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Negative	emotion	they’re	
avoiding Positive	emotion	they	seek

Negative	emotions	/	feelings

• Safety	/	Security
• Anger
• Sadness
• Loss
• Shame
• Mistrust
• Lack	of	confidence	/	doubt

Positive	emotions	/	feelings

• Safety	/	Security
• Peacefulness
• Happiness
• Loss
• Pride
• Peace	of	mind
• Confidence





©	2019	Clear	Sales	Message™
All	rights	reserved.	Do	not	share,	copy,	reproduce	or	sell	any	part	of	this	document	unless	you	have	written	permission	from	Clear	Sales	Message™.	All	copyright	
infringements	and	piracy	will	be	prosecuted.	

Negative	emotion	they’re	
avoiding Positive	emotion	they	seek

Negative	emotions	/	feelings

• Safety	/	Security
• Anger
• Sadness
• Loss
• Shame
• Mistrust
• Lack	of	confidence	/	doubt

Positive	emotions	/	feelings

• Safety	/	Security
• Peacefulness
• Happiness
• Loss
• Pride
• Peace	of	mind
• Confidence































©	2019	Clear	Sales	Message™
All	rights	reserved.	Do	not	share,	copy,	reproduce	or	sell	any	part	of	this	document	unless	you	have	written	permission	from	Clear	Sales	Message™.	All	copyright	
infringements	and	piracy	will	be	prosecuted.	

Start Finish

Step	1 Step	3Step	2 Step	4



©	2019	Clear	Sales	Message™
All	rights	reserved.	Do	not	share,	copy,	reproduce	or	sell	any	part	of	this	document	unless	you	have	written	permission	from	Clear	Sales	Message™.	All	copyright	
infringements	and	piracy	will	be	prosecuted.	

Start Finish

Step	1 Step	3Step	2 Step	4

Decide	theme	/	
goal Create	outline Create	content Edit	&	RefineNo	

presentation Presentation





©	2019	Clear	Sales	Message™
All	rights	reserved.	Do	not	share,	copy,	reproduce	or	sell	any	part	of	this	document	unless	you	have	written	permission	from	Clear	Sales	Message™.	All	copyright	
infringements	and	piracy	will	be	prosecuted.	

Start Finish

Step	1 Step	3Step	2 Step	4



©	2019	Clear	Sales	Message™
All	rights	reserved.	Do	not	share,	copy,	reproduce	or	sell	any	part	of	this	document	unless	you	have	written	permission	from	Clear	Sales	Message™.	All	copyright	
infringements	and	piracy	will	be	prosecuted.	

Start Finish

Step	1 Step	3Step	2 Step	4

Decide	theme	/	
goal Create	outline Create	content Edit	&	RefineNo	

presentation Presentation









©	2019	Clear	Sales	Message™
All	rights	reserved.	Do	not	share,	copy,	reproduce	or	sell	any	part	of	this	document	unless	you	have	written	permission	from	Clear	Sales	Message™.	All	copyright	
infringements	and	piracy	will	be	prosecuted.	

Start Finish

Step	1 Step	3Step	2 Step	4

Decide	theme	/	
goal Create	outline Create	content Edit	&	RefineNo	

presentation Presentation

THE DARRYL METHOD









©	2019	Clear	Sales	Message™
All	rights	reserved.	Do	not	share,	copy,	reproduce	or	sell	any	part	of	this	document	unless	you	have	written	permission	from	Clear	Sales	Message™.	All	copyright	
infringements	and	piracy	will	be	prosecuted.	

Step	1.	List	every	
objection

Step	2.	Categorize	
Value/Time/Trust Step	3.	Sub	categorize Step	4.	Action	point





©	2019	Clear	Sales	Message™
All	rights	reserved.	Do	not	share,	copy,	reproduce	or	sell	any	part	of	this	document	unless	you	have	written	permission	from	Clear	Sales	Message™.	All	copyright	
infringements	and	piracy	will	be	prosecuted.	

Step	1.	List	every	
objection

Step	2.	Categorize	
Value/Time/Trust Step	3.	Sub	categorize

You’re	more	expensive	than	we	expected.	
We	already	use	someone	else.	
We’ve	just	signed	up	for	another	contract.

Step	4.	Action	point
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TRUSTTIME

NOT	THE	
DECISION	
MAKER

THE BUYER EQUATION
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LONG	TERM	VALUE



©	2019	Clear	Sales	Message™
All	rights	reserved.	Do	not	share,	copy,	reproduce	or	sell	any	part	of	this	document	unless	you	have	written	permission	from	Clear	Sales	Message™.	All	copyright	
infringements	and	piracy	will	be	prosecuted.	

TI
M
E

RESCHEDULE

THEIR	TIMING

YOUR	TIMING

BE	CLEAR	ON	
PROCESS



©	2019	Clear	Sales	Message™
All	rights	reserved.	Do	not	share,	copy,	reproduce	or	sell	any	part	of	this	document	unless	you	have	written	permission	from	Clear	Sales	Message™.	All	copyright	
infringements	and	piracy	will	be	prosecuted.	

TR
U
ST

“IF	YOU	COULD	CHANGE	
ONE	THING”

THEY	TRUST	SOMEONE	
ELSE

THEY	DON’T	YET	TRUST	
YOU/FEAR	OF	UNKNOWN

REVIEWS	&	PROOF
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