
 

Marketing That Connects 

Quick recap 
The meeting focused on marketing fundamentals and the importance of aligning 
attention-grabbing elements with calls to action, using the AIDA model and marketing funnel 
concepts. Eben discussed communication domains and the significance of addressing wake-up 
calls, emphasizing the need to understand client psychology and create compelling content. The 
session concluded with exercises on specificity in coaching and marketing, highlighting the 
importance of concrete, experiential language and real-world triggers in connecting with clients. 

Summary 

Marketing Fundamentals and AIDA Model 
Eben discusses the fundamentals of marketing, emphasizing the importance of capturing 
attention, guiding it, and prompting action. He introduces the AIDA model (Attention, Interest, 
Desire, Action) and explains the concept of a marketing funnel. Eben highlights that one of the 
biggest mistakes marketers make is failing to align the attention-grabbing element with the call 
to action, stressing the importance of consistency throughout the marketing process. 

Effective Marketing Sequence Alignment 
Eben discusses the importance of aligning marketing content with the audience's initial interest 
and maintaining a consistent focus throughout the marketing sequence. He emphasizes that the 
action requested from the audience should relate to what initially captured their attention. Eben 
also stresses the significance of planning each step in the marketing sequence, ensuring that 
each piece of content leads naturally to the next, and always including a clear call to action. He 
illustrates these concepts using examples from fitness and supplement marketing. 

Balancing Abstract and Concrete Marketing 
Eben discusses the four domains of communication: inner, outer, abstract, and concrete. He 
emphasizes the importance of balancing abstract and concrete concepts in marketing, 
especially for coaches and teachers who tend to focus on abstract ideas. Eben also explains the 
concept of "wake-up calls" - unexpected life events that motivate people to seek help or make 
changes. He stresses the importance of addressing these wake-up calls and warns that people 
often make mistakes that worsen their situation when faced with such events. 

Mistakes of Intuition in Marketing 
Eben discusses the concept of "mistakes of intuition," which are actions people take in response 
to a wake-up call that may worsen their situation. He provides examples such as exercising to 



 

lose weight or expressing strong feelings to win someone's affection. Eben emphasizes the 
importance of identifying these wake-up call moments for clients and understanding their 
psychology to create compelling content and marketing. He also explains how the mind acts like 
a search engine for goals, reorganizing perception to focus on achieving desired outcomes or 
avoiding fears. 

Marketing Strategy and Client Triggers 
Eben announces a reinvent follow-up session on Friday, which will include new exercises 
related to goals and perceptions. He then discusses various marketing strategies and 
emphasizes the importance of developing a theme that resonates with ideal clients. Eben 
explains the concept of a marketing funnel and encourages participants to identify specific, 
concrete wake-up calls or triggering events for their potential clients. He stresses the importance 
of focusing on tangible, real-world events rather than abstract concepts when identifying these 
triggers. 

Menopause Language and Client Insights 
Eben discusses the importance of using specific, experiential language when describing 
menopause symptoms, rather than abstract terms. He emphasizes that focusing on concrete 
experiences like hot flashes, night sweats, and painful sex is more powerful in connecting with 
the audience than general mentions of "menopause symptoms." Eben then advises Quillan to 
investigate the underlying reasons why her seemingly successful clients sought her help, 
suggesting that there may be hidden issues or recent life events that prompted them to seek 
change. 

Specificity in Coaching and Marketing 
Eben instructs the group on the importance of specificity in coaching and marketing. He 
emphasizes the need to focus on actual events and specific details rather than general 
categories. The group practices this skill in breakout sessions, using Chat GPT as a tool. 
Participants share their learnings, with Colleen expressing enthusiasm for the mastermind 
format and the use of AI. Quillan describes experiencing an emotional connection to clients' 
private pain through this exercise. Eben concludes by reinforcing the value of specificity in 
connecting with clients and their situations. 
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