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MAP Study 2 Worksheet
This program is reserved for those members of Influence Ecology who have successfully completed the Fundamentals of Transaction program, or other prerequisite study, and participation is by invitation only.

This program is a study in the fundamental science and practice of transacting powerfully in the marketplace. 

The materials used in this program are the original creation of and are owned exclusively by Influence Ecology, LLC. The source materials are used with the permission of Influence Ecology, LLC and are granted on a limited basis for use in this program session only. These materials are copyrighted and protected under applicable law. Do not duplicate or distribute these materials in any form. Do not use or repurpose the content of these training and educational materials, lectures or presentations, virtual classrooms or the like, provided to you without the express written consent of Influence Ecology, LLC and/or the publishers, authors and copyright holders of the books, articles and other materials used in the program with permission.
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Study 2 Worksheet
Please read the Study, and all associated reading, before starting to work on this Worksheet. 

Save a copy of this Worksheet before you begin to answer the questions. Please answer them on this document in a dark blue text color.  Please do not use red as the leaders of the program will use red to note their comments.  When you are finished please save the document with a name using the following format:

First Last Study #X MM-DD-YYYY.doc

ex: Bubba Cowen Study #1 09-10-2011.doc 

Use of the Worksheets: 

Worksheets are intended to stimulate, agitate and excite accurate and inventive thinking and planning. The content, considerations and questions are suggestive and you should work with them with an attitude to produce the results you need to satisfy your aims in this program.  

Please use them as an opportunity to speculate, create, think, practice, brainstorm and otherwise Work-through the learning being offered in the program. 

With the exception of the Program Measures, please feel free to edit them to suit your needs and support your Aims. Keep in mind the intentions of the program and the concerns of Influence Ecology in providing the help you need and in assessing your Work and progress in the program. 

We trust that you are best able to assess their application and look forward to your responses.   

Focus by Al Ries
Briefly articulate your understanding of the assigned reading.  Describe or speculate for each chapter how you will use this knowledge in your primary transaction. Additionally, if you see other applications and concerns as a result of your study of these subjects, please describe them in your answers. 
Chapter 14 – Crossing the Trench 

Answer 
Chapter 15 – Fifteen Keys to Long-Term Focus

Answer 
The E-Myth by Michael Gerber 

Using the guidance in Chapter 14 of The E-Myth entitled Your Organizational Strategy, illustrate and/or describe the Organization of you’re company or enterprise. We will refer to this illustration as “Your Organizational Chart” in future studies and may request that you “draw your Organizational Chart”. If you already have and work with an Organizational Chart please attach it to this Worksheet or submit it when you turn in your Work.     
Answer 
Building the Transaction for Invitation and Presentation
The Invitation and Presentation you are concentrating on in this Worksheet, is the Invitation and Presentation that is made to a prospective specific customer. It is an Invitation meant to compel their compliance to find out more and receive or hear the Presentation of the offer for your Primary Transaction. 

In future Worksheets you will invent and build Invitations and Presentations as elements of other primary Moves and Phases in the cycle. Every Move and Phase is a transaction in and of itself and includes to some degree, all of the Moves and Phases. 

If you are working with a team and are not accountable for ‘Invitations’ or ‘Presentations’ as part of your role, position or function in the enterprise, please consult or work with those who are accountable for making Invitations to prospective customers to complete this Worksheet. For example, if you are accountable for a function of Fulfillment or hold an administrative management position such as production or accounting, you will want to consult or work with those members of your team who are responsible for making Invitations on behalf of your enterprise if at all possible. 

Instructions for Building the Transaction for Invitation and the Transaction for Presentation:

To the best of your ability and current understanding, use the section below to articulate each of the Thirteen Steps for Building the Transaction for Invitation and the Transaction for Presentation for your Primary Transaction. 

Where applicable, some Steps include other questions and considerations. 

In the Steps, where there are multiple considerations, the first item relates to the enterprise or company (The Primary Transaction of the Enterprise).  The second, and any subsequent considerations, relate the Step to individual situations. It is sufficient for most participants to answer only the first item, however the additional considerations may excite new thinking and speculation. Members who are not responsible for making Invitations or Presentations to prospective customers should consider answering the additional items when applicable.  

The Thirteen Steps for Building the Transaction for Invitation

Step One: 

Articulate the Aim of your enterprise for producing and making Invitations.

Answer
In addition to the enterprise aims for producing and making Invitations, what is YOUR Chief or Primary Aim for learning, practicing, producing and making Invitations as you transact in the marketplace? 

Answer
Step Two: 

Describe how you (or those accountable) Evidence the State of Mind of an Ambitious Adult and Prove Fitness in producing and making Invitations. 

Answer 

What evidence do you have that YOU move as an ambitious adult in this offer, and evidence your fitness to deliver a proper and compelling invitation to a prospective specific customer? 

Answer
Step Three: 

Demonstrate Accurate Thinking in General Knowledge.  Consider what general knowledge must be demonstrated to gain the trust and acceptance of your specific customer? 

Answer
Step Four: 

Demonstrate Accurate Thinking in Specialized Knowledge. Consider what specialized knowledge (and/or knowledge of consequence) must be demonstrated to gain the acceptance of your specific customer to ‘want to know more’ about your offer.  

Answer
Step Five: 

Identify the Personality and Transactional Behavior of those accountable for making Invitations on behalf of the enterprise. 

