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HOW TO PERSUADE USING BUYING MODALITIES 

Seriously.  It's loaded with juicy stats 
guaranteed to get a retweet! 

#CTAConf  #CRO 
@aschottmuller 

Tweet this session! 



Optimizing Persuasion with 
Buying Modalities 
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Dell.com A/B Test Case Study 

Source: Bryan Eisenberg case study, SES interview June 2010 

Learn More 

Help Me Choose 

A

B "Help Me Choose" 
BOOSTED SALES $25 MILLION+ 



WHY? 
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"There was no appeal for the 
Spontaneous buying modality." 

Bryan Eisenberg 
Godfather of Conversion Optimization 
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THE WHAT?! 



I <3 Buying Modalities 
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Bryan Eisenberg 

@TheGrok, Conversion Optimization Expert, Speaker & Author  

"Conversion rate is a measure of your ability to persuade 
visitors to take the action you want them to take... 

  

For you to achieve your goals, 
visitors must first achieve theirs." 



Better understand the complex 
mind of the customer.  
 

Strategize and interpret the "why" 
of test hypotheses and results.  
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BUYING MODALITIES HELP... 

2 



JUMP INTO THE FIRE... 
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Which direction is the train going? 
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The Buying Modalities 
FA

ST
 

 

COMPETITIVE 
FAST, STRUCTURED, LOGIC-BASED DECISIONS 

WHAT makes your solution the best?  

 

SPONTANEOUS 
FAST, UNSTRUCTURED, EMOTION-BASED DECISIONS 

WHY should I choose you now? 

SL
O

W
 

 

METHODICAL 
SLOW, STRUCTURED, LOGIC-BASED DECISIONS 

HOW's your process/solution work? 

 

HUMANISTIC 
SLOW, UNSTRUCTURED, EMOTION-BASED DECISIONS 

WHO used your solution for my problem? 

LOGIC EMOTION 
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Buying Modalities & Myers/Briggs/Keirsey 
FA

ST
 

 

COMPETITIVE 
FAST, STRUCTURED, LOGIC-BASED DECISIONS 

5-10% = "Rationals" [NT] 

 

SPONTANEOUS 
FAST, UNSTRUCTURED, EMOTION-BASED DECISIONS 

25-35% = "Artisans" [SP] 

SL
O

W
 

 

METHODICAL 
SLOW, STRUCTURED, LOGIC-BASED DECISIONS 

45% = "Guardians" [SJ] 

 

HUMANISTIC 
SLOW, UNSTRUCTURED, EMOTION-BASED DECISIONS 

10-15% = "Idealists" [NF] 

LOGIC EMOTION 
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COMPETITIVE  
BUYING MODALITY 
FAST-PACED, LOGICAL/OBJECTIVE DECISION-MAKING 
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TONY STARK (IRONMAN) 



ACHIEVEMENT 
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KNOWLEDGE 
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GOAL-DRIVEN 
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RECOGNITION 
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BUYING MODALITY PROFILE 

Temperament: "Rational" [NT]  --  Myers-Briggs:  ENTJ, ENTP, INTJ, INTP 

COMPETITIVE 

People Examples:  Tony Stark (Ironman), Steve Jobs (Apple), 
Albert Einstein, Thomas Jefferson, Princess Leia, Yoda (Star Wars) 
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ATTITUDE Business-like, goal-oriented 

DESIRES Achievement, recognition, knowledge, 
success, control, positive image 

DISLIKES Inefficiency, incompetence 

KEYWORDS Lead, control, solve, prove, win, bottom 
line 

FAST, LOGIC-BASED DECISIONS 

"What can your solution do for me?" 

Reference: "Call to Action" book by Bryan & Jeffrey Eisenberg 



BUYING MODALITY PROFILE 

COMPETITIVE 

:: Buying Modalities | Angie Schottmuller @aschottmuller | Three Deep Marketing | #CTAConf 

FAST, LOGIC-BASED DECISIONS 

"What makes you and your product the best?" 

Reference: "Call to Action" book by Bryan & Jeffrey Eisenberg 

Approach:  Provide clear UVP, rational probabilities, and 
challenges. 



