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You’ll close more business in less time if you…

Pay Attention to Tension!
— Part 1 —

A Lesson in MasterStream
By T. Falcon Napier & Associates, Inc.

Earning a sale has many requirements:   You must establish a strong foundation of trust
and rapport with your prospect. You must help them identify their needs and set
meaningful goals.  You must present whatever product or service you feel would be most
beneficial in addressing those needs and helping them reach those goals.  You must
handle their resistance and close the sale.  But while you are doing these things, there is
something else you MUST do to ensure a smooth sale … you must monitor and manage
your prospect’s level of productive tension.

“Tension“ is not the ugly word that manufacturers of headache remedies have made it out
to be!  Through years of advertising, “tension” has become synonymous with “stress” in
most people’s minds.  Yet, the negative connotations associated with tension aren’t the
whole story.

“Tension” is defined as the level of physical, emotional and/or intellectual activity an
individual is experiencing at any given moment in time.  The more physically,
emotionally or intellectually active someone becomes, the more tension they experience.
While too much tension is a very undesirable and physically damaging thing, too little
tension is just as counterproductive.  How would you describe someone experiencing
zero physical, zero emotional and zero intellectual activity?  If you guessed, “Dead!”
you’ re right.  And they’re not good prospects, either!

Strategic Framework
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The Strategic Framework is the visual and conceptual model of the MasterStream
Method.  It has two sections.  The diamond-shaped grid on the left end is called the
ChangeGrid.  The ChangeGrid reveals the level of productive tension someone is
experiencing about a given situation in their life.  The other section — with the long,
curving line — is called the MasterStream.  It illustrates the ideal flow of tension during
the entire sale process.  Together, they represent a unified and universal model for
streamlining your sales approach — and closing a lot more business in less time.

Let’s begin with a closer examination of the ChangeGrid.

Change Grid

The level of tension your prospect is experiencing results from the interaction of two
perceptions they have about the situation they’re in — how challenging they find the
situation and how capable they feel they are of handling that situation.

Where your prospect lands on the Grid reveals a great deal of very useful information —
valuable insights into your prospect’s emotional state, reasoning abilities, decision
making abilities and how productive you can expect them to be.
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A prospect’s level of tension affects the emotions they are experiencing.  Emotions come
in two varieties — resourceful and unresourceful.  Resourceful emotions — such as pride
and confidence — clarify and strengthen someone’s ability to see things as they truly are
— while unresourceful emotions — such as anger and fear — feed upon themselves,
distorting reality — making a difficult situation even worse.  Obviously, emotions are a
powerful factor in determining what someone will do.  The wrong emotion, experienced
at the wrong time, can seriously compromise a prospect’s ability to take proper action in
a timely fashion.

A prospect’s level of tension also affects their reasoning abilities.  A prospect figures out
what to do in a given situation either by examining the facts and figures available to them
at the time, or going with their gut-level feeling, instinct or hunch.  Whether a prospect is
logically or emotionally-ruled has a strong impact on the quality and timing of the
decisions they make.

Every change a person makes in any area of their life requires that certain resources be
available to them.  Whether it’s time, money, moral support, information, WHATEVER
— you need to have the resources necessary to make a change happen — or you probably
won’t succeed.   How available you perceive those resources to be affects your level of
tension.  As resources become more limited, our tension increases.  Tension reaches its
highest level when we perceive that the resources we need are severely limited or non-
existent.  For example, a person on a fixed income is feeling quite a bit of tension as she
receives a feeble 2.5% on her CDs!  The opposite is also true.  As resources become more
abundant, our tension decreases.  People tend to squander and “take for granted” what
they think they have in abundance — like the lottery winner who goes on a wild spending
spree or the first-round draft choice who buys cars, clothes and houses before his first
game as a professional athlete has been played.  But when tension is moderate — we
guard our assets.  When we perceive that we have just enough — when we think our
resources are just adequate for our needs — we become much more careful about how we
use the resources we have.  Prospects who feel they have all the time and money in the
world are far less likely to take action than someone who fears they might not have
enough of those resources.

Tension also has an impact on your prospect’s decision-making abilities.  As tension
increases, a prospect becomes more reactive.  Faced with a difficult situation, they may
jump on the first course of action they discover which they believe has even a remote
chance of succeeding.  When tension is at a more moderate level, the prospect calms
down and takes their time examining more of the alternatives available to them before
reaching a conclusion.  This proactive approach results in a much higher quality decision.
Decision making abilities become passive when tension is too low — and virtually ceases
as tension hits bottom!

Combine these insights, and it’s pretty easy to determine the impact that tension level has
on someone’s relative productivity.  When tension is low, so is productivity — in the
absence of tension, there is no productivity.  As tension increases, so does productivity —
at least up to a point.  When do most people file their taxes?  January?  No.  February?
No.  The closer you get to April 15th, the more tension you’re experiencing, right?  When
there is too much tension — when someone is experiencing stress — productivity
plummets.  As for our IRS example, an extension is filed!
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Keep in mind that activity and productivity are two very different things!  As tension
rises, someone becomes more physically, intellectually and emotionally active, but their
relative productivity is quite another story.    Although activity level continues to
increase, once tension passes the Threshold of Activation — once stress appears —
productivity falls immediately and dramatically.

In the next lesson, we’ll take a closer look at the ChangeGrid and the five levels of
tension it shows.  It’s not enough just to understand the concept of tension.  If you want
to make the sale, you must understand how a prospect responds at different levels of
tension.  We’ll explore that in much more detail in part 2 of our series.
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This article has been prepared and provided as part of our business outreach program, in
support of our team of Certified MasterStream Instructors.  For more information, visit
our website at www.masterstream.com.  Thank you!


