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Words T hat Work: It’s Not 
What You Say, It’s What 
People Hear

19 Words that Undermine 
Your Sales Effectiveness

What Are T hey T hinking 
Before T hey Leave?

Dr. Frank Luntz, hottest pollster in America, consultant and 
author, discussed the way words are used to influence and 
motivate and the way they connect thought and emotion.  
Some of Luntz’s tips include:

Focus on what your clients hate.1.	
Communicate authenticity and genuineness.2.	
�Compliment each other when doing a presentation, so 3.	
you can affirm what the other says.
�Financial security is the #1 item companies want for their 4.	
future. You should know what your clients are afraid of 
and offer protection against it.
�Men-owned businesses want more money. Women-5.	
owned businesses want more time.
�Use result rather than process.6.	
�IMAGE is the most powerful word in the 21st century.7.	
�Innovation is scary to clients — use that word after they 8.	
hire you.
�Back to the basics approach is best during economic 9.	
uncertainty.
What people really want: a) Accountability; b) Fierce 10.	
integrity/principles; c) Respect toward what the client 
does and d) Answerable after the fact.

Karen Purves, linguistics consultant, author and speaker, was 
hilarious and very entertaining.  But most of all she was 
extremely knowledgeable and taught us words that we should 
use instead of other words because of how people thought of 
them and the effect they have on your body.  The two best 
tips were:

1.  �If you are a woman and use five seconds of silence in sales 
calls (rather than filling up that silence), men will buy from 
you because they perceive you as more confident.

2.  �When persuading change, use the following conversation:

“Jen [name of person], we have an issue with you always 
being late [name of problem]. What ideas do you have?”

“I don’t know.” Jen says.

“You know what, I have some thoughts on it but I want 
to hear yours first.  When do you think you could get back 
to me?”

Change is five times more likely to happen if employees come 
up with the ideas rather than you telling them what they 
should do.

Ingenuity Marketing would highly recommend the Association 
for Accounting Marketing’s National Conference.  It is always 
very educational and the ideas that you get and connections 
that you make are invaluable.  For more information about 
the 2009 conference, go to www.accountingmarketing.org or 
contact Dawn at dawn@ingenuitymarketing.com.

If you want additional information on any of the conference 
sessions Liz attended, she is happy to share the handouts she 
received. Contact her at liz@ingenuitymarketing.com.

More than 64,000 students graduated with bachelor’s and 
master’s degrees in accounting in the 2006-2007 school year, 
the largest number of accounting graduates in at least 36 years, 
according to the American Institute of CPAs.

How will you ensure that you recruit the cream of the crop? 

a) Good Benefits
b) Lots of Classified Ads  
c) A Friendly Working Environment
d) Record Career Fair Attendance

Once you have the talent, how do you keep them?

a) Good Benefits and Salary
b) Casual Fridays
c) Open Door Policy
d) Flexible Breaks

At Ingenuity Marketing Group, our research of young 
professionals is telling a different story. Your firm’s online 
brand, direct communication opportunities with leaders and 
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Wendy and Dawn presented “Creating Space” 
for the Leading Edge in Chicago on June 9 
where they discussed how to create space to 
win and move ahead in facilitated large group 
sessions and idea sharing.

Liz presented “Face It and Link In: Using Social 
Networking to Your Firm’s Advantage” to the 
Leading Edge in San Diego on June 3.

We love to speak! If you are looking for engaging, 
expert speakers for your next professional service 
event, contact Wendy or Dawn at 651.690.3358.

Ingenuity Around the 
Country: Speaking 
Engagements
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On a recent trip to Moab, Utah, Wendy conquered her fear 
of heights by climbing up to the Delicate Arch in Arches 
National Park. For more information on Wendy’s experience, 
visit the Power Up! Blog (www.powerupblog.com) and search 
for keyword “Delicate Arch.”

Wendy’s “Arch” Nemesis

Ingenuity Quick Tip: 
Client Gift Idea

professional development that begins on day one results in 
more candidates walking through your doors — accepting 
positions and adding value — than a 401(k) plan and tickets 
to the baseball game.

The accountants we talked to said they would think about 
leaving if they didn’t see clear advancement opportunities. 
They will work hard and contribute to a firm that allows them 
to integrate life with work and offers a culture that values their 
strengths. They are well connected and aware of what their 
peers are making at other firms, so salary isn’t the deciding 
factor of whether to stay or go. 

Engage today’s accounting graduates where and when they 
are looking for you — online, in person and in step with their 
expectations. Contact Ingenuity Marketing Group to learn 
more about our interviews with top millennial accounting 
professionals and our strategies for getting more candidates to 
choose your firm and stick with it.

To learn more about our group or to sign up for the next event, go to 
www.ingenuitymarketing.com and click on Power Up! You may also 
contact Katie Kalkman in our office at 651.690.3358.
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