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THE WORKSHOP IMPACT FORMULA

Below are some questions to get you started with the Sell From Stage VIRTUAL EVENT™.

What would be a great outcome for you from the Sell From Stage VIRTUAL EVENT™ ?


What do you need to let go of to make this workshop transformational?

How are you committing to showing up for the whole experience?
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THE SELL FROM STAGE JOURNEY

Below is the journey you are moving through related to mastering this topic. The workshop will help 
you move up this journey. Use the framework below to identify what level you are on and how you want 
to develop further.
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MINDSET EXERCISE PART 1

Mindset is about understanding firstly what thinking is preventing you from commanding the stage and 
selling your services. Then, we will look at adopting a new belief system that serves your mission and 
purpose so that you have a greater confidence and commitment.

What experiences or situations have happened that are affecting your confidence in your ability to 
speak or sell on any stage?

List them below..…

What resistance or limiting beliefs do you have about speaking or selling on stage or webinars?

List them below..…

What ‘positive reward’ do you get from hanging onto these limiting beliefs?

i.e. they keep you safe, in procrastination, in your current safety zone etc.
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MINDSET EXERCISE PART 2

The next step is about adopting a new belief system that serves your mission and purpose so that you 
have greater confidence and commitment. As you integrate these beliefs into your psychology you’ll 
feel more confident and create the stage presence you’ve always desired.

Write down the beliefs that would serve you for becoming a person who can confidently speak and sell 
on any stage…

List them below.

Colin’s Personal Note: I spend 5 - 10 minutes every day writing out the beliefs I’m choosing to believe about 
myself. This is not a ‘set and forget’ experience. As a Sell From Stage Student I want you to commit to being a 
‘Pro’. That means everyday you decide how you’re going to show up. The easiest way is to write your beliefs each 
day. I do it in a small journal. Your beliefs should mainly start with “I am”….
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THE CORE PREMISE

The core premise is the statement you are attempting to prove through your presentation. This forms 
the ‘through-line’ for your whole presentation. Use this template below to create your core premise.


Here is an example of a core premise:


(Your vehicle) is the most effective / fastest / only / way to (desired outcome ), without (undesired 
activity)


You are (insert your vehicle) to having (desired outcome)


Example:


(Speaking persuasively on a stage) is the most effective way to (converting more client at scale) 
without (working overtime)


You are one irresistible presentation away from the breakthrough you’re looking for


Create your core premise here:
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CONVERSION STORY FORMULA™

Telling your signature story is crucial to imparting the beliefs needed for customers to enroll in 
your offers. Use this template below to outline your signature/conversion stories. Then use this 
as a guide to share your story with your audience.

Stage Content

The Situation

Describe the situation in 
detail, starting in a 
specific moment.

The Challenge

What was the big 
internal/external 
challenge you were 
facing?

The Desire

What was your desire or 
what did you want 
differently in your life 
externally / internally?

The Decision 

What decision did you 
make that made the 
difference for you?

Breakthrough Journey

What was the 
breakthrough journey that 
occurred and how did this 
feel?

The Core Premise

What was the insight or 
epiphany that you learnt?

The Importance

Why is this epiphany 
important to your 
audience?



THE BIG STRUCTURE MAP

This is the overarching formula that you’ll use when you have the opportunity to sell directly into an 
offer or product. This will be great for when you run webinars, your own events or if the event planner 
gives you permission to sell.
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THE WEBINAR GREEN FLAGS FORMULA™

Use this worksheet to identify where the Red, Orange and Green Flags are in your webinar process 
and identify some prescriptions for improving your results.

Phase Category Flag / 
Performance Problems Prescription

Sign Up

Organic posts

Advertising

Email invites

Registration 
page conversion

Show Up

Show up bonus

Show up texts

Show up Emails

Webinar Webinar 
delivery

Follow Up

Offer

Fast Acting 
Bonus

Sales page

Payment plan

Follow up email 
sequence
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INFUSION SELLING STRATEGIES™

Infusion Selling Strategies are some of the most advanced and persuasive ways to teach content, 
provide value but also produce incredible desire for your offer. Below is a short summary of the nine 
infusion selling strategies that you can implement in any presentation, webinar or talk that will draw 
your audience towards your offers.

The Signature Story

Telling your signature story in a way 
that reinforces the core premise or 
core belief for your offer is a very 
powerful infusion selling strategy 

and can be used in general content 
and also the start of your 

presentation.

Micro Decisions

Creating momentum throughout 

your presentation by encouraging 
the audience to make micro 
decisions not only produces 
engagement but moves the 

audience towards being more 
committed in themselves and the 

offer.

Belief reversals

Your content must reverse or 

debunk the beliefs and resistance 
points that your audience has about 
your topic and ultimately your offer. 
Ensure that your content addresses 
some resistance that the audience 
may have towards saying yes to 

your offer.

Case-stories

Case studies should be told in a 

story format that move the 
audience from challenge to success. 

They should also reinforce the 
power of your vehicle to see results. 
The case study not only teaches the 

audience about a pathway to 
success but also shows them that 

it's possible through your 
methodology.

Tantalize Tools

Throughout your presentation you 
should tantalize the audience with 

the tools that your clients use to get 
results. A great tool is any sort of 
template, proprietary process or 

system that you have in your paid 
programs. It must be a valuable, 
easy to use and fast in getting 

results.

Big Process

Showing your audience that the 

content you're providing is only a 
small part of the bigger journey will 
create desire for your program or 

product. This can be done by 
showing the big phases, pillars or 

framework.

Identity Tension

Throughout your presentation you 

should identify the feelings and 
identity of your avatar when they 

are struggling and the feelings and 
identity of your avatar when they 
are successful. As you create the 
distinctions between these two 

tension builds. This tension creates 
aspiration and desire for your 

audience to step up, take 
responsibility and move forward.

Future Self

Having your audience deeply 
associate with the successful 

version of themselves will enable 
them to make a more empowered 

decision. Throughout your 
presentation cast a greater future 
for them and their business. The 

stronger they associate with this the 
more courageous they become in 

the greater results they get.

Values Projection

Your offer should represent a value 
system. Your case studies and the 
offer itself should represent the 
value system of the people who 

succeed. When you talk about the 
value system in your offer the 
audience is no longer buying a 
program, they are aligning with 

values.
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ACTION SHEET

Use this space to work out your actions from each module or the Sell From Stage 
Academy™ as a whole.

Action Date due
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YOUR NOTES & INSIGHTS

Your notes…
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