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by Using the "HOOK" 
A Life-Skill Everyone Should Master 
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WARNING---- Eventually the day (and many days to follow) will come when you’ll be faced and challenged to get 
people to buy into your ideas. At some point you'll need to get “agreement” from others regarding your ideas to 
gain support, collaboration and to move forward in the BEST direction you feel is right. Being skilled at getting 
others to "Buy-Into" your ideas is an essential skill you can learn and master!  
 
They (whomever "they" are?) say "One Person Can Make a Difference". I don't agree with that if the meaning is to 
say that one person can "do it all, make all the difference, can make a change that affects others" without the 
buy-in of OTHERS. No one person can make a difference by themselves without the support of others in some 
way.  
 
My belief is that one person "CAN" make a difference as long as they have the skills to gain support and 
collaboration of others to make their ideas come true.  
 
So, yes, one person can make a difference, IF... they get BUY-IN FROM OTHERS!  
 
So what is buy-In? Well, it’s pretty simple by most people’s definition. “Buy-in”or to “Agree” by Dictionary.com’s 
definition means; 

• Harmony or accordance in opinion or feeling; a position or result of agreeing. 
• A negotiated and typically legally binding arrangement between parties as to a course of action. 

 
So if we break it down,  

Getting people to agree or to buy-in to our ideas is actually a negotiation of opinions and feelings 
between parties to come to an agreement towards a course of action! 

 
What exactly does this mean and HOW do we go about creating the buy-in process step by step with others? 
 
What  happens most often is when we attempt to get buy-in from others, we start off with why “WE” think it’s 
such a great idea, after all..we thought of it, we're excited about it and we can’t see why  anyone “wouldn’t” go 
for it. MISTAKE NUMBER ONE! (no, no,... not your idea), the fact that you think everyone is going to instantly 
think it's an awesome idea... is a mistake. 
 
What I've been teaching my students for years is what I call the "Infomercial Hook".  
 
Take for a example all those infomercials on TV. How silly they sound when we first start listening to them. We 
even make fun of them, tell jokes about them and criticize them. However, for some reason we can't turn away, 
we watch them for just a few minutes, THEN a few minutes more, suddenly its 30 minutes later..... AND YOU'RE 
ON THE PHONE ORDERING THE "WHAMOMATIC 5000!" 
 
How do they do it!? We're smarter than that, we certainly wouldn't fall for an infomercial, yet for some reason 
they get us to not only order, but to do it (call to action) right there and then. 
 
Sound familiar?.. haven't you done this or at least wanted to until someone talked you out of it. 
 



It's because of the "Hook" 
 
Buy-in and Sales work the same way. This 5 Step approach is the foundation of how to present the problem, 
present the solution and present the offer (or idea) in order for anyone to support you or purchase anything 
from you.  

 
Infomercials are designed to do just that! Here's their formula. 
 

They... 

1. Tell you about a "Problem" you either knew (or in some cases), didn't even know you have 
2. Present the "Lawyer" Question 

o During a trial, most lawyers never ask a question that they don't already know the answer to. They're 
setting you up to lead you down a path in the conversation in hopes of eventually proving their point.   

3. Tell you about a service or product that "Solves Your Problem" 
4. Tell you how "Satisfied" other people "Just Like You" are with their product (testimonies) 
5. "Present" an offer using the "Lawyer" question - (an offer you can't say NO to)  

 

Example of Lawyer Question; 

Idea Example: 
"If I could show you how to increase your sales by 10% by doing just three things that are 
FREE, would you be interested in knowing how to do it?"  
 

Sales Example: 
"What would you pay to be able to get 20%, 30%, or more for your old car when you sell 
it? $50?... $75?... more? Well, you can.. and not for $75 or even $50! But for only $19.99 
with the WHAMOMATIC 5000"  
 

Of course I know your going to say "YES". Now I have you "hooked". I now have your ATTENTION, you'll now give 
me a few mins to let me explain how I can HELP you (problem solving), and then guide you to the next portion of 
my 5 step formula. 

  



The 5 Step HOOK formula for Getting Buy-In and Closing Sales 

Example - For getting Buy-In on "Ideas" 

1. The PROBLEM- 
o In plain words (15 seconds or less) describe how you see "the problem". Ensure they agree with your 

perspective and that you do indeed understand the problem. This sets the stage for the rest of the 
conversation. 

