THE COMPLIANCE
PROFIT Al PRO
PSYCHOLOGY &

AUTHORITY GUIDE

Here’s a practical, down-to-earth handbook that helps beginners start with confidence, write
messages that get replies, and understand the simple psychology behind why business owners
take action on the ADA Compliance Risk approach.

BY
Luther Landro
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CHAPTER 1: HOW BUSINESS OWNERS THINK

WAYS TO INFLUENCE THEIR DECISIONS

When you're just getting started, it helps to understand something simple about business owners:

They don't make decisions because of flashy marketing,
perfect scripts, or clever lines.

They decide because something meaningful crosses their path at the right time.
Most of the people you'll reach out to are simply busy.

They’re putting out fires, serving customers, keeping things afloat.

Their minds are full.

What gets through that noise is clarity.

Not pressure. Not hype.

Just a calm message that shows them something important they didn’t know.
Once they see it, the decision becomes easier.

You're not convincing them...

You’re helping them recognize what already matters.

I’m going to give you a perfect example in a moment, but first, let’s look at why the ADA problem is
a stand-out among small businesses problems.

ADA ISSUES HIT HARDER THAN OTHER PROBLEMS

Business owners ignore most marketing because it doesn’t feel urgent. They already have
customers or clients. They get referrals and word-of-mouth. Some owners flat out tell me they
couldn’t service the tsunami of business | can generate for them.

However, the ADA problems feel different because they are different.
They involve risk, reputation, and legal exposure.

Not necessarily the reward of growth.

Such risk represents and triggers the fear of loss!

The opposite of having peace-of-mind.

You ever get nervous or worry about something so much you start sweating?
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A banker friend once used the phrase, “Sweaty Brow Letters.”
He was referring to those letters the IRS will occasionally; mostly to remind you of something...

Yet 99% of people when they see one of those letters, say “OH SHIT” because on the other side of
the envelope might be a bill for a few thousand dollars or more...

Imagine getting a letter from an attorney saying you are getting sued.

That’s going to make some sweat ...a lot of it. ADA suits and settlements are a threat to the
business and bottom line.

These threats keep owners up at night, especially the ones who rely heavily on their websites.
When you point out an ADA issue, you’re not adding to their stress. They already have that.
You’re giving them a chance to fix something before it becomes a bigger problem.

The cost of the fix is always less than the cost of a settlement, unless you've already been forced
into a settlement and also have to fix it...

That matters to them, and that’s why your messages get traction even if you're new.

CHAPTER 2: BUILDING REAL AUTHORITY

WHAT REAL AUTHORITY LOOKS LIKE

Authority isn’t about sounding smart or using big words.

In this business, authority comes from being the person who shows up with clarity and keeps things
simple.

You don’t need certifications or titles.

You just need to communicate in a way that feels steady and trustworthy.
When your messages are short, direct, and confident, people feel it.

Business owners can smell nervousness or over-explaining from a mile away.

But they also recognize calm confidence. even from a beginner.
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THE SIGNALS YOU SEND WITHOUT REALIZING IT

Business owners read your tone long before they read your words.

If your message feels rushed, apologetic, or uncertain, they tune out.

On the other hand, if you communicate like someone doing them a favor...
Someone who noticed something worth their attention, they lean in.

A few things that make you sound more authoritative immediately:

o Keeping messages short

e Stating facts without drama

o Offering help, not selling help

e Speaking like a peer, not a telemarketer

CHAPTER 3: PERSUASION THROUGH SIMPLE MESSAGING

WHY SHORT MESSAGES PERFORM BETTER

You never need long messages to get results.
Short messages work because business owners are constantly scanning for importance.
If your first line is unclear or long-winded, they move on.
When your first line is simple
"I noticed an ADA issue on your website"
...they stop and pay attention.
Short messages make you look confident.

Long messages make you look like you're trying too hard.

THE TONE THAT OPENS DOORS

There's a certain tone that consistently gets me replies. It's calm, clear, and helpful.
Not aggressive, not dramatic.
Almost like you're leaving a voicemail for a neighbor.

The same tone that you’d use to teach a small child something.
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Not condescending but reinforcing.
When you communicate like that, people trust you faster.

The best way to remember the tone is this: you're not selling.

You're informing. And informed people naturally take action.

You want them to have a new level of awareness.

CHAPTER 4: FRAMEWORKS THAT MOVE PROSPECTS
FORWARD

MESSAGING THAT MOVES PEOPLE ONE STEP AT A TIME

Good messaging doesn’t try to jump the whole staircase in one step.

