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A POWER SCHEMATIC
HOW TO EFFECTIVELY ANSWER THE MOST
IMPORTANT QUESTION YOU'LL EVER BE ASKED IN A
WAY THAT MAKES YOUR NEXT PROSPECT THIRSTY
TO LEARN MORE AND EXCITED TO TAKE ACTION.

SCHEDULE AN INTERVIEW AT
WWW.JOSHZEPESS.COM

A POWER SCHEMATIC
You know they're going to ask it.
You know you're going to answer it, for good or bad.
So why do so many of us have a non-existent or ineffective
answer to the critical question, "What do you do?", that can
make or break the opportunity to connect with our ideal client?

Well, that answer goes deeper than we
have time for - from fear of success to how
we were taught how to fail in life and
business.
However, let's see if we can put together
an answer to this question that will have
them curious to learn more and ready to
take the next step to becoming your client.

HOW NOT TO ANSWER THIS QUESTION
With
With
With
With

a shrug, an 'um', or any other bodily noise.
a given title (lawyer, insurance salesman, CEO.)
how great your solution is (even if it's amazing.)
any word or phrase that does not drive curiosity.
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POWER ELEMENTS
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WHERE ARE THEY BEFORE THEY MEET YOU?
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Here are the three basic elements of an effective answer that
will create a true call-to-action. Write down your answer to
each question below with detail. You can refine them later.

fte

What's keeping your ideal client up at night? What is on their
mind at 3 a.m. when they can't sleep? You must show that you
understand their pain else your efforts will be in vain. Describe
where they are today, in all of their stress, worry, fear, pain, and
doubt. It's not comfortable to talk about, and that's the point.

WHAT DO YOU DO THAT HELPS THEM?

Now you can let them know what you do. This is not a time to get
into specifics on how you do it, simply the high-level
characterization of what it is you actually do. Incorporate parts of
your mission statement into this, as that is ultimately what you do
in the bigger picture.

WHAT DOES LIFE LOOK LIKE AFTERWARDS?
Now is the fun part of sharing what life is like for them after
they've used your services. This is the "day in the life" approach of
specifically how the stress is gone, the problems of yesterday are no
more, and how they are in a much better place physically,
emotionally, financially, etc.

SCHEDULE AN INTERVIEW AT
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POWER EXPRESSION
Let's now put it all together. Take your elements and create
your own version using the conversation below as a
template. Create a few different versions and choose the
one that feels the most authentic and natural to how you
speak.
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Future Client:

for

"You know how so many good folks wake up in a fog,
stumble through their day, confused and unmotivated,
wondering why it's not working?"
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Future Client:

tag

fte

So, what do you do?

Of course, (nodding their head)

"Well, what I do is help them discover their true
identity, articulate that personal brand to others, and
then monetize their passions and talents...
...so that they have clarity around why they get out of
bed each morning, along with the excitement and
energy required to finally achieve the Freedom they
were promised growing up.
Future Client:

Wow, that's amazing.

THE PRACTICE
PROGRESSION

(YOU MUST BE BAD
BEFORE YOU'RE GOOD)
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How do you do that?

MECHANICAL
AWKWARD

NATURAL

POWER CLOSE

What you've created is just a starting script and should not
be a verbatim, mechanical speech. This is a construct
within which you can improvise, adjust, and have fun.
HOW DO I KNOW THAT IT WORKED?

Simple. You should get two responses:
1. An exclamation, like WOW, OMG, HOLY MOSES, or the like.
2. They should ask you how you do it (notice you left that part out
on purpose...)

YES, BUT WHAT COMES NEXT?

Always end with a call to action. What do you want them to do?
1. Schedule a meeting with you?
2. Get on a phone call?
3. Watch a presentation to learn more?
4. Download your app?
5. Drop and do 20 pushups?
The #1 reason conversations end without a potential client is that
we don't ask for the next step or the follow-up!!

Dear Champion (yes you!),
While this is just the tip of the iceberg, I do hope you got
some value from it.
There is so much more to share with you that there just isn't
space for here. The future of business is personal branding
and the reality of today is that we must make a good first
'virtual' impression.
I challenge you take the next step and clarify, articulate, and
monetize your personal brand. Schedule an interview at
www.joshzepess.com.
SCHEDULE AN INTERVIEW AT
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