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Objectifs de la journée :

1. Premiere approche du Mindmapping

2. Mieux connaitre le fonctionnement
du cerveau

3. Théorie et pratique
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MIND MAPPING Prise de notes en optimisant
Esprit Carte le fonctionnement
Cerveau du cerveau

Citation:

«Le mind mapping est trés proche de la fagon
dont le cerveau fonctionne; cette technique
peut donc étre utilisée dans presque tous les
domaines ou la pensée, la mémoire, le sens de
I’organisation ou la créativité sont
nécessaire».
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Le cerveau est formé de deux hémispheres

Coté gauche Coteé droit
Le coté académique de I'adulte Le coté coeur de I’enfant
Ex : le gestionnaire ou le réglement Ex : le réveur ou la passion

Logique Création
Analyse Intuition
Raisonnement Fantaisie
- Mathématique Sensation
Mots Images
JCS Training Institute Chiffres COUleUI"
Langage Globalité
Progressif Instantané
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LE MENTAL

Basé sur la raison
Théorise et explique
Considere la regle
Pense et réfléchit
L’idée prime sur la personne
Insensible a la pression
Considere les autres pour ce qu’ils font

L’AFFECTIF

Basé sur I’émotion
Considere les autres pour ce qu’ils sont

Donne la priorité a 'aspect humain
Sensible a la pression
La personne prime sur l’'idée
Ressent et échange
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MENTAL GAUCHE

RATIONEL
LOGIQUE

ANALYSE
CRITIQUE
COMPTE
FINANCE

PERFORMANCE‘

PRECIS

AFFECTIF GAUCHE

SECURITE
PLANIFIE
ORGANISE
CONCRETISE
FINALISE
VERIFIE
CONTROLE
MINUTIEUX

MENTAL DROIT

CONCEPTUEL

SYNTHESE
IMAGINATIF
CREATIF

CHANGEMENT
IMPULSION

RISQUE

ASSOCIATIONS D’IDEES

AFFECTIF DROIT
RELATIONNEL
CONVIVIAL
EQUIPE
SENSIBLE
EMPATHIE
INTUITIF
FACTEUR HUMAIN




Dites la COULEUR du MOT

JAUNE BLEU ORANGE
ROUGE VERT

VIOLET JAUNE ROUGE

ORANGE VERT

BLEU ROUGE VIOLET

VERT BLEU ORANGE

Votre cerveau DROIT lit la COULEUR, alors
que le GAUCHE doit insister pour lire le MOT




* Oublier |la facon traditionnelle
» Débuter au milieu
* Sujet au centre

* Relier par des branches toutes les
pensees relatives au sujet principal

» Relier les idees qui decoulent de celles
du 1er niveau en branches secondaires

3= 1 mot par branche
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Ecrites

~ Toutes
Au milieu SUJET PENSEES .
Uriae A lavolée

Mots-clefs

—__|dée 2aire

L'ART DES MIND MAP

lian BRANCHE j \ ECRITURE /__#hauten bas

L Ly . En tournant
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Start small

. \ —
Client acauisition cost Stat simple ot e
® lost ~
Lifetime value of a client Test and magsurs everything i
/ win | Beneficiary B
Marginal value of a clientisale Comainicats equerty / | Cliont S~
flexy, Al = e
ALY
Frequency of purchase \ —0ls; / Education and information .
Make sure everyone is winnin / . Y
Both sides Available assets | | 24 d / _ Sometimes discounticommission
Pe ersarvative, o) Sometimes best Value creation
J partners are unrelated | Usually much more D \
Product / Service descriptions to your business Be creaiva | Personal \
\ Endorsement necessary
Testimonials q | Are Genuine b \
Non competitive product / service . — \ \ Asset Clients come to you \
) = \ LY
Noloss of income _| J \ | Pre-eminence usp \
) < =) ~ Inthe client's mind
Augmentation of profits e ) | \ " Extended USP A\ \
. \ \
Easy for host o N4 f \ Bilateral Try this first \
- J \
Beneficiary creates marketing material }- \\\ } Multi-lateral When you have experience \
= P Mutually beneficial
Guarantees, support, indemnification . - \
= | Match valuo propositions otamers coaty \

Host can verify orders

Educate host / staff

Methods for dealing with issues immediately
Conservative estimate of § |
Responsibilities
Timeframes )
Management
Reviews

Exit strategies Who has my clients?

