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Words. Quite frankly I have been fascinated with the power and nuances of vocabulary 
since I was a child. Before there were 150 channels of entertainment I found my parents 
double LP set of vocabulary training. Yes, you could say I was a bit of a nerd. Here are 
some powerful and persuasive words and phrases I found on TenFold.com that you 
may find useful. Also, we have a great message in just a few moments from Scott 
Gordon on improving your efficiency you’ll want to watch.

Avoid. Your potential borrowers want to embrace financial security and comfort while 
avoiding financial pain. TenFold says, “Loss aversion is a basic principle in economics 
and decision theory that encourages us to act in ways that allow us to maintain what we 
have and prioritizes that over acquiring more things. But smart sales representatives 
make it a point to call out ways their solutions help customers gain something AND 
avoid future losses”.

Because. One of the most powerful yet overlooked influential words in the English 
language. Because encourages compliance, asks for cooperation, and provides 
justification for what you’re asking for. “I would suggest we complete the application 
today because that will get the process going and help us ultimately determine how 
much you may qualify for”. 
 
Imagine: Take your prospect from a mindset of fear and worry to one of optimism and a 
vision for what the future could be with a reverse mortgage. I used this word often in my 
sales appointments saying  “Imagine a few months from now you’re sitting at your 
kitchen table like we are now a few months ago paying your bills and you realize you 
don’t have to write that check for your monthly mortgage payment. How would that 
make you feel?” Imagine is a call to emotion. 

We. It seems like an insignificant word but it’s power cannot be denied. We puts your 
potential client in a mindset of teamwork. After all it’s better than a us and them 
mentality. “What we’ll do today is start the process and then schedule your counseling 
session”. 
 
Fair. One phrase to avoid is “what do you think”. Instead try using ‘does that sound fair 
to you?’ After all, who doesn’t want to be fair-minded? We would add this phrase to the 
end of our previous we statement saying .“What we’ll do today is start the process and 
then schedule your counseling session. Does that sound fair to you?” 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