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One of the most powerful words in the English language for persuasion. The human 
brain craves evidence.
Because statements reduce resistance and convert emails into enquiries and 
appointments.
People make decisions based on emotion and then justify with logic. They feel, then 
they think.
The people you communicate with want to feel that you get them and their problems 
(emotional or logical). Make messages relevant and offer value:

 ■ Emotional Value – Connect with the human being, not the LInkedin profile or the 
“candidate”. Peace of mind, security, reduced stress, options, insurance, bright futures.

 ■ Insight & Curiosity – Share or suggest you know information that will give them special 
knowledge, Power, competitive advantage or opportunity. 

 ■ Tangible (logic) value – People value exclusive access, data, case studies and deadlines.

BECOME YOUR TARGET
How do they feel? Focus on emotions. Empathy and situational fluency. Consider how 
you might feel in their situation.
What are you stressing about?
What is making you feel anxious?
How do you feel when you don’t have enough time to do everything?
What does it feel like to be taken for granted?
How do you feel if you’re stuck or have limited options?
What causes you to fell distrust?

How do you feel when good things happen? Positive surprises?
What might you want to know to feel it is worth exploring options?
What would make you curious?
What information would you need to feel you have competitive advantage?
What is your definition of betterment or opportunity?

Because so many people feel anxiety and uncertainty due to the pandemic, we’ve 
focused on ensuring that we work with committed businesses who want to invest long 
term in people’s development. 
I believe you would be interested in exploring this further because there are a number 
of things that make this an exciting opportunity including:
Career minded professional, like you, often say they value the insight we share with 
them because it gives them access and awareness of the invisible, high value job market 
within the sector. 
Use because more frequently. Why? Because…

CONNECTING WITH YOUR PROSPECT