SPONTANEOUS 
BUYING MODALITY 
FAST-PACED, FEELING-BASED/SUBJECTIVE DECISION-MAKING 
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CAPTAIN JACK SPARROW 



ACTION 
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WIIFM? 
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BUYER'S REMORSE 
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EASILY DISTRACTED 
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BUYING MODALITY PROFILE 

SPONTANEOUS 

People Examples:  Han Solo (Star Wars), Captain Jack Sparrow, 
James Bond (007), Wolfgang Mozart, Elvis Presley 
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ATTITUDE Personal, activity-oriented 

DESIRES Action, simple steps, new adventures, 
time-savers, personalized content 

DISLIKES Traditional details, waiting, lots of options 

KEYWORDS Express, save time, personalize, help me 
choose, discover, trending 

FAST, EMOTION-BASED DECISIONS 

"Why is your solution best for me right now?" 

Reference: "Call to Action" book by Bryan & Jeffrey Eisenberg 

Temperament: "Artisan" [SP]  --  Myers-Briggs:  ESTP, ESFP, ISTP, ISFP 



BUYING MODALITY PROFILE 

SPONTANEOUS 

Approach:  Address immediate needs with relevant, minimal, 
credible options 
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FAST, EMOTION-BASED DECISIONS 

"How will this let me enjoy life more?" 

Reference: "Call to Action" book by Bryan & Jeffrey Eisenberg 



METHODICAL 
BUYING MODALITY 
SLOW-PACED, LOGIC-DRIVEN, OBJECTIVE DECISION-MAKING 
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SHERLOCK HOLMES 



ACCURACY 
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DETAILED 
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ORGANIZED 
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PROCESS-DRIVEN 
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PERPETUAL ANALYSIS 



BUYING MODALITY PROFILE 

METHODICAL 

People Examples: Sherlock Holmes, C3P0 (Star Wars), George 
Washington, Mother Theresa, Aragorn (Lord of the Rings) 
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ATTITUDE Businesslike, process-oriented 

DESIRES Accuracy, full details, clear process, 
efficiency, simplification, solid evidence 

DISLIKES Disorganization, dishonest/generic claims, 
asking for more info, personal "fluff" 

KEYWORDS Compare, explore, evaluate, inspect 

SLOW, LOGIC-BASED DECISIONS 

"How does your process/solution help my problem?" 

Reference: "Call to Action" book by Bryan & Jeffrey Eisenberg 

Temperament: "Guardian" [SJ]  --  Myers-Briggs:  ESTJ, ESFJ, ISTJ, ISFJ 



BUYING MODALITY PROFILE 

METHODICAL 

Approach:  Provide hard evidence, comprehensive steps, and 
superior service. 
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SLOW, LOGIC-BASED DECISIONS 

"How does your process/solution solve my problem?" 

Reference: "Call to Action" book by Bryan & Jeffrey Eisenberg 



HUMANISTIC 
BUYING MODALITY 
CASUAL, EMOTION-DRIVEN, SUBJECTIVE DECISION-MAKING 
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ROBIN WILLIAMS 



RELATIONSHIP 
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STORYTELLING 
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CREATIVITY 
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HELPING OTHERS 



BUYING MODALITY PROFILE 

HUMANISTIC 

People Examples: Robin Williams, Captain Jean-Luc Picard (Star 
Trek), Luke Skywalker (Star Wars), Martin Luther King Jr, Frodo 
(Lord of the Rings) 
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ATTITUDE Personal, relationship-oriented 

DESIRES Helping others, stories, entertainment, 
creativity, choice, human development 

DISLIKES Impersonal facts, being alone, betrayal  

KEYWORDS Join, share, connect, help, mentor, grow 

SLOW, EMOTION-BASED DECISIONS 

"Who has used your solution to solve my problem?" 

Reference: "Call to Action" book by Bryan & Jeffrey Eisenberg 

Temperament: "Idealist" [NF]  --  Myers-Briggs:  ENFJ, ENFP, INFJ, INFP 



BUYING MODALITY PROFILE 

HUMANISTIC 

Approach:  Provide social proof testimonials and *authentic* 
photos of customers and staff. 
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SLOW, EMOTION-BASED DECISIONS 

"How does your process/solution solve my problem?" 

Reference: "Call to Action" book by Bryan & Jeffrey Eisenberg 



Put it to action... 



TWEAK COPYWRITING 
Incorporate modality-magnetic keywords 
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TWEAK  
 

(as in fine-tune, adjust, modify) 
 

NOT TWERK.  
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SAMPLE COPY: 

Our approach is personalized 
to meet your objectives. 
Bottom line, your results are 
guaranteed. Explore our 
methodology to discover how 
thousands of clients just like 
you have been delighted. 

