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MAP Study 3 Worksheet
This program is reserved for those members of Influence Ecology who have successfully completed the Fundamentals of Transaction program, or other prerequisite study, and participation is by invitation only.

This program is a study in the fundamental science and practice of transacting powerfully in the marketplace. 

The materials used in this program are the original creation of and are owned exclusively by Influence Ecology, LLC. The source materials are used with the permission of Influence Ecology, LLC and are granted on a limited basis for use in this program session only. These materials are copyrighted and protected under applicable law. Do not duplicate or distribute these materials in any form. Do not use or repurpose the content of these training and educational materials, lectures or presentations, virtual classrooms or the like, provided to you without the express written consent of Influence Ecology, LLC and/or the publishers, authors and copyright holders of the books, articles and other materials used in the program with permission.
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Study 3 Worksheet
Please read the Study, and all assigned material, before starting to work on this worksheet. 

Save a copy of this worksheet before you begin to answer the questions. Please answer them on this document in a dark blue text color.  Please do not use red as the leaders of the program will use red to note their comments.  When you are finished please save the document with a name using the following format:

First Last Study # MM-DD-YYYY.doc

ex: Mary Rich Study 3 11-10-2011.doc 

Use of the Worksheets: 

Worksheets are intended to stimulate, agitate and excite your thinking. They are intended to break through the indifference you may hold and help you to produce accurate and inventive thinking and planning. But this will not be enough – you must work deliberately to produce the articulation of the specific action you are going to take to practice what you are learning. Then – practice. 

The content, considerations and questions are suggestive and you should work with them with an attitude to produce the results you need to satisfy your aims in this program.  

Please use them as an opportunity to speculate, create, think, practice, brainstorm and otherwise Work-through the learning being offered in the program. 

With the exception of the Program Measures, please feel free to edit them to suit your needs and support your Aims. Keep in mind the intentions of the program and the concerns of Influence Ecology in providing the help you need and in assessing your Work and progress in the program. 

We trust that you are best able to assess their application and look forward to your responses.   
Your Brain at Work 

By David Rock 

Read Chapters 1 through 4.

After reading the chapters, write a brief summary of your understanding of the material and how it relates to you, your thinking and planning, and what (if any) action you are or will take as a result. 

Answer
Read the book at least one time before attending The Annual Member Conference that begins on January 19th 2012.  

Spark – The Revolutionary New Science of Exercise and the Brain

By John J. Ratey, MD

Schedule time to read the book at least one time before attending the Annual Member Conference. 

If you are not as practiced as you know you should be in the skill of scheduling. Use this opportunity to look at your schedule, plan your reading and schedule your promise to yourself to read the book between now and the first day of the conference. Schedule it wisely; think accurately about your plan. Make it important to you and practice keeping your word with yourself. Some of the material will require that you ‘work’ through it. It may not be fun – but you are learning specialized knowledge about the Condition of Life – Health and it is worth your investment of time and energy to develop recurrent practices of study to take care of the this condition as you age.  

With the wonderful traditions and customs of the holidays approaching, which include lots of food and beverage - we recommend reading the book sooner than later. 

Happy holidays!!

Influence – Science and Practice 

By Robert Cialdini

Embodying the Weapons of Influence means that you understand, can apply and are able to correlate them to situations and circumstances to gain the compliance of others. You will be asked to demonstrate their use throughout this program. Refer to, and use the book as you consider Inventing your Transactions for Invitation and Presentation. 

Read and study any weapon that you do not understand fully and/or can apply to your current offer. 

Which of the weapons of influence do you most embody? 

Answer
Which of the weapons do you least embody? 

Answer
Read and study the chapter related to the weapon you least embody. Study this until you are prepared to put the weapon into practice – then practice it at least three times before completing this study. 

Have you honored this instruction? If so – please offer a brief description of your experience and report the results of your practice. 

