Best Seller ‘Stand Up Stand Out or Stand Aside.  

He has created several six and seven figure businesses of his own, including inventing 

and marketing an environmental product, selling more than 4 million units into 26 

Countries, as well as building and licensing another company into 5 countries.   

He has over twenty years TV and video experience including, hosting and producing 

his own TV Show for Channel Nine. 

Steve has spoken in fifteen countries and trained over 21,000 Speakers, Coaches and 

Business Owners on how to position themselves as an Authority.  

Known as the Authority Catalyst, he now consults and coaches ‘Knowledge 

Professionals’ (Coaches, Trainers and Consultants), on how to create their own 

Authority Factor and grow their business.  

In 2015, Steve and his wife Pam were invited to spend a week at a high-level 

mastermind group hosted by Sir Richard Branson on his private Necker Island.  

Steve and Pam are passionate about impacting the lives of many in their life time and 

decided very early in their business that lifestyle and contribution were high on their 

list of values. 

These days they live in Sydney with their teenage son Hunter and our furry daughter 

Duchess. They run highly successful businesses and contribute to multiple charities 

while helping others to create their own expertise empires across multiple industries 

both online and offline. 
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who have impacted me to get me to where I am today.  

To my wonderful parents Carl and Elaine who gave me such a wonderful foundation, 

by allowing me to dare to dream big and then supported me unquestionably to achieve 

what I set out to do. Without them I wouldn’t have reached the heights I have in my 

sporting and business life.  

To my sisters Kerrie and Glenda who had no trouble and often extreme delight in 

keeping me grounded and together with their extended family were there to lend a hand.  

Where would I be without my mate of over 40 years Vince Murdoch. A freak 

reconnection at the gym lead to us creating an international business. Vince has been a 

mate, business partner and really was my mentor who took me from being a ‘former 

gym owner’ to being comfortable owning a multi-national business.  

Over the last several years there has been ‘the three amigos’ Michael Griffiths, Matt 

Brickwood and James Short. Good friends and very smart in their own businesses who 

each and collectively have added significantly to where I am now.  

Thank you to Sohail Khan, for writing my foreword and giving me the push I needed 

to step outside my comfort zone and play a bigger game. 

Which brings me to now. For nearly 20 years my wife Pam has been there. Through 

many ups and downs that you get in business she has been a constant. She is always 

challenging me to be a better me knowing that I still haven’t reached my full potential.  

We have chosen a different route to most, filled with excitement and challenges yet she 

is always there to pitch in.  

And lastly my boy, my best mate and my why. Hunter, you are the inspiration for me 

to do what I do. My wish for you is that soon you will realise the raw talent that you 

have and use it to follow your passion whatever that may be and make an impact on the 

lives of others.   

Get ready to soar little buddy.   
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DON’T FORGET TO WATCH YOUR  

BONUS FREE TRAINING & GRAB YOUR 

WORKSHEETS & DOWNLOADS 

FROM STEVE BROSSMAN 

CLICK HERE OR THROUGHOUT THE BOOK 

https://stevebrossman.com/TACAS

