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“PROBLEM IS YOU 
LOVE THE MONEY AND 

USE THE PEOPLE…
“INSTEAD YOU SHOULD 

LOVE THE PEOPLE AND USE 
THE MONEY”

- MYRON GOLDEN



WHAT PART DO YOU 
HATE ABOUT 

SELLING YOURSELF?



CONVINCING SOMEONE 
THEY NEED IT, RIGHT?



REAL SALES IS ABOUT 
HELPING PEOPLE



HELPING PEOPLE IS 
THE OPPOSITE OF

CONVINCING PEOPLE



CONVINCING = TRYING TO 
GET SOMEONE TO DO 
SOMETHING FOR MY

REASONS



CONVINCING IS 
YUCKY FOR 
EVERYONE



SELLING IS HELPING 
PEOPLE MAKE A DECISION 
THEY ALREADY WANT TO 

MAKE FOR 
THEIR OWN DESIRES



READY TO HELP MORE 
PEOPLE?





THE BURDEN IS ON YOU TO 
INTERRUPT THE CUSTOMER 
AND TRIGGER THEM TO BUY 

YOUR THING.



WHEN CUSTOMERS ARE IN 
PAIN, THEY SEEK YOU OUT, 
MAKING YOU A MUST-HAVE.



PAIN KILLER BUSINESSES HAVE 
A “TRIGGERING EVENT”





HEAVENHELL







TEST YOUR ASSUMPTIONS







HOW DO YOU 
CURRENTLY SOLVE 
FOR X?



IF YOU WERE SPEAKING 
EXTREMELY CANDIDLY 
WITH ME, WHAT 
FRUSTRATES YOU THE 
ABSOLUTE MOST ABOUT 
X?



DESCRIBE TO ME, IN 
YOUR OWN WORDS 
WHAT WOULD A 
PERFECT SITUATION 
LOOKS LIKE FOR YOU 
REGARDING X?



WRITE DOWN 
HEAVEN/HELL VERBATIM 

IN THEIR WORDS



TALK TO OTHER POTENTIAL 
CLIENTS WITH THIS NEW 

LANGUAGE AND SEE IF YOU 
GET “BUYING SIGNALS”





EXPERIMENT UNTIL YOU MAKE IT





@ARELMOODIE


