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Most of us want to believe that all of buying behavior and buying decisions are rational 
and based on logic. And that we’re in control of our behavior at all times. I mean who 
really wants to admit that their decision to buy that iPad, for example, was based purely 
on business reasons or a detailed return on investment analysis. That’s just not going to 
happen, right? We want to feel and believe that we’re in control, and we want others to 
view us as rational in control consumers and business professionals. And to a large 
degree we are, but we’re also influenced every day by a handful of psychological 
triggers that we’re not even aware exist. And in this episode, I'm going to share seven 
psychological triggers that have been proven to influence prospects to either, call and 
hire you or to move on and look for someone else. 
 
A couple of funny things about these triggers first is that they’re mostly subconscious. 
So a prospect might be reading your website and suddenly get this feeling that you're 
someone she really wants to work with, but she may not know exactly why she feels 
that way. Second, these triggers are always working, whether or not you choose to 
tweak them to your advantage. So don’t brush this off thinking that you don’t want to 
be involved in any sort of questionable behavior because these triggers are always 
there. So what I'm going to show you is how to tweak them so they actually work for 
you and not against you.  
 
All right, the first trigger is clarity. And by clarity, I mean being very, very clear on both 
your website and personal communications about what you do or whom and why 
you're different. I don’t need to tell you that there’s a ton of noise out there in the 
market, and the sad thing is that our messages are getting drowned in a sea of 
saneness. So prospects may not know exactly why they abandon your website, but 
they’ll know that they just had a nagging or uncomfortable feeling when going through 
it and that’s why they took off. Or at a networking event, someone you met might not 
necessarily know why they just got a feeling that you couldn’t help them right after you 
told them what services you provide and why they just walked away from you to go talk 
to somebody else. They just felt the need to end the conversation and move on.  
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The second trigger is demonstrating that you understand their business and their 
problems. This is a subtle art, but the key here again is to show your prospects that you 
understand their business and their problems or challenges, their aspirations and to do 
that on your website, your emails, your promotional materials, and your conversations 
with them. People want to work with others who get it, with vendors and service 
providers who get it, who understand where they are and what they need. That’s why 
I’m a big proponent of developing a specialty or two once you have a grasp of what 
services and skills are in high demand. It’s a lot easier to connect with prospects 
emotionally when your business is focused on an industry, a sector, or a specific type of 
work than when you’re a generalist with just basic knowledge about a lot of little 
businesses and industries or no knowledge at all about this particular prospects industry 
or business.  
 
The third trigger is to have a professional and polished website. Now I'm not 
suggesting you need perfection here. And I'm not saying you should put things on hold 
until you have enough time and money to create a very polished site, the ultimate 
website. But a professional website builds confidence, builds confidence in you and your 
abilities as a solo professional. And everything else being equal, it can easily be a big 
factor in a prospects decision to hire you. And it’s not just about websites here. Most of 
us want to shop, live, and work in environments that are clean and pleasant. I don’t 
know about you but I prefer to shop for groceries in a clean and well-lit grocery store. I 
prefer to eat in a restaurant that’s clean and beautiful. It’s the same thing when 
somebody’s visiting your website. That is your business in that virtual environment.  
 
The fourth trigger is to show social proof. People have a tendency to act as those 
around them act. If we start seeing a lot of people wearing croc shoes, for example, 
many of us will eventually get a pair for ourselves even though that’s got to be the 
ugliest shoe that’s ever been invented. If we see a ton of people praising the work of a 
certain author, many people eventually buy one of his or he books. They’ll even marvel 
at the author’s genius even if the content is subpar. I’ve seen this happen a million 
times. That’s why the bestselling books remain bestselling books. So how do you social 
proof effectively as a freelance professional? Well there are many ways, but one of the 
most effective and easiest to do pretty quickly is to get a handful of testimonials from 
happy clients. Having three or four short blurbs from current and past clients can work 
wonders when perspective clients are checking you out. After all, if so many people are 
raving about you, you must be good, right? Well hopefully you are but you can’t just 
hope that people notice later once they’ve actually hired you and done work with you. 
You need to show them that you're very good at what you do while they’re checking 
you out. And you can easily do that through a series of good testimonials.  
 
The fifth trigger is a good stable of success stories. And by success stories, I mean case 
studies: so a brief before and after story of how you’ve helped the client solve a 
problem, or accomplish a specific objective. Stories are incredibly powerful. We are 
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wired as human beings to be drawn to stories because we’ve been telling stories since 
back in the days when we lived in caves. It’s how we passed down information for 
thousands of years. It’s how we best communicate and it’s a great way to establish an 
emotional connection with a prospect. So if you have a couple of good client successes, 
where the client would allow you to highlight them, you will quickly impress and win 
prospects over. This doesn’t have to be anything fancy and it shouldn’t be intimidating. 
I'm talking about a one-page draft that includes first the challenges or project the client 
needed to complete or overcome. Why they hired you. And what results you delivered 
for them. That’s it. And try to include if you can two or three actually quotes from the 
client that reinforce or prove some of your claims and statements in that story.  
 
The sixth trigger is to become an in demand freelancer and to subtly communicate 
that to your prospects. Few factors create a stronger desire to buy something than 
scarcity. And when other triggers we have discussed here are present, and the prospect 
begins to feel in her gut that you might just be the right service provider for the project. 
Nothing spikes up her desire to hire you than finding out that you're booked solid for 
awhile. Now don’t misunderstand me here. I'm not talking about lying or manipulating 
prospects in any way. I'm talking about moving your business to a point where you're 
landing more and more work from better and better clients. And because of the 
increased demand, you're now booked far in advance. Now you might wonder why 
bother doing this if you can’t even take on the work, if you have to turn down clients. 
 
Well for one, some clients will be willing to wait. It obviously depends on your field and 
the types of clients you work with but in most cases if you position yourself correctly 
good clients who see a good fit will be willing to wait for a reasonable amount of time 
until you’ve freed up or have some room in your schedule. And those that can’t wait 
might be so impressed with how in demand you are, they’ll often come back in the 
future, at which time you might actually have an opening in your schedule. Plus there’s 
a very important confidence issue at play here. When you book solid and you realize 
that there are others who would love to work with you but can’t because of your 
backlog, you’ll feel better about raising your fees. And the fact is that most of us as 
freelancers are probably undercharging for our services anyway.  
 
The seventh trigger is to be likable. Now it’s no secret that people want to do business 
with people they like. You could be the very best practitioner in your field, but if you're a 
jerk or you rub others the wrong way, they’re going to go out of their way to work with 
someone who’s less competent but is actually a little more pleasant and easier to 
business with. Now I do believe that there are some people out there who are better at 
being more likable than others. They don’t even try. They’re just very approachable. 
They’re very likable people. But for the rest of us, here are a couple of very simple tips 
on how to a little more likable. First, just work on being a pleasant person. Be more 
interested in others. Work on being nicer. Second, always be professional: behave, act, 
and communicate professionally. Don’t be too casual, but don’t be a stiff either. And 
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finally, always be courteous. This sounds like common sense, but I'm shocked at how 
few people return calls these days or never reply to an email or never get back to people 
or don’t do what they say they’re going to do.  
 
Here’s your assignment. Don’t try to tackle this whole list at once. Instead, I want you to 
pick the one area or one trigger where you feel you can make the biggest improvement, 
the fastest, and with the least amount of effort. And start working on that area 
immediately. Make it a goal to step up your game in that area by the end of next week 
or at least by the end of the month or whenever you feel is reasonable. But set a goal 
and get to work. This is not theory, folks. These triggers, again they’re very real. And as I 
mentioned earlier, the triggers are already there so it’s really up to you to make sure 
that they’re turned on in your favor.  


