
Our Money Ceilings
The Space/Time 
Continuum
Why Clients Want to 
Pay Your More Money
The Darkroom Story
Building Your Belief System
The Initial Question
Your number one task 
in the initial phone call
How to Engage The 
Client To Work Towards 
Your Mutual Goals
11 Secret Questions That 
Make The Client Want to Give 
You More Money

1. The Roots of Big 
Money Copy

The Buyer / Copywriter 
Relationship
The O-M-V model that 
leads to higher fees
Thinking like a brand 
not a copywriter
Moving From Cost To Make
Joining Forces With 
Your Client
Scope creep and why 
it's a good thing
Detective work you 
need to do
10 Rules To Communi-
cate Value Immediately
The One Kilstein rule 
NEVER to break

2. Creating Buyer Commitment

The right questions to ask
Introducing Criteria 
Elicitation
Expanding Criteria - 
Get These Down and 
the Sale is A Roll Over
Hierarchy of Criteria

3. The Art of Eliminating 
Objections Before You 
Talk Money

The Emotional Tone Scale
The 3 Problems
Getting The Yes

4. C3P4 - A Step By Step 
Process To Higher Sales 

Why Objections Are A 
Good Thing
The Money Objection
The Partner Objection

The Think About It 
Objection

5. Objection Handling

You'll know exactly 
what to say! 6. NLP Objection Erasers

Why the written 
proposal

Simple Proposals Vs 
Longer Proposals

Objections to the 
Proposal
How To Get Paid

7. Writing The Proposal

Steps To Finding Ideal Clients
Clients Who Are 
Begging For Copy-

Pitfalls To Avoid
When The A-List Calls

8. Finding Clients With 
Deep Pockets

Harlan Kilstein's     
Big Money 
Copywriting 
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