Answer
Inventing Invitations and Presentations  
In this Study you will begin the detailed and deliberate work required to articulate the Invention of the moves and phases of your Primary Transaction.  Every move and phase is a transaction in and of itself and includes to some degree, all of the moves and phases. You will need to rely on the work you have completed in previous Studies on the 13 Steps and may find that additional work is required in order to fully articulate the action you need to take in certain moves and phases. 

If you are working with a team and are not accountable for ‘Invitations’ or ‘Presentations’ as part of your role, position or function in the enterprise, please consult or work with those who are accountable for making invitations to prospective customers to complete this worksheet. For example, if you are accountable for a function of Fulfillment or hold an administrative management position such as production or accounting, you will want to consult or work with those members of your team who are responsible for making Invitations on behalf of your enterprise if at all possible. HOWEVER, do not allow yourself to be indifferent to the importance of being able to make and present Invitations and Presentations. When prepared, you will find that you can and will produce important opportunities for you and your enterprise by being practiced in the delivery of Invitations and Presentations of your Primary Transaction. 

Instructions for Inventing the Transaction for Invitation and the Transaction for Presentation:

To the best of your ability and current understanding, use the section below to articulate each of the moves and phases for the Transaction for Invitation and the Transaction for Presentation. 

Inventing Invitations   
Using the Study paper and the questions below – organize and structure your work to produce the articulation of your Invitation. Keep in mind that there will many factors that apply to your particular offer not addressed in our study. Use this as a guide for your thinking and work deliberately. 

Invitation Preparation and Presentation 

Describe your understanding of the distinction between an Invitation and Presentation. 

Answer
We recommend that you use the work you have done in your 13 Steps to articulate the Specific Ecology and Specific Customer best suited for your offer. 

Consider what elements you will need to design in the other moves and phases that need to be articulated in your scripts and allow yourself the opportunity to be informed, inspired and imaginative in your work. You will begin to notice how one move and phase informs the others. For example, there will be details related to Contract and Fulfillment that you will need to include or be prepared to address if approached by your prospect. How will you speak to them? 

Consider how you might produce appropriate moods, how you will craft language that captures all of the Conditions of Life in which your offer is a solution, and how you might consider aspects of personality and transactional behavior in your approach. 

What information must you gather during the Invitation itself, to properly assess the appropriateness and qualification of your prospect? Can you apply a weapon and achieve this at the same time?

Consider and practice with the weapons you able to apply in your Invitations.  

Write a script for use in approaching the three types of prospects described in the Study.

Cold

Answer
Warm

Answer
Hot

Answer
What methods, organization, techniques, etc. do you use now to produce your leads for Invitation?

Answer
Speculate and consider what new actions you might design or take to increase the opportunities for producing leads, conversations, or other tactics that generate Warm and Hot leads. 

Use this opportunity to speculate in a mood of imagination and allow yourself to think big, consider high concepts and expand your opportunities in new ways. You are inventing – speculate!

What new action are you considering as you speculate on Inventing Invitations to produce new leads? 

Answer
How can you use other Conditions of Life to support your efforts in Invitation of your Primary Transaction – such as Membership for example? 

Contract

How will capture the agreement for an acceptance of your Invitation to hear, receive or attend a formal Presentation? There may be several methods depending on your most common approaches, please include as many as needed to fully articulate this phase. 

Answer
Fulfill 

This is where you design ALL of the action required to produce, make, measure and act on your Invitation. Organization and structure the objective work required to facilitate each of the moves and phases for Invitation. The more detailed the better. Keep in mind that we are designing this work for the lowest common effort required to produce the result (E-Myth) and the more clearly articulated this section is, the more likely you are to produce the chief and primary aim. 

Consider the environment, equipment, tools, procedures, alliances, vendors, as well as the internal and external customers you will need to facilitate ALL aspects of Fulfillment of your Invitations. 

Answer - <Attach Documents to this worksheet as “Fulfillment Plan for Invitation” if your work is more than two full pages>. 

Satisfaction Metrics

Consider how you will track efforts that are intended to produce Leads, which scripts and/or Presentations of Invitations are effective and how you will track compliance, etc. 

