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Meta Programs: Unconscious Filters

Meta Program are
scarcely conscious, yet
enormously influential
filters that individuals
use to process, make
sense of and respond
to Information from the
world around them.




META PROGRAMS

Sally’s Mental Filters

Use Ca rrOt Decision Making: Procedural

* Efficient; one to three options

Towards Pleasure * Criteria, processes or checklists
Goal COMFORT * Doingthe processrightimportant
oals ZONE *  Which oneis the best?
Rewards
Benefits S
q Relate: Difference w/exception
*  Will search forwhat is unique or different
o . *  Might see some similarities
\ ‘ / * Has high capacity for change
('\ i~
= Frame of Reference: External
ﬁ&{:::% - * Decisions based on facts and evidence
*  Stressed when thereis a lack of feedback
* Needsfeedbackto make progress
i * Indecisive ifthereis a lack of feedback




Comfort Zone




Much behavior is the
result of fear, pain or
fear of pain.




Person's attfention is directed either
2 Toward what they want . ..
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. or Away From what

they don't want.




Direction Sort

Away From

Avoid risk or loss
Pain — the stick
Cautious

Slow to change
Calculated
Problems

Towards

Rewards, benefits
Pleasure — the carrot
Open-minded
Quick to change
Spontaneous

Goals



Towards Sort - Advantages

Forward-thinking,
goal-oriented, Benefits Rewards
posifive energy
and drive.
Carrot
Forward

Future Goals



Towards Sort - Disadvantages

May get entangled
by foo many hew
Initiatives at once;
may be perceived
as ‘gung-ho’; has a
tendency to leave
things unfinished.




Towards Sort

Optimistic in their
perceptions.
Sometimes ignoring
potential pitfalls or
earning opportunities
that could serve
them in the future.




Away From Sort - Advantages

Good at
: assessing risks
Problems The Stick gcmd
: ' recognizing
what to avoid.
Satety
Past

Avoid Risks



Away From - Disadvantages

Overly cautious with @
tendency to focus on the
downside; may appear
negative and unwilling to
try new experiences;
makes choices based on
avoidance rather than a
desire for something new.




Away From Sort

Can be interpreted as
a pessimistic view. O
However, a powerful O
Away From strategy
can be used to
propel someone
towards a goal.




Direction Sort
What is important to you in a businesse




Trade Secret

The smaller the comfort
zone the faster the action.
Want more deals¢ Reduce
your client’s comfort zone.
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How do | do that@

* Leverage Values
* Leverage Fear




Carrot or the Stick?




Ricardo

Profile

Vitals

Summary
Values

Stage of Growth
Culture

Work Style
Competencies
Business Path
Meeds & Wants

Meta Programs
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Belonger Emulator Achiever 5Societal

Little Mo
Says:

Splotter dots are
VY volues given
J greater attention
X due to current
situation or recent

& é life change.

Emulator

Emulators are independent thinkers and quick to make decisions. They demand a high
degree of flexibility, diversity and control. They will question old ideas, authority and
zystems while looking for unigue methods to grow their businesses. Autonomy and the
promise of quick profitability are key factors in selecting a business and risk does not

deter them.

You are competent, assertive and driven to perform in any challenging or competitive
environment. You are well connected, and have an ever increasing sphere of influence.
Oiften opinicnated and outspoken, you are personable and social with endearing

chameleon-like tendencies.

Flexible business formats will prove a good fit for the Emulator. Opportunities which offer
recognition, aggressive growth and ability to leverage will attract them. Businesses where
there is an opportunity o edge out competition and quickly gain market share will suit

Innowvation

Growth _ii!IItE
. Satisfaction
Respect

your "go-get-'em” nature.

Challenge




Bigger the Comfort Zone the Bigger the Stick

Carrot & Stick
* Away From Pain COMFORT
* Toward Pleasure ZONE
* Risk & Reward L
* Goals & Problems
_ . .

eedom
; Impact
. Contribution .
x Independence
[
v,

Success




Belonger: Toward

* Proven, practical,
hands-on service or
solution based business.

 Team and/or family-
type culture

« Can include family and
friends in business.

 Loyal, dependable
employees and
customers.



Belonger: Away From

« Separation from family

* |nsecurity of job
market.

* |nability to provide for
or protect the family.

« Disappointing spouse.

« Work environment
which is disloyal, unfair,
Inconsistent or lacking
a sense of feam.




Achiever: Toward
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Unique, quality company,

product or service.

« Ability to replicate, grow
and achieve success.

 Berespected andin
conftrol.

 Leave alegacy and/or

create residual income.




Achiever: Away From

« Hitting the corporate
ceiling.
 Unable to leave a

legacy or create
residual income.

« Having little power or
SUCCESS.

« Being disrespected.

« Working with individuals
who don't care about
quality, results, growth
or winning.




Societal: Toward

* |Innovative, change,
or cause-based
concepfts that
promote others’
growth and success.

« Ability to conftribute
and have an impact.

« Educational,
transformational,
inspirational.

« Abllity to create and

express.




Societal: Away From

« Can't make a difference
or have an impact.

« Working with individuals
who lack integrity or
principles.

« Can’t express orinnovate;
no longer learning.

« Environments that lack
harmony; have drama.

« |neffective situations
limiting freedom and
creating redundancy.




Emulator: Toward

* An innovative
prestigious and/or
sexy business.

 Adventure, fun and
challenge.

e Quickreturn on
iInvestment.

* Flexible situation with
lots of recognition.




Emulator: Away From

« Being micromanaged.

« Being unappreciated,
or unrecognized.

« Boredom; lack of
challenge.

« Limited income; being
seen as notf reaching
potential

« Lack of prestige e.Q.:
title, status, money.




Trade Secret

You'll do more deals: If you
have Away From clients
look for problems within

franchise system.




Are you and your
client going the
same direction?




The Higher the Value the Bigger the Carrot

When in doubt
leverage several
of your prospect’s
values!




The Bigger the Fear the Bigger the Stick

When in doubt
leverage several of
your prospect’s
fears!




What questions
do you havee
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SpotOn!