It guides the prospect from one small decision to the next.

Day by day, your outreach builds clarity.

Not pressure.

Pure clarity.

By the time they reach the end of your sequence, they feel like they've been walked, not pushed.
| struggled with this when | first went into business.

Long ago, | was trying to doing some marketing work for a pension management company in New
York. | noticed they were using an old version of Microsoft Office and would have to update
eventually.

Smelling an opportunity to head off a problem that | knew they’d have down the road and grow the
client, | asked for a meeting.

When | mentioned the update project to the owner, (a tall Irish guy in his late 60s) he wasn’t
particularly interested, but gave me the meeting because he liked me.

| said to him, “Your MS office tools are outdated. The old Excel is slowing you down...”
He gave me this blank stare like | was speaking Greek.

“What’s Excel?”, he said.

“The spreadsheets your employees use. They complain about it.”

“Oh yea!” he shot back. “Lets fix that.”
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It turned out that even though his employees used this spreadsheet every day, he didn’t know the
software they were using was called Microsoft Excel, but he knew there was a problem worth fixing,
and just needed someone to point it out in the right way.

But once | called it, “spreadsheets,” it dawned on him.

Point is, you must speak in the language that your market understands.

SIMPLE FRAMEWORKS THAT ALWAYS WORK

Where most people screw up is in the approach.

They just start hitting people up and never give a thought to how their approach would be
perceived.

The typical amateur approach is “Hey, buy this now because it’s cat’s ass!”

That might have worked in the 1920’s, but today’s buyers are more sophisticated.
You need an approach that touches people on a human level.

There are four simple approaches that work extremely well:

The calm warning — pointing out what you found.

The credibility step — showing you ran an actual scan.

The gentle follow-up — checking in without pressure.

The clear next step — offering to connect them with a specialist.

poON -

These aren’t tricks.

They're just natural ways people communicate when they care about being helpful.

CHAPTER 5: THE PSYCHOLOGY BEHIND DRIP SEQUENCES

HOW DRIP SEQUENCES SHAPE BEHAVIOR

People rarely respond to the first message you send.

Not because they aren’t interested, but because life is happening.
Kids... Appointments... Clients... Emails... Headaches...

The sequence works because it respects that reality.

It keeps the conversation alive without being annoying.

Over the course of a week, they go from unaware to curious to ready.
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That's the entire job your drip sequence performs.

DIFFERENT SEQUENCES FOR DIFFERENT PEOPLE

You don’t need dozens of templates. Just a few flavors:
A standard sequence for everyday businesses.
A firmer sequence for high-risk industries.
A softer sequence for premium or sensitive markets.

Each one moves at a slightly different emotional speed, but they all lead to the same place, and
that’s called ...clarity.

CHAPTER 6: AUTHORITY IN CONSULTATIONS

WHY CONSULTATIONS CHANGE EVERYTHING

Let me be clear that this is not something you need to do, however, IF you can become proficient at
these warm-ups, you can take a 5% closing rate and turn it into 30% or more...

When a business owner jumps on a call with the remediation team, something shifts.
They go from guessing to knowing.
They see their issues clearly, and that clarity often leads to bigger commitments.

Not because anyone sold them, but because they don’t want to deal with these problems again,
and now have met someone who can do it for them.

“Someone” is the important key here.
It is why consultations are so powerful for you...
You’ve handed them the first step, and they naturally want to keep walking.

Your compliance partner will do this consultation; however, if you want to warm up the prospect
even more, giving them some time to get to know you will dramatically increase how many choose
to invest in a solution.

Your job isn’t to explain technical details. Your job is to set the table.
You give them the scan, the awareness, and the path forward.

You simply check in: “Do you want to address this risk?”
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This simple question builds more trust and moves the sale forward more than any pitch ever could.

CHAPTER 7: BECOMING THE TRUSTED MESSENGER

BECOMING THE TRUSTED MESSENGER

Every market has thousands of marketers shouting for attention.
You stand out by doing the opposite: speaking simply, clearly, and respectfully.

When your messages feel honest and steady, business owners begin treating you like someone
worth listening to.

That's how you become the trusted messenger

Not by force. Not by volume. By tone.

WHEN A MARKET STARTS LISTENING AUTOMATICALLY

The more consistent you are, the more your presence commands action.

People begin to recognize your approach.

They remember your messages.

Even those who don’t reply the first time will reply later when the timing is right.

They tell their friends and business partners...

This amplifies what you’re doing and returns 10X on the efforts you’re already making.
Markets reward consistency.

Not legendary talent. Not luck.

Pure consistency.
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