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“Don’t you get it?” 

“Stop bothering me. I told you I don’t want to be in a 

relationship now” 

Does that sound like something you can relate with. 

That is an almost regular statement a girl tells a pestering guy. 

But, many a times, when you watch closely, over 50% of such 

girls eventually fall for that guy. 

Why did she change her mind? For several reasons. But in all, 

the anchor boils down to EMOTIONS.  

It is not different today in business. About 97% of prospects 

take actions because of emotion and verify with logic. This 

means, if you don’t understand some prime emotions to tap 

into, it will be very difficult getting the attention of a prospect, 

let alone get them as downlines.  

Network Marketing is an interesting business that deals with 

sharing the good news of the company to your friends, and 

even strangers. If they liked the news, got registered, told more 

people, then they get the benefits from the company as well. 

So how come it seems difficult to get downlines when all we do 

is sharing the good news? 

Two reason: 

#1: You’re targeting the wrong people 

#2: You’re not tapping into their emotions. 



Our focus in this report is to show you how to get more 

downlines easily by tapping into key emotions that are 

predominant in almost every human today.  

Get your book or pen ready, I am ready to slit open the 

vulnerable emotions in humans and hw you can trigger it. 

Ready? 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



#1: FEAR 
Fear is a very powerful trigger. It is arguably one of the reasons 

many people take actions today. There are two kinds of FEARS 

responsible for most triggers: 

 Fear In Itself (Fear Of Lose; Fear Of Being Broke; Fear Of 

Being Insulted…) 

 Fear Of Missing Out (FOMO) 

Can you recall buying an insurance, or getting your security 

system installed in your work or house; or joining a security 

agency because of the Fear Of Lose? 

A whole lot of people buy rat killing devices or prefer keep an 

electronic copy of their files because of fear of their documents 

been eaten by rats or fear of losing it.  

 You’ve probably seen a lot of people join the military or go to 

the gym house because of fear of being intimidated.  

Fear is a powerful trigger. First, know what your prospects are 

afraid of and connect your offer to be the solutions to their 

fears. 

The other kind of fear is called FOMO. People don’t like missing 

out especially when it is something connected to an association 

they like, would like to be or who likes them.  

This is where you use social  proof when talking to prospects. 

Show them live proofs, pictures and videos of the success 

stories of people just like them.  



Remember taking your children on excursion because of the 

fact that their friends will be there and you don’t want them to 

miss out. 

 Remember buying the latest device because almost all your 

friends have got theirs and they can’t stop telling you how cool 

is it. 

Remember getting into a relationship because almost 

everybody you are in one already. 

Remember? 

Paint a future to them, make them see the benefits, then 

connect the “fear of lose” of the perceived benefits if they don’t 

take actions in registering. 

 

 

 

 

 

 

 

 

 

 

 



 

#2 

PLEASURE 
Sometimes many people take actions because they could derive 

a happy feeling from visualizing the end results. This is very 

effective when it is blended with FOMO.  

This is why you see people buy Ferrari, Rolex and other 

luxurious items because of status, their ego, pride… pleasurable 

feelings. 

You can help your prospects visualize by using simple relatable 

words that will paint the future to them when they register in 

the opportunity and how it will appeal to their new-lifestyle.  

 

 

 

 

 

 



 

#3 

INTEGRITY 
One of the mistakes many people make in network marketing 

when they set out to getting downlines is that they tell lies. 

They paint the story as so beautiful and then hide the roles and 

cracks of the business for the downlines to discover themselves. 

Listen, people like to buy; they don’t want to be sold. They want 

to be sure they are responsible for taking their actions. Don’t try 

manipulating them because well they discover, you’ll lose their 

interests. 

Explain your company’s compensation plan, their individual 

roles and responsibilities without hiding anything from them. It 

is better to tell them that they won’t become a millionaire 

overnight than sugarcoat everything into making them register 

to eventually get disappointed. 

 

 

 



#4 

SCARCITY 
People are naturally procrastinator. They take more actions 

where there is a perceived scarcity (deadline, limited offer) 

Now, I am not saying you should claim your company’s 

opportunity to everyone is scarce. Don’t tell a lie, remember? 

You could however connect some of your add-on offers to 

scarcity. 

This could be your offering very close mentorship to those who 

registers within a time-frame, or giving them access to your 

tested materials or secrets to help them succeed in the 

business. 

 

 

 

 

 

 

 



#5 SAFETY 
Nobody likes to be at the tunnel…. alone. The mistakes many 

people make is that they are interested in just getting 

downlines, but they never seem to analyze how to make their 

prospects achieve the claimed benefits.  

Fine, all downlines are responsible for their results. But, you 

have got to provide your assistance, in motivation, guidance 

and follow up. 

One of the reasons for lack of zeal in downlines is because the 

upline seem not to care anymore about them.  

Trigger their emotions by laying emphasis on your following up, 

guiding them, showing them how to achieve the same results.  

Promise to give them the right training and secrets to make 

them succeed. Everybody likes to be in charge of their results so 

make them independent by making them secure. 

 

 

 

 

 

 



 

Yeah! You’re 

Done 
Go back to your draw table.  

Identify your ideal prospects.  

Connect to their emotions and get them in  

 

STAY UPDATED ON BUSINESS, SALES, COPYWRITING, 

NETWORK MARKETING… SECRETS  

@ www.ortegaogomigo.com 

 

Send me a mail:  info@ortegaogomigo.com 

Connect with me across all social media platforms  

Ogomigo_Ortega (Facebook, Instagram, Twitter, LinkedIn) 

 

http://www.ortegaogomigo.com/
mailto:info@ortegaogomigo.com