 
2. The "LAWYER" Question - 

Ask a question you already know the answer to by presenting it this way.  
o " If I could show you a way to (insert THE OUTCOME / RESULTS of what your idea will produce here) would 

you be interested in knowing how?" 
o " If I could tell you how we could fix our problem in 3 easy steps, would you be interested in knowing what 

they are?" 
o " If I could show you how to increase employee morale by doing one thing each week, would you be 

interested in knowing how?" 
NOTE - YOUR LAWYER QUESTION IS HOW YOU INTRODUCE YOUR IDEA ON HOW TO FIX A PROBLEM. This 
creates the HOOK! The HOOK means you've got their interest, you have their attention. Once they are 
listening, you can present the next 3 steps. 

 
3. The Solution - 

o Explain your idea (in 60 seconds or less - overview ONLY) on how this will fix the "Problem" 
§ Present your idea quickly 
§ Present the cost and time factors 
§ Present the value and outcome(s) 
§ Present the negative results or outcome(s) if THEY DON'T go with YOUR idea or any other change 

 
4. The Proof -   

o Give examples of people or companies "Just Like Them" who have had success with your idea. People like 
people, who are like themselves! Try to give proof (testimonies, statistics, results etc..) as close to the 
person, group, company or situation as possible to whom you are presenting to. The closer you can 
associate your idea to the success others have had with the same situations, the better you'll have of 
getting buy-in and/or closing the sale.  

 
5. The Idea Offer -  (When Presenting an Idea) 

1) State your idea's positive outcomes and/or results as an opener then move to the next steps.  
"By implementing (your idea here) we could boost employee morale by 20%. That alone can increase our 
productivity by 10%, which equates into a $100k return for the company and a better culture for our employees. 
Simple put.. it's a WIN WIN." 

 
2) Bullet no more than 3 ways to implement your idea (there may be several steps within each bullet, but that will be 

presented later) 
 "(Your idea here) can easily be done by doing just 3 things ... " 

1 - "Take a before and after Employee Satisfaction Survey." 
2 - "Conduct Company Culture Workshops to be completed within the next 3 months." 
3 - "Reward and recognize those who make progress with the new culture change." 

 
3) Add a time frame to how long the idea will take to implement and to see results so the expectations are 

clear up front. 
"I believe we can get everyone to take the survey within a week and the workshops to be completed within 90 
days from our launch date. We should start seeing results as early as the first month, however, no later than 5 
months from our launch date." 

 
 
 
 



4) Offer (when possible) a way you will measure the outcome(s) of your idea so they will feel confident that your 
idea will not only work, but results can be seen, felt and measured. 

"We can compare before and after employee satisfaction surveys, retention rates and 180/360 feedback results 
to gauge the success as well as profit increases." 

 
 
Every step of this formula works the same way for Sales, EXCEPT... STEP 5 (The Offer) works like this 
  
The Sales Offer -  (When Making/Closing a Sale) 

o (1). Make an initial offer (you'll have an even more valuable offer before you finish). Begin by offering your 
product or service at its usual price so that you'll be able to bring it down "just for them" or during this 
"special promotion" so they'll understand they're getting a better deal than usual.  
 

o (2). Quickly review the already awesome savings this is just by itself.  
§ "This product normally sells for $99.99 any other time of the year, however, today or during this 

limited promotion, I can save you 50% off the original price which brings it down to ONLY $49.00." 
 

§ Ask a LAWYER QUESTION to get confirmation that your offer is a good one 
"I think you'll agree that 50% off is an great value and that we don't run this very often." you 
should get a "Yes"! 

o (3). DON'T give all your candy away in step 5-(1). Save some of the savings, promotional give-aways or add-
ons as a deal closer towards the end of your offer. This will add even more value to the already great offer. 
 
§ "If you're interested in purchasing (your service or product) today, I can ALSO offer you (add 

something to the deal or promotion) for today ONLY, tomorrow that (added value) won't be 
available". Be HONEST in your offer. NEVER let a customer discover that your "extra" value deal 
can be offered at any time after you told them its only for today. 

NOW CLOSE THE SALE BY RECAPPING THE OFFER... 

• Recap the original price 
• Recap the saving AND/OR promotion  
• Recap the extra's they get for acting NOW 

In closing...  

Getting buy-in and closing a sale is all about how you present it. It takes practice, it takes time and every situation is 
different. Over time you'll begin to start automatically thinking this way when you present "ANYTHING". It's how we 
influence people to support our ideas and buy our products and/or services.  

Ultimately this 5 step formula will provide you the essential skills to succeed in life and business!  

Thank you, 
Gary Walden 

 
Creator of "Share The Power" 
www.sharethepowernow.com 
 


