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SIYOP Workshop 

Educator and Advocate Foundation Training 
 

Hi this is Jack Mize and I would like to welcome to the educator and advocate 

foundation training. Today what we're going to do is walk through a very powerful 

discovery session. I'm going to walk through the questions that you are going to 

actually ask yourself, and the answers that you give, I want you to make sure that 

you understand that these are answers for yourself. They're not going to be for 

others to read or for publication. There will be no judgment on your responses so 

you want to make these responses as honest and authentic as possible because 

its going to help you really, really refine your authority content. 

 

When you actually go through and do this exercise, and go through this discovery 

session, you're going to end up with a wealth of content that is going to be 

categorized. It's going to be so easy for you to go back and reference and use for 

content, whether it's videos, blog posts, even books. And you're going to see how 

the clarity that you've been able to apply to this and how laser focused you are on 

helping others and who it is you help, and how you help them, and the outcome 

that you helped them achieve. 

 

It really, really is incredibly powerful and I highly, highly recommend and 

encourage you to go through this very, very quickly because there are no right or 

wrong answers. You don't to have to think about are you doing it correctly. Just 

do it from the stand point as the educator and advocate and I promise you that it 

is very hard to screw up. 

 

For the most effective and successful outcome in this discovery session, I 

suggest you follow these steps. 
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First, watch and listen to this training in its entirety. If you want to listen to it you 

can download the audio and put it on your phone, your iPod, and listen to it that 

way. There's not going to be a lot of necessary visual queues in this, so if you 

learn and really absorb information better through audio, you can listen to it. 

There's also going to be a transcription available to this, but I highly suggest you 

either watch or you listen to this training completely so that you understand what 

it is that we're trying to accomplish. 

 

Then, download the questionnaire that we have. This is a questionnaire that 

you're going to use as you go through this discovery session. What this 

questionnaire is, is you asking yourself. It's almost as if you're interviewing 

yourself. You can go through and what I really recommend is to record yourself 

speaking the responses. When you speak these responses, it comes far more a 

stream of consciousness level, you tend not to self edit or censor yourself as 

you're doing this. 

 

Because it's easy to speak from that educator and advocate. It's easy to speak 

with the passion that you have about what it is that you do and who you help. 

Remember, that this isn't going to be for anyone to judge. It's not going to be 

something for you to publish raw. This information is a way for you to get this 

information out of your head with clarity and with laser focus on what it is that you 

accomplish for others, and for yourself to be able to use as content. 

 

You can record yourself if you have a smart phone, you can record a digital audio 

on there. You can, if you have a digital recorder, if you want to use your 

computer. Any way that you have to record yourself speaking, even it's picking up 

the phone and calling into a teleconference line and doing it that way. Record 

yourself as speaking that you can have a digital audio file of this because then 

what you want to do is you want to get this transcribed. You can certainly 

transcribe it yourself, but I highly recommend that you use a service.  
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There's speechpad.com, rev.com. I use rev.com on a regular basis. They're very, 

very good and very quick turn around. Both of these I think are about a dollar a 

minute that you have. I really recommend that you spend time and give full, 

complete answers. Don't censor yourself.  

 

You don't try to succinct in this. Try to get it all out. They're going to get that back 

to you very, very quickly. I often get it back in the same day, but definitely within 

in a couple of days. Then what you have is that written document of the interview 

that you gave to yourself. It's going to be categorized by the questions that we 

are going over and you're going to have just a wealth of information and content, 

and resources for you to be able to use in your authority content. 

 

The first question that you're going to ask yourself is who do you help? 

Remember, as you go through these questions, there's no reason to try to be 

succinct or concise. This is the time for you to get it out. It's not about editing or 

censoring what it is that you have. That's going to be what you're going to do 

once you get the transcripts back. But first thing you want to do is make sure that 

you just speak from that position of educator and advocate.   