Know your numbers – track your efforts. 

What must you measure and track to produce your Aims? List them and provide any detail needed.

Answer
How many Invitation will you need to make to reach the number of Presentations required to attain your Aims in Life? 

Answer
Complete

What is your method, organization and structure for Completion of the Invitation? How (if at all) do you Complete with prospects that do not accept your Invitation, compared to those who do? What factors do you need to consider as you make Invitations that make Completion an effective move for producing future prospects? 

Consider making a “big deal” out of Completing with those who decline your offer and remain valuable to you in some way. Consider how you might approach Completion with those who do not qualify for your offer and those that you would not make any future offer to. 

Answer
What work do you need to do or what specialized knowledge do you see you will need to gain to become effective in making Presentations?
Answer
Inventing Presentations 
Preparation and Presentation

Your Presentation is a formal offer. Some of you will need to prepare complex versions of Presentations in order to properly Present your offer. Others will have simple Presentations. Some will find that the majority of the “work” required to Present your offer was done in the preparation and deliberate practice of making highly effective Invitations. 

Consider that Presentations must end with a firm Offer – we recommend that you apply an appropriate timeline for the acceptance or decline of any offer and prepare your efforts for how you will address indifference; and make it known in your Presentations how you expect and intend to move in this area.  

Write, edit or reinvent as needed – the script or Presentation outline you require to make your offer. 

Relying on your current knowledge, the work you have done thus far in your 13 Steps and previous worksheets – draft (or attach) the Presentation script and/or outline for the offer you make. 

Answer <Attach Documents to this worksheet as “Presentation” if your work is more than two full pages>.

Fulfill 

This is where you design ALL of the action required to produce, make, measure and act on your Presentation. Organization and structure the objective work required to facilitate each of the moves and phases for Presentation. The more detailed the better. Keep in mind that we are designing this work for the lowest common effort required to produce the result (E-Myth) and the more clearly articulated this section is, the more likely you are to produce the chief and primary aim. 

Consider the environment, equipment, tools, procedures, alliances, vendors, as well as the internal and external customers you will need to facilitate ALL aspects of Fulfillment of your Presentation. 

Answer - <Attach Documents to this worksheet as “Fulfillment Plan for Presentation” if your work is more than two full pages>. 

Satisfaction Metrics

Consider how you will track efforts that are intended to produce the results you intend, which scripts and/or Presentations are effective and how you will track compliance, etc. 

What must you measure and track to produce your Aims? List them and provide any detail needed.

Answer
How many Presentations will you need to make to reach the number of Contracts required to attain your Aims in Life? 

Answer
Complete

What is your method, organization and structure for Completion of the Presentation? How (if at all) do you Complete with prospects that do not accept your offer to Contract, compared to those who do? What factors do you need to consider as you make Presentations, that make Completion an effective move for producing future prospects? 

Consider making a “big deal” out of Completing with those who decline your offer and remain valuable to you in some way. Consider how you might approach Completion with those who do not qualify for your offer and those that you would not make any future offer to. 

Answer
What work do you need to do or what specialized knowledge do you see you will need to gain to become effective in making Presentations?
Answer
Program Measures
Once you have calculated your Satisfaction Metrics to Submit for Health, Money and Income, using the Calculator provided, enter these measures into the Satisfaction Metrics Form sent to you via email each month 7 days in advance of your Satisfaction Metrics due date (the 15th of each month).
Your Thirteen Steps

During the course of this program your 13 Steps will evolve.  We ask that you include a copy of the most recent version of your 13 Steps for your Primary Transaction with each Study Worksheet.  Please save the document with a name using the following format:

First Last 13 Steps MM-DD-YYYY.doc

ex: Jose Smith 13 Steps 09-10-2011.doc 

Return this Worksheet and your Thirteen Steps before beginning your next Study. 

Deliberate practice is not always fun. But the results it produces can be! 

Do not allow yourself to fall into bad moods of frustration, agitation or despair. If you need help, ask for it. If you must – transact for it. 
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