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NICK: 

the business who I see all the time at lots of different events, 

through structure. 

Dave, first of all, welcome to the call. I appreciate you com
ing on.

DAVE: 
excited to be on this call. It is a huge challenge to a lot of 

NICK: 
about, how to write and script a presentation that converts 
and that can be converted into dollars. This really can be 

point is in group presentations. So most of our examples are 
going to be for that. 

presentation. 

DAVE: 

ing business and how I found scripting to be very, very im

called Foreclosures Daily. And this product was a member
ship community and it was a system that sold people on how 
to get rich in real estate. 

And the reason you really want to be scripted is because you 
want to have consistent results. I see a lot of communica

ing their presentations dramatically each time out, and I got 
to share that with you. You want 

your outcome, even before you get up on the stage. 

really about getting consistent results, because if you do a 

NICK: 
some of the things that you need to have in a presentation 

DAVE: 
. 

a small percentage of persuasion, actually seven percent. 
The majority of communications is done through tonality and 
through body language and so you can really become a very 

.

NICK: Great point. But other than that, you have to funda
mentally believe that what you do is the best thing in the 
world, and that everybody who goes a day without hiring 

ing money somewhere else that they should be spending 



c
9

So again, Dave, what are some of the five things you need 
to have in a presentation, and would you go through how to 

explain that better than I can. 

DAVE:
I just really want to hit this home where you had a great point, 

really effectively be able to use these tactics yourself. I just 

on how he just moved to this country. 

to the country? 

job is to provide the best service and help people get into the 

NICK:

DAVE:

through stories. Anchoring is a very, very powerful tech

I was anchor

nents to writing a presentation. So in my presentation blue

The second thing in your presentation, number two is story. 

Number three is the body of the presentation.

Number four is basically the social proof. 

And number five is the most important thing, which is the 
close. The close is the most important thing. 

NICK: 

event. The web address is GoToInfoProfits.com. Dave, why 

at your event .

DAVE: 

business by doing webinars, by doing events, selling coach
ing, really, to effectively build a huge business. And so at this 

go over product launches and how to create coaching pro

NICK: 

benefit from it. 

DAVE: 

NICK:  

of space, we were unable to replicate the interview in its 
entirety. The complete version with the many detailed 

of the complete interview, contact  