 

One of the best ways to do this is to go back to when you went through your 

"Find your Micro-specialization" exercise and refer back to that worksheet and 

think about this. Who do you help? One of the best things to do what we want to 

do is pick one of those micro-specializations. Now if you help different people, 

that's fine. But what we don't want to do is dilute the message.   

 

If you do help different types of people, I have an example there of perhaps a 

mortgage broker who might help people in many different situations. One of the 

targets might be first time home buyers. If you're doing this, go back to your 

micro-specialization worksheet and do this for one of those potential targets. Now 
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if you help multiple people, that's okay, but answer this question for each one of 

those specific targets.  

 

That way you're not going to dilute it and you're not going to have it spread out, or 

you're not casting a wide net. You're able to create this content specifically for 

that person and that's what's going to help position yourself as an authority far, 

far better and separate yourself from any competition, if you have any at all. 

 

Who do you help? This is where you're going to describe your perfect prospect. 

Like I said, if you have multiple prospects that are a little bit different, that's fine. 

But answer this question for each one of those. It really is if you start with the first 

one being the one that you have the most passion for helping, that you have the 

most success in helping and it's the most profitable for you to help, that really is 

going to be the best one for you to start with. Ask yourself that question and then 

answer it, record it, and speak from that educator and advocate position. 

 

The next question is what outcome do you help them achieve? What is the big 

picture result that you help them achieve? Be specific about that. It's about the 

thing that they are wanting to achieve by working with you. It's what they are 

seeing as being the benefit that they are buying, that want this outcome to 

happen by being with you. Describe what that outcome it, what it is ultimately you 

help them achieve.  

 

And make sure that you don't use marketing speak in here because you're not 

marketing. You want be able to almost explain it as if you're explaining to a 10 

year old. One of the things you have be very, very careful and that most people 

tend to do is that when they're talking about what the outcome you help them 

achieve, is you stray into the WHY they want to achieve that and HOW. We're 

going to get to that next, but you want to be very, very clear on what that 



© 2014 Authority Media Group, LLC – AuthorityAlchemy.com	  

outcome is that you help them achieve without dipping into the WHY's or the 

HOW. 

 

Next, WHY do they want or need to achieve this outcome? This is where you 

really dig into the motivation behind them, that would motivate them to work with 

you. What feeds their emotional desire for this outcome? What are some of the 

logical reasons? If it's one or more, what are the logical reasons that they would 

want or need to achieve the outcome? If it's to avoid pain, you can talk about that 

pain that this outcome will prevent or prevent them from experiencing.  

 

If it's closer to pleasure, you can talk about what it is that this outcome does, 

what's that pleasure that they will derive from this outcome? If we go back to the 

example I had for the micro-specialization of the mortgage broker that's working 

with first time home buyers, what feeds their emotional desire? It's that desire for 

the American dream of home ownership. It's the dream of having a place to call 

their own, that it's theirs, and that sense of pride that comes along with home 

ownership.  

 

What's a logical reason that they want to achieve that outcome? Well it makes 

sense in spending their money to have something to buy that they own rather 

than spending money on rent that doesn't build up any equity. The logical reason 

may be tax advantages. The logical reason may be just having that investment. 

 

Are they avoiding pain by achieving this outcome, maybe avoiding throwing 

money on rent away? Are you bringing them to closer to pleasure which goes 

back to that emotional desire of the American dream of home ownership? Those 

are the things that you can talk about when you are answering this question of 

why they want or need to achieve this outcome. 
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What are the consequences of them NOT achieving this outcome? What 

happens if they don't get there? How will this affect their business, their life, their 

health, happiness and relationships, or success? Talk about the impact that it will 

have if they don't achieve this outcome.  

 

What obstacles are they facing? This is what are the obstacles that may prevent 

them from achieving this outcome. If they did it on their own or they did it the 

wrong way, or did it with the wrong person. What are at least three known, and 

that's very important we're talking about, what are three KNOWN obstacles 

preventing them from achieving outcome? When I say KNOWN, these are 

common obstacles that they are aware are out there, that they see as maybe a 

reason they won't be able do this, or reason they need to find the right person to 

help them achieve this outcome. These are obstacles that they are aware that 

are out there that exist.  

 

These can be real, or they can be perceived obstacles. This may be, when I real 

obstacles, it may be something real. It may be when you think about go back to 

the mortgage broker example. A real obstacle may be that they've had bruised 

credit in the past. That may be a real obstacle that they have.  

 

A perceived obstacle may be them thinking that, "Oh I don't have enough money 

for a down payment. It takes lots and lots of money and savings to have a down 

payment before I can get a house.” That may not be true. That may be a 

perceived obstacle. Talk about at least three known common obstacles that are 

out there, that are preventing them from achieving this outcome. 

 

Next, you want to talk about what are at least three UNKNOWN common 

obstacles preventing them from achieving this outcome? These are potential 

obstacles or pitfalls that they don't know that exist. This could be very, very 

important for you to reference back to when you're creating your content. You'll 
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understand much, much more after this is completed as we go on, but think 

about three, at least three unknown common obstacles that most people aren’t 

aware that exist, that they may face when they're trying to achieve this outcome. 

 

Next, how can these obstacles be overcome? What's an example of how you 

have, or how you would help someone overcome these obstacles that we talked 

about? What are the tools, the strategies, the techniques that you have used or 

that you would use to help them with this? Go into detail about this. This is kind of 

where your magic comes in. It's what your specialty is, what makes you an 

authority because you have the ability to help them. Talk about how you help 

them, and how you overcome these obstacles that are out there.  

 

The next question you want to ask yourself is what are common misconceptions 

about achieving this outcome? What are at least three common myths about 

achieving this? This is where you can dig in and think about things that people 

take as being a given fact that's really not true. You may struggle with this a little 

bit and if you can't come up with at least three, then come up with at least one. 

But I bet as you go through there and you really think about situations that you 

have, that you've talked to people and they think, "well this may not work for me 

because..." and it's something that you say, "No, that's not how it is at all."  

 

This is very easy for you to overcome. This is something that may be is in the 

media, that is pushed out there, that I can't do this because of this, which is really 

a myth and it may tie back into those perceived obstacles, but this is something 

that's very common out there, whether it's myths or even misinformation. If you 

think about it that way, what are three common pieces of misinformation about 

what it is that you do that is not true and that is something that can easily be 

overcome?  
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Then, is what led you to help others? This is one that may be one of the easier 

ones for you to think about your journey. This is the time to really to talk about 

your story. As it pertains to how you came to help others doing what you do. 

What were the circumstances that led you to help others? Did you experience 

similar obstacles? Did you have friends or family that experienced similar 

obstacles? Talk about that origin piece. 

 

Next, how did you discover the solution? How did you discover the tools, the 

strategies that you use to help others to overcome those obstacles? Go into that 

because this is going to be an important piece that you're going to be able to use. 

Like I said, don't censor yourself on time or edit or anything like that, just let it out 

as if you're having a conversation with someone that's truly interested in your 

story and what led you to the place that you are now. 

 

Talk about when and why you decided to share this with others. Maybe you 

discovered this solution to help yourself or help a friend or family member to 

overcome an obstacle, but talk about the circumstances where that time that you 

decided that you know what, there's probably a lot of people out there that need 

this help. There are probably a lot of people that I could share this with and really 

make a difference in their lives, or help them accomplish something that they 

really want to accomplish. Talk about when it was, and why you decided to do 

this for others and with others. 