What excass inventory do | have?

What else can | offer?
Self-select into process
s

Worthy of your trust? |

Expedite the thing that puts money in your pocket

~
] Trust them with the future lifetime value of your client
i Potential partners

Any aspect of your life or business Strong USP

Peoplo i
—) Deing an outstanding job r
Businesses | Wow you with their service
Suppliers | Supplier / Client )'
First
No back end revenue stream \
| Startsimple ‘

Leave for more advanced arrangement Lowest hanging fruit

Start small

Lowrisk |

Do something that's funl |

Host - Hyphen - Beneficiary Remain independent N

Difference of results amongst the parties Greed
Will it take away my existing clients?
| Fear
Will they have less to spend with me?

Don't need direct access to their database

| Who controls what?
Calltoacton [~

Clear mechanics

Ultimate winner = client win-win-win

For more information — Read Jay
Abrahans "Geting Everything You Can
Out of All You've Got"

| have

of all parties

\
\
Youhavethat |

Always grow your business |

i
Barter or trade
Not Joint venture

Marriage

Let's trade
Cross the lines \

)

Strategic alliances

Not symbiotic \\

Commercial need

Chapter 10

\
31l Who makes what?
effort

Conservative estimates |

Host

Beneficiary |
e
Switch overtime |

Competitive products / services Obstacles to the salefintroduction

Don't use H-B partnership to make up for your deficiency

This Mind Map was created by Gideen King of NovaMind
Software using NovaMind version 3

www.NovaMind.com

Who? |

Host-Beneficiary Partoerships - Jay Abraham's Favorite Exponential Marketing Steategy. The singular
strategy that can massively expand your business growth ‘overnight without additional capital,
employees o other resources.

MindMap consolidating three Exponential Marketing Workshops hosted by Dr Marc Dussault in
Sydney, Melbourne and Brisbane June 6, 7 and 8% 2006.

Disuibuted courtesy of Jay Abraham Asia Pacific and NovaMind Software

© 2006 Jay Abraham Asia Pacific Pty Lid and NMS Global Pty Ltd - all rights reserved

www.Jay AbrahamAsizPacific.com.au
www.NovaMind.com

Host

\ ¢

\\ Mates rates e
i
\ | Loss leaders =
N - -~ simplecase

From Co. A
Suspects
Prospects )

I To Co.B's
Sales message Clients

All{ Fitered

With Endorsement by Co. B

Adding value

Host-Beneficiary Partnerships | Now foryour.clents
N Respect

Increase sales of your preduct / service

Sell other products / services Without overneads
Special offer
Cash flow VIP
Bindie Excess inventory
Downtime
Loyalty Valuable communication
Access Qualified prospects
Leverage Build your database
Endorsement Validation
Existing goodwill
Trust
Overcoming sales barrier Like a referral
Marketing
Reduce costs m
Prospecting

% \

Beneficiary 4

Time to market:
Faster
Business growth
Utilize cowntime
Increase revenue )
Excess inventory

Increase profitable sales Exponential profit growth

fitable sales cost reduction

Minimize
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Direct connection
means that readings
from electronic
devices can be
downloaded, stored,
tracked, and shared,

Consumers can pull a copy of their
health plan information into their
HealthVault record

Consumers have control over
what information goes into

their HealthVault record, and
what others may access.

Patient-generated data can be sent
to a doctor's Electronic Medical
Record. A copy of any lab results,
test results, prescriptions or doctor's
notes can be sent to HealthVault to
be stored and shared.

79"'1

Consumers can access
and track a
comprehensive
prescription list, and
physicians can modify
and refill easily.

Information transfers
through the central API
only with the consumer's
permission.

Consumers can track
their participation in
employer-sponsored
wellness programs
using data in their
HealthVault record.

Emergency information can be
communicated paper-free.
Patients can access their discharge
and follow-up information, and

send it to their primary physician. N
QSP Q ﬁ
| C )
TAL An array of interactive health '\I S U C ES

HealthVault™ Search scans tools help consumers reach
medical articles and information wellness goals, manage
on the Internet, which can be conditions, and take care of their

bookmarked and saved. family’s health. E R 5E
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