
Segment  Time  Description  Purpose  

White  5 seconds  Name    (NO company, phone, or url ) Identification  

Blue 15 seconds  

(about 3 sentences)  

New, valuable, usable information . Something the listener can use if they never 

see me again. Something new they can use to insert me into a conversation .  

Left brain - logical  

Purple  5 seconds  Why Iõm good at this. 

Three ways  to get a Purple Card:  

1. What comes naturally to me, that makes me good at this?  

2. What have I worked hard to learn, that makes me good at my business?  

3. Take a cliché (Iõm well organized)  and say what that means when I say it 

about myself. (I work from a checklist.)  

Differentiation  

Red 15 seconds  

(about 3 sentences)  

A story, showing me using the Blue Card to a clientõs advantage. 

Use the PAR template:  

¶ Problem - the problem the client had when they came to me.  

¶ Action - the action I took, what I saw, what I thought, what I did.  

¶ Result - the clientõs result; how life is for them now that Iõm done. 

Right brain -  

emotion and memory  

Peach  Not always necessary. Do not use the words òleadó òtodayó or òmeó. We donõt 

refer to each other ñ(A good lead for me isé) we refer great people to our  

clientsñ(Iõm a good referral for your client whoé) 

Transition + Safety -  

Iõm not trying to  

get money from you  

 

 

 

 

 

20 

Seconds  

Green  WHO + HOW 

WHO  is always a person, never a company.  

There are only three ways to identify a WHO:  

          ƍ name,  

          ƍ title,  

          ƍ relationship. 

HOW must be something listeners who are not in my business can see or hear  

in real life.  

Resonant (real life)  

client identification  

I have heard people ASK  for a 

referral to someone who wants to 

take their business to the next level. 

I have never  heard someone say  

òI want to take my business to  

the next level.ó Since people donõt 

walk around saying that, it isnõt  

a referral HOW . 

Golden  What the WHO wants. They do not want me. They want the result of me.  

What does the WHO want their life to be like after Iõm complete? 

So the prospect knows you 

understand them . 

Platinum  What question can the listener ask to start a conversation where a prospect 

says  òYES! Introduce me! I need them! Now!ó 

Script listeners to start a 

conversation about you.  
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