SPONTANEOUS  
BUYING MODALITY 

HUMANISTIC 
BUYING MODALITY 

COMPETITIVE 
BUYING MODALITY 

METHODICAL 
BUYING MODALITY 
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SAMPLE COPY: 

Our approach is personalized 
to meet your objectives. 
Bottom line, your results are 
guaranteed. Explore our 
methodology to discover how 
thousands of clients just like 
you have been delighted. 

SPONTANEOUS  
BUYING MODALITY 
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SAMPLE COPY: 

Our approach is personalized 
to meet your objectives. 
Bottom line, your results are 
guaranteed. Explore our 
methodology to discover how 
thousands of clients just like 
you have been delighted. 

COMPETITIVE 
BUYING MODALITY 
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SAMPLE COPY: 

Our approach is personalized 
to meet your objectives. 
Bottom line, your results are 
guaranteed. Explore our 
methodology to discover how 
thousands of clients just like 
you have been delighted. 

METHODICAL 
BUYING MODALITY 

:: Buying Modalities | Angie Schottmuller @aschottmuller | Three Deep Marketing | #CTAConf 



SAMPLE COPY: 

Our approach is personalized 
to meet your objectives. 
Bottom line, your results are 
guaranteed. Explore our 
methodology to discover how 
thousands of clients just like 
you have been delighted. 

HUMANISTIC 
BUYING MODALITY 
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REPLACE COPY WITH 
SOCIAL PROOF 
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Bidsketch Landing Page Example 
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SPONTANEOUS  
BUYING MODALITY HUMANISTIC 

BUYING MODALITY 

COMPETITIVE 
BUYING MODALITY 

METHODICAL 
BUYING MODALITY 



LEVERAGE PPC SITELINKS 
& AD CALLOUTS 
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Brazil Butt Lift PPC Site Links 
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HUMANISTIC 
BUYING MODALITY 

COMPETITIVE 
BUYING MODALITY 

METHODICAL 
BUYING MODALITY 

COMPETITIVE 
BUYING MODALITY 



AUDIT EVENT & HEATMAP 
TRACKING 
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BUYING MODALITY WEB BEHAVIOR DIFFERENCES 
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SPONTANEOUS  
TOOL-DRIVEN USERS 

[HUMANISTIC] 
(Not accounted for on page) 

COMPETITIVE 
SEARCH-DRIVEN USERS 

METHODICAL 
TOOL-DRIVEN USERS 



AUDIT PAGES TO SERVE 
ALL 4 MODALITIES 
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BUYING MODALITY CHECK 

COMPETITIVE 
Bottom line UVP 
"Best" evidence 
Learn/achieve challenges 

SPONTANEOUS 
Personalization, Guarantee 
Time-savers / Tools 
Hot trends / Urgency 

HUMANISTIC 
People/Others-focused 
People photos 
Stories & Reviews 

METHODICAL 
Process steps 
Factual details 
Timing expectations 
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BUYING MODALITY CHECK 

COMPETITIVE 
Bottom line UVP 
"Best" evidence 
Learn/achieve challenges 

SPONTANEOUS 
Personalization, Guarantee 
Time-savers / Tools 
Hot trends / Urgency 

HUMANISTIC 
People/Others-focused 
People photos 
Stories & Reviews 

METHODICAL 
Process steps 
Factual details 
Timing expectations 



KEY TAKEAWAY: 
 

Account for ALL FOUR buying 
modalities on every PAGE. 

(i.e. Not one modality per page.) 

:: Buying Modalities | Angie Schottmuller @aschottmuller | Three Deep Marketing | #CTAConf 



Which way is the 
dancer spinning? 

:: Buying Modalities | Angie Schottmuller @aschottmuller | Three Deep Marketing | #CTAConf 



The Buying Modalities 
FA

ST
 

 

COMPETITIVE 
FAST, STRUCTURED, LOGIC-BASED DECISIONS 

WHAT makes your solution the best?  

 

SPONTANEOUS 
FAST, UNSTRUCTURED, EMOTION-BASED DECISIONS 

WHY should I choose you now? 

SL
O

W
 

 

METHODICAL 
SLOW, STRUCTURED, LOGIC-BASED DECISIONS 

HOW's your process/solution work? 

 

HUMANISTIC 
SLOW, UNSTRUCTURED, EMOTION-BASED DECISIONS 

WHO used your solution for my problem? 

LOGIC EMOTION 
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QUESTIONS? 



Need help with buying modalities? 
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Contact Me for a Buying Modality Audit 
Maximize your conversion impact today! 

Angie Schottmuller 
Director of Optimization 
angie.schottmuller@threedeepmarketing.com  
@aschottmuller 



Our Clients... 
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Which direction is the train going? 
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