
pain GRABBER 
Capture their attention early. 

What if / Word play 

neuroPICTURE 
Visual Contrast of before 

and after

CLOSE
Repeat Claims Again and Ask.

CLAIMS: 1, 2, 3
Unique Reason to Buy from 

You.

PROOFS OF GAIN
For each Claim, give Proofs. 

Customer Case, Demo, Data, Vision 

THE 6 Stimuli

neuropresentation

What PAIN(s) do you want to eliminate?

What are your 3 CLAIMS?

What are your top GAIN proofs?
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Reframe Objection

Positive side of Objection

Story or Metaphore