 

Talk about how long you've been helping others. And then it doesn't necessarily 

need to be in a professional sense. This isn't about how long have you been in 

business, or how long you've been licensed or any of that. This is how long have 

you been helping others achieve this outcome? Even if it's been on a casual 

level, or it may go back to that first family member, or friend that you helped 

overcome an obstacle in a non-professional setting. But really talk about and 

bring up how long you've been helping them.  
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Then give a rough estimate of how many people you have helped and whether 

it's one, it's ten, you could use dozens, hundreds, depending on the method you 

use. Like I said, this doesn't necessarily mean how many people you've helped in 

your professional setting, or necessarily in your business. It can include people 

you've helped in a casual environment, whether it's been in a group, whether it’s 

been in a support group. Even if you started in a church group, or anything like 

that, how many people have you helped around this particular situation, and 

these obstacles?  

 

Like I said, it doesn't have to be a precise number, it can be, "I've helped dozens 

of people. I've helped hundreds of people. I’ve helped thousands of people." Just 

make sure that it is accurate. If you think of how would I've helped thousands of 

people, really depends on how you have delivered this help. That's going to be 

the next question. 

 

How do you deliver your help? Get specific and give details. This is almost as if 

you're describing what your offer is without the marketing speak. Give specific 

details. Do you do it for them? Or do you teach them how? This goes into 

whether you're coaching, or consulting, but you don't necessarily want to turn this 

into a resume, but you want to talk about the mechanics of how they receive the 

help, how they receive what you have to offer, whether it's in person, if it’s 

virtually. If it is in a coaching, info products, if you're a service provider, talk about 

the mechanism of actually delivering your help. 

 

Then this where it really, really gets to uncover some things that you may not 

have been aware of. Why would a perfect prospect choose NOT to? Why would 

a perfect prospect choose not to work with you? Why would they choose NOT to 

receive help with this outcome that they really want, or they really desire? Or they 

even need? Is it time? Or is it a time commitment that would keep them from 
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choosing to do this? Is it money? Is it expensive? Is it finances? Is it what others 

will think?  

 

This is something that may not think about a lot of times people think that 

because someone says no, it's because "Oh I can't afford that." Or maybe they 

say that they can't afford it, but often times it's something very, very deep that's 

behind that. There's what I would call the hidden, or unspoken, risks or fears. If 

you don't these right now, that's okay because you will start discovering and 

uncovering these as we go along. But for right now, talk about the ones that you 

are aware of.  

 

When I say hidden, unspoken risks or fears, I'm talking about, let's go back to the 

mortgage example. If they say no and on the surface they seem to be a perfect 

prospect, you have to think that maybe it's a couple and one spouse is afraid that 

something may come up from their past from the credit checks, or from the 

background checks that they may not want their spouse to know about. 

 

A lot of times we don't realize that that's the objection, and it's not something that 

they will ever say or they will ever state, but it's important to think about this and 

kind of look behind what the common objections are. Think about what may 

cause them to not want to work with you even though they are a perfect prospect. 

Sometimes it's very, very big issue of what will my friends think? What will my 

family think if I do this? That may not be something that ever comes up or they 

ever discuss with you, but you need to be aware and be conscious of that fact if 

you want to be able to address it even though they don't verbalize it. 

 

Then, is there anything missing? Is there anything you feel that you haven't 

covered in those answers that is important for people to know? This is your 

chance to talk about that. If there's not, that's fine. You don't have to. This is 

something that can take no time, or it could add another 30 minutes to the 
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process, but it's important that if there's something that's there that you don't 

think that you got out, or covered, this is the time to do it. Talk about this issue 

and you may find that it is very important, but you may find out that it's not as 

important as you thought it was. 

 

Go through this discovery session and like I said, it's not about the right answer, 

the wrong answer. It's about answering these questions as an educator and an 

advocate, and in a way that you're not trying to convince anyone to buy anything 

you have. This is just a very raw, honest, without any risk session for you to get 

this out of your head and get it back to yourself on paper because then you're 

going to have some remarkably powerful information and you may find that you 

have gotten really laser focused in on who it is you help and how you help them. 

But I can promise you that if you go through this exercise, you are going to be 

miles ahead of where you were before you went through this exercise, and 

understanding how to position yourself as an authority, and how to have others 

see you as that authority by being the educator and the advocate. 