Answer
Identify Your Personality and Transaction Behavior. What asset or liability do you see your Personality being to the enterprise in:

Making Invitations to prospective customers? 
Answer
Supporting those who make Invitations on behalf of the enterprise? 
 Answer
Step Six:

Articulate your Solution to a Substantial Breakdown in a Specific Ecology. 

Answer
Step Seven: 


Specify your Customer.

Answer
Step Eight: 


Invent the Transaction for Invitation 
The Condition of Transaction for Invitation 

Use this Worksheet to organize and structure your Work to produce the articulation of your Transaction for this move. Keep in mind that there will be many factors that apply to your particular offer not addressed in our Study. Use this as a guide for your thinking and work deliberately. 

Invitation of the invitation

Answer
Presentation of the invitation

Answer
Commitment of the invitation

Answer
Fulfillment of the invitation

Answer
Satisfaction Metrics of the invitation

Answer
Completion of the invitation 

Answer
Assessment of the invitation  

Answer
Reinvention of the invitation  

Answer
Step Nine: 


Apply Weapons of Influence for each Move of the Transaction for Invitation. 

Answer
Step Ten: 

Demonstrate how the enterprise applies Concentration and Focus to the Transaction for Invitation.

Answer
What are your Specific Accountabilities related to the Transaction for Invitation? 

Answer
Step Eleven: 

What practices are in place to Build and Expand the Influence Ecologies and Cooperation of the enterprise to produce and make Invitations? 

Answer
Speculate on or describe any practices you currently have or might put in place in order to Build and Expand your Influence Ecologies and Cooperation to produce and make Invitations? 

Answer
Step Twelve: 

Study the Environment and the Current. 

Answer
Step Thirteen: 


What is the Plan for Reinvention of the Transaction for Invitation? 

Answer
The Thirteen Steps for Building the Transaction for Presentation
Step One: 

Articulate the Aim of your enterprise for making Presentations.

Answer
In addition to the enterprise aims for producing and making Presentations, what is YOUR Chief or Primary Aim for learning, practicing, producing and making them as you transact in the marketplace? 

Answer
Step Two: 

Describe how you (or those accountable) Evidence the State of Mind of an Ambitious Adult and Prove Fitness in producing and making Presentations. 

Answer 

What evidence do you have that YOU move as an ambitious adult in this offer, and evidence your fitness to deliver a proper and compelling Presentation to a prospective specific customer? 

Answer
Step Three: 

Demonstrate Accurate Thinking in General Knowledge.  Consider what general knowledge must be demonstrated during your Presentation to gain the trust and acceptance of your specific customer? 

Answer
Step Four: 

Demonstrate Accurate Thinking in Specialized Knowledge. Consider what specialized knowledge (and/or knowledge of consequence) must be demonstrated to gain the compliance and acceptance of your specific customer.  

Answer
Step Five: 

Identify the Personality and Transactional Behavior of those accountable for making Presentations on behalf of the enterprise. 

Answer
Identify Your Personality and Transaction Behavior. What asset or liability do you see your Personality being to the enterprise in:

Making Presentations to prospective customers? 
Answer
Supporting those who make Presentations on behalf of the enterprise? 
Answer
Step Six:

Articulate your Solution to a Substantial Breakdown in a Specific Ecology. 

Answer
Step Seven: 


Specify your Customer.

Answer
Step Eight: 


Invent the Transaction for Presentation 
The Condition of Transaction for Presentation 

Use this Worksheet to organize and structure your Work to produce the articulation of your Transaction for this move. Keep in mind that there will be many factors that apply to your particular offer not addressed in our Study. Use this as a guide for your thinking and work deliberately. 

Invitation of the Presentation

Answer
Presentation of the Presentation

Answer
Commitment of the Presentation

Answer
Fulfillment of the Presentation

Answer
Satisfaction Metrics of the Presentation

Answer
Completion of the Presentation 

Answer
Assessment of the Presentation  

Answer
Reinvention of the Presentation  

Answer
Step Nine: 


Apply Weapons of Influence for each Move and Phase for the Transaction for Presentation. 

Answer
Step Ten: 

Demonstrate how the enterprise applies Concentration and Focus to the Transaction for Presentation.

Answer
What are the Specific Accountabilities in the function or position you hold in the enterprise related to the Transaction for Presentation? 

Answer
Step Eleven: 

What practices are in place to Build and Expand the Influence Ecologies and Cooperation of the enterprise to produce and make Presentations? 

Answer
What practices do YOU have in place to Build and Expand your Influence Ecologies and Cooperation to produce and make Presentations? (Speculate if none exist now.)

Answer
Step Twelve: 

Study the Environment and the Current. 

Answer
Step Thirteen: 


What is the Plan for Reinvention of the Transaction for Presentation? 

Answer
Program Measures
Once you have calculated your Satisfaction Metrics to Submit for Health, Money and Income, using the Calculator provided, enter these measures into the Satisfaction Metrics Form sent to you via email each month 7 days in advance of your Satisfaction Metrics due date (the 15th of each month).
Your Thirteen Steps
During the course of this program your 13 Steps will evolve.  We ask that you include a copy of the most recent version of your 13 Steps for your Primary Transaction with each Study Worksheet.  Please save the document with a name using the following format:

First Last 13 Steps MM-DD-YYYY.doc

ex: Jose Smith 13 Steps 09-10-2011.doc 

Return this Worksheet and your Thirteen Steps before beginning your next Study. 

Deliberate practice is not always fun. But the results it produces can be! 

Do not allow yourself to fall into bad moods of frustration, agitation or despair. If you need help, ask for it. If you must – transact for it. 